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Top Cars 


New-car registrations for nine 


months, plus two states for | 


October: 
157 


Pos. 
4—1,149,022 
21,101,815 
$— 481,100 
&— 308,361 
5— 287,331 
G— 250,345 
4— 213,304 
$— 205,286 
108,429 
83,466 
81,691 
66,223 
48,364 
27,341 
26,353 

9,185 
8,193 
1,756 
4,538 
4,129 


1956 

Pos. 
1,013,906— 2 
1,211,823— 1 
378,236— 4 
431,998— 3 
351,217— 5 
283,157— 6 
219,717— 7 
171,010— 8 
110,076— 9 
86,604—10 
79,143—I11 
54,956—13 
62,489—12 
33,271—14 
7,337—18 
5,141—19 
20,322—16 


25,427—15 
9,608—17 
598 Cont’ 1,265—20 
139,313 Misc. 66,562 
Total All Makes 
4,612,143 4,623,265 
Further details on Page 72. 


Make 
Ford 
Chev. 
Plym. 
Buick 
Olds, 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Rambler 
Stude. 
Lincoln 
Imperial 
Met. 
Nash 
Edsel 
Packard 
Hudson 


~ 
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n— 
2 
n— 
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Dealer Stockpile Dips to 464,000 
As Supply of 58 Models Tops ’57s 


By Maynard M. Gordon 


News Editor 


——— dealers greeted the 
new-model year with a more 
balanced Nov. 1 inventory than 
they have had in four years. 

The monthly Automotive News 
tabulation disclosed that an esti- 
mated 463,978 new cars, including 
about 200,000 ‘57 models, were on 
hand at dealerships Nov. 1. 

The combined inventory of 58 
and 57 models as of Nov. 1 
capped one of the smoothest 
cleanups in recent years. 

Factory-sponsored bonus drives 
last month cut the inventory nearly 
20 percent from the Oct. 1 level of 


| 572,634, which consisted mostly of 


"57 cars. Gradual buildups in pro- 





duction schedules, on the other 


| hand, prevented the new-model float 


bring Slow Start on 58s 


By Robert M. Lienert 
Associate Editor 
7 all new makes now avail- 
able, the 1958 selling season is 
of to a cautious start, according to 
reports reaching AUTOMOTIVE 


In general, dealers across the 
country said last week that a 
buying mood has not yet settled 
upon prospects. a 
Another round of price increases 

apparently has taken the edge off 
CE 


Top Court Gets 
Territory Plea 


Webster Asks Suit 
Be Considered Test 


By William Ullman 
Washington Correspondent 
INGTON.—Webster Motor 
Car Co. has urged the Supreme 
Court to consider its suit against 
das a test of the legality of 
territory security. 

Though the high court last month 
turned down a petition for review 
of the Webster case, a petition for 
fehearing filed today (Nov. 18) 
Specified new reasons for review. 

Webster, which alleges Pack- 
ard forced it out of business by 
giving an exclusive dealership to 
& rival Baltimore firm, won 4 
$570,000 judgment against the 
Manufacturer in District Court. 
The ruling was reversed by a 
-2-to-1 vote of the Circuit Court 
of Appeals. 

Today's petition states that the 

e Court’s denial of the re- 

writ last month was inter- 

by the automotive press and 

try as a rejection of the De- 

tment of Justice’s interpretation 
the antitrust laws. 

“The argument is now being 
widely advanced,” the petition says, 


“that the denial of certiorari in the 


Present case is a blessing of the 
Fight of a dealer in a stated area 
coerce his manufacturer into 
ination of all existing fellow 
er competition in the area.” 
+. * 


FOLLOWS from this, Webster 
argues, that agreements limiting 
(Continued on Page 81, Col. 1) 


the early market, dealers said, and 
the fact that there are still some 
’57s to be moved may be delaying 
an increased sales tempo on the ‘58s. 
. > * 
yz few dealers, however, are 
pessimistic over the outlook. 
They remember that most ’57 
models were slow in getting off the 
ground, and that sales did not 
really firm up until March. 

The consensus is that 1958 
should match 1957 closely in vol- 
ume, although profits might fall 
below 1957 levels. 

In discussing their experience 
with announcement day, many 
dealers said that floor traffic this 
year was down considerably from 
a@ year ago. On succeeding days, 
however, traffic was “comparable” 





| with the year-ago experience, they 


said. 
Some dealers said that while 
| floor traffic was down, the volume 
of sales just about matched the 


| year-ago pace. 
> > 6 





| 


OST optimistic reports on °58-| 
model sales came from Chev- 
(Continued on Page 4, Col. 4) 
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New Front 


re Te) ee. Pass age 


End, Spiked Fins Feature ‘58 


Cadillac's 1958 styling changes have given the car a broad-shouldered, longer look. Dual headlights are positioned over a 
new grille which is inset with jewel-like protrusions. The hood is 3:3 inches longer, and fenders are longer and wider. Tail 


from reaching depths experienced 
at this season in earlier years. 


of * * 

A YEAR ago, for example, only 

277,975 new models were stock- 
piled as of Nov. 1. Many dealers 
complained then that their inven- 
tories were “too low” and, for that 
matter, this cry is being heard 
along some auto rows right now. 

On the other hand, the Nov. 1 
reading for 1955 was 575,266 new 
cars, This was found to be excessive | 
for the season by numerous dealers. 
It contrasted sharply with 1954’s 
November inventory of only 157,607 
cars, the lowest level reached by 
new-car inventories since the late 
1940s. 

Aware that Nov. 1 is a crucial 
date for dealers because of these 
variables and contrasts, factory 
planners have striven with some 
success this year to strike a bal- | 
ance. They have sought to resolve, | 
at least in part, the following 
factors: 

1. Dealers want some, but not 
too many, outgoing models at the 
time of public introduction of the 
new line. A Texas Chrysler-| 
Plymouth dealer explained last 
week that he ordered heavy on| 
'57 Plymouths last month in the| 
expectation that °58-model sales 
might start slowly. 

2. The perils of an unduly large 
new-model supply were experienced 
two years ago. Sales of the new 
‘56 cars failed to keep up with the 
alltime peak volume recorded on 


Inside 
Auto News 


58 Cadillac bows. Page 74. 
Bigger backshops? Page 36. 


Dealers meet: Ohio, Page 
6; Connecticut, Page 3. | 


Truck sales pie. Page 8. 
Service can be bad. Page 
60. 





Used-car auction prices, Pages 6 and 68. 
Nine months’ car sales, Page 72. 
Output by makes, Page 85. 


Cadillae Line — 


the displaced 55s, resulting in the 
dealer stockpiles reaching a new 
high by late winter. 
ca * * 

ON THE other hand, a virtual 

* cleanout of the old cars at new- 
model time leaves dealers without 
a bargaining point or profit source 
in the opening weeks of the new- 
model year. This might cause ’58 


| shoppers and lookers to escape from 
showrooms without exposure to 
unused ’57s at discounted prices. 
The pain of carrying over ’57s 
into the beginning months of the 
’58-car year has been eased for 
|dealers in the lowest-priced and 
| middle-priced lines by the inventory 


' (Continued on Page 4, Col. 1) 


Dealers’ Total New-Car Stocks 


(In Field and in 


Transit to Field) 
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572,634 Cars 


WRENS fy 25.003 cr 
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PREVIOUS RECORDS 


HIGH 
903,789 Cars—March 1, 1956 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


Chevrolet, Ford Push Output 


By Martin L. Whitmyer 
Staff Writer 


EAVY overtime schedules at) 


Ford and Chevrolet and boosts 
in car assemblies by other makers 
sent U.S. auto output soaring to 
145,076 cars last week — highest 


fins are spiked and angled. for look of motion. This Coupe de, Ville two-door hardtop is one of 12 models in the line.-(Story and 


' more pictures are on Page 74.) 


Near High for the Year 


| weekly output since Jan. 26, when 
145,109 cars were built. 

Last week’s car output was 117.5 
percent of Automotive News’ 
three-year index, and came near 
the highest production rate of the 
year—147,429 cars the week ended 
Jan. 12. Last week’s output was 
6.2 percent above the previous 
week, and 7 percent above the 
same week a year ago, when 
makers turned out 135,609 cars. 

On a corporate basis, General 
Motors, Ford Motor Co., Studebaker- 
Packard and American Motors 
showed output gains last week, 
while Chrysler Corp. was off slightly 
from the previous week. 

7. > - 


M’S corporate output of an esti- 

mated 74,372 cars last week 
marked the first seven-day period 
since the week ended Dec. 22, 1956, 
that assemblies have surpassed 
70,000 units. It was also GM's high- 
est week yield of cars since the 
week ended Dec. 1 last year, when 
the corporation’s five divisions pro- 
duced 78,946 cars. In the week 
ended Nov. 9, the corporation built 
65,782 cars. 

Chevrolet’s production of an es- 
timated 40,000 cars last week was 
a 4,454-unit gain over the previ- 
ous week, and the highest weekly 
output by that division since the 
week ended Dec. 22 last year. 
Chevrolet worked 10 of its 12 

(Continued on Page 85, Col, 3) 
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Equipment Alignme nt Varies with Makes... 


Medium ’58s an Option Jungle 


By John K, Teahen Jr. 
Staff Writer 
get the shopper in the medium- 
priced auto field. Unless he has 
the memory of an elephant and 
the organizational ability of an 
electronic brain, he’s liable to be- 
come completely unglued as he 
ponders the maze of models and 
series, options and standard items. 
By comparison, the Ford, Chev- 

rolet or Plymouth buyer has a 
snap. Competing models are simi- 
larly equipped. The shopper de- 
cides- what he wants on his car 
and makes the rounds until he 
finds a price that satisfies him. 

It’s the same story in the luxury 
class. Series for series, Cadillacs, 
Lincolns and Imperials are com- 
parably equipped. 

But the shopper must do more 
than simply compare figures in the 
medium-priced field. He must keep 
one question always on the tip of 
his tongue: “What’s standard on 
that model?” | as 


vo example, a buyer may be 
torn between a Buick Century 
four-door hardtop at $3,436 (includ- 
ing Federal tax and dealer han- 
dling) and an Oldsmobile Super 88 
at $3,339. 

Being a thrifty soul, he may 
choose the Oldsmobile. But wait 
a minute—he wants automatic 


S-P Cuts Loss 
For 3rd Quarter 
Below °56 Level 


SOUTH BEND. — Studebaker- 
Packard had an indicated loss of 
$5,555,487 in the third quarter, com- 
pared with a loss of $14,170,422 in 
the comparable quarter of 1956, 
according to an interim report 
issued last week by President 
Harold E. Churchill. 

Indicated sales for the quarter 
Were $42,345,510, compared with 
$45,304,071 in the year-ago period. 

For the first nine months of this 
year, S-P’s total loss was $12,365,- 
689, compared with $49,635,878 in 
the corresponding 1956 period. 

Sales in the first nine months 
totalled $147,431,550 in the 1957 
period and $226,916,407 in the 1956 


period. 

The indicated third-quarter loss 
was larger than the deficit of $,- 
311,845 in the second quarter and 
of $2,498,357 in the first quarter. 

Working capital as of Sept. 30 
was $48,945,479, compared with $54,- 
156, 058 on June 30. 

Assets at the end of nine months 
were $91,721,571, compared with 
$95,748,615 at the end of six months. 

Liabilities were $42,776,092 on Sept. 
30 and $41,592,557 on June 30. 


AMC Nets $1 Million 


On October Operations 


DETROIT. — American Motors 
earned a net profit well in excess 
of $1 million in October, first 
month of its fiscal year, George 
Romney, president, announced 
last week. 

He attributed the favorable re- 
Rambier sales and 

a reduction in the company’s ap- 
pliance and defense expenses. 
a substantial 








transmission, It’s standard on the 
Century, $231 extra on the Super 
88. 


Or perhaps a DeSoto Firedome 
two-door hardtop at $3,178 is more 
appealing than an Edsel Corsair at 
$3,346. But the Corsair driver shifts 
automatically. It costs the Fire- 
dome buyer $220 to trade his clutch 
pedal for a set of pushbuttons. 

* + * 

ir ANY comparison of 1958 prices 

in this class, it first is necessary 
to mention which of the three 
major options (transmission, power 
steering, power brakes) are stand- 
ard in the various series. Here is 
the breakdown: 

All three items are standard 
on the Oldsmobile “93,” Mercury 
Park Lane, Chrysler 300-D and 
Buick Roadmaster 75 and Limited. 
(Prices of the 300-D and the two 
Buick series place them more 
properly in the luxury class.) 
Automatic transmission and 

power steering are standard on the 
Chrysler New Yorker and Saratoga 
and Buick Super. 

Automatic transmission is stand- 
ard on the Edsel Corsair and Cita- 
tion, Mercury Montclair and 
Voyager and Colony Park station 
wagons, Buick Century and DeSoto 
Fireflite and Adventurer. Power 
brakes also are standard on the 
Adventurer. 

. > 
T° COMPARE prices, this field 
must be split by series rather 
than by makes. In the first echelon, 
not far above the Fairlane 500, Bel 
Air and Belvedere V-8s, would be 
the following: 


ar. 4-dr. 

sedan hardtop 
Edsel Ranger $2,592 $2,678 
Dodge Coronet V-8 2,637 2,764 
Pontiac Chieftain 2,638 2,792 
Buick Special 2,700 2,820 
Mercury Monterey 2,721 2,840 


Moving up a step, the Oldsmo- 
bile “88” and DeSoto Firesweep 
enter the picture. Buick and Mer- 
cury drop out since their next- 
highest series include automatic 


transmission, an extra-cost feature 
on the following models: 


hardtop 
Edsel Pacer $2,735 $2,863 
Dodge Royal 2,797 «2,915 
DeSoto Firesweep 2,819 2,953 
Pontiac Super Chief 2,834 2,961 
Oldsmobile “88” 2,337 2,971 


The next jump takes the four- 
door buyer to the top of the Pon- 
tiac and Dodge lines and includes 
the middle series of DeSoto and 


Oldsmobile and the lowest-priced| |, _ 


Chrysler. Automatic transmission 
remains an extra-cost option. 


Pontiac Star Chief 3,071 
DeSoto Firedome 3,085 
Oldsmobile Super 88 3,112 
Chrysler Windsor 3,129 
+ * + 

Howsr=., the purchaser in this 

class probably will want auto- 
matic transmission. Including this 
feature puts these models pretty 
much on a par with the Buick Cen- 
tury, Mercury Montclair and Edsel 
Corsair where automatic transmis- 
sion is standard. 


dr. 4-dr. 

sedan hardtop 
Mercury Montclair $3,236 $3,365 
Dodge Custom Royal 3,250 3,362 
Edsel Corsair ’ 3,425 
Pontiac Star Chief 3,302 3,441 
DeSoto Firedome 3,305 3,455 
Buick Century 3,316 3,36 
Oldsmobile Super 88 3,343 3,570 
Chrysler Windsor 3,349 3,499 
*Not offered 
The buyer now is reaching the 


top of the medium-priced field, and 
he is finding more luxury and more 
price built into every model. His 
next comparison might be the Edsel 
Citation four-door hardtop at $3,615 
and the DeSoto Fireflite at $3,731. 
Automatic drive is standard on 
each. 
> > > 

WER steering joins the 

standard-equipment list at the 
next plateau. The Buick Super four- 

(Continued on Page 82, Col. 4) 





Auto-Price Quiz Delayed; 
Romney Asks to Testify 


WASHINGTON. — The Senate 
Antitrust and Monopoly subcom- 
mittee has postponed next week’s 
quiz of auto makers on price poli- 
cies until Dec, 17-19. 


prices from representatives of all 

five U.S. auto firms. 

In a letter to Kefauver, George 
Romney, president of American 
Motors Corp., has asked that he be 
allowed to testify before the sub- 
committee. 

Kefauver already has invited the 
presidents of Ford Motor Co., 
Chrysler Corp. and GM and UAW 
President Walter P. Reuther to the 
hearing. 

In his letter, Romney said that 
if testimony were limited to the 


profit for the first fiscal quarter | Big Three and UAW, the com- 


ending Jan. 1. 





Coming Dec. 2... 


mittee would not get “the views 
and experience of the other ve- 


Auto Selling Guide for 58 


All 1958 Amierican-built cars in four colors, with top selling features 
emphasized—photos 


of 69 foreign-built cars with top 
neering advancements on the 1958 models—major spec 
—-stories on materials and accessories on ’58 models . 


icsiong and prices 
tions and prices 


ee ae tee loon 
to be published by Automotive News on Dec. 2. 


The selling ote for 1958 will be a must for every dealer, ame 


manufacturer and suppli 


75 cents each 


or constant 


reference 


year 
Ls —. Extra 


please your request 


To make certain you get your extra copies of the Dec. 2 show issue, 
i iately to— : 
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hicle producers, or of the auto- 
motive parts manufacturers, or 
of the automobile dealers who 
comprise a large segment of the 
total automotive industry.” 

To suppose that the three lar- 
gest automobile makers alone can 
or should speak for the industry 
as a whole is to support publicly a 
basic misunderstanding of the 
nature of automotive competition 
and of the composition of the in- 
dustry,” Romney continued. 

He said the industry's wage-price 
practices and policies “need to be 
explored in their fundamental as- 
pects for your committee to reach 
conclusions that will soundly and 
effectively protect the car-buying 
public.” 

One important aspect, the AMC 
president added, is the effect of 
UAW-Big Three contract settle- 
ments and the lIatter’s pricing 
policies on competition in the 
automotive industry. 

“From the standpoint of national 
antitrust and monopoly policy, per- 
haps this is the most fundamental 
aspect of the whole subject,” Rom- 
ney said. 

“How can this aspect be ade- 
quately presented and considered 
without hearing from those com- 
panies that are most vitally af- 
fected by the inherent nature of 
the wage-and-pricing relationships 
with which you are concerned?” 


Jeep Factory Sales Set 
Year’s Record in October 


TOLEDO.—Factory sales of Jeep 
vehicles in October were the 
highest of any month of 1957, it 
was reported by C. A. Watson, 
general sales manager. 

He announced that October sales 
to dealers were 38 percent over the 
monthly average of sales for the 
preceding nine months. 








Volkswagens Await Delivery— 
A trailerload of Volkswagens is parked on a service station lot near St. Louis, 


awaiting delivery to out-of-town dealers. 
Co., 


* > * 


The St. Louis distributor is Barry Motor 


which brings the units in convoys from the New Orleans port of entry. 
er O12 





Financing Easy, Discounts Rare... 





St. Louis Cuts Import Wait 


(Eprror’s Note: This is another 
in a series of reports from the 
nation’s major marketing areas 
on the merchandising, distribu- 
tion and servicing of imported 
cars.) 

> az 7 


By L. H. Houck 
Staff Correspondent 

T. LOUIS.—The day seems to be 

fast approaching when all 
foreign-car dealers will be able to 
supply the demand with a minimum 
of waiting time. 

Almost all dealers here can 
make deliveries off the floor if 
the customer is not too choosy. 
Special orders take from two 
weeks to 90 days. 

There even is evidence that the 
long wait for Volkswagens is 
running its course. In this area, VW 
apparently does not have the close 
import cooperation of many other 
makes. 

There have been two or three VW 
dealers and distributors in St. Louis 
in the last four or five years, and 
Expincorp, Lyndhurst, N. J., adver- 
tises in local newspapers as export 





Business 
Barometer 


Auto Production — 167,926 cars, 
trucks in week vs. 157,080 the week 
before. 

Business Failures—266 in week 
vs. 219 the year before. 

Department Store Sales—Down 
2 percent from the year before. 

Freight Loadings — 713,994 cars 
in week, a decline of 86,373 cars from 
the year before. 

Gasoline Stocks — 181,410,000 
barrels, an increase of 2,122,000 bar- 
rels in week. 

New Jobless Claims—278,200 in 
week vs. 201,940 the year before. 

New-Truck Registrations—<61,- 
512 in 1957 to date vs. 689,652 the 
year before. 

Oil Stocks — 281,111,000 barrels, 
an increase of 703,000 barrels in 
_week. 

Steel Output —77.5 percent of 
estimated capacity vs. 78 percent the 
week before. 

Used-Car Prices — $771 in No- 
vember to date vs. $795 in October. 

Wholesale Prices—117.5 percent 
of the 1947-49 index, unchanged from 
the week before. 
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Common Stocks 

Nov. Nov. 1957 
13 6 High low 
Am. Motors 6% 6% 8% 5% 

Chrysler 674%. 69% 824%, 64 
Ford 43% 44% 59% 42%, 
GM 35% 37% 47% 36% 
8Yy, 3% 









Average 31.45 32.50 





representatives and offers to sel] 
VWs at “low prices to dealers only.” 


* = * 


i GENERAL, foreign cars are 
easy to finance here. The field 
has almost no discounting or gim- 
mick practices, and there is no 
price pack. Service is excellent in 
nearly all cases. 

Advertising, although limited at 
present, quotes port-of-entry retail 
prices and few accessories are 
available. This setup does not lend 
itself to the overallowance and pack 
employed by the gimmick dealer. 

Dealers say the POE price is 

so well known by the prospective 
buyer that it would be impossible 
to pack it—and that if it were 
possible and were done, the fran- 
chise would be cancelled. 

Selling costs run about $100 to 
$200 per car. Dealer discounts from 
POE prices are about 17% to % 
percent and distributors are taking 
about 7 percent. Most dealers add 
freight and a delivery-and-handling 
charge of about $35 to each unit. 

The oldest imported-car dealer 
here has been in business a little 
more than four years, and the field 
has gone through four years of trial 
and error. Early buyers were almost 
exclusively sports-car fanciers, and 
there was almost no bank or 
finance-company financing. 

> . = 


AM this has changed. Other 
buyers are entering the market, 
and financing at regular rates is 
available on the same basis as for 
domestic cars. 


Factories and importers are strict 
in regard to service and parts avail- 
ability, and distributors are not 
setting up dealers until they can 
supply parts in sufficient quantity. 

There is a heavy demand for 

franchises throughout the area. 
In some cases, domestic dealers 
are adding an import to their 
stable when the U.S. factory will 
permit it, while others are quietly 
setting up separate establish- 
ments for foreign cars. 

One distributor says he has more 
than 20 applications from dealers 
in four states. 

Service quality is very high. Most 
St. Louis shops are union, and the 
import dealers pay the prevailing 
rate of $3.84 per hour for mechan- 

(Continued on Page 82, Col. 1) 





FDR Jr. to Distribute 
Fiat Along Seaboard 


NEW YORK. — Franklin D. 
Roosevelt jr., president and coun- 
sel for Roosevelt-Cullum Motors, 
has signed an agreement 
the firm distributor for Fiat cars 
in eight Atlantic Seaboard states 
and the District of Columbia. 

The company announced ):/ans 
for service centers and mobile 
service units in the area which 
extends from Maryland through 
Florida. Hoffman Motor Car Co. 
Inc., will continue as Fiat distrib- 
utor in the northern part of the 
Atlantic Seaboard area as well! aS 
in California. 


— 
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Dealer Forum 


by Robert M. Finlay 


a do you handle the potential 
buyers who lie about the offers 
they have received down the 


street? 
The human reaction is to tell the 
prospects to go back and take the 


offer. 

If dealers and salesmen were 
in business to call bluffs, this 
might add up to satisfaction. 
However, since they are in busi- 
ness to sell cars, Herman Schae- 
fer, veteran manager of the In- 
diana dealer group, suggests that 
they ignore the lies and go right 
on selling. 

Dealers and sales managers might 
find it profitable to make this a 
periodic subject of sale meetings. 

Once a week, or every two 
weeks, salesmen should be re- 
minded that the ficticious offer is 
irritating but that it can be turned 
into sales if salesmen keep it from 
getting under their skin. 

* 


* * 


Help Him Save Face 


— if your offer is the lowest 
one a prospect has received, he 





Dealers Elect 
12 to Board 
In Colorado 


DENVER.—Twelve_ directors 
have been elected by the Colorado 
Automobile Dealers Assn. They are: 

Congressional District 1—Jack 
Beatty, Weaver-Beatty Motor Co. 
(Oldsmobile); George S. Irvin jr., 
Geo. Irvin Chevrolet Co., and Jo- 
seph Marsh, Marsh-Wimbush, Inc. 
(Ford). All are from Denver. 

District 2— William Arnold 
jr, Arnold Brothers Motor Co. 
(Ford), Boulder; George Day, Day 
Chevrolet Co., Aurora, and Harold 
Gray, Carroll Motor Co, (Ford), 
Brush. 

District 3—Dave Craig, Dave 
Craig, Inc. (Ford), Alamosa; Rob- 
ert June, June Motor Co. (Chev- 
rolet), La Junta, and W. A. Wills, 
W. A. Wills Buick, Inc., Pueblo. 

District 4—Ed Eisenhauer, Ed 
Eisenhauer Motor Co. (Dodge), 
Grand Junction; Reed C. Miller, 
Western Slope Auto Co. (Ford), 
Grand Junction, and Ed Morehart, 
Morehart Oldsmobile, Durango. 


Fire Razes Brady Motors 

TABOR CITY, N.C.—Fire of un- 
determined origin destroyed the 
home of Brady Motor Sales 
(DeSoto- Plymouth) Highway 410, 
with an estimated loss of $65,000. 
M. A. Brady, owner, said he plans 
to re-open in a nearby building. 











Index 


Advertising News .............. 
Auto Dealer Changes 
Auto Market Reports 
Auto World in Brief 
Bulletin Board 
































































RN ee kees 12 
gg errr ee 61 
I. Oke Sdadeee Sos 12 
EE eee > 46 
Highway and Safety News ...... 20 
Inside Motor Sports ..........-- 49 
legislative News .............-- 50 
ON a ae 12 
I ot os do's heals 62 
MR ae 86 
Parts—Accessories News ........ 38 
Personnel (Factory) ............- 25 
Prices, Foreign-Car ...........-- 72 
GDS,  MOMOEE .:. osccccececiews 73 
Production by Makes ........... 85 
Registrations, Cars ...........+- 72 
Registrations, Trucks ...........- 66 
Salesmen—Case Histories ....... 18 
Service Highlights ............. 36 
Technical Personnel ............ 42 
EE Soak ee 22 
Used-Car Auctions ............ 6, 68 
Washington Column ........... 10 


won't eat crow and admit he was 
lying to you. Don’t try to force 
him to admit it. Find some way to 
allow him to save face. 


A simple method of doing this 
would be to tell the prospect that 
your shop offers a lot more than 
just a deal—it sells cars at the 
lowest possible markup consistent 
with practices that benefit the 
buyer as well as the dealer. 

It would be interesting to see 
how many ways your salesmen 
can think of to save face for 
the prospect with a phony deal 
and convert him into a buyer. 

Most dealers are aware of the 
need for this sales technique. But 
when something is annoying to 
salesmen, dealers should have a 
consistent educational program to 
make sure that salesmen start a 
sales talk when they get the 
“better - deal- elsewhere” routine 
rather than chase the prospect out 
of the showroom. 
* * a 


For Constructive Meetings 


i of the problems sales man- 
agers have is how to keep 
morning sales meetings from turn- 
ing out to be simply “beef” sessions 
in which salesmen discourage each 
other. 

A method of meeting this is to 
make a collection of the things cus- 
tomers do to annoy salesmen and 
then get up a sales story to convert 
each gripe into a sales tool. This 
is just a matter of perspective. If 
you take the viewpoint that you 
are going to show up that lying 
shopper, you can do so with little 
trouble. 


And if you take the viewpoint 


that, whenever the customer 
quotes a phony offer, he is open- 
ing himself up to your sales ap- 
proach, then the phony offer 
becomes a sales tool for your 
salesmen rather than an irritant. 


This business of turning a phony 
deal into a positive sale is a con- 
structive mental exercise. Dealers 
may find it rewarding to visit all 
departments periodically to hunt 
out sources of irritation and see if 
by a change in the mental] ap- 
proach to them then can be con- 
verted into selling points. 

* + © 


Use of Symbols 


WW. KID the psychologists a lot, 
but have you heard the story 
of the captain who wanted to throw 
a Christmas party for his hard- 
bitten soldiers that had just been 
pulled back from the front lines? 

The men had the party coming to 
them, but the captain was afraid 
that it might get out of hand. 

After talking it over with an 
army psychologist, the captain 
went ahead with his plans, invited 
girls and provided liquor. 

This mixture could have been 
dynamite, yet his men were as 
decorous as though they had been 
attending a picnic in the backyard 
of the church. 

How come? The psychologist 
hung the hall with symbols that 
reminded the men of home and 
Christmas. They weren’t men on 
the loose thousands of miles from 
home, but men who looked at a 
Christmas tree decorated with 
strung popcorn and were trans- 
ported back to their childhood. The 
dove of peace, the fireside, carolers 
in the snow—all were with the men 
that night. 


* 

They Leave Mark 
EMEMBER that this is a day 
when many dealers advertise 
nothing but desperation and panic. 
Are these the symbols with 
which you would impress your 
staff? They leave their mark, for 

these symbols are all around. 
Can you think of more construc- 
tive symbols to hang in your shop 
—symbols that will bolster the 
spirits of your staff and also give 
these prospects who enter your 
shop a feeling of security and 
confidence? 


AUTOMOTIVE NEWS, NOVEMBER 18, 1957 


Fitzpatrick Leads Connecticut Dealers— 

Frank P. Fitzpatrick, Ansonia, right, newly elected president of the Connecticut 
Automotive Trades Assn., is shown as he accepts the gavel from retiring President 
Joseph S. Santin, Mystic, during the group's annual convention in Hartford. Looking 


on is Carl R. Lane, 
«. > . 


center, Hartford, executive vice-president. ‘ 


Conn. Convention Question eee 


Where Lie Profits: 
Selling or Financing? 


HARTFORD, Conn.—Quality sell- 
ing and control of financing will 
result in increased profits, the 
Connecticut Automotive Trades 
Assn. was told here last week. 

Floyd M. Stein, assistant gen- 
eral sales manager of General 
Motors Acceptance Corp., said 
dealers must fight to regain con- 
trol of time-buying which most 
let slip away in the boom years 
1946-53. 

David G. Reese, Philadelphia 
Oldsmobile dealer, disagreed with 
Stein. He urged quality selling to 
cut costs and increase profits. 

“We are in the automobile busi- 
ness to sell automobiles,” he said, 
“and that is where we should make 
our money, or go into another busi- 
ness.” 

He blamed dwindling profits on 
“lack of good business manage- 
ment,” rather than bootlegging, 
cross-selling, high prices and mis- 
leading advertising. 

Stein suggested that dealers in- 
struct their sales forces to empha- 
size auto financing through the 
dealers. 

Noting gains of commercial banks 
in the auto-loan field, he said: 

“In a few years you will be sell- 
ing all your cars for cash, and you 
cannot afford to do this.” 

He called the loss of time-buying 
control “one of the most damaging 
shocks to the automotive sales in- 
dustry.” 

Frederick J. Bell, NADA execu- 
tive vice-president, said the new 
concept of “equality 9f competi- 
tive opportunity” was being dis- 
cussed with auto manufacturers. 

“We're hoping to avoid situations 
where a ‘marble palace,’ or high- 
overhead dealership, is placed in 
competition with a low-overhead 
dealer operating out of a quonset 
hut 10 miles away in the suburbs,” 
Bell said. 

Touching on territorial security, 
Bell said the problems of cross- 
selling and bootlegging can be han- 
dled better through industry than 
Federal legislation. 

Bell said the good-faith bill, 
sponsored by NADA and adopted 
by Congress, had been “outstand- 





Injunction Suspends 
Indiana Sunday Closing 


INDIANAPOLIS.—A temporary 
injunction against enforcement 
of the Indiana law on Sunday 
closing has been issued by Su- 
perior Court Judge John M. Ryan. 

The Automobile Dealers’ Assn. 
of Indiana, Inc., said it is pre- 
paring to appeal the decision to 
the State Supreme Court. 





ingly successful.” The bill gives 
dealers the right to protest in 
court against factory pressure to 
take package deals to maintain 
franchises. 

Three cases threatened under the 
bill were settled out of court in 
favor of the dealer, Bell said. 

Frank P. Lowery, of the Inter- 
Industry Highway Safety Commis- 
sion, said dealers should take a 
greater interest in highway safety 
because their business was involved 
directly. 

It not only is important to keep 
customers alive, he added, but 

“more and more accidents will make 
them feel as if they should not go 
out on the highways.” 

The association referred to 
NADA a _ resolution censuring 
Reader’s Digest for a “scurrilous 
attack on franchised auto deal- 
ers” in its November issue. 

Earlier, Bell suggested a code of 
business ethics as the answer to 
attacks of this nature, which “smear 


the whole industry for the actions | 


of a few.” 

Frank P. Fitzpatrick, former 
mayor of Ansonia, was elected 
president of CATA, succeeding Jos- 
eph S. Santin. Other officers are: 

Richard H. Burkhart, first vice- 
president; Arthur J. Roy, Floyd 
Magee, Lester Gauvain, Henry 
Kraekemier, Leonard Weinstein 
and Frank Baumert, second vice- 
presidents. 


New board members: Santin, 


Charles Eastman, Fred Loehmann, 
Lewis Somers, James Backus, John 
Baldoni and Leslie Steele. 
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On the House... 


Dealer associations are getting apprehensive 
about a possible year-end “registration rat race” 
such as occurred in 1954. In that year, as you'll 
recall, both Cheyrolet and Ford claimed the title 
of champ and accused the other of illegal methods 
to get last-minute cars registered. Since then R. L. 
Polk & Co., official compiler of auto registrations, 
has tightened its controls and a repeat of the 1954 
fiasco appears unlikely. Moreover, some states (such 
as Illinois) have promised to scrutinize closely ap- 
plications for false addresses and box numbers and 
threaten reprisals against dealers caught in 


And, as the Illinois association points out, it’s time 
some profit out of new-car sales, not just registrations .. . 
Carolina association reports 32 counties with 100 percent member- 
ship ... Of the 10 million additional workers who will be available 
in the U.8. by 1965, more than half will be women, Labor Depart- 


V. V. Cooke, Louisville auto dealer, has pledged $250,000 toward 
building a new Baptist college in Louisville; has promised “every 
penny” he makes from now on “to God.” 


Finance Controls 


Weighed in S.C. 


_|After Hearing 


State Senate Group 
Probes ‘High’ Rates, 
Dealer ‘Kickbacks’ 


By L. D. Bray 
Staff Correspondent 

COLUMBIA, S. C.—A five-man 
State Senate investigating commit- 
tee, headed by Senator J. Ralph 
Gasque, Marion, has started con- 
sidering possible legislative con- 
trols over auto-finance operations 
after a hearing in Columbia, 

Most of the hearing was 
devoted to questioning finance 
company representatives about 
what Gasque called the “high 
interest and insurance rates 
charged car buyers.” 

Several spokesmen told the com- 
mittee that their companies would 
have no objection to “regulatory 

legislation as long as it isn’t bur- 
densome.” 

Francis Ireton, general counsel 
for Commodity Credit Corp., said, 
however, that “if we are just to be 
harrassed and have a yoke around 
our necks, we would naturally be 
opposed to such legislation.” 

Ireton added that 14 states have 
some types of laws covering auto- 
finance rates or “time-payment 
charges” but rates “are generally 
the same all over the country.” 

Phil Stevenson, of Stevenson 
Finance Co., Florence, urged the 
legislators to “consider the laws in 
other states” before making any 
recommendations. 

The committee also went into 
the relationship between finance 
companies and auto dealers. 

“What kickbacks do you give the 
dealers?” Gasque asked Ireton. 
“We don’t give him any kick- 
back,” the Baltimore attorney re- 
plied. “The dealer can sell his 
paper to the highest bidder.” 
“Call it what you will,” Gasque 
said, “dealers do share in the 
excess charges of the finance com- 
pany, don’t they?” 

Ireton indicated he didn’t under- 
stand what the committee  chair- 
man meant by “excess charges.” 

Gasque commented that “this 
gentleman is running around the 
bush so fast he’s hard to catch.” 

He then asked Ireton, “Auto 
dealers depend to a great extent on 
dealer's reserve for profit, don’t 
they?” 

Ireton said he “understood” 
that “50 percent of revenue the 
dealer gets is money from the 
sale of the contract (to the 
finance company) over and above 
the cash unpaid in balance.” 

The committee later went into 
insurance coverage connected with 
time-payment auto purchases. 

Gasque said that figures obtained 
on several credit life company op- 
erations indicated that rates on 
such insurance “should be reduced.” 

Gasque said his committee hopes 
to hold a second hearing soon with 

other finance company representa- 
tives. 











dealers got 
North 


—Perere Wemuorr, Editor, 
Automotive News 















4 
A 








s Su 





(Continued from Page 1) 


rebate policy followed by the fac- 
tories. 


Prospecting for autumn new- 
car “values” also has shown a 
marked increase in the past sev- 
eral years, September registra- 
tions of new domestic cars rose 
from 414,004 last year to 475,128 
this year as the result of cleanup 
bonus incentives and the increased 
interest in fall new-car shopping 
by consumers. 

Complaints about scarcities of 
various models in the new-model 
mix arriving from the plants is not 
an unfamiliar development this 
soon in the new season. 

+. o om 
—- dealers especially 

4 are scrambling for “hot” arriv- 
als like the Impalas. One Chevrolet 
dealer estimated that delays in 
getting the desired colors and 
options for early buyers could cost 
two sure sales out of five orders. 

“There still are plenty of people 
who want the latest thing as soon 
as they can get it,” he said. “The 
Impala is just as hot for me now 
as the Fairlane 500 was ford Ford 
dealers a year ago. But this crowd 
can cool off plenty fast if what 
they want is slow in getting here.” 

A factor appearing more and 
more in speculation on the ’58 in- 
ventory trend is the scheduled 
expiration of Big Three contracts 
with the United Automobile 
Workers next June. 

The brewing management-labor 
dispute over the UAW’s demand for 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 








Dealers 
Cars Cars ia Total 
ta Transit Potential 
Period Field tb Inventory 
Ending Stocks? Dealers Stocks 
Jan. . 188,500 440,254 
Apr. ” 158,000 434,136 
dune 1, '50... 160,200 407,880 
Sept. ‘ 160,400 400,012 
Jan, sa 89,900 404,788 
Apr. a 138,500 646,041 
duly "BA... 90,700 448,306 
Sept. ane 86,800 370,202 
Jan. ee 31,000 §8=—_: 255,968 
Mar. hs 76,000 258,577 
Apr. a 83,000 «=: 296,391 
May oS 88,000 339,674 
June ies 70,000 302 036 
duly in 84,500 277,962 
Aug. = 12,000 174,086 
Sept. a 77,000 8 «©. 226,091 
Oct. a 89,000 §8=. 322,556 
Nev. = 90,500 399,394 
Dee, 1, °62.... 287,247 76,000 363,247 
Jan. 1, 53... 291,671 83,300 374,971 
Feb. 1, 53... 324,835 86.600 412,035 
Mar. 1, '53.... 389,011 87,200 476,211 
Apr. 1, 53... 445,882 89,300 535,182 
May 1, 53... 490,381 97,700 688,081 
June 1, 63... 463,546 73,500 637,046 
July 1, 63... 479,698 82,200 562,498 
Aug. 1, °53.... 517,119 82,200 599,319 
Sept. 1, 53... 514,569 74,500 689,069 
Oct. 1, 63... 519,037 60,900 579,937 
Nev. 1, °53.... 538,087 68,300 606,387 
Dee. 1, "53... 430,876 29,000 459,876 
Jan. 1, G64... 428,125 36,600 464,725 
Feb. 1, "54... 466,176 60,600 626,776 
Mar. 1, '54.... 611,122 62,000 «= 573, 122 
Apr. 1, °54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, 54... 563,219 62,500 565,719 
July 1, "54... 445,665 62,500 508,165 
Aug. 1, °64.... 390,854 57,000 «= 447,854 
Sept. 1, 64... 355,654 50,400 406,054 
Oct. 1, °54.... 267,469 296,469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dec. 1, ’54.... 203,453 61,700 265,153 
Jan. 1, 55... 293,381 362,381 
Feb. 1, °S5.... 373,573 88,100 462,673 
Mar. 1, °55.... 467,655 95,000 562.655 
* Apr. 1, "56... 99,500 643,538 
May 1, °5S5.... 660,341 102,700 763,041 
June 1, 55... 755,498 93,000 848,498 
July 1, °55.... 736,591 77.000 8=- 813.591 
Aug. 1, 55... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 8 8§©713,264 
Oct, 1, °55... 489,475 48,900 538,375 
Nov. 1, ’55.... 487,666 87,600 575,266 
Dee, 1, 55... 645,707 77.400 723,107 
Jan. 1, °56.... 756,177 53,300 808,477 
Feb. 1, 56... 801,499 68,900 870,399 
Mar, 1, "56... 63,700 903,789 
Apr. 1, '56.... 827,977 63,100 898,669 
May 1, ’56.... 846,285 902,585 
June 1, ’56.... 746,012 52,390 798,902 
July 1, ’56.... 613,451 679,596 
Aug. 1, ’56.... 551,081 53,026 588,172 
Sept. 1, 56... 456,013. 48,382 504,395 
Oct, 1, '56.... 288,103 314,003 
Nov. 1, °66.... 212,967 271,975 
' Dee, 1, '56.... 318,587 719,656 
; Jan, 1, ’57.... 461,350 50,168 512,018 
; Feb. 1, ’57.... 561,934 68,100 
Mar, 1, 57... 664,608 68,400 
{ Apr: 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,706 59,500 737,205 
June 1, 57... 724,329 63,420 787,749 
July 1, 57... 682,121 63,090 745,211 
Aug. 1, 57... 645,445 59,300 704,745 
Sept, 1, ’57.... 684,484 45,052 . 
Oct, 1, °57.... 547,549 25,085 572,634 
Nov, 1, ’57.... 395,678 68,300 463,978 


t Field stocks include cars actually at 
{ dealerships, those warehoused by dealers 
and factories, and demonstrators. 
* Revised. 


ly of °58s Passes "57s... 


Dealer Stockpile Dips to 464,000 
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a shorter work week has prompted 
predictions that the manufacturers 
will go all out to amass a prodigious 
inventory against the prospect of a 
long strike. 

It’s easier to make this type of 
prophecy than to substantiate it, 
however, in the opinion of industry 


observers. 
+ * * 


rr one thing, floor-plan rates 
have just been boosted and the 
cost of standing 75-day or 90-day 
inventories would be prohibitive for 
all but the largest dealerships. 


Walter Reuther, UAW president, 
furthermore, is a “one-at-a-time” 
bargainer who has shown no incli- 


NADA Convention 
To Be Keynoted 
By Rickenbacker 


WASHINGTON. — Capt. Eddie 
Rickenbacker, chairman of Eastern 
Air Lines, has been named keynote 
speaker for the 4ist annual NADA 
convention in Miami Beach Jan. 
11-15. 


Rickenbacker, aviation hero of 
two world wars, is a former auto 
designer, sales executive and racer. 
Before World War I he had been 
with Firestone Tire & Rubber Co., 
Dusenberg, Mercer and Maxwell 
auto companies and Peugeot Motor 
Co., Paris. 


He was sales vice-president of 
Rickenbacker Motor Co. from 1921 
to 1926. He switched to the aviation 
industry when GM transferred him 
from Cadillac to its General Avia- 
tion Mfg. Corp. as sales vice-presi- 
dent. He became general manager 
of Eastern in 1935. 

Other convention speakers will 
be Robert A. Whitney, president of 
Marketing Audits Institute; W. 
Heartsill Wilson, assistant to Plym- 
outh’s sales vice-president; Wallace 
B. Spielman, president of J. B. E. 
Olson Corp., and Edward A. Fa- 
lasca, promotion director for the 
Bureau of Advertising, American 
Newspaper Publishers Assn. 












nation to accept proposals for in- 
dustrywide sessions. Reuther won 
acceptance of the supplemental un- 
employment benefits principle dur- 
ing the 1955 negotiations by match- 
ing Ford against General Motors in 
concurrent negotiations. Any deci- 
sion to strike one of the auto giants 
next year almost certainly would 
leave the other one free for con- 
tinued production. 
While the un-struck producer 
could well sympathize with the |= ’ 
position of management whose g , 
plants are shut down, still it : a 2 
would be risky for any member , 
The Old and The New— 
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of the Big Three to try to out- 

guess the canny Reuther by 
letting dealer inventories grow too 

bulky. 

A third, and no less important, 
consideration is that there may be 
no strike at all, or a very short one. 

Recent comments by Reuther and 
information from “informed labor 
sources” have tended to dispel the 
idea that the UAW wants a four- 
day week—or else. There are indi- 
cations that the UAW president will 
exploit the four-day-week demand 
to the utmost merely as bargaining 
fodder. 
























a * * 


ILE Reuther is capitalizing 

on this demand, of course, 

dealers can expect to see and read 

the usual “strike fear” headlines 

that precede all major management- 

labor negotiations in the auto 
industry. 

Still another development which 
may keep auto makers on the 
conservative side inventory-wise 
is the gradual decline this year 
in new-car exports. 

September overseas shipments de- 
scended to the 1957 lowpoint. Only 
3,271 new cars were exported, com- 
pared to 7,992 in Auguste 

The ratio of exports to production 
ebbed to 1% percent in September 
from a year’s high in April of 3 
percent on shipment of 16,492 cars 
to foreign markets. 

For the first nine months, 109,563 
new cars were exported by the U.S. 

| this year and 143,365 last year. Sales 
| of imported cars in the U.S. for the 
| same nine-month periods were 144,- 
| 909 this year and 68,665 last year. 


rolet dealers. Said a volume 
operator in Chicago: “We had the 
best selling announcement since 
the days of the competitive market 
arrived.” 

A South Bend Chevrolet dealer 
reported selling 153 new models in 
the first three days they were dis- 
played. 

Some Chevrolet dealers, how- 
ever, said they had far more 
“lookers” than buyers and re- 
ported sales only “fair.” 

Ford dealers reported doing good 
business, although floor traffic, as 
a rule, was not as heavy as a year 
ago. One Detroit dealer said he 
estimated opening-day traffic was 
down 90 percent from a year ago. 

A West Coast Ford dealer said 
business was good, with his sales- 
men carding about three “live 
prospects” for every sale consum- 
mated. 


ly THE low-price field, Plymouth 





Bill France to Start Work 
On Daytona Beach Track 


DAYTONA BEACH, Fla.—Con-|A sports-car road course will be 
struction of a 2%-mile paved speed-| built the second year. 


way in Daytona Beach, Fila., is 
scheduled to start within 30 days. 
A new corporation, Daytona In- 
ternational Speedway. Corp. 
headed by Bill France, race pro- 
moter and president of NASCAR, 
has leased a 446-acre site from 
the Racing and Recreational Dis- 
trict. 


First-year construction will total 
about $750,000, France said. The 
lease is for 50 years, with a 25-year 
option. He paid $26,500 rent in ad- 
vance with the signing of the lease. 

The speedway will replace the 
beach and road courses which have 
been used for stock car races since 
1936. The course location has been 
moved several times, as building of 
homes and motels encroached. 


The present 4.1-mile course is as 
far south on the peninsula as it can 
go, and new homes and motels are 
now being erected there in larger 
numbers. 

The Racing and Recreational 
District is headed by J. Saxton 
Lloyd, Daytona Beach Buick- 
Cadillac dealer and former presi- 
dent of NADA. 

The District was created by the 
State Legislature after France sug- 
gested building the speedway more 
than four years ago. Earlier pro- 
posals were to sell $3 million in 
revenue bonds, but that was aban- 
doned when the bond market was 
flooded with highway and school 
bonds and interest rates soared. 

While the cost of the first con- 
struction will be much less than 
planned, the track size will be 2% 


729,536 | miles, as originally planned. 


The first year will see a perma- 
nent grandstand seating 10,000 peo- 


dealers seemed least happy. Said 
one in New England: “No good 
(sales). Price resistance and not 
enough change.” 

A Southwest Dodge-Plymouth 
dealer reported business “not too 
brisk” and said that his an- 
nouncement had been “very dis- 
appointing.” 

A Dodge-Plymouth dealer in the 
Rocky Mountain area, however, 
said that ’58 orders were being 
taken at the same rate as ‘57s a 
year ago and that he expected a 
better year than in 1957. 

In the low-price field, as last 
year, most interest is centering 
on the top-drawer models. Chevro- 
let dealers said the Impala has 
been particularly popular with 


buyers. 

A CHEVROLET dealer in New 
York City last week showed 30 

new-car orders he was unable to 

fill. Of these, 18 were for the 

Impala. 

Chevrolet dealers in metropoli- 






















The first races will be held in 
February, 1959, France said, with 
a 500-mile late-model stock-car 

race on Feb. 22, 1959. Other races 

are planned for the Fourth of 

duly week-end, 1959. 

France has no plans for a 500- 
mile Indianapolis-type speedway 
car race. He plans to concentrate 
on stock-car and sports-car activity. 

The Daytona Beach Speed Weeks 
this next year will be held on the 
beach and the road course, Feb. 
9-23. These will be the final races 
on the beachroad course. 

When the new speedway is built, 
measured mile speed and perform- 
ance runs will continue on the hard- 
packed beach sand. 

= * 


* * * 








Speedway for Stock Cars Going Up— 
Architect's version shows how 2'-mile speedway in Daytona Beach, Fia., will look 


ple, with additional stands to be/| when completed. Bill France, head of Daytona International Speedway Corp., said 


erected later, France said. 


construction will start within 30 days. First-year construction will total about $750,000, 


Deferred will be many planned |he said, and will include stands for 10,000 persons. First races are planned for early 
buildings, such as a 54-car garage. | 1959. 

















Forty-seven years of automotive progress were graphically represented when the 
antique autos of the Horseless Carriage Club caravan from Phoenix, Ariz., to los 
Vegas, Nev., visited the Ford Proving Ground near Kingman, Ariz. Shown with ¢ 
1911 Ford and the 1958 Edsel are Jim Bly, district sales manager, General Petroleum 
Corp., and Vic Hopeman, test track manager. 


°57 Carryover, Price Hikes 
Bring Slow Start on ’58s 


(Continued from Page 1) 


tan marketing areas were re 
ported grossing an average $300 
to $400 per car. 

Ford dealers said that the Fair- 
lane 500 is still the hot car. Most 
are happy with the shuffling of the 
Ford lineup, feeling that the Fair- 
lane and Custom 300 are “better 
balanced” in the series spread this 
year and will enable them to doa 
better job of matching offerings of 
competitive lines. 

” * : 

EALERS in the medium-price 

field appeared unhappy with- 
the state of the market. Said one 
in the Pacific Northwest: “Sales 
are very hard to come by, with the 
deals made being those comparable 
to ’57 cleanup deals. 

“Business for dealers is at an 
alltime low in this area. New-car 
showings are attracting some 
lookers but very few buyers. 
Local dealers are greatly dis 
appointed.” 

The consensus of dealers in the | 
medium-price field is that business 
is only “fair” and that price resist- 
ance is sharp. Some complained of 
“sloppy quality for the price.” 

In discussing his own problem, 
one dealer in the West said, “New 
cars are far too expensive and 
people are revolting against the 
huge depreciation they must take. 
Floor-planning costs are too high 
and because of poor quality the 
cost of preparation for delivery is 
too great.” 

7 > 7 

ANOTHER dealer, in viewing the 

overall market said, “The 
dealers’ very large investment must 
be protected by permitting them to 
make a profit. This can be done by | 
having a proper balance between 
the number of cars produced, the 
number of dealers selling them and | 
the number of buyers in the | 
market. 

An end to bootlegging would 
help. An end to overproduction 
would help, Factories appointing 
fewer dealers would help. But all 
must come about to show any 
great improvement.” 

Dealers were pretty much agreed 
that “economy” is becoming a d 
nant factor in the mind of the 
buyer. They were divided, however, 
as to whether the economy “kick” 
would last. 

One dealer pointed out that 
“people talk economy, yet will 
buy the lower-priced series in MY 


line.” 
+ 1” * 


NOTHER said, “The public 
wants both performance 
economy. Now that they have per 
formance, they will keep calling 
for economy, but I don’t think they 
will go for economy at the expense 

of performance.” 

“Buyers want economy in for- 
eign cars, but luxury in American- 
made cars,” said another. 

“Economy is a lasting quality,” 
said a dealer in the Southwest, “but 
buyers still place most emph 

on appearance and style.” 








TH EY Some dealers switch financing connections at the drop of a hat. Not 
so the Associates dealer. Likely it’s because for years Associates 
has considered its dealers’ welfare as its own... has eagerly accepted 


J UST KEEP the challenge of helping its dealers and their salesmen sell more 


cars—new and used—at a profit. Today Associates recognizes a 

oO LL Li Re ’ ALO ww G new era in finance company/dealer relations—has geared its branches 
to provide the closer, more flexible cooperation demanded by today’s | 
highly competitive automotive market; faster credit clearance, 
simpler paper work, and modern, complete one-stop financing service. 
No wonder then, that Associates’ dealers like old man river “just 
keep rollin’ along’—selling more cars—more profitably! 


“It pays to have a sound, permanent 
financing connection— 
like having an old friend who 
understands your problem.” 


os 


ASSOCIATES INVESTMENT CO. - ASSOCIATES DISCOUNT CORP. - ASSOCIATES DISCOUNT (CANADA) LTD. - EMMCO INSURANCE CO. 
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Prices Rally at Wholesale .. . 





Used-Car Stocks Hit 
High for Six Months 


By Robert M. Lienert 
Associate Editor 


TOCKS of used cars held by 
franchised dealers as of Nov. 1 
advanced to the highest level re- 
corded in six months and were far 
higher than on the corresponding 
1956 date, according to AUTOMOTIVE 
News’ estimates. 


Dealers reported that the mar- 
ket has been hit hard; one said 
October was his worst month in 
10 years. Late models have suf- 
fered particularly, pricewise. 


At the wholesale level, however, 
prices rallied slightly last week, 
going up $3 to $771 on AUTOMOTIVE 
News’ index. It was the first time 
since. early September that the 


Old Competitors 
Welcome Wilson 
Back to Auto Field 


DETROIT.—Auto, financial and 
military leaders last week welcomed 
Cc. E. Wilson, former Defense Sec- 
retary, back to Detroit. 

Wilson, president of General 
Motors before joining the LEisen- 
hower Cabinet in early 1953, has 
rejoined GM’s board of directors. 


Tributes at a “Welcome Home, 
Charlie” dinner were paid to Wilson 
by L. L. Colbert, president of Chrys- 
ler Corp.; Henry Ford II, president 
of Ford Motor Co., and Harlow H. 
Curtice, president of GM, among 
others. 

Said Ford, “I share with a few 
people here the marks of his com- 
petitive fangs and it is just a little 
distressing to see him back on the 
GM roster, even in a less active 
capacity.” 

Colbert, citing Wilson's “skillful 
and determined leadership” in the 





index showed a gain in average 
prices. * * 
— inventories held by 

franchised dealers on Nov. 1 
were good for 36.4 days of selling, 
according to Automotive News com- 
pilations. This represents an in- 
crease of 10.4 percent from the Oct. 
1 count of 32.6 days. 

A year ago on Oct. 1, used-car 
stocks were good for only 26.3 
days of selling. 

Lowest inventory recorded this 
year was the 30.4-day supply 
counted June 1. At 36.4 days, the 
Nov. 1 figure approaches the year’s 
high of 41.1 days, established Jan. 1. 

Exactly half of dealers reporting 
on their Nov. 1 inventory said 
stocks were inside the 30-day limit. 
A month earlier, 58.9 percent had 
stocks good for 30 days or less. 

* + os 


OWEVER, more dealers had 

extra-small stocks on Nov. 1. 
Of those reporting, 22.2 percent 
reported inventories good for 15 
days or less of selling, while 27.8 
percent had supplies ranging from 
16 to 30 days. 

A month earlier, 11.8 percent 
were in the 15-days-or-less cate- 
gory, while 47.1 percent said their 
stocks ranged from 16 to 30 days. 

The range of stocks on Nov. 1 
was eight to 75 days. It had been 
13 to 70 days a month earlier. 

With Automotive News’ wholesale 
index last week showing a $3 gain, 
only three models ran counter to 
the trend. The price of ‘57s was 
down $42 to $1,911; ‘Sis fell $12 
to $218, and ‘52s were off $5 to 
$291. 

Leading the way upward were 
"56s, which advanced $39 to $1,326. 
Meanwhile, 55s went up $15 to $1,- 
044; ‘54s gained $15 to $719; ‘50s 
inclined $10 to an even $200, and 
"53s edged up $1 to $459. 





360 Degrees of Auto Visibility— 


This unusual panoramic view was taken from inside a new Chrysler with a camera specially adapted by Chrysler Corp, 
engineering photographic department. The camera, equipped with special lens and a rotating gear, gives the effec! of ¢ 


motorist 


swiveling his head completely around 


ae 





one 


inside the automobile. Taken from the tip of Belle Isle in Detroit, her 


is what the “human eye” photograph sees: Extreme left, the Windsor, Ont., skyline narrowing down to the Detroit River, 
Through the windshield, the Detroit skyline. Center, the Gen MacArthur Memorial Bridge to Belle Isle. Through rear window, 
a section of Belle Isle, and right, the Windsor skyline, still in focus. 











es, 


Ohio Dealers Told Fancy Deal Is Dying 


COLUMBUS, O.—The day of the 
fancy deal is on its way out. The 
only way automobile dealers can 
continue in business, and offer the 
kind of service which the public 
expects and should have, is to make 
a profit. 

That is what Nelson K. Mintz 
told the 24th annual convention 
of the Ohio Automobile Dealers 
Assn. Mintz has been president of 
the New York State Automobile 
Dealers, Inc., for the last year. 

“We must quit kidding ourselves 
and take our profits from the top, 
rather than thinking we can get 
along by taking from the bottom,” 
he said. “The auto dealer must be 
more than a dealer in automobiles 
—he must be a merchant.” 

The three-day convention, which 
attracted more than 500 Ohio deal- 
ers, was highlighted by several 
prominent speakers. 

One of them was Charles L. 
Jacobson, Chrysler Corp. dealer re- 
lations vice-president. He summed 
up the role of the auto dealer in 
one word—“service.” 

Jacobson wasn’t speaking only 
of the service rendered in the 
backshop although that, admit- 
tedly, is an integral part of the 
overall dealership operation. 

He stressed the need for good 
organization of the dealer's cus- 


said, but the satisfaction which 
the members of the OADA and 
cooperating factories receive — be- 
cause of contributing to the re- 
habilitation of inmates—is even 
greater. 

He said hundreds of penologists 
have toured the school. 

Another principal address was 
given by Don Rosselle of Standard 
Oil Co. of Ohio. He urged that 
automobile dealers and those en- 
gaged in the sale of petroleum 
products work shoulder to shoulder 
in a cooperative spirit in giving the 


Caruso, 2 Aides 
Win Dismissal of 


One Charge Each 


LOS ANGELES.—H, J. Caruso, 
who at one time operated four auto 
dealerships in the Los Angeles 
area, and two of his aides have 
won dismissal of one charge of 
grand theft which was lodged 
against each of them after com- 
plaints of shady dealings with cus- 
tomers. 

Caruso and nearly a score of his 
employes were indicted after a 
grand jury investigation of the 
charges. Caruso, who once faced 
indictments on 44 counts, has 





automobile owner the best possible 
service. 

He further urged that neither 
“cut the other’s throat” by placing 
the blame of malfunctioning of 
automobiles on either the cars and 
the car service or the gasoline. 

Morgan R. Purdy (Pontiac. 

Buick), Van Wert, was elected to 
a two-year term as OADA presi- 
dent, succeeding Planck. Other 
new officers are Arch W. O’Rourke 
(Buick), Toledo, first vice- 
president; Woodrow J. Sander 
(Ford), Cincinnati, second vice- 
president; William F. McCoy 
(Chevrolet - Buick), Wilmington, 
treasurer, and Walter Bates 
(Dodge-Plymouth), Wooster, sec- 
retary. 

Columbus-area dealers served as 
a host committee. Harold Wood 
was chairman of the group which 
included Planck, W. C. Ewart, 
Warren F. Germain, Robert D. 
Keim, Charles W. Medick, A. E 
White, George H. Woodworth, Russ 
B. Hammond and Richard H. 
Zimmerman, OADA executive sec- 
retary. 

Eleven new members were 
elected to the OADA board of 
trustees. They were: George H. 
Woodworth, Columbus; E. A. Gus- 
weiler sr.. Columbus; L. F. Pad- 
dock, Dayton; W. C. Ingram sr, 
Mansfield; Mike Turk, East Liver- 


" : pool; Alden Leibe, Orrville; M. J. 
a ee ent a mr 7 apm. ‘We Wholesalers Handle tomer program—each part offering| pleaded guilty to two charges of| Birzer Canton: Had Stine. Swan- 
are immensely prou at among us ° a different kind of service. grand theft and two of forgery and|ton: D. J. Towell. Akron: Galvin 
here in Detroit our country found More ’58 Models on; D. J. ell, ; 


the man who could do this kind of 
job .. . All of your friends here in 
Detroit join in saying, ‘Well done.’” 

Curtice, recalling that he and 
Wilson once were “sort of” competi- 


DETROIT.— Four used - car 
auctions were among those re- 
porting the wholesale movement 
of 58 models last week. 





The dealer, he said, should give 
efficient service in maintenance, 
repair and parts; he should give 
adequate presale conditioning of 
new cars, and he should give 


is awaiting sentencing. 

The district attorney's office 
moved for the dismissal of one 
grand theft charge against Caruso, 
Robert Roberts and Carl Buckner 





D. Bible, Medina, and Philip A. 
Snyder, Cleveland. 

Reelected to the board were: 
Lynn D: Timmerman, Lima; M. R. 
Purdy, Van Wert; A, W. O'Rourke, 
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Included were a Chevrolet Im- | sound help and advice in arrang-| after a customer testified that he| Toledo: William F. McCoy, Wil- 
tors while working for accessory . t Bel |ing fi ing. - je) Saeeee; » 
divisions of GM, called Wilson a _ = oa eo a = ee _ a ee had not been swindled. The cus-|mington; Cliff Dunn, Cortion 
“tough, but always fair, competi- — - ging —_ - > > ach of these services, Jacobson | tomer said there had been a “mis-| George J. Smith, Sandusky: . 
tor.” on.ue: baw 4 ‘jnnee: -_ a make yay + — Soa on } ag ae - Dinsmore, ——— a H 
Wilson, in his talk, said that| Ford Custom 300, $2,175; Ford |, mutually profitable and lasting| tox pened Dyas pg ee ey Bere 
is enn pl in dev on : Ontn Bahvoderen. 9i.500 amd 62,500; relationship between him and his wie ae aes Ta of the Steubenville; L. F. Donnell, 
evelopment! outh Belv ; ° . , 
of the intercontinental ballistics! g Plymouth Savoy, $2,350; an “Tie words, it takes service Perse: Gas eas —_-™ aS 
missile. He urged Americans not to| Edsel Ranger, $2,535, and an na ¢ of anviea—te tae o brother, Albert, are having the arren, r 
be “jittery” and said that the free | Oldsmobile 88 Fiesta, $3,475. lomet io of repeat customers question of their guilt weighed by , 
world has great military power. "Susnier 6p the Gales site of Superior Judge H. Burton Noble.| Fennema and Lawson t 
the overall service p J In another court action, Caruso Sell D Aucti 
; : oon Gina ie was named a defendant in a civil | S© yer Auction . 
Used-Car Bulletin from Detroit .. . ing that’s asofed te keep cur suit for $13,000 by a couple who| DYER, Ind.—Dyer Auto Auction 
busi moving shead nines, complained they were deceived into| has been sold to Len Pollak by Bud 
e e the com efforts of rs y we signing a blank contract. Also| Fennema and George Lawson. t 
Latest Auction Prices eed iors Gealne avg |Bamed in the suit were H. J. Caruso,| Pollak has been a sales manager 
foams * . Inc., Public Finance Corp., Com-|for a new-car dealership and has \ 
(Copyright, 1967, by Automotive News) ay he said. must furnish | ™etcial Credit Corp. and a Caruso| operated his own auto parts busi- 
(Aptco Auto Auction. Sales every Wednesday and Friday.) lindas 'b ceauate shee te sales executive, Mel Irwin. ness and service station. a 3 
Nov. 8 xr $94, #8 sation vaeen || “massive preselling” of national ad- 
(Rain all day, but clean cars up! $785, $580; Custom (8) 2-dr., $700*. || vertising. 
eer een are "54 Custom (8) 2-dr., $590°. ‘83 Cus- In the showroom, it takes the t 
x— juper . $1,235 t -dr., *; op, *, 
(ps), $1.20". (ps), $1,175"; RM 435°. mer kind of ane My will 
Hardtop, $1,200° (ps), $930° (ps); LINCOLN—'56 Capri Hardtop, $2,025* || TeSult in good deals for the cus- 
ee, Fee, See oe), Ee (ps). "53 Capri Hardtop, $600°. tomers and a satisfactory profit for t 
m4 "Gite etul0e War en — MERCURY—’57 Monterey Hardtop, $2,- || the dealership. 
(ps); Super Hardtop, $310* (ps). 040°. 56 Monterey Hardtop, $1.375°, Outgoing President Edgar G. C 


CADILLAC—'57 Eldorado conv., 
250° (ps); 


s4.- 
coupe de Ville, $3,810*° 
"51 (62) 


(ps). "53 (62) sedan, $850°. 

Hardtop, $450°. 
CHEVROLET—'57 Bei Air (8) Hardtop, 

$1,785°; 


sedan, $1,730°; 2-dr., $1,- 
; Two-ten (8) station wagon, 
, $1,730; Two-ten (6) station 


$1,285°; Two-ten (8) 2-dr., $1,065; 
One-fifty (6) 2-dr.. $1,025°. '55 Bel 
Air (8) sedan, $1,035* (ps); Hardtop, 
$1,030°; Bel Air (6) 2-dr., $760, $810. 
"53 Two-ten sedan, $565*, $320; Bel 
Air Hardtop, $500°*. 

CHRYSLER—’57 Saratoga Hardtop, $2- 
275°. "55 Windsor sedan, $1,025°. ‘53 
NY sedan, $440° (ps). 

DeSOTO—'55 Firedome Hardtop, §$1,- 


$1,.290°*; Custom Hardtop, $1,190°. '55 
Montclair Hardtop, $1,175* (ps): se- 
dan. $830. '54 Monterey sedan, $685°, 
$590°; Hardtop, $575°. ‘53 sedan, 
$500* (ps). 

NASH—'53 Ambassador sedan, $300*° 
(ps). °52 Statesman Hardtop, $275*. 


OLDSMOBILE—'56 (88) Super Hard- 
top, $1,600* (ps); (88) Hardtop, $1,- 
460°; (98) conv., $1,500° (ps). ‘55 
(88) Super 2-dr., $1,275* (ps); (88) 
Hardtop, $1,260*°; sedan, $1,225° 
(ps). "54 (88) Hardtop, $1,000°, $670*° 
(ps); (98) sedan, $735° (ps). 

PACKARD—’55 ‘‘400°’ Hardtop, $1,000* 
(ps). 

PLYMOUTH—'57 
$1,675°; Plaza (8) 2-dr., $1,300°. '56 
Fury Hardtop, $1,445°; Savoy (8) 2- 


Belvedere (8) sedan, 


Planck (Dodge-Plymouth), Colum- 
bus, reviewed the services offered 
by the association. 

He reported on the association’s 
encouragement of vocational train- 
ing for automobile mechanics and 
said that OADA was the first trade 
group to sponsor a vocational train- 
ing school in automobile mechanics. 

The Automotive School at the 
London (O.) Prison Farm was 
established in April, 1957. Planck 
said that the association is ex- 
ploring auto mechanics’ training 








programs in the public and paro- 

chial schools and extension 

schools. 

A report on the prison farms’ 
school, written by J. Von Kanel, 
director of education at the institu- 
tion, was read to OADA officials. 
Von Kanel said automobile factories 
had furnished chassis and compo- 
nent parts for the school. 

There is a great value in training 
men to become automotive mechan- 
| ies to supply the need, Von Kanel 


205°. dr., $875*. "55 Belvedere (6) Hardtop, 
DODGE—’57 Coronet (8) sedan, $1,- $800. '54 Savoy sedan, $425. 

925°. "55 Custom Royal conv., $760°; PONTIAC— 57 Star Chief Hardtop, $1,- 

sedan, $1,040° (ps). "53 Royal sedan, 975°. "56 Star Chief Hardtop, $1,430° 


$265°. (ps), $1,410, $1,310* (ps); Chieftain 
FORD—’57 Fairlane (8) 500 2-dr., $1,- Hardtop, $1,290°, $1,235°. °'55 Star 
900°, $1,700*°; Custom (6) station , 


Chief conv., $1,005°*. 
wagon, $1,530; Custom 300 2-dr., $1,- STUDEBAKER — ’55 Champion 2-dr., 
510°, $1,415*. '56 Fairlane (8) Hard- 


$640. '52 Hardtop, $190. 
: top, $1,320* (ps), $1,200° (ps); 2-dr., MISCELLANEOUS — '56 Ford F-100 
f $1,140* (ps); conv., $1,135*, '55 Fair- 


pickup, $665; Hillman Minx, $800. 
i lane (8) Crown Victoria, $1,110°; 
\ 


Ohio Dealers Install Officers— 


Morgan R. Purdy, third from left, (Pontiac-Buick), Van Wert, O., receives congratu- 
lations on his election as president of the Ohio Automobile Dealers Assn. from 
outgoing President Edgar G. Planck (Dodge-Plymouth), Columbus. Instaliation 
ceremonies took place as the association concluded its 24th annual convention in 
Columbus. Other newly-elected officers, from left, are Woodrow J. Sander (Ford), 
Cincinnati, second vice-president; Arch W. O'Rourke (Buick), Toledo, first vice 
president, and William F. McCoy, (Chevrolet-Buick), Wilmington, treasurer. Richard 
Zimmerman, extreme right, is the association's executive secretary. Not shown in the 
picture is Walter Bates (Dodge-Plymouth), Wooster, who is the association's 
newly-elected secretary. 


ee Yate 


"53 Chevrolet %-ton pickup, $300. 
*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 68, 69, 70, 71. 








Sell the New Custom Suburbanite— 
the tire that actually puts snow to work! 
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A runner pushes against starting blocks to get away swiftly and of snow as “starting blocks.’’ It pushes against them —and the 
o> ‘ surely. Goodyear’s new Custom Suburbanite presses blocks of car’s on its sure-footed way—even on steep, snow-covered grades. 
rke, — “os snow behind each rugged traction cleat—then uses these blocks Custom Suburbanites actually put the snow to work. 

Wil- 
ce; 
den 


a Here’s a winter tire that actually puts the snow 


“7. to work for surer starts. . . safer stops! 
neu, 


ole, This new tread builds up“starting blocks” as it 
presses down into the snow —then pushes against 
them to give the sure-footed traction needed to 


get through snow-covered roads. 


ere: 





3ud The new Custom Suburbanite is much quieter 


on than old-style winter tires. It lasts longer, too. 

has With its thick, tough tread and triple-tempered 
3-T Cord body, the Custom Suburbanite will 
give many motorists as much as a whole addi- 
tional season of use. 





, New “Tractionized” tread with thousands 
Sell it this season in black or white sidewall; of tiny traction teeth in deep-digging, wide, 


tubel x ° teinke. x traction cleats really claws into snow, grabs 
ess or tube type; triple tough 3-T Nylon more surely on ice. Up to 55% more traction 


or 3-T Rayon cord. Goodyear, Akron 16, Ohio. for safer winter driving. 


MORE PEOPLE RIDE ON GOODYEAR TIRES 
THAN ON ANY OTHER KIND! 


New 3-T Custom Suburbanite 





“a 


This diamond is a tire dealer’s best friend. 
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Suburbanite, T. M., The Geodyear Tire & Rubber Company, Akron, Ohio 
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Chevrolet Cli to Top S$ 


EW-TRUCK registrations total- 
led 78,156 in September, a gain 
over August and September, 1956. 
It was only the second time this 
year that regisrations ran ahead of 
those of the like month in 1956. 
September sales were up 1.43 
percent over the 77,053 in August 
and were 7.92 percent ahead of 
the 72,420 registrations for Sep- 
tember of last year, according to 
data from R. L. Polk & Co. 
July was the only other month 
of this year which saw an increase 
in sales over the like month of 


GM Gives U.S. 
$5 Million Refund 
On Plane Profits 


DETROIT.—General Motors has 
announced a gross refund of $5 
million of the $17,459,200 the U. S. 
called excess profit on Korean War 
jet aircraft contracts. 

A check for $2.4 million, net 
refund after deducting Federal in- 
come taxes already paid, was sent 
by John F. Gordon, GM vice- 
president, to Maj.-Gen. William T. 
Thurman, Air Force deputy direc- 
tor of procurement. 

Refund of $4,701,458 on another 
segment of the contract will be 
withheld, Gordon said, pending dis- 
position of Justice Department 
claims that GM misrepresented 
prices. 

Rep. F. Edward Hebert, Louisi- 
ana Democrat and chairman of the 
House Armed Service subcommittee 
which checked on the contract, 
called the refund a “plea of guilty.” 

In letters to Thurman, Gordon 
insisted that GM’s profit was fair 
and reasonable, He said size of the 
profits was due to efficiency of op- 
eration. 

Gordon said GM “had no desire 
to be enriched by a misunderstand- 
ing” and was prepared “to make a 
refund to the Air Force in an 
amount to be determined by a re- 
construction of the estimated ma- 
terial costs involved.” 

He said this was done by sub- 
tracting the actual cost of each 
Plane from the estimated cost and 
adding the profit at the 8 percent 
bid rate. 


Top Jeep Sellers 
To Get Prizes 


TOLEDO.—A seven-week Jeep 
Harvest contest, with prizes rang- 
ing from holiday turkeys to 12- 
gauge shotguns, is being held for 
Willys dealers and their salesmen. 

Prizes are based on the number 
of retail deliveries made by sales- 
men within each Willys zone dur- 
ing the contest, which closes Dec. 10. 

Similar awards will go to dis- 
trict, zone and assistant zone man- 
agers on the basis of sales records 
of their dealers. The dealer whose 
salesman turns in the top record 
in each zone will receive an en- 
graved plaque. 





Sales 'Spelldown'— 
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Sales of New Trucks 
Show Second ’57 Rise 


1956. Before July, the last month 
showing a year-to-year gain was 
May, 1956, when sales ran ahead of 
those for May, 1955. 
+ + + 
HEVROLET remained in the 
top spot for September, al- 

though its total registrations were 
down from August, Ford was the 
big gainer, with sales up nearly 
1,100 units over August and almost 
4,000 units above September, 1956. 

Ford, International, Brockway 
and the miscellaneous group each 
had more sales in September than 
in both August and September of 
last year. 

Sales by maker for September, 
compared with August and the pre- 
ceding September, were: 








Sept. August 
1957 1967 
Chevrolet 27,380 27,409 
Ford 25,524 24,442 
Internat’! 9,213 8,897 9,156 
GMC 5,275 5,341 6,583 
Dodge 4,173 4,096 4,304 
Willys 1,721 1,726 2,062 
Mack 1072 1,171 1,058 
White 898 1,154 1,208 
Studebaker 461 506 635 
Diamond T 240 305 236 
Reo 143 157 235 
Brockway * 58 55 48 
Miscellaneous 1,998 1,794 1,022 
Total 78,156 77,053 72,420 


For the year to date, however, 
registrations continued to lag be- 
hind those of 1956. Sales in the first 
nine months of this year totalled 
657,138, down 4.16 percent from the 
685,662 total for the first three quar- 
ters of last year. 

There was one change in the 
standings of the producers as a 
result of September sales. Mack was 
able to take seventh place away 
from White in the nine-month 
totals on the basis of increased 
sales while White was showing 
fewer sales. 

> > > 

ESULTS for the other manu- 

facturers fell more or less into 
the pattern set earlier in the year. 
Chevrolet, Ford and the miscel- 
laneous group continued to gain 
larger shares of the market while 
International, GMC and Dodge were 
losing the most ground. 

Chevrolet’s sales were off from 
229,592 to 228,354 for the nine 
months but the total was enough 
to gain 34.75 percent of the 
market. The percent figure was 1.26 
percentage points higher than 
Chevrolet’s share of the nine-month 
market in 1956. 

Ford and the miscellaneous group 
had gains in sales as well as per- 
cent of the market. Ford registra- 
tions were up from 204,324 to 
211,117, good for 32.13 percent of 
the market and a gain of 2.33 per- 
centage points over last year. 

The miscellaneous group had 
14,657 sales, compared with 8,544 in 
the first three quarters of last 
year. The gain moved the group’s 
share of the market to 2.23 percent, 
0.98 percentage points ahead of its 
1956 showing. 

International lost 1.15 percent- 
(Continued on Page 81, Col. 4) 





Pontiac salesmen attend the Pontiac Sales Product Training School at the General 

Motors Training Center in Cleveland. At the conclusion of the meeting, a “spelldown" 

; was held with a series of questions about the new Pontiac. The questions were 
Bi asked by E. L. Power, Pontiac business management manager, Cleveland, while the 


Ey answers were judged by Pontiac dealers Frank D. Carter, Cuyahoga Falls; Lou 
: Meliska, Parma, and R. E. Willis, North Canton. Prizes were awarded to the salesmen 
posting the highest scores. 


How They Fared ... 


Commercial Car Registrations 


By Makes 


First Nine Months, 1957-56 


First 
9 Months, 
1957 


Studebaker 0.0.0... 
Reo 
Miscellaneous** 


Total . 


9 Months, Share of 


Percent 
Share of 
1956 
33.49 
29.80 
12.17 
9.36 
6.43 
240 
1.46 
1.72 
1.05 
AA 
33 

10 
1.25 


First Percent 


1967 
94.75 
32.13 
11.02 
7.30 
5.56 
2.43 
153 
1.52 
380 
39 
26 
-08 
2.23 


1956 
229,592 
204,324 

83,418 
64,174 
44,098 

16,462 

10,023 

11,818 

7,189 
3,048 
2,261 

711 
8,544 


685,662 


+I TELL 


SRSRRSSR 


100.00 100.00 


* White includes Autocar, Freightliner and Sterting. 


** Miscellancous includes Corbitt, Diveco, 
Marmon-Herrington, Peterbilt, etc. 


Federal, Four Wheel Drive, Kenworth, 


—Compiled from R, L. Polk &-Co, data. 








Dealer’s 2-Y ear Project as. 


Builds Girl Sales Team 


PORTLAND, Ore.—Careful at- 


tention to hiring, training and 
supervision has spelled success in 
an experiment with women auto 
salesmen at Wolfard Motor Co. 
(Ford). 

That is the conclusion reached 
by R. E. Peterson, vice-president 
of the dealership, after almost 
two years with a female sales 
team. 


The dealership decided to try a 


AMC Rearranges 
Plants to Produce 
Small Ramblers 


DETROIT.—With no break in its 
stepped-up production schedules, 
American Motors this month will 
complete an extensive plant-tooling 
and rearrangement program in 
preparation for the start of pro- 
duction of its new 100-inch-wheel- 
base Rambler American. | 


E. W. Bernitt, automotive opera-| 
tions vice-president, said the trans-| 
fer of certain body production to/| 
the company’s body plant at Mil-| 
waukee, plus installation of new) 
framing fixtures, welders and other | 
equipment to handle Rambler) 
American production, should be| 
completed by Nov. 26. 

The plant rearrangement is) 
being made with no loss of final as-| 
sembly production. No layoffs will 
be necessary in Milwaukee or Ken- 
osha, with the exception of the) 
Kenosha body plant which will be 
down this week, he said. The moves | 
are being made in the face of the) 
fourth production schedule increase | 
since 1958 model production started | 
earlier this fall, he said. 

During the period since 1957 
model production was halted, em- 
ployment will total more than 10,500, 
compared with 5,800 in late July. 

Currently, Rambler Six and Ram- 
bler Rebel V-8 station wagon 
bodies are built in the Kenosha 
plant. with all other Rambler 
bodies being produced at Mil- 
waukee. When the plant rearrange- 
ments are completed, bodies for the 
Rambler American will be built in 
Kenosha, with all 108-inch- 
wheelbase and 117-inch-wheelbase 
ear bodies shifted to Milwaukee, 
Bernitt said. 

The first Rambler American is 
scheduled to come off the final as- 
sembly line at Kenosha Dec. 2 and 
dealers will be stocked in time for 
public announcement early in 1958, 
he said. The smaller cars will be 
assembled on the same line as 
Rambler Six cars. 

Production of all Rambler mod- 
els is expected to reach approxi- 
mately 800 a day by March, Bernitt 
said. 


$20,000 Fire Hits Deal 

KENTLAND, Ind. — Schanlaug 
Buick reported $20,000 damage in 
a flash fire caused by the ignition 
of gasoline fumes by an acetylene 
torch. A 1958 car was saved, but 
the dealer’s 1957 car and a cus- 
tomer’s car were burned. 


la 


female sales team after being 
plagued with a continual shortage 
of salesmen. 


It was decided to hire women 
who had some sales experience or 
an ability to meet the public. Pre- 
vious auto selling was not required. 
The dealership got 52 answers to 
help-wanted ads in Portland news- 
papers. 

Peterson drew the long but pleas- 
ant job of interviewing the appli- 
cants. “Since this way was my 
idea.” he said, “I wanted to screen 
these women quite closely.” Seven 
women were selected and then 
Peterson employed the second part 
of his formula. 


“I personally felt that the only 
possibility of success with these 
girls was in keeping them as a 
group, separate from the other 
salesmen,” he said. The dealer- 
ship normally has 20 new-car 
eee divided into teams of 

ve. 


“So the girls were set up as a 
separate team,” Peterson said. 
“This made it possible to train them 
as a group and spend considerably 
more time on product training than 
is normally necessary with male 
salesmen.” 

A woman who had been selling 
for Wolfard previously was put in 
charge of the girls’ team. Peterson 
said the problems that have come 


up have been solved as the dealer-| 


ship remained determined to see 
the experiment through. 

While some changes have been 
made in the team, he said, the 
group has remained basically the 
same and has ranked high in 
competition with the male teams. 
In pronouncing the experiment 
success, Peterson said: “I per- 
sonally feel that women have a 
place in automobile sales today, as 
they have in almost all other fields. 
I also believe that any half-hearted 
attempt to hire one or several and 
place them among a normal male 
crew will only cause problems.” 

> - : 


° ] 


All-Girl Sales Team—. 


These women make up one of the sales teams at Wolfard Motor Co. (Ford), Port ‘ 
land, Ore. The women work together, directed by a woman sales manager. ®. E 
Peterson, vice-president of the dealership, pronounced the experiment with 


women a success. 














3 More Cities 
Opening Shows 


St. Louis, Portland 
To Exhibit ’58s 


By John E, Walsh 

Staff Writer 
AS shows will open this we 
in three more cities—St. Lor 
(Nov. 22-Dec. 1); Decatur, Ill. ‘Ne 
23-24) and Portland, Ore. (Nov. 2 
Dec. 1). 

TV Star Bob Crosby will ap- 
pear in a stage presentation af 
the St. Louis show at the Arena, 
This year’s St. Louis show is the 
city’s earliest in 40 years. 

Appearing daily with Crosby dun 
ing the first six days will be Sarg 
Ann Cooper, “Miss Missouri” of 
1957; Jody Gray, marimba players, 
and Peter Ray, dancer. 

> * * 
se SS are being 

made to present a new s 
show during the last three days of 
the exposition, according to M. J¥, 
Bilgere, executive chairman of the 
show. 

Visitors to the show will vote 
for an Auto Show Queen to be 
chosen from among 17 high school 
girls in the St. Louis area. The 
winner will receive a 1958 aute 
and other gifts. 


Bilgere said a record number of 
foreign passenger and sports carg 
will be among the exhibits of 1958 
cars, trucks and accessories. 

* . . 


“& UTORAMA,” Decatur’s first 
full-scale auto show, will be 
held at the Decatur Armory under 
sponsorship of the Rainbow Aute 
Club and the Soy City Sportsmen, 
two of the city’s six hot-rod clube 
The auto industry’s 1958 models 
will share the spotlight with the 
latest creations of the area’s hot- 
rodders. Fifteen models of 1958 
cars and 28 custom models, het 
rods and sports cars will be ex- 
hibited. 

Winners of 13 trophies for best 
homemade models will be chosen 
by State’s Attorney Hilmer Land 
bolt, Sheriff C. W. Peebles and Po 
lice Capt. Otto Salefski. 

. > > 



















































































Portland (Ore.) area will 
get its first glimpse of the 1958 
lines under one roof at the Pacific 
International Exposition. The gen- 
eral chairman of the show is Philip 
L. Fields, Portland Chevrolet dealer. 
In Denver, the main lobby of 
the Cosmopolitan Hotel is dou- 
bling as an auto showroom dur- 
ing November and December in 
the city’s first annual Automobile 
Cavalcade. 


New models to be displayed in 
successive weeks include Chevrolet, 
Pontiac, Oldsmobile, Ford, Chrysler, 
Rambler and Mercedes-Benz. 

Shows are scheduled to open next 
week in St. Paul, San Francisco, 
Boston and Manchester, N. H. 

* > o 
HE ancient auto will have @ 
place of honor at Chicago's 
Golden Jubilee Automobile Show at 
the International Amphitheatre 
Jan. 4-12, according to Edward L 
Cleary, show manager. 

Cleary said more than 20 antique 
autos will be displayed in a histori 
cal section covering 12,000 square 
feet of space. 
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r surest formula for . 
eater profit 


You 
more new car sales af gf 


Now you can Porcelainize every new car before 
delivery with speedy, new and improved 


PORCELAIN 


PPearance clinches the sale 


The speed and ease of the new Porcelainize permits its use 
as part of new car make-ready, at slight additional cost. 
Contrast this slight cost with the big gains for you and 
your customers. 


The beautiful appearance helps you sell the car. You make 
an additional profit on every sale. The car buyer gets season 
after season of paint protection which only Porcelainize can 
provide, for only a few cents added to his monthly payments. 


Porcelainize superiority is so well recognized that, according 
to test, only 3% of the buyers object to the added cost. Full 
profit is made on 97 per cent. 


Give your customers the best and you'll have the best 
customers —so Porcelainize every new car before delivery. 


Porcelainize is approved for immediate use on acrylic 
lacquers by car manufacturers. 


PORCELAINIZE: 


may, , Yi ‘é Mandar Via Va Wy EEL, Oa 


FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 
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Road to Bankruptcy 
Paved with Complacency 


By William Ullman 


Washington Correspondent 


OST of the time, the field is wide open in this country 
for people who want to blame their troubles on some 
thing besides their own shortcomings. A businessman with 
red ink at the bottom of his ledger can protest that he 
was driven to the wall by government interference, labor 


troubles, the insolence of 
modern youth, manufactur- 


ers, bankers or the unpre- 
dictable tastes of consumers. 
Thanks to a recent TV report, he 
can even lay the blame on cosmic 
rays. 

But a new study of business fail- 
ure, just published by the Small 
Business Administration, narrows 
the real culprits down to manage- 
ment laziness and complacency. The 
study was made over a two-year 
period by the University of Pitts- 





burgh’s Bureau of Business Re- 
search, and it finds that bankrupt- 
cies are largely self-inflicted. 

Study director Dr, A. M. Wood- 
ruff warns that “in periods of 
prosperity, some executives tend to 
become complacent. They overlook 
dangerous management traps which 
are always ready to ensnare the 
unsuspecting.” 

The greatest dangers, he adds, are 
to small businessmen. 

What is the difference between 
firms that make the grade and 


those that don’t? The Pittsburgh 
investigators made a comparison, 
and found that 
the failing com- 
panies were guilty 
of poor financial 
and sales plan- 
ning, as well as 
general adminis- 
trative deficien- 
cies. 

Nine out of 
every 10 failures 
studied had 
sloppy records. 

were gul- 
lible when it came to granting 
credit, and got burnt by the same 
customer two and three timés in 

a row. Still more failed to vary 
their product lines as insurance 
against changing tastes and buy- 
ing habits. 

Other factors behind failure un- 
earthed by the study include: Neg- 
lect of tax considerations, false 
confidence, meddling by relatives, 
over-expansion, excessive fixed 
costs, inadequate technical knowl- 
edge, failure to get good legal 
advice, a lack of market research, 
failure to train new management 
blood, absentee ownership and in- 
ternal strife. 


The interesting thing about the 
study—and the University of Pitts- 


William Uliman 





burgh has no ax to grind—is that 
the favorite scapegoats of unhappy 
managers didn’t turn up at all. Dr. 
Woodruff thinks that continuous 
training of management through 
adult education courses is the best 
antidote to bankruptcy. 


* + * 


Trade Revisions 


IHERE’S a chance that foreign 

car imports may be accelerated 
if new proposals of the U.S. Council 
of the International Chamber of 
Commerce are adopted by Congress. 
The suggestions are aimed at liber- 
alizating foreign trade, and they are 
the first proposals ever made by a 
major business organization for re- 
vising the 23-year-old Reciprocal 
Trade Agreements Act. 

Among other things, the Interna- 
tional Chamber would grant the 
President “substantial” authority to 
reduce tariffs that would expand 
international trade. It would also 
modify the reciprocity requirement 
in the law to permit tariff cuts in 
return for non-trade benefits, such 
as tax advantages for American 
investors, 

The trade act is up for exten- 
sion next year, and there is pres- 
sure both from the Administration 
and private trade groups to 
extend it from five to 10 years. 

The Chamber would also list 
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UNCOVER YOUR ’58S 
SERVICE OPPORTUNITIES 





Lia . al 


KENDALL QUALITY LUBRICANTS KEEP PACE WITH NEW MODEL 


REQUIREMENTS ... ASSURE YOU OF OWNER LOYALTY 


KENDALL SuperB MOTOR OIL -— All Weather SAE 
10W-30O. Provides a// essential requirements 
to effectively lubricate the most advanced pas- 
senger car engines. Eliminates pre-ignition and 
detonation “ping’’. Minimizes valve train and cam- 
shaft wear. Assures proper functioning of vaive 
lifters. Offers owners added gasoline economy. 
Assures your customers of new engine perform- 


ance for thousands of miles ahead. 





PLUS = Service-Selling Programs designed 


KENLUBE 


universal joints, 


B-521 MULTI-PURPOSE GREASE 
—- Proven exceptionally effective in silencing 
ball joint squeaks and squawk. Recommended 
for chassis fittings as well as wheel bearings, 
etc. Features unique resist- 
ance to shock, heat, water corrosion and oxida- 
tion. Your owners benefit from smoother, 
quieter operation. You profit through satisfied 


customers and savings in inventory and time. 


speciticaily for the franchised car dealer. Details from your 
local Kendall Distributor. 


Lubrication Specialists since 1881 


PENNA. 


The complete line of Kendall Motor, Gear and Chassis Lubricants 
through continuous product research are developed and improved 
to match the performance requirements of 

advanced automotive engineering. 


— 


‘seven purposes right in the aci, as 
a statement of principles to guide 
| administrators. One specific purpose 
would be to avoid government en- 
|couragement of inefficient use of 
productive resources at the expense 
of the American consumer. 
+ + * 


Hearings on Finance 


fees House hearings open 
week. Today (Nov. 18) an 
nomic subcommittee headed by 
Wilbur Mills, Arkansas Demo: 
will begin hearing witnesses 
how they think Uncle Sa 
money should be spent. More 
100 papers were submitted to the 
Mills group in advance, and it will] 
take eight days to hear the authors 
read them. 

From Nov. 20-22, Rep. Wright 
Patman, Texas Democrat and chair- 
man of the House Small Business 
Committee, will hear government 
and business leaders testify on fi- 
nancing problems of small business, 

* * 7 


this 
co- 
rep, 
rat, 
tell 
m’s 
nan 





Boom Sighted for ’62 

7 greatest business boom in 
history will begin in 1962, ac- 

cording to Arch N. Booth, executive 

vice-president of the U.S. Chamber 

of Commerce. 

In a recent speech on the “missile 
age,” Booth predicted that there 
will be steady economic growth 
during the next five years — but 
growth at a slower pace than dur- 
ing the last 10 years. 

But after that, he forecast the 
start of a “phenomenal” surge of 
prosperity, thanks to a whole new 
crop of customers with plenty of 
purchasing power. 

The boom will not materialize, 
however, Booth continued, unless 
there is “a philosophy back of our 
national policies and national laws 
that is conducive to good business 
—and not a philosophy that frowns 
on free enterprise and considers it 
an evil to be eliminated.” 

The national Chamber, he said, 
has isolated 33 legislative issues in 
which the battle seems to be be- 
tween forces for and against free 
enterprise. These include Federal 
spending, tax reduction and revi- 
sion, government competition with 
private business, labor union abuses, 
economic controls, farm controls, 
Federal intervention in state and 
local affairs, more social security 
and renewal of the Trade Agree- 
ments Act. 

> > * 

Farewell to Webster 

TTORNEY Donald Webster, who 
has played a prominent role in 
Washington automotive affairs for 
several years, is leaving his job as 
assistant to Senator John Marshall 
Butler, Maryland Republican, to 

enter private industry. 

This week Webster moves to New 
York City as administrative assist- 
ant to A. A. Alexander, vice- 
president of American President 
Lines in charge of eastern opera- 
tions. 

Webster was counsel for the old 
Purtell subcommittee, the first to 
begin probing problems of boot- 
legging new cars, territory se- 
eurity and manufacturer-dealer 
relations. He also has served as 
attorney for his father, a former 
Baltimore Packard dealer, in 2 
long and stormy antitrust suit 
filed against the manufacturer. 

As Senator Butler's assistant, he 
has played a major role in drafting 
bills aimed at improving auto 
maker-dealer relations, and he has 
testified before auto investigators. 


No-Vacancy Shocker 

How is a motorist zooming along 
one of the new interstate high- 

ways going to find a vacant motel? 

In a recent address, Joseph Bar- 
nett, deputy assistant roads com- 
missioner for engineering, thinks 
some sort of scheme can be worked 
out to let a driver know where 
vacancies exist before he turns off 
at an interchange to look for him- 
self, 

Observed Barnett: “Goodwill will 
fast disappear if a motorist leaves 
an Interstate highway tired and 
ready for a good night’s sleep and 
finds that one after another of the 
motor hotels on the parallel road 
is full. He returns to the express- 
way and proceeds to the next inter- 
change with confidence shattered a8 
to whether even there he will find 
@ vacancy.” 





‘| “Corridors of Crime ?” 


“ Yes, until The Inquirer acted ! 


“=p 





At night the subway corridors are silent. In the distance a train’s rumble echoes 
in the concrete tube. Lone passengers walk to the tracks with hearts fluttering. 








id 
: They have read—time and time again—of strange crimes here underground: 
: Loyalty to a muggings, purse-snatchings, sex outrages. 
= A newspaper decides these crimes must end. On the first page of The Inquirer 
a newspaper appears a series of articles on this public peril. Aroused opinion demands swift 
ae and drastic action. 
~ 6 Just a few weeks later and people walk the corridors unafraid. Lights burn 
> doesn t J ust brightly, dispelling the former gloom. There is ample police protection. And once 
a8 again The Inquirer has proved its tenet that a great newspaper must be a devoted 
- citizen of its community. 
Here is another example of the power The Inquirer packs... on every page of 
ns every issue. It is because of this impact that more advertisers place more linage 
“h- : ; : . : 
1? in The Inquirer than in any other Philadelphia newspaper! 
ar- 
m- 
¢ ia Pnquirer 
re 
m- 
a aoa... & | Now in its 24th consecutive year of total advertising leadership 
“> Exclusive Advertising Representatives: West Coast Representatives: 
nd NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
- ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD I. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
:s- 342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 
= Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 


nd MEMBER: METROPOLITAN SUNDAY NEWSPAPERS * FIRST 3 MARKETS GROUP ; 
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Capsule Comment 


Credit funds in 1958 will be plentiful enough so that pro- 
duction and installment financing of automobiles will not be 
hindered, the nation’s sales finance chiefs agree. 


Now to find the buyers. 
. > * 

Hailing a drop of 60 percent in the vehicle death rate since 
1937, the Automotive Safety Foundation (financed by auto 
makers, suppliers and allied industries) is entering its 21st 
year. 

A job well done but little noticed, ASF. 
” ” a 

“Word games” obscure the present state of the nation’s 
economy—like “breather,” “boom has ended,” business is 
booming, standing still, resting before another climb, turn- 
ing downward or moving into a recession, reports Ken 
Kelley, AUTOMOTIVE News financial writer. 

But the facts are: The U.8. economy is so strong and 
big it can have a recession and a boom at the same time. 
* e a 

Ford Motor Co. has cancelled the franchise of a dealer 
who sold a ’58 model to a used-car lot prior to introduction 
date. 

His first 58 sale—and last. 
* * * 

Banks and finance firms have announced new increases in 
interest rates on floor planning. 

Only the sputniks have been going up faster. 
* * = 

The ’58 show season was kicked off last week in four 
cities, with turnstiles again clicking merrily. _ 

Whatever you say about new cars, Americans love ’em. 











Coming 
Events 


Dealer Conventions 


Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 4—Utah Automobile Dealers “Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 5-7—Montana Auto Dealers Assn., 
Helena, Mont. 

Jan. 11-15—National Automobile Dealers 
Assn., Roney Plaza Hotel, Miami Beach. 


Feb. 23-24—Louisiana Automobile Dealers 
Assn. Inc., Roosevelt Hotel, New 
Orleans. 

Apr. 10-1l—illinois Automotive Trade 
Assn., Springfield, Il. 

May 57 — Joint nvention, Washington 


State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May !1-13— Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May ti- 14—36th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. = 

nih 12-19 Penney Ivania Automotive Asn, 
adden Hall Hotel, Atlantic City, N 

June 89—Automobile Dealers Assn. ‘2 
Indiana, Mirott Hotel, Indianapolis. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 

* *+ ® 


Auto Shows 


Nov. 14-23—San Mateo Auto Show, Hills- 
dale Shopping Center, San Mateo, Calif. 

Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 26-Dec. I—Sioux Falls Auto Show, 
Coliseum, Sioux Falls. 

Nov. 27-Dec. |—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

= 30-Dec. ‘8—Boston Auto Show, Bos- 


= 2-7—Troy “ee Show, New York State 
Armory, Troy, N. Y. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami. 

3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 4i!—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capital Area Auto 
alias D. — National Guard Armory, 

ashi » 

Jan. 17- i Antonio Auto Show, Bexar 
County Coliseum, Sen Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, a 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National rd Armory, Pitts- 


burgh, Pa. 

Jen. 16:26-—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 
nati. 

Jan. 16-26—Detroit Auto Show, Artillery 


Detroit. 
Joa, tb h—theotington Automobile Show, 
Memorial Field House, Huntington, W. 


Va 

Jan. 2328—Tempe ome Show, Fort Hes- 
tert 

Jan. te foe 2. Teme. Automobile Show, 
Houston. 


Inter- 


Feb. 1-8 — Rochester Automobile Show, 
a Memorial Exhibit Hall, Rochester, 
Feb. 1-9 — Louisville Automobile Show, 


anne Fair Exposition Center, Louisville. 
b. 8-16—Milwaukee Auto Show, Mil- 
wai 

Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 

Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
Feb. | Columbus, O. 

leu—s yracuse Auto Show, Syracuse, 


Feb: Titan 
Hartford, Conn. 
Feb. 2!-23—Cheyenne Auto Show, Frontier 

Pavilion, Cheyenne. 

March 1-$—Kansas City Auto Show, .Mu- 
nicipal Auditorium, Kansas City, Mo. 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 

Ss 2 "¢ 


General 


Dec. 1-5—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 

Dec. 8-li—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 

Dec. 10—Annual Dinner, Philadelphia Au- 
tomobile Trade Assn. Philadelphia. 
Jan. 6-10—37th Annual Meeting, Highway 
Research Board, Sheraton-Park Hotel, 

Washington. 

Jan. 13-17—Annual Meeting, Society of 
Automotive Engineers, Sheraton-Cadillac 
and Statler Hotels, Detroit. 


20 Years Ago... 


State Armory, 








Automotive Cartoon 


Of the Week 






“First, I'll run through my sales talk—then there'll be 
a short question and answer period before you sign.” 


Letterbox 





He Doesn’t Fear Big 3 


I happen to be a subscriber of 
your Automotive News that is pub- 
lished every week. It’s been very 
interesting reading your articles on 
the “import-market.” I am a dealer 
in Youngstown, O., for Jaguar, 
Triumph, Hillman, DKW and Alfa- 
Romeo. 

Your staff correspondents must 
have spent considerable time and 
effort in preparing the articles in 
the news. The reason for my writ- 
ing is in question of the way Ed 
Brown closed his article of Nov. 4. 
“What happens to us if one of the 
Big Three really decides to make 


-@ small economy car?” 


It is of my opinion that it will 
be a long time before that will ever 
happen. First, Volkswagen tried to 
make and assemble their automo- 
biles in New Jersey. They had union 
trouble. They could not pay union 
scale and sell the car as cheap as 
it is sold today (you probably know 
this.) Second, if they could make 
a small auto, it could not have the 


The Big Stories 


Production of motor vehicles for October, 1937, reached 340,920 
units; an increase of 94 percent over September and 48 percent over 
October, 1936, according to the Automobile Manufacturers Assn. 
Shipments of American car makers during the first 10 months hit 
4,295,933, an increase of 16 percent over 1936, and, except for the year 
1929, the largest 10 months’ volume on record. 

Dispelling any ideas that Detroit might be losing its grip as the 
motor capital of the world, a survey disclosed this week in 1937 that 
industry in Detroit was expanding at a $100 million clip. Lion’s share 
of the expansion was automotive. 

Sales of Nash automobiles in September, 1937, were 110.4 percent 
greater than those of Sept., 1936. In the first nine months, sales 
totalled 60,034, as compared with 32,534 cars during the same ‘period 
of 1936, an increase of 27,500 units, or 84.5 percent. 


—From the files of Automotive News. 





‘What Happens? ...... 


This is an open forum for the discussion of any 
readers, and your letters are welcomed. No attention is given to 

wey gy a EE BY ny a 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 












9 


any subject of aes Se oe 
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quality and workmanship as a for- 
eign auto has. 

And third, I don’t think your 
major oil companies would stand 
for a mass-production of small 
cars, because of hindering their 
business. 


Well, good luck in your future 
hunting. It’s been very good.— 
Ropert Neapouitan, Red’s Foreign 
Car Import, Youngstown, O. 


* * . 


Economical Ride 


In reply to H. Dodenhoff’s stand 
on Volkswagens: 

I owned a 1950 Plymouth, I drove 
this car 67,000 miles with one 
tuneup at 35,000, but I had the 
tires recapped once and they were 
in good shape when I traded it off. 

I like to drive faster than a VW 
will go. I have ridden and driven 
a VW. I still take my American 
cars. That’s where I make my 
money and owe my allegiance, too. 

I know I didn’t spend $5 on my 
1950 Plymouth and it cost me $2,000 
to $2,050—of course, in 1950—in- 
cluding sales tax and license.— 
Vernon B. Smrru, Box 113, Olancha, 
Calif. 


No VW ‘Curfew’ Seen 

A reply is surely called for to 
your article, “Midnight Near for 
Volkswagen?” appearing in your 
issue of Oct. 14. I speak from the 
standpoint of a VW dealer who has 
his ear very close to the situation, 
not only in the Boston vicinity but 
in many dozens of VW dealerships 
throughout the United States, Can- 
ada and Western Europe which I 
have personally visited. 

The secret of VW’s success is 
many fold. 

Basically, the car is well en- 
gineered and very carefully as- 
sembled at the factory by Germans 
with a pride in workmanship, we!! 

(Continued on Page 34, Col, 1) 












Get acquainted 
with the 
BORROUGHS 
warehouse 
distributor 
nearest you! 


it’s Borroughs for service, too! 
¢ 





LOUIS A. ALEXANDER CO. 
264 NW. Beacon St., Watertown 72, Mass. 
WaAtertown 4-4140—4-7204 
AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 


WeEbster 3-6445 
20 East North St., Buffalo 3, W. Y. 
ELmwood 7047 
1220 Richmond, Cincinnati 3, Ohio 
MAin 1-5975 
8905 Lake Ave., Cleveland 2, Ohio 
OLympic 1-6620 
54 West 30th, Indianapolis 8, Ind. 
TAlbot 7503 
204 Builders Bidg., Lovisville, Ky. 
WAbash 2783 


BINS & EQUIPMENT CO., INC. 
1918 Buford Highway, W.E., Atlanta 9, Ga. 
TRinity 2-3576 
417 Linwood Ave., Jacksonville, Fla, 
Elgin 6-1176 


BORROUGHS MFG. CORP. 
121 Varick St., New York 13, W. Y. 
Algonquin 5-1477 
W. W. CANNON CO. 


9739 Denton Dr., Dallas 20, Tex. 
Fleetwood 7-2846 


1901 Winter St., Houston, Tex. 
PReston 7688 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore 12, Md. 
Valley 3-8258 
EQUIPMENT PLANNING, INC. 
3819 West Fond du Loc Ave., Milwaukee 16, Wis. 
Hi 2-0145 
WILLIAM A. GORE CO. 


1834 Adeline St., Oakland 7, Calif. 
TWinoaks 3-7233 


1732 Ist Ave,, S,, Seattle 4, Wash, 
GREEN-PENNY CO. 
421 E. Washington Bivd., Los Angeles 15, Calif. 
PRospect 9196 


FELIX F. LOEB., INC. 


8810 S. Vincennes Ave., Chicago 20, Ii. 
HUdson 3-5353 


MILLS-MORRIS CO. 


OAROUGHS BINS 


stocked in distributor warehouses from coast to coast... 
B.D.Q. service... you get what you want when you want it! 


— BIN DELIVERY QUICK 








There are times when you MUST have bins or bin parts in a hurry..and if your parts depart- 
ment is Borrough-ized, you get them B.D.Q. So why delay any longer in Borrough-izing your 

















-_ parts department? Do it now, and start increasing its efficiency and profits. Every part will be wile eo Tone. 
sir in its proper place — easy to find for quick on-the-spot sales. You can cut your inventory and ann a, 
lessen the possibility of overstocking and obsolescence. Write Dept. (B) for Borroughs installa- 00 Geant 
ure . e roadway, Kansas City 5, Mo. 
a tions nearest you, and learn first hand from dealers who have Borrough-ized why Borroughs Bins HArrison 1-7670 
ign are first in value, design and efficiency. 1236 S. 13th St., Omaho, Nebr. 
2315 University, Des Moines, lowa 
- 
no fers more fea re SIGGINS EQUIPMENT CO. 
4 bin ° tu $ 901 S. Boyle Ave., St. Louis 10, Me. 
= Jefferson 8822-8823 
~ Saves Time in re-arranging (re-work- 
a ~ ing) shelves, dividers and trays. SPARKMAN-BARKER CO. 
) ~ 
Shelves Are 18 Gauge, and do not 505 Santa Fe Dr., Denver 4, Colo. 
- a require side flanges . . can be adjusted, KEystone 4-1328 
off. 3 amen, ve Game & — mm WICKWARE-STACKBIN, LTD. 
Ww “ Frame tronger — use - . , 
ren 4 roughs Bins have a separate base and oes onde tury hey » Canale 
an 3 top which are bolted to uprights and 
my a back to give utmost rigidity. THE BROWER CO. 
00. q Choice of 6 colors — electrostatic 114 Virginia St., Seattle 1, Wash. 
my baked-on enamel in Green, Gray, Buff, MUtual 0464 
ee 7 White, Cascade, end Tile. 1616 H.W. Glison, Portland, Ore, 
- Sliding Shelves — adjustable without Plan-O-Graphing and floor planning Adjustable Dividers—snap into. po- CApital 8-8774 
bolting—they slide in and out instantly service are available at your nearest sition any place you want them.. TACOMA ASBESTOS CO. 
na, on 142” centers. Borroughs distributor. labels travel with dividers. 25th and Holgate, Tacoma, Wash. 
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“| BORROUGHS MANUFACTURING COMPANY 
o A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 

m 3026 NORTH BURDICK alii. KALAMAZOO, MICHIGAN 

4 @mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 

is- Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 





Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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Ford Expansion Tops $4 Billion 


DEARBORN.—Ford Motor Co.’s 
expansion, modernization and tool- 
ing program since World War II 
will have cost about $4,180,000,000 
when currently planned projects 
are completed. 

Construction of new plants and 
modernization of older facilities 
will account for more than §$2,- 
890,000,000 of the total figure. In 

addition, about $1,290,000,000 will 
have been spent for special tools 
for use in manufacturing and as- 
sembly operations by the end of 
1958. 

When approved projects are com- 
pleted, more than 50 million square 
feet of floor space will have been 
added to Ford facilities across the 
nation. 

Four vehicle divisions—Ford, Ed- 
sel, Lincoln-Mercury and tractor 
and implement—have been estab- 
lished since the end of the war, and 
modern facilities for engineering 





and manufacturing their products 
have been or will be erected. 


From Jan. 1, 1946, through the 
first half of 1957, expansion and 
modernization expenditures — ex- 
cluding tooling costs — totalled 
about $2,430,000,000. Completed pro- 
jects include 17 new manufacturing 
plants, 11 assembly plants, 20 parts 
depots, proving grounds in Arizona 
and Michigan, and 14 engineering, 
research and office buildings and 
other facilities. 

About 30 other plants and facili- 
ties have been enlarged or mod- 
ernized. 

Looking ahead, the company will 
invest an additional $460 million in 
plants, office buildings and service 


Dealer Logan on the Ball 

FREMONT, Calif.—Dealer James 
Logan has been elected president 
of Washington Township Baseball, 
Inc., sponsor of summer leagues 
for boys. 


facilities to complete currently 
planned programs. 


Projects being constructed in- 
clude an office building in Dear- 
born; five engineering buildings; 
engine plant in Lima, O.; a second 
automatic transmission plant in the 
Cincinnati area; a new glass plant 
at Nashville; new Mercury assem- 
bly plant near Los Angeles; Lin- 
coln division assembly plant and 
general office building in Novi 
Township, Mich.; parts manufac- 
turing plant in Ypsilanti Township, 
Mich.; new aluminum castings 
plant near Sheffield, Ala.; steering 
gear and cold heading plant at In- 
dianapolis; new parts depot in the 
Philadelphia area; and new Ford 
division assembly plant near Lor- 
ain, O. 

A facility purchased at Mount 
Clemens, Mich., is being converted 
as a new chemical products plant. 

Ranking as the lith largest 
steel producer in America, Ford 
has increased substantially 


te ais. a 








Allen Motors Opens New Building— 


“Nick” Allen Motors, Inc. (Buick), has moved into this modern building at Newport 
News, Va. Comprising 133,500 square feet, the building includes a large showroom, 
modern service department equipped with 43 stalls and 17 lifts, a body and paint 
department and a two-floor parts department. The firm also operates its own finance 
and insurance departments. Officers include H. N. Allen sr., president; H. N. Allen 
jr., executive vice-president; Charles J. Allen, vice-president, and M. H. Conway jr., 


treasurer. 


ingot steel capacity. The expan- 
sion was achieved by moderniz- 
ing existing steel division facili- 
ties in the Rouge piant at Dear- 
born, balancing capacities of vari- 
ous elements in the company’s 
mills, and improving production 
methods. 


To increase its production of 


its | glass, Ford has expanded its Rouge 


Man. thece ALLEN Tru-Chargere 


} etup ~stme 


ae 


You bet! The Allen Tru-Charger is MORE than a 
. it’s a real battery MERCHANDISER! 
Just look—it’s a fast AND slow charger... it 
shows you the maximum safe charging rate. . . 
shows battery strength and condition .. . tells you 
when generators and regulators need repair or re- 
placement, and believe it or not, sells other parts 


tester. . 


too! 


AND CHECK THIS— 


The heavy duty rectifier is unconditionally guaranteed for 
3 full years! All other parts are guaranteed for one year. Allen 
really puts “guts’’ in these merchandisers. 





HAVE REALLY GOT 
PROFIT-MAKING 
FEATURES! 


These Alien exclusives mean extra PROFITS for everyone! Get the 
facts about trade-ins and easy payment plans from your Allen whole- 


saler—today! 





ALLEN 















ELECTRIC AND EQUIPMENT COMPANY 


Kalamazoo, Michigan 


Canadian Branch: Walkerville, Ontario 


plant glass facility and is construct- 
ing another completely new plant. 
A 160,000-square-foot addition to 
the Rouge glass plant was com- 
pleted in 1954, and a new plant at 
Nashville will contain more than 
1,100,000 square feet of floor space 
and will be completed in 1957. 


Both the new Nashville glass 
plant and a new 1,400,000-square- 
foot plant at Indianapolis for pro- 
ducing steering gear units and cold 
formed parts will be operated by 
the general products division. 

Modernization and expansion of 
foundry, engine and stamping 
plants have constituted one of the 
most imposing areas of Ford's 
postwar program. The new tech- 
nique of automation—linking sev- 
eral transfer-type machines to- 
gether with automatic materials- 
handling devices—has been brought 
to its highest point of development 
in the company’s new foundry, 
stamping and engine manufactur- 
ing operations. 

In Dearborn, facilities of the 
foundry division and engine divi- 
sion have been completely rehabili- 
tated. These include the Dearborn 
engine plant, Dearborn iron 
foundry and Dearborn specialty 
foundry. At Cleveland, a new en- 
gine plant began production in 1951. 
By early 1952, Ford’s new Cleve- 
land foundry was producing cast- 
ings for the nearby engine plant. 

Cleveland engine plant No. 2 also 

erected in the suburb of Brookpark 
Village where engine plant No. 1 
and the foundry are located, began 
operations in 1955. Additions and 
realignments of facilities at the 
Cleveland operations will be com- 
pleted in 1957. 

Construction of the engine divi- 
sion’s fourth postwar engine 
plant—a 1,150,000-square-foot fa- 
cility at Lima, O.—will be com- 
pleted in 1957. The division's 
Northville (Mich.) valve plant 
was expanded in 1956. 

In the stamping division, the new 
Buffalo stamping plant began oper- 
ations in 1951. The Dearborn stamp- 
ing plant has been extensively re- 

vamped, and the completely new 
Cleveland stamping plant at Wal- 
ton Hills, O., went into operation 
in August, 1954. Additions have 
been constructed at both the Buf- 
falo and Cleveland plants. 

The newest stamping facility is 
a 1,750,000-square-foot plant, com- 
pleted at Chicago Heights, Ill., in 
late 1956. 

Smaller forged or machined 
parts, subassemblies and accesso- 
ries now are produced by four divi- 
sions of the company which have 
headquarters outside the Rouge 
area — chassis parts, automatic 
transmission, hardware, and acces- 
sory. Each of these divisions has 
acquired new plants since 1946. 

Forgings now come from the 
chassis parts division’s forge plant 
at Canton, O., opened in 1948 after 
purchase of the war-surplus plant 
from the Government. An expan- 
sion program at Canton was com- 
pleted early in 1954. 

Beginning in 1949, machined 
parts were produced at the Mound 
Rd. plant at Centerline, Mich. These 
operations were expanded and 
moved to a new 1,800,000-square- 
foot chassis parts plant in Sterling 
Township, north of Detroit, late in 
1956. 

At Fairfax, O., near Cincinnati, 
the automatic transmission divi- 
sion has been in production since 
late 1950. The Fairfax plant was 
enlarged in 1952. The division 
gained another plant at Livonia, 
Mich., in December, 1953, when 
Ford completed its contract to 
produce Army M-48 tanks. 

Transmission manufacturing be- 
gan there in mid-1954, and a 600,- 
(Continued on Page 16, Col. 1) 




























CAR CRITICS 





nd It’s “opening night” for the 1958 models. Across America, millions of 

car buyers, car dealers and car makers are sitting in judgment of the 

16 new designs... the new features . . . the new sales techniques. These are the 
car critics. Upon their verdict and subsequent action depends the future 

not only of America’s automotive industry but, to a significant degree, 


= of the entire American economy. 


al- Some places are better suited than others for the close scrutiny that 
invariably precedes new car sales. Showrooms are ideal, of course. So are 
is magazines. For in magazines, as in no other advertising medium, 

a critic can inspect the new cars in full color and sharp focus . . . can study 
30- details of design and performance. ..can compare various models and makes 
without interruptions or distractions. 


ge 

tic 

es- ' - 3) f : << | Among magazines, LOOK has long been a 
Las | 


! leader in editorial coverage of cars, 
| in automotive market research, in dealer 
promotions and public service. It’s this 
accent on cars that has helped attract to 
LooK one of the largest audiences of car 


critics ever assembled .. . that has made 


LOOK the nation’s fastest-growing major 





magazine in automotive advertising. 


LOOK-THE ACTION SHOWROOM FOR NEW-CAR SALES 
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Ford Expansion Tops $4 Billion 


(Continued from Page 14) 


000-square-foot expansion of the 
plant was completed in 1956. A 
second Cincinnati-area automatic 
transmission plant at Sharonville, 
O., is being built and the 1,650,000- 
square-foot facility will be com- 
pleted in 1958. 

Another parts operation is the 
hardware division which has plants 
in Michigan, Ohio and Alabama. 
At Monroe, Mich., the division oper- 
ates a plant purchased and opened 
in 1949 and expanded in 1957. A 
new facility for the division is a 
750,000-square-foot plant near San- 
dusky, O., completed in 1956. 

To keep pace with increased 
aluminum usage, the hardware di- 
vision is adding a 220,000-square- 
foot aluminum castings plant near 
Sheffield, Ala. To be completed late 
in 1957, the facility will produce 
aluminum automatic transmission 
and engine parts. 

Several plant expansions have 
been completed at the Ypsilanti 
(Mich.) plant of the accessory divi- 





sion. The Brooklyn (Mich.) plant 
of this division was expanded in 
1954 for manufacture of plastic 
parts and an entirely new facility 
for the accessory division will be an 
800,000-square-foot plant in Ypsi- 
lanti Township, to be completed in 
1957. 

Most widespread part of the 
company’s expansion program 
has been its coast-to-coast addi- 
tions and improvements to auto- 
mobile assembly facilities, and its 
parts and accessories distribution 
depots. . 

Ford division placed new assem- 
bly plants in operation in Atlanta 


in 1947 and at San Jose, Cailif., | 
Louisville and Mahwah, N. J. in| 


1955. 

Another new plant near Kansas 
City was converted while still under 
construction to manufacture Air 
Force B-47 wings, starting deliver- 
ies early in 1953. It has been re- 
converted and began assembling 
Ford cars and trucks in January. 

Ford division’s newest assembly 


IRC 


continuous process rayon helps give 


the 58 CHRYSLER 


Every item in the new Chrysler must contribute to the Forward 


Look...must be “years ahead” in styling, design, function. 


That’s why—again in 1958 as in 1957—the Chrysler Windsor 
features upholstery fabric made with IRC Continuous Process 
Rayon. No other yarn dyes so evenly, without a trace of streak- 
ing. “Seconds” are drastically reduced, mill efficiency rises to 


new heights. 


So if you work with “critical” fabrics—and automotive uphol- 


stery is high on the list—specify Continuous Process Rayon. 


Use IRC Continuous Process Rayon...uniform mile after 
mile... perfect inch by inch... and it costs no more! 





plant will be a 1,800,000-square-foot 
facility now under construction 
near Lorain, O. This plant—the 
sixth Ford assembly plant since 
1947—-will meet the division’s grow- 
ing market in the eastern Great 
Lakes area. 

A new general office building for 
Ford division now is being con- 
structed in Dearborn. 

By the end of 1952, Ford divi- 
sion had completed major mod- 
ernization programs in assembly 
plants at Dallas, Dearborn, and 
Long Beach, Calif. The Norfolk 
(Va.) assembly plant was repur- 
chased from the Government and 
placed in operation immediately 
after World War II. Sizable ex- 
pansions now are under way at 
the division’s Chicago and At- 
lanta plants. 

New parts depots, operated by 
Ford division, have been built since 
World War II at Des Moines, Den- 
ver, Houston, Seattle, Livonia, 
Mich., Cleveland, Cincinnati, Los 


THE 
“FORWARD LOOK” 
ON THE INSIDE! 











Angeles, Memphis, Atlanta, Dallas, 
Richmond, Va. Boston, Chicago, 
Charlotte, N. C., Teterboro, N. J., 
Pittsburgh and Minneapolis. 
Another is under construction 
near Philadelphia. Eight other de- 








On CONES 


On TUBES 


New Race Course at Lime Rock, Conn.— 

Aerial drawing of the Lime Rock (Conn.) racing center shows the finished course as 
black top road. To be added (in white) is the mountain circuit and training track. 
Parking is ready now for 30,000 cars; buildings should.be completed in 1958. Features 
include pits, judging stands, timers’ booths and service facilities at the starting line; 
| overpass to parking and center field; administration building and clubhouse. 


pots were modernized or expanded. 

The Lincoln-Mercury division 
operates four new assembly 
plants for Mercury cars at Los An- 
geles, Metuchen, N. J., St. Louis 
and Wayne, Mich. 


The first three were opened in 
1948 and the Wayne plant, largest 
of the four, was opened in 1952. 
Additions were completed at the 
Wayne and St. Louis plants in 
1956. The Wayne addition was a 
separate station wagon body plant. 

A fifth Mercury assembly plant 
is being built in the Los Angeles 
area. It is scheduled for comple- 
tion this fall. A central parts 
depot for Mercury opened in De- 
troit in 1950. 


Combined assembly plant and of- 
fice facilities were set up to pro- 
duce Lincolns on a 325-acre site in 
Novi Township, Mich. The plant 
will consolidate all Lincoln as- 
sembly operations. 


General offices of the Edsel divi- 
sion are located in a new building 
in Allen Park, Mich. The Edsels 
will be assembled at six plants of 
the Ford and Lincoln-Mercury 
divisions. 


Offices, laboratories and styling 
studios have been expanded mainly 
in Dearborn where the company’s 
central staff, engineering staff, in- 
ternational division staff and six 
manufacturing division staffs make 
their headquarters. 


About 3,100 staff employes now 
occupy a new 12-story central 


pleted late in 1956. 

Another new office building in the 
Rouge area provided space for staff 
personnel of six manufacturing di- 
visions, A manufacturing research 
building was opened in Detroit in 
July, 1955. 

Expanding engineering activities 
of the company have been paced by 
the construction of the new re- 
search and engineering center in 
Dearborn, a 750-acre development 
started in 1946 as a memorial to 
the late Henry and Edsel Ford. 

Seven units have been completed. 
These are a styling building, dyna- 
mometer building, maintenance 
building, two vehicles testing build- 
ings, an industrial relations build- 
ing and body engineering building. 
A scientific laboratory and research 
building now is being constructed, 
and additions are being made to the 
dynamometer and body engineering 
buildings. 

Construction of three new staff 
and product engineering buildings 
and a new wind tunnel began in 
1956. 

To implement its research and 
engineering expansion, Ford has 
extensively developed its proving 
ground activities. A 4,000-acre 
desert proving ground in Mojave 
County, Ariz., south of Kingman, 
was dedicated in 1956, and the 
new 4,000-acre Michigan Proving 
Ground in Macomb County, north 
of Detroit, was dedicated in 1957. 

Ford also has a test area in Dear- 
born and test bases at Jenners- 
Pa., and Colorado Springs, 

oO. 


Dodge Promotes Trio 


James Martin has been named 
Dodge district manager in Man- 
kato, Minn., replacing Paul M. 
Neilson, promoted to truck-training 
manager in the Minneapolis region. 
George W. Kath has been named 
Dodge district manager in Duluth, 
Minn., replacing George Winkier, 
who resigned. 














Car Critics: 
















CAR EDITORS 


uke In car critic George Koether, winner of the American Trucking 

a Association’s 1956 Ted V. Rodgers Journalism Award, LOOK has the only 
n- full-time automotive editor on a major magazine. Each year, Koether 

aff criss-crosses America to gather material for articles on car design, car 
rch . safety, car travel and other subjects beginning with the word “car” and 


ending with the proposition that there’s nothing like an automobile. 


in Latest of these is a seven-page color report on 1958 cars in the current, 
car-cover issue of LooK. The article, timed for the new-model debuts, 


1a- contains illustrations and specifications of all 18 principal U. S. makes. 


Look devotes major editorial space to 


ch 
Ne A , QO | y kK automobiles because it recognizes 





7 , - the vital link between the cars people 

= drive and their full enjoyment of 

‘ today’s exciting world. This automotive 
. coverage has helped LOOK build its 

; vast circulation of 5,463,089 copies 

g (publisher’s estimate for September) ... 
. its massive audience of 24,800,000 
average-issue readers. 

ed 
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2,000 Fiats Due 
Monthly in N.Y. 
And California 


NEW YORK. — Max Hoffman, 
president of Hoffman Motor Car 
Co., Inc., has completed arrange- 
ments for delivery of 1,000 Fiats 
monthly in California and 1,000 in 
New York. 

Hoffman, who has just returned 
from a five-week tour of auto fac- 


Gabriel Edsel Opens 


Gabriel Edsel Motors has been 
opened at 4326 Fourth St., Marrero, 
La. The firm is headed by Vic and 
Cc. C. Gabriel. 








tories in Italy, France and Ger-| How Nation's Salesmen Meet. . . 
many, sees a fast-growing market 
for small cars in the U. S. 

He listed crowded roads and in-| 
adequate parking space as big fac- | 
tors influencing rising sales of 
— — VERY auto salesman knows 

“In the past few years the sale; ff, 
of small imported autos has nearly how much trouble and con- | 
doubled,” said Hoffman, “and it is| fusion can be caused by a couple | 
expected that this year about 200,-| of children, especially if they | 
000 units will be sold. I predict this| belong to a prospect. | 
figure will double again in the near 
future.” 

The Facel-Vega, Europe’s “super- 
Cadillac,” will be distributed east 





Here’s how Hill 
formula: 

I keep a supply of the latest 
comic books, some chewing 
gum, candy and a few replica 
autos to be used as toys. When 
the kids show up they are 
certain to be restless in such 
an uninteresting place. 


explains his 


But you can please the parents 
and get a peaceful interim in 
which to talk new 


of the Mississippi by Hoffman, the Sales car, according to I tell the parents that the 
country’s largest independent im- Case Ken Hill, sales children need some form of en- 
porter of foreign cars. It. will make i manager, Douglas tertainment and start providing 
its debut in Hoffman showrooms Histories Oldsmobile Co. it first. I find a good corner in a 


here early in November. Springfield, Mo. comfortable settee and start them 





Primer-Surfacer sanding 


to get 










race shows how 
jobs out faster with less labor! 


To save costly shop time, fest the sanding speed of your primer-surfacer. 
You’ll get fast, easy sanding with no tearing or pulling when you use High 
Speed “Duco” Primer-Surfacer. It actually gives the fastest sanding that can 
be obtained without sacrificing other important features. And what are these 
other features? Fast filling, fast drying, plus a beautiful color holdout for 
high gloss with less rubbing. You’d save with High Speed “‘Duco” Primer- 
Surfacer even if it cost more. But since it reduces 2 to 1 (1 gal. gives 3 at the 
gun), it costs Jess than many so-called “bargain” primers. You save money 
with High Speed “‘Duco” Primer-Surfacer every time! 
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BETTER THINGS FOR BETTER LIVING 


HROUGH CHEMISTRY 


Practical Problems of Selling 


off with chewing gum and comic 
books. 
* . * 
7 THEY show signs of getting 
restless later, I have a reserve 
supply of books and some candy. 


This not only gives the sales- 
man a breather but usually 
makes a hit with the parents. 


“How thoughtful,” one mother 
said. “Now I’m glad we brought 
them. And we've saved the price 
of a baby sitter.” 


A father told me: 


“Let me know any day you're 
off. I'd like to have you for a 
baby sitter. The way you handle 
kids I’m sure you could get along 
with my three Indians.” 


This method of handling the 
children helps pave the way for 
a sale as it creates a better 
understanding with the prospects. 


Monroe Marking 
50 Years with 


Hercules Galion 


GALION, O. — E. Paul Monroe, 
president of Hercules Galion Prod- 
ucts, Inc., manufacturer of dump 
bodies and hoists and other allied 
products, this year is celebrating 
his golden anniversary with the 
company. 

Starting in 1907 as a clerk in the 
old Galion Metal- 
lic Vault Co. 
Monroe quickly 
moved up to sec- 
retary - treasurer 
and sales man- 
ager and was in- 
strumental in or- 
ganizing Ditwiler 
Corp. to manu- 
facture a steering 
mechanism for a 
trucks and pas- ' 
senger cars. E. P. Monroe 

In 1923, through his efforts, the 
company began manufacturing and 
selling dump bodies and hoists 
under the name “Ditwiler,” later 
changed to “Hercules.” In 1935 the 
corporate name was changed to 
Hercules Steel Products Co. and 








Monroe subsequently was elected 
president. 
In 1955 Hercules merged with 


Central Ohio Steel Products, manu- 
facturer of Galion Allsteel bodies 
and hoists, and became known as 
Hercules Galion Products, Inc, 
with Monroe as president. 


Under Monroe's direction, Hercu- 
les Galion Products has become & 
leader in the truck equipment field, 
manufacturing complete lines of 
dump bodies, hoists, dump trailers, 
van bodies, over-the-highway trail- 
ers, garbage packers and transit 
mixers. 


| Employment, Payroll 


Break Ford Records 


DEARBORN.—Ford Motor Co.'s 
employment and payroll during the 
first nine months of 1957 were the 
highest for any comparable period 
in the company’s 54-year history, it 
was announced Thursday by John 
S. Bugas, industrial relations vice- 
president. 


During the nine-month period, 4 
record average of 193,672 Ford 
hourly and salaried employes across 
the U. S. earned an alltime three- 
quarter year high of $910,875,072, 
Mr. Bugas said. 

The former nine-month Ford em- 
ployment and payroll records were 
set in 1955, when an average of 
178,595 employes earned $819,872,795 
during the first three quarters. In 
the first nine months of 1956, an 
average of 172,219 Ford employes 
earned $761,004,988. 

Mr. Bugas said that the average 
Ford hourly employe in the United 
States earned record hourly and 
weekly average gross rates of $2.57 
and $106.05, respectively, for an 
average 41.2 hour work week dur- 
ing the first three quarters of 
1957. 


Koster Takes Gavel 
LOUISVILLE.—F red C. Koster 
jr, president of Koster-Swope 
Buick, Inc., is the new president 
of the Greater Louisville Automo- 
bile Dealers Assn. 
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~ In the final analysis, the car buyer is the critic whose judgment is decisive. 

ed Aware of his importance, LOOK sponsors frequent surveys 

= of the retail automotive market, and has continued the annual national 

" automobile and tire surveys formerly sponsored by Crowell-Collier. 

na : This study, conducted for LOOK in 1957 by Alfred Politz Research, Inc., 

a provides extensive data both on the automotive market and LOOK coverage 

= of that market. It reveals, for example, that Look delivers a massive audience 
of families with a record of new-car purchases. It shows that, while an 
average LOOK issue reaches about one out of every five people in the U. S. 

ne aged 10 and over, it reaches one out of every four people in families who own a 

a4 _ ar or cars bought new... who own 

> | . @) ( ) kK. a 1956 or 1957 car . .. who own two or 

* 4 aa Seal | more cars. And Look reaches more than 

= wee : _ ) one out of every four car-owners who 

” : - } | plan to buy a new car in 1958. 

: (For your copy of the report, entitled 

5 I National Automobile and Tire Survey, 

ge : 1957, write to Wallace Wegge, Research 

‘i | Director, Look, 488 Madison Ave., 

r- New York 22.) 

of 
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Highways and Safety wee 
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the motor vehicles of habitual | mally and develop too much heat 


New Efforts Urged 
To Bar Toll Boost 


7 highway safety job is “far | 


from done” and efforts must be 
redoubled to prevent a rise in fa- 
talities by 1966, Automotive Safety 
Foundation President J. O. Matt- 
son has warned. 

Mattson addressed the 20th anni- 
versary banquet of the Foundation, 
held in Detroit with many industry 
leaders in attendance. 

“Every friend of highway 
safety can be proud that the mile- 
age death rate has been dras- 
tically cut,” Mattson said, “but 
unless we succeed in reducing it 
further, the 825 billion miles of 
annual travel we will be rolling 


Road Parley at UCLA 


The tenth annual California 
Street and Highway Conference is 
scheduled Jan. 29-31 on the Los 
Angeles campus of the University 
of California. 











up by 1966 will produce 53,000 
fatalities. 

“Only an intensified safety effort 
can prevent it. 
The new highway 
program will 
have a vast salu- 
tary effect, but 
the fruits are still 
many years 
away.” 

Among the 
safety problems 
cited by Mattson 
were the follow- 

, ing: 

J. 0. Mattson 1. Local contro- 
versies over access and land acqui- 
sition for new highways. 

2. The scarcity of highway engi- 
neers. 

3. Lack of research on the 
causes of accidents, including the 
human behavior factors. 

4. Local weaknesses in safety ac- 





Method used to determine exact capabilities of each 
HOLMES Wrecker Model. 





Set up with hydraulic dynamometer in 





place to record 
strength of Wrecker and parts. 


tivity, with too few citizen traffic 
organizations. 

5. High-school driver education 
needs to be further extended. 

6. “After all these years, only 13 
states think safe car conditioning 
important enough to insure it 
through periodic inspection laws.” 

Mattson reviewed the activities 
of the Safety Foundation over the 
past two decades and called for 
“bold thinking and dynamic ac- 
tion” in approaching current 
problems. 

Levin H. Campbell jr., Foundation 
chairman, said that the saving of 
half a million lives had resulted 
from contributions of $16 milion by 
ASF contributors. 

“In a very real sense,” Campbell 
said, “the Foundation, in commem- 
orating its first 20 years of public 
service is rededicating itself to even 
greater service in the decades 
ahead.” . 


* * * 


Colorado Urged to Impound 


|\Plates of Suspended Drivers 


Robert A. Theobold, Colorado 
revenue director, has urged the 
State to impound the license plates 
of motorists whose licenses are 
suspended or revoked. He also pro- 
posed that in certain extreme cases, 








violators be impounded. 

He said conservative estimates 
show that at least 75 percent of 
drivers whose licenses are sus- 
pended or revoked continue to 


drive. 
7 oe * 


Higher Pressure 
Called Way to 


Preserve Tires 


When driving on high-speed ex- 
pressways or an extended trip, it is 
wise to keep tire pressure a few 
pounds higher than normal rather 
than underinflated, according to 
Edward R. Klamm, accident-pre- 
vention director of Allstate Insur- 
ance Co. 

This is especially important if the 
tires have been in service more 
than 10,000 miles, Klamm said, The 
worst thing a motorist can do, he 
pointed out, is drop the pressure in 
his tires below the recommended 
amount in the belief that this will 
make the tire more blowout-proof. 
Actually, dropping the pressure has 
the effect of setting up the tire for 
blowout. 

“Tire specialists say under-infla- 
tion causes a tire to flex abnor- 





HOLMES 525 Model shown mounted ready for testing 
with power from truck engine. 





iia 


Under load dynamometer shows actual weight 


> 






(12,000 pounds) on Wrecker and boom. 


only HOLMES offers such a STANDARD of QUALITY 


tive capacity ratings that afford the user an added factor 


There’s NO guess 


work in the development of 


HOLMES Wrecker Equipment. Every step in the proc- 
ess of designing and manufacturing is scientifically 
tested for maximum efficiency and safety. To obtain 
accurate information on product designs, materials used, 
construction of parts and assembly, HOLMES has built 
its own Equipment — a huge 100,000 pound Hydraulic 
Dynamometer “Test-Pit.” Through exhaustive tests 
‘ with this machine, HOLMES’ Engineers can accurately 
check each working part and establish honest, conserva- 


HOLMES 525 MODEL — A 
12 
WRECKER with a rated 
capacity of 12,000 Ibs. per 
boom. (Note above test.) 
Designed with long range 
of operation for handling 
a Wide variety of work, in- 
cluding all cars and aver- 
age trucks. Write Factory 
today for full details. 


moderate size 


ton 


of safety. 


From each production run of 300 to 500 wreckers, 
units are taken at random and tested to destruction. By 
continued, periodic testing, the ultimate strength of each 
wrecker model is established and maintained. It is this 
high standard of built-in quality that gives HOLMES 
equipment its extra strength and safety — its unequaled 
performance and universal endorsement which has made 
HOLMES the world’s most widely used WRECKER. 


















ERNEST HOLMES COMPAN Y 


Chattanooga 7, 





Tennessee 








| at expressway speeds,” Klamm re. 
| ports. “Steering becomes more dif- 
ficult, and there is a good chance 
heat may build up rapidly to the 
point where a tire blows out.” 

A recent survey completed by 
Allstate indicates that tire failure 
has become a major cause of ex- 
pressway accidents. Motorists with 
worn tires who have been in the 
habit of under-inflating them in 
the belief that this will lessen ten- 
sion in the casing, allow more tread 
to touch the road and give better 
traction are making a grave error, 
the survey showed. 

Toll road police investigations re. 
veal that improper tire care not 
only increases the likelihood of 
blowouts, but causes more skidding 
accidents on expressways. Worn 
treads reduce traction and steering 
control, particularly at high speeds 
on wet pavement. 


Cc vachdown Urged 


On ‘Monsters’ 


J. Maxwell Smith, president of 
Pennsylvania’s Keystone Automo- 
bile Club, has appealed for a new 
and intensive campaign for strict 
enforcement of speed and safety 
laws applying to buses and trucks. 


“Motorists have a right to expect 
more adequate safety factors,” he 
said. “Motorists practically every- 
where also continue to be subjected 
to entirely unnecessary perils by 
speeding monsters and their driv- 
ers, who apparently are oblivious 
to any law except that of “might 
makes right.” We are constantly 
receiving complaints from members 
who believe police are derelict in 
not taking a more aggressive stand 
against speeding trucks and buses.” 

Maxwell also cited instances 
where the Club has found trucks 
and buses passing motorists travel- 
ing at maximum legal speed “as if 
the motorists were standing still,” 
and driving too close behind motor- 
ists. 

“Renewed drives against these 
dangerous tactics must be taken 
immediately by those charged with 
trying to make our highways safe,” 
he said. “It’s high time safety offi- 
cials got away from busily compil- 
ing statistics and got down to the 
serious business of vital funda- 
mentals.” 


‘Sales Net Set Up 
For Signal Control 


| A nationwide sales network for 
an electronic device to control stop- 

and-go traffic signals was an- 
| nounced by V. Lee Cook, president 
|of Electronic Protection, Inc., Mel- 
| rose Park, Ill., subsidiary of Stand- 
} ard Coil Products Co., Inc. 

Cook said manufacturer's repre- 
sentatives for El-Tec, as the new 
radio contrel device is called, will 
| be stationed in nine key areas 
| throughout the U. S. and in Cuba 

He said the new product is de- 
| signed to provide municipal offi- 
|cials with central control of traf- 
| fic signals in congested cities and 
| metropolitan areas. 

i > : Bd 


| Compulsory Check Urged 


For Older Cars in Ontario 

A compulsory safety examina- 
tion before granting licenses for 
motor vehicles more than three 
years old was asked in a letter 
from the Oshawa (Ont.) Safety 
League to James N. Allan, On- 
tario minister of highways. 

The league asked for the in- 
spection “in view of the fact 
that safety checks on a voluntary 
basis do not seem to include most 
of the older vehicles,” which the 
league feels are often the cause of 
accidents. 

oa oe +” 


Average Federal-Road Bids 
Up Slightly, U. S. Reports 


The index of average bid prices 
for Federal-aid highway construc- 
tion in the third quarter remained 
approximately the same as in the 
preceding quarter, according to 
Bertram D. Tallamy, Federal high- 
way administrator, Department of 
Commerce. 


The change was an increase of 
less than 1 percent. The figures are 
based on Federal-aid-highway-con- 
struction contracts awarded by 
State highway departments and 
reported to the Bureau of Public 
Roads. 
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To the dealer, car criticism is a major vocation. Today’s aggressive 


competition requires him to take a close and calculating look at the new cars 
ol 


for 
top- 
an- 
ient 
Mel- 


nd- It’s significant, therefore, that in the past two years more than 2,400 


he sells, those his competitors sell, and the advertising media used 


to promote all new-car sales. 


a franchised dealers, in 1,200 cities and all 48 states, have paid $15 each to tie in 
cas with Operation Demonstration—the industry-wide, LooK-NADA 

de used-car promotion. According to the dealers, an estimated $30,000,000 

and worth of cars were sold as a direct result of these mid-September events, 


timed to help clear used-car stocks prior to the new-car selling season. 


= Additional thousands of dealers take 


LOOK 


part in the annual national vehicle safety 


n- check co-sponsored by LOOK and the 


ty 

i 
in- 
ict 
ry 
st 
he 
of 


Inter-Industry Highway Safety 
Committee. The dealers supply personnel 
for the check lanes and repairs for cars 
found defective. In 1957, this program— 
the nation’s largest voluntary inspection 


—accounted for 2,641,558 vehicle 





checks in over 1,000 communities. 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





U. of Michigan Spurs Automotive Research 


1. auto industry may be the beneficiary of at least four 
different research projects now under: way at the new 
Automotive Engineering Laboratory at the University of 
Michigan in Ann Arbor. This laboratory, together with the 
Aeronautical Engineering Laboratory, were dedicated last 


month. The cost of both?— 


laboratories and their equip- 
ment is $5 million. 

The principal automotive research 
programs are: 

1. A study of automobile ignitions 
and fuel mixture ratios and com- 
bustion. 

2. A study of the effects of an 


ultrasonic field on the combustion 
and vaporization of very fine drop- 
lets of fuel. In this project, small 
drops of fuel are suspended in the 
air while the researchers watch 
them vaporize. 

3. A study of auto coolants and 








how they transfer heat from an 
engine. 

4. A study of land locomotion 
which could affect the auto wheel 
of the future. 

Some of these projects are 
sponsored by automobile and 
other manufacturing firms. In 
these cases, the acquired infor- 
mation is usually kept completely 
secret and turned over to the 
sponsoring concern, After study- 
ing the information, the sponsor 
generally grants the University 
permission to publish the ma- 
terial. 

The research projects are carried 
on by members of the faculty, grad- 


|uate students and undergraduates. 


The Automotive Engineering 
Laboratory is a three-floor, 400- 
foot-long structure financed by a 


$1,950,000 state appropriation. It} 


houses over $600,000 in equipment 

donated by Michigan firms. 
Among the gifts donated by the 

automotive concerns were an auto 


body from American Motors Corp., | 


a dynamometer from Buick, a 
dynamometer and a manometer 
panel from Cadillac, several dy- 
namometers from Chevrolet, a 
dynamometer and a console from 
Chrysler Corp., several dynamom- 


“SURE SAVES US A HEADACHE 


when ethylene glycol antifreeze is installed at the factory” 


“T'll bet every busy service manager wishes glycol antifreeze 
was put in his new cars right on the assembly line. 

“Saves the time and trouble of completely draining, back- 
flushing and filling the cooling system. This means our profit 
is pure profit. And, just as important, we know the car’s 
fully protected—regardless of temperature. 


“It’s the kind of antifreeze our customers want. They can 
go all winter long without worrying about sudden weather 


changes. And they realize it’s the 


Cutting Tools 


Solid Carbide Replaces 


Mere Coating 
FERNDALE, Mich.—Use of solid 


| tools has increased more than 500 
percent in the past three years, 
according to a survey conducted by 
the Carmet division of Allegheny 
Ludlum Steel Corp. 

| The report stated that the de- 
| velopment of the solid carbide ro- 
tary tools has not reached its full 
potential, and is expected to grow 
rapidly in the next decade. Many 
rotary cutting tools that were for- 
merly tipped with carbide are now 
being made of solid carbide. 





eters from Ford Motor Co. en- 
gineering staff, a “fifth wheel” and 
|a fuel burette from GM’s proving 
| ground section, and dynamometers 
| from GM’s research staff, Pontiac 
and Studebaker-Packard. 

+ +. am 
‘Dynamometers in Cells 
‘._“— dynamometers are housed in 

19 soundproofed test cells, in 
which the engines are surrounded 
by “curtains of air.” for safety. As 








best antifreeze for their 


cars because it’s factory recommended and factory installed. 


“Quality service like this keeps our customers coming back 


for service . . 
car!” 


. parts and accessories . . 


. and another new 


The Dow Chemical Company formulates ethylene glycol 
antifreeze to meet the specifications of individual automo- 


bile manufacturers. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 





tungsten carbide rotary cutting} 





the air flows downward from cei]. 
ing vents and out floor gratings, it 
carries away al] smoke and fumes, 
completely changing the air every 
minute. 

Three of the 19 cells can handle 
gas turbine engines and have 
special provisions for noise re- 
duction, Because turbines require 
seven times as much air as piston 
engines, these rooms require 10- 
20 pounds of air a second to meet 
turbine and ventilation needs, 


Under test in this laboratory igs 
almost every type of internal com- 
bustion engine, from the midgets 
on power lawnmowers to giant 
diesels. 


Among the University’s proudest 
possessions is a free-piston engine, 
believed to be the only one owned 
by an educational institution. It 
|}also was donated by a Michigan 
firm. 
| In the laboratory cells, graduate 
and undergraduate students pre- 
pare themselves for industry by 
attempting to prove classroom 
theory, by learning test methods, 
by becoming acquainted with a 
wide variety of automotive equip- 
ment and by developing the ability 
to observe events through their 
own senses and laboratory equip- 
ment. 


* * * 


Vehicles Studied 


HERE also is a structures sec- 
tion of the laboratory. This is 
|a large, open area for the study 
|of automotive bodies and chassis. 
Located here are vehicles donated 
| by industry and large metal slabs 
for vibrating and twisting chassis. 
Cut-away models of both present 
day and dream cars are available. 

William H, Graves, professor of 
automotive engineering, said that 
despite the push-button facilities, 
students would be trained to enter 
any plant, however small, and 
tear down an engine for inspec- 
tion and repair it as well as any 
good mechanic. 

The new Automotive Engineering 
Laboratory replaces the Univer- 
sity’s old West Engineering Annex 
—the first part of which was built 
in the 1890s. 

Five hundred mechanical en- 
gineers are now attending Michigan 
} and most of them will be using the 
new laboratory. Since 1880, the 
University has issued 4,900 mechan- 
ical engineering bachelor degrees 
and 650 graduate degrees. 


Graves said the Massachusetts 
Institute of Technology stands first 
and the University of Michigan 
second in the number of engineers 
listed in Who’s Who in Engineer- 
ing, the national honor roll. 

The aeronautical laboratory is 
equipped to handle most kinds 
of propulsion, including jet engines, 
rockets and high-altitude missiles, 
including earth satellites. 

* * * 


Longer-Lived Mufflers? 


HY don’t the auto makers in- 
stall mufflers that are more 
durable? 

This often-asked question was 
put to Harry Barr, Chevrolet's 
chief engineer, a few days ago and 
he replied: 

“It’s simply a matter of eco- 
nomics—how much we think the 
public wants to pay for a muffler. 
We could put on a stainless steel 
muffler that would last five years 
or more, but it would be too ex- 
pensive. 

“This year we're spending 35 
cents more for each of our mufflers 
and they should last at least two 
years. Last year our mufflers were 
only good for 12 to 18 months. This 
year’s muffler is also a little flatter 
to go with our lower car and the 
x-frame.” 








Champion Erects 


Research Center 


TOLEDO. — Champion Spark 
Plug Co. has started construction 
of a $1 million engineering and re- 
search building adjacent to its 
plant, said R. A. Stranahan jr. 
president. 

Two buildings having a total 
floor area of 35,000 square feet are 
included in the project. 

The larger of the two buildings 
will house 29 engineering and re- 
| Search offices, two drafting rooms 
and six laboratories. The second 
building will contain the engine 
| laboratory. 

















Car Critics: 4 
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‘he Perhaps the most dedicated car critics of all are America’s automobile 
un- manufacturers. For no other group spends so much time, talent and energy 


to effect the production—and sale—of the finest possible motorcars. 


ors It’s these car makers who have made LooK America’s fastest-growing major 
magazine in automotive advertising revenue*—up about 100% in the past 
es, : five years (1956 vs. 1952). During this period, LOOK has been the only 

| major magazine to gain automotive revenue every year. And in 1957, 


LooK will again reach a new high in automotive revenue- one reason why 
n- 


= LOOK leads all magazines in total advertising revenue gains over 1956. 


2S 

1 Underlying this dramatic swing to LooK by the car makers are many 

» significant factors. There is the ever-increasing response to LOOK’s 
exciting story of people. There is 
LooK’s unmatched gain in audience— 
almost 7,000,000 readers since.1952. 
But equally important, there is 
Looxk’s editorial accent on cars... 

its ability to reach millions of the best 
car sales prospects ... its pioneering 


and success in automotive marketing .. . 


its consistent, spectacular performance 





as the action showroom for new-car sales. 


il *Among magazines with over $1,000,000 automotive billing a year. 


LOOK=-THE ACTION SHOWROOM FOR NEW-CAR SALES 
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Auto News from Britain 


Records Set in Total Exports, U. S. Sales 
For Month; Output Goes Up, Too 


By F. C. Livingstone | for the folk who finance the hire 

SPER Vorsespencent | purchase of autos, and they have 
ONDON.—The British auto in-| something else to worry about too 
dustry chalked up records in| — jit has been exposed by a Mem- 
August both for total number of ber of Parilament that some of 


cars exported and the number ex-| . 
ported i> die U.S. them are charging rates well over 


Total exports amounted to 37,- | 20 percent. He is demanding a 
088 with nearly 10,000 going to | Public enquiry. 
the U. 8S. Meantime, auto prices remain 
Production totalled 41,790 units| fairly stable. There was only one 
in August, compared with 25,736| price increase during the . last 
— in the like month of 1956. month: Rover has put up the prices 
ruck output was up to 12,348 units : 
from the 11,626 units turned out in| of its autos and Land Rovers by 
’ about 2% percent. 


August, 1956. 
* * * At the other end of the scale the 


° . Bond Minicar has been cut from 5 
Tight Money Doesn’t Hurt to 10 percent, according to model. 


HILE the recent increase in the * * 


British bank rate to 7 percent . 
has produced headaches for every Vauxhall Exports Up 


industry, the British auto industry HILIP COPELIN, Vauxhall's 


—which is largely self-financing managing director, has an- 
these days—has not been unduly/| nounced that more Vauxhall autos 
worried. have been exported this year than 


The worries that do exist are |‘ during the whole of 1956. Last year 


“It’s just as easy to keep the parts and accessories 
profits right at home. 


“You’ve got the cars—and you've got everything 
that goes with those greatest cars on the road today. 
Official, authentic MoPar parts and accessories. 


“And now, with the expanded MoPar sales force, 
you’ve got factory-trained men who can help you 
make the most of your parts profits potential. 


“These MoPar men are specialists in helping you 
get fastest turnover at lowest overhead —the right 
parts and accessories in the right place at the right 
time. You’d be smart to put the MoPar man to work 
for you when he calls. 


“Sure I’m thinking about Chrysler cars—but I’m 








| 33,034 Vauxhall passenger autos 
were shipped abroad. . ° 
| Copelin added that the increase 4 Truck Firms Fight 
was largely dueto the success of | Illinois Mud-Guard Law 
| the Vauxhall “Victor,” announced SPRINGFIELD, tll. — An in- 
| at the end of February. junction preventing enforcement 
| Vauxhall passenger auto exports! of the [Illinois contour-splash- 
| to Europe have steadily increased | guard law has been sought by 
| over the last two years. four Midwest firms. Their suit 
2 ae ah says the law is “unreasonable, 
|New Tractor by Nuffield | capricious and arbitrary,” and 
NEW tractor will soon be seen| ks that it be declared uncon- 


+% on the fields of the world. This| *titutional. 

is the “Universal Three” announced The firms are Rudolf Express 

by Nuffield. Co., Bradley, Ill.; Great Ameri- 
It is a smaller version of the Nuf-| can Transportation Co., Detroit; 

field Universal tractor, which will| Herriott Trucking Co., Inc., East 

continue in production as the “Uni-| Palestine, O., and Morrissey Live- 

versal Four.” The power unit of the| stock, Inc., Danville, Il. 

new model is a three-cylinder, 2551 | — 

c.c. BMC diesel motor developing 





37 British horsepower. | Hire-Purchase Trade Assn. and 
. oe the Industrial Bankers Assn. 
Interest Plan Adopted As of Sept. 1, rates charged to 


| AN effort to standardize hire- | customers for hire-purchase and/or 
purchase and credit sales, the| credit sale facilities, must not ex- 
Society of Motor Manufacturers | ceed 7% percent for new vehicles 


and Traders and the Finance (other than motorcycles and three- 
Houses Assn. have adopted a com- wheelers); 8% percent for used 


mon policy relating to maximum : . 
charges to be made and maximum vehicles first registered not more 


introductory commissions to be|*han five years previously; and 10 
payable for all types of vehicles, percent for new and used motor- 
This move is supported by the | cycles and three-wheelers and all 


CHRYSLER MOTORS DEALERS: 
“Why let growing parts profits 
go to somebody else?” 


thinking about dealers in Plymouth, Dodge, De Soto 
and Imperial, too. Why let the parts business get 
away from you... why not make the most of it?” 


MoPaRr 
PLYMOUTH - DODGE - DE SOTO - CHRYSLER - IMPERIAL 
PARTS & ACCESSORIES 










MOPAR DIVISION > CHRYSLER MOTORS CORPORATION 
DETROIT 31, MICHIGAN 





other used vehicles more than five 
years old. 

Dealers’ commissions wil} 
limited to 15 percent of the interegt 
charges. 4 






* * * 


Auto Insurance Rises 


IG shocks are in store for a 
owners as revised charges g 
put into operation by the insurances 
offices between now and nex 
March. 


Increased premiums, couple@ 
| with new restrictions on coverag 
will raise the cost of auto owning) 
and may further discourage thé 
sale of medium and large - size@ 
cars. 

Apart from a 33% percent ig 
crease in premiums and reduce@ 
rebates which come into effect next 
|March, some offices are alread 
|reducing the coverage for foreigg 
| travel from three months to four 
| weeks in any one year. 
| No figures have been offered to 
| justify these charges. Indeed 
|British drivers are shown by 
| French accident statistics to be in 
| volved in one-third fewer accidentg 
| than Italian drivers and 50 percent 
fewer than Belgians. 

* 7 > 

2 ‘Wagons’ Introduced 

OTH Morris and the Rooteg 

group have come out with new 
| station wagons. Morris have just 
| brought out a new all-steel mode 
to be known as the “Oxford Travel. 
ler.” 

Priced at $1,862 (plus purchase 
tax), it possesses a modern body 
style with four doors giving 
saloon-style comfort for passengerg 
while a large rear door opening up- 
wards provides maximum space for 
loading freight or baggage. 

The “Oxford Traveller” has a 
1489-cc BMC motor with four- 
speed gearbox and Lockheed hy- 
draulic, fully compensated 
brakes. 

The new Rootes station wagon ig 
an addition to the Hillman Minx 
range. It has four doors and a back 
door and can carry driver, passen- 
ger and 700 pounds of luggage, or 
four people can sit in comfort with 
400 pounds of luggage. The motor 
is a 1,390-cc model and the cost is 
$1,750. 

















































: - 7” 
Intercontinental Buses 


WO intercontinental coach ser- 
vices have just been established. 
The first was the “Indiaman” 
which is to ply on a regular sched- 











































ule between London and Calcutta 
India. 

Crossing 15 countries, the “India- 
man,” a single-deck AEC “Regal” 
coach, showed itself well able to 
sustain the rigors of 20,000 miles 
over some of the world’s most 
arduous territory. It arrived back 
in London at the beginning of 
August. 

On this unprecedented bus jour- 
ney, passengers had views of Mount 
Ararat, the Taj Mahal and Mount 
Everest. Twenty passengers made # 
the round trip. | 

The other new ultra-long-dis- 
tance service was also made with 
AEC “Regal” coaches, It is on &@ 
13,000 mile journey through the 
swampy jungles of the Belgian 
Congo, through the French” 
Cameroons, Nigeria, French 
Equatorial Africa and across the 
arid wastes of the Sahara Desert 
to Tangier. 4 

There the buses are ferried to’ 
Gibraltar where they continue their & 
road journey through Spain, 
France and Belgium to Dunkirk. 

Johannesburg, South Africa, and 
London, are the terminal points. 
The coaches are fitted with 
showers, fold-up beds, toilets, 
washing machines and numerous 
other luxuries. This service is al 
ready over-booked and new vehi- 
cles have been ordered. 

= . a 


Big Job Held Unnecessary 


NDER the Restrictive Tradé 

Practices Act, which became 
law at the end of last year, every 
individual agreement between @ 
manufacturer and his distributors 
had to be individually registered. 

Austin Motor Co, and most other 
big firms protested. Now a test 
case, brought by Austin, has made 
the big job unnecessary. 

They sought a declaration that 
individual registrations were Mf 
necessary. Austin has 5,173 agree-" 
ments with its distributors and_ 
dealers and 12,778 affecting thé- 
BMC as a whole. 


et ee ee 
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Assure 
non-slip customer confidence 
in you and the cars you sell 


STOPS DANGEROUS SLIP 
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—DELIVER YOUR CARS FACTORY-EQUIPPED 
with the ORIGINAL NON-SLIP DIFFERENTIAL 


THAT 


STOPS DANGEROUS SLIDE 


Non-Slip Differentials are offered in most 1958 cars 
under several different names. But whatever they are 
called in the car you sell, Non-Slip Differentials are the 
most impressive car-selling and good-will building 
demonstration devices you have had in a long, long 


STOPS DANGEROUS SWERVE 





Here’s why: 

Non-Slip Differentials end slipping, sliding and get- 
ting stuck in mud or sand if either rear wheel can 
catch hold. 

Non-Slip Differentials end slipping on ice or wet 
hills and pavements if either wheel can catch hold. 
Non-Slip Differentials end dangerous swerve and 
unbalance resulting from “wild wheel” hop and spin 
on rough, bumpy roads. 


Non-Slip Differentials will make the cars you sell 
perform better in avy weather . . . will keep your car 
buyers from being dangerously ‘‘ditched,”’ im- 
mobilized or stalled under a wide variety of driving 
conditions. 


Non-Slip Differentials will keep your cars moving 
off the floor . . . 
. will keep your customers happy with you and the 


will keep them moving on the highway 


cars you sell them. 

Specify that your 1958 cars be delivered factory- 
equipped with the revolutionary Non-Slip Differential 
—for non-slip customer confidence in you. 


TOLEDO 1, OHIO 


DANA CORPORATION 
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Auto Personnel 


Virgil B. Roush has been named 
manager of Trailmobile’s Louis- 
ville branch. He formerly was man- 
ager of the Dayton (O.) branch. 

Roush joined Trailmobile in 1954. 
Before then he had been an execu- 
tive with several trucking lines. 

oa * * 


Heidenheim Is Elected 


To McQuay-Norris Board 

Roger S. Heidenheim, sales man- 
ager of the replacement division 
of McQuay-Norris Mfg. Co., has 
been elected to the board of direc- 
tors to replace the late Robert F. 
Jacobson, 

G. Oliver Stone, former assistant 
treasurer and assistant secretary, 
was elected secretary and treasurer, 


positions formerly held by Jacob- | 
son. E. J. Marting replaces Stone as | 


assistant treasurer and assistant 
secretary. 
= * = 


Wallace Heads Region 


H. C, Wallace, assistant southern 
regional sales manager for Air Re- 
duction Sales Co., has been ap- 
pointed sales manager of that re- 
gion, succeeding M. G. Wicker, 
who has resigned. Wallace joined 
the company in 1929. 

* a = 


Moraine Ups Markey, 
Glass in Sales Changes 


Two major changes in the sales 
department have been disclosed 
by Moraine Products. 


Francis J. Markey has been 


Aluminum Used 
By *58s Is Up 
13%, Kaiser Says 


DETROIT.—An increase of 13 
percent in the use of aluminum 
on 1958 autos was reported by R. C. 
Bichman, automotive industry sales 
manager for Kaiser Aluminum & 
Chemical Sales, Inc. 

The average amount of alu- 
minum in the new models is 44.9 
pounds, Bichman said, compared 
with 39.6 pounds in 1957 and 248 
pounds in 1955. Aluminum use is up 
81 percent since 1955, he added. 

The biggest gain was among GM 
units, Bichman said, with an aver- 
age increase of 30 percent per car 
—from 32 pounds to 41.6 pounds. 
Chevrolet is using 45 percent more 
aluminum, he added. 

Bichman said Chrysler's Im- 
perial uses 119 pounds of the metal. 
Some of the top luxury models “use 
more than 200 pounds, he said. 

Consumption of aluminum mill 
products by the automotive in- 
dustry on the 1958 models is ex- 
Pected to show an increase of 8 
percent for castings and 53 percent 
for wrought products such as sheet 
and extrusions, Bichman said. 

He said aluminum is being used 
more extensively in grilles, fabri- 
cating brake drums, automatic 
transmissions and power - assist 
units. 








named sales manager of automo- 
tive assemblies, including brakes, 
boosters, brake adjusters and 
fluids, Hubert D. Glass was ap- 
pointed to the newly created posi- 
tion of sales manager of friction 
materials, bearings and sintered 
| metal parts. 


|Auch, Chauvin in New Posts 
\In Chrysler Purchasing 


Melvin F. Auch has been ap- 
pointed director of purchasing 
administration for Chrysler Corp. 
and Cecil C. Chauvin has been 
|}named director of purchasing re- 
search. 


Auch, who had been assistant 


| 


+. 





| 





C. C. Chauvin 
| general purchasing agent, joined 


| M. F. Auch 


|Chrysler in 1944, Chauvin joined 
|Chrysler of Canada in 1940 and 
most recently had been manager of 
analysis for the corporation’s pur- 
chasing department. 

. = > 


‘DuMont Names Guterman 
Technical Products Chief 





appointed general manager of the 
| technical products division of Allen 
|B. Du Mont Laboratories, Inc., ac- 


|cording to David T. Schultz, com- | 


pany president. 

| Prior to joining Du Mont, Guter- 
|man was assistant vice-president, 
|\sales and planning, at American 
Bosch Arma Corp. 


berg, vice-president, who resigned, 
Guterman will be responsible for 
overall sales and marketing of 
oscilloscopes and associated elec- 


test equipment, industrial television 
systems and two-way mobile radio 
systems. 

> 


Houdaille Names Saltarelli 


Senior Vice-President 

Gerald C. Saltarelli has been 
elected to the newly created posi- 
tion of senior vice-president of 
Houdaille Industries, Inc. 

Saltarelli will have administrative 
responsibility for all Houdaille 
manufacturing plants and units. He 
had been operations vice-president. 


Three Sales Executives 





|\Shifted to New AC Posts 


AC Spark Plug division has an- 
| nounced 
| changes. 

Robert L. Korth has been named 
Chicago regional manager for re- 
placement product sales. Edward J. 


three _ sales - executive 








P Complete Dealership Management Course— 


Pictured above are six Pontiac dealer employes who recently completed a seven- 
week dealership management course at General Motors Institute in Flint. From left 





| Gre James B. Finney jr., Los Angeles; James W. Harrison jr., Tustin, Calif.; James W. 
_ Wynn, Dublin, Ga.; B. A. Kissam, Pontiac assistant general sales manager; C. R. 
| Krimminger, Lawrence, Kans.; John W. Vickers, Sandusky, Mich., and Alvitt E. Loftis 
> s., Durham, N. C. The graduates were 

© toured engineering and production facilities and met with manufacturing and sales 
| heads of the division. 


awarded diplomas at Pontiac where they 


Frederick H. Guterman has been | 


|Dayton Rubber’s Top Posts 


As successor to Irving G. Rosen- | 


tronic test equipment, automotive | 
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Brandl succeeds Korth as merchan- 
dising manager for oil filters, fuel 
pumps and gasoline strainers. 
Korth succeeds J. R. Kennedy, who 
has been placed on special assign- 
ment. Benjamin J. Filer, sales pro- 
motion manager, was named mer- 
chandising manager for air clean- 
ers, Guide Lamp, hydraulic valve 
lifters and gas, oil and pressure 
caps. 
* + + 


Clary Appoints Werter 


Don Werter has been named pur- 
| chasing agent for Clary Corp., nfan- 
ufacturer of business machines and 
electronic components. Werter has 
been associated with Clary for two 
and one-half years as a buyer in 
the purchasing department. 
= * * 


Shand Joins Gar Wood 


John J. Shand has been appointed 
southeastern district manager for 
Gar Wood-St. Paul truck equip- 
ment. Shand formerly was associ- 
ated with the industrial truck divi- 
sion of Clark Equipment Co. 

= * + 


Krylon Names Herter 


Edward J. Herter jr. has been 
appointed a manufacturer’s repre- 
sentative for Krylon, Inc. He will 
contact the hardware, art, office | 
supply and photographic trades in 
Western Pennsylvania, Northwest 
| Maryland and all of West Virginia, 
| plus the automotive trade in those 


}areas and in Ohio and Kentucky. 
= = = 





Seaboard Names Guyot 


James A. Guyot has been named 
San Francisco representative for 
Seaboard Pacific division of Associ- 
ated Spring Corp. 

> +. + 


Lee Tire Names Griffey 


Lee Rubber & Tire Corp. has ap- 
pointed Charles Edward Griffey Il, 
as a sales representative for the 
Lee factory branch, 2551 Paxton St., 


Harrisburg, Pa. 
7 > + 


Go to Christie, Friedlander 


Clowes M. Christie, president of 
American Latex Products Corp., 
has been named president of Day- 
ton Rubber Co., Dayton, O. Ameri- 
can Latex is a Dayton Rubber sub- 
sidiary. 

A. L. Friedlander, Dayton Rub- 
ber president, was elected chair- 
man, devoting himself to expansion 
of operations. 

> > * 


Merit Mufflers Appoints 
5 to Expanded Sales Staff 





special representative have been 
appointed to the sales staff of 
Merit Mufflers. Territory managers 
are Frank C, Maley, Frank Montry, | 
Henry M. Kutsche and Emmett 
Baber. John L. Deters was named 
special] representative. 
| Maley will serve parts of New 
| York and Pennsylvania; Montry, 
| the Chicago area; Kutsche, Western 
} (Continued on Page 26, Col, 3) 


‘Triumph Filling 
Huge U.S. Order 
For Small Cars 


NEW YORK.—Standard Motor 
Co., Ltd. of Coventry, England, 
which makes the TR-3 sport car, 
will enter the small-car market in 
America with a sedan and estate 
wagon, according to Alan F. 
Bethell, president of Triumph’s 
American company, Standard 
Triumph Motor Co., Inc., New York 
City. 

The first shipment of an $11 
million order for the two new cars 
will be available in a few weeks, 
Bethell said. Parts worth $500,000 
already have been received by 
Triumph’s distributors, he added, 
and approximately 400 dealer kits, 
each containing some 500 spare 
parts have been assembled. 

“The sedans will retail for less 
than $1,800 and the estate wagons 
for less than $2,000,” said Bethell. 
“Economical to run and maintain 
and easy to park, these cars are 
versatile enough to supply the 
functional performance needed by 
the American motorist and his 
family.” 

Bethell also said that last year 
more than 3,000 TR-3s were sold 
and that sales figures have soared 
beyond the 5,500 mark during the 
first nine months of 1957. 





Four territory managers and one|_ 





DON’T PAINT YOUR ’58 DRIVER 
TRAINING CARS! 
EQUIP THEM WITH BUMPA-TEL SIGNS. 


Fa 





__(. MOORESTOWN HIGH SCHOOL .) 
_ DRIVER TRAINING R | 


COURTESY OF 


Save expense of lettering and refinishing your cars! Permits 
use of latest model cars without damage or depreciation. 
Places a "student driver" warning sign where it can be seen. 
The “special sign" pictured has adjustable leas allowing 
transfer from one car to another by purchasing proper 
mounting brackets at a cost of $3.00 per set. Has turned 
edge panel, which gives double purpose feature, as a metal 
insert with your message may be placed over master panel 
for dealer advertising during school vacations. 


The sign can be used from year to year for driver training. 


No Holes to Drill! No Mars! No Scars! 


PETITE SEMI-UNIVERSAL SIGN 40" x 12" WITH TURNED 
EDGE PANEL—LETTERED WITH NAME OF SCHOOL, 
AAA INSIGNIA (where applicable) AND YOUR DEAL- 
ERSHIP NAME AND ADDRESS PRICED AT ONLY $24.00 
F. O. B. MOUNDS, ILL. 


Complete with 1 Set Mounting Brackets— 
Give Make and Model Car 


NOW SHIPPING FOR ALL ‘58 CARS 
MAIL YOUR ORDER NOW! ee FOR FAST DELIVERY! 


BUMPA-TEL SIGN COMPANY 


Box 181-A 
MOUNDS, ILLINOIS 


* U. S. and CANADIAN PATENTS 
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Auto Personnel 


(Continued from Page 25) 


Pennsylvania, Southeast Ohio and| Walz as manager of the Center 

West Virginia and Baber, North | Line parts plant. 

Carolina, South Carolina and Vir- McCavana will have responsibility 

ginia. Deters will be assigned to|for the Detroit-area Center Line, 

various sales areas. | 
| 





* * * 


Haas Shifted to Toledo a i apy Po Ban 
Sylvester L. Haas has been| pheta in to Lily 

named resident inspector of ord- “ senility of the city" — Constitu- 
nance at Willys Motors, Inc., the; “onmailty 0 e ci s ban on cer- 
Cleveland Ordnance District, Haas| ‘in a mufflers, oo the 
was transferred to Toledo after! oan ee type, —_ 3 a 
seven years at the Cleveland ord-| “© cee eee oe 
nance plant. | Clarence J. Crossland. He ruled 

that sale of mufflers of a type 





; : ee other than those installed by 

* i) ; 2 Chrysler Names McCavana manufacturers was legal but that 

Is Tepie ef C Hi To Base-Area Parts Post "Seal Gauear bass sabes 

Synthetic Rubber Is Topic onversation— | Harry J. McCavana has been! dealer who filed the suit, said he 


William O'Neil, right, president, General Tire & Rubber Co., discusses the future | named manager of base area opera-| pag $15,000 invested in mufflers 
of synthetic rubber with Alan Shivers, center, former governor of Texas, and William| tions for Chrysler Corp.’s service | which he will not be able to sell 
D. Noel, president, Odessa Natural Gasoline Co., during the opening of the $32 parts and accessories supply divi- if the antinoise ordinance is en- 
million synthetic rubber plant at Odessa, Tex. Ei Paso Natural Gas Products Co.,|sion. C. Francis Malane has been! forced. He said he will appeal the 
El Paso, Tex., and General Tire combined in building the first postwar operation| appointed manager of the Marys-| ryling. 


for the manufacturing annually of 40,000 tons of synthetic rubber. ville parts plant and George E.| 








New proof! Actual driving tests show 


TIRES MADE WITH 
SUPER RAYON 
WEAR UP TO 
26% LONGER! 






TIRE RAYON 


Now, there’s further proof that Super Rayon is _ show that tread on tires with Super Rayon wears 


the premium performance tire cord! And this longer. This superior performance is made possi- 
will make a whale of a difference in your profits! ble by the great dimensional stability of Super 
Recent driving tests over actual roads, with 14 — Rayon at driving temperatures. 
; drivers on the job, show that Super Rayon cord Such tests offer you further assurance of these 
tires outwear comparable tires made with the _ facts: for safety .. . for long wear . . . for smooth, 


other leading cord by 14 to 26%. With every quiet ride... you can’t beat today’s rugged new 
variable factor carefully controlled, these tests | Super Rayon! 


AMERICAN VISCOSE CORPORATION, 350 Fifth Avenue, New York . & Y¥, 


CORD xX RAYON 


worn out at 24,000 miles going strong at 31,000 miles 











—_—- 


Marysville and Moran-Griffin parts 

plants. Prior to this appointment 

he was plant manager at Marys- 

ville, a post he had held since 1956, 
* = * 


Thor Power Unit Names 


Collins Vice-President 


David G. Collins has been named 
vice-president of Speedway Mfg. 
Co., Cicero, Ill, a subsidiary of 
Thor Power Tool 
Co., Chicago. He 


of the electric 
motor division. 
He had been sales 
manager of the 


sion since 1948. 





D. G. Collins SpeedWay’s frac- 


SpeedTool divi- } 


will be in charge | 


Collins will di- } 


P rect sales and a 
+ planned market 
. expansion of 


tional electric motors for vending 


and business machines, displays, 
and other applications which utilize 
smal] motor components. 

+ * = 


4 Territory Managers 
Appointed by AP Parts 


Four territory managers have 
been appointed by AP Parts Corp. 
They are Joseph L, Powell, Joseph 
N. Stafford, Jack H. Allen and 
Joseph H, Wildman. 

Powell, and Stafford will serve 
in the Southwest region. Powell's 
territory covers Georgia, while 
Stafford will cover Tennessee. Allen 
has been named to the north cen- 
tral region and Kentucky will] be 
his territory. Wildman has been 
named to the Northeast region, and 


will cover Central Pennsylvania. 
* . . 


Clevite Harris Appoints 


Bradley, Treco to New Posts 


Dan T. Bradley has been named 
vice-president and technical ad- 
viser by Clevite Harris Products, 
Inc., and Frank 8S. Treco jr. has 


/~ 
~ 


D. T. Bradley F. 8. Trece jr. 
been appointed general sales man- 
ager. 


Bradley joined the company in 
1937. Treco, who joined the firm in 
1953, has been sales manager since 
1956. 


Guide Lamp’s Falge Retires 


After 30 Years’ Service 

Robert N. Falge has retired as 
technical assistant to the president 
of General Motors’ Guide Lamp 
division. 

A veteran of more than 37 years 
in the auto industry, he has ac- 
quired 63 patents on his work and 
has applied for more than 20 addi- 
tional patents. He joined GM in 
1927. 

> > > 
Reo Promotes Brass 


William Stewart Brass has been 
appointed general manager of the 
Reo division White Motor Co. of 
Canada, Ltd., Toronto. 

> > 7 


Freedlander Is Honored 


For Service to Norway 

A. L. Freedlander, chairman of 
the board of Dayton Rubber Co. 
has been named a knight of the 
Royal Order of St. Olaf—the high- 
est honor Normay may bestow 
est honor Norway may bestow 
upon a civilian. 

Norway praised Freedlander “for 
his contribution to the industrial 
progress of Norway over the past 
25 years — for helping Norway to 
help itself.” 


” 
IH Veteran Lee Retires 
Mercer Lee, supply -and- 
inventory vice-president for In- 
ternational Harvester Co., has 
retired after 47 years with the 
company. 


* + + 
Associated Spring Names 
Joseph to Head Plant 


Oscar L. Joseph, who has been 
purchasing agent of the Plymouth 
(Mich.) plant for the last two years, 

(Continued on Page 28, Col. 3) 
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rs | FOR NEW ACRYLIC FINISHES! 
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of Extensive laboratory tests have proven conclusively that Blue 
Coral is completely compatible with new acrylic finishes. More 
than this, a Blue Coral Treatment greatly enhances the beauty 
of and brilliance of the original factory finish. Colors become 
ne richer, deeper and that sparkling showroom look lasts longer 
- . + + every inch of the car is protected against the relentless 
a ravages of road wear. Yes, for cars of yesterday, today and iat 
. tomorrow there is no substitute for the scientifically proven woo . ER Op Ce, 
to Blue Coral Treatment. Up, 
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th ! © -H.0.T. COMPANY FACTORS, INC 


COMPANY FACTORS, INC. * Creators of the Blue Coral Treatment ° WHITE PLAINS, NEW YORK 
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Telephone Marathon— 


Using the phone book os a prospect list, salesmen at Healey Motor Co. (Chrysler- 
Plymouth), San Jose, Calif., make call after call from this specially-designed booth 
in search of new-car buyers. Individual gifts and a chance on prizes such as tele- 
vision sets are offered to those who accept the invitation to visit the showroom. 
General Manager Rod Rucker reports the promotion pays off in added sales and is 
conducted at relatively low cost. 
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(Continued from Page 26) 


has been named plant manager of | 


the Ann Arbor plant of Associated 
Spring Corp.’s Barnes-Gibson-Ray- 
mond division. 

Joseph succeeds Melvin E. Donally, 
who retired after 50 years with the 
company and its predecessor, Cook 
Spring Co. 

* = = 
Binks Promotes Fifield 

Ralph Fifield has been named) 
manager of the Los Angeles branch 
of Binks Mfg. Co., Chicago. He had 
been a field representative respon- 
sible for sales contact and develop- 
ment in the Los Angeles area. 

* * * 


Associated Spring Names 


Wentworth to Head Ohio Unit 


John A. Wentworth has been ap- 
pointed general manager of Associ- 


| offices 





ated Spring Corp.’s Ohio division, 
Dayton. He succeeds Harry B. Dau- | 
phinais, who was appointed gen-!| 


By Waukesha Motor 


eral manager of the William D. 
Gibson Co. division, Chicago. 
Wentworth was former assistant 
spring works manager of the Wal- 
lace Barnes division, Bristol, Conn. 
* * + 


DeSoto Promotes Albee 


DeSoto has named Cecil R, Albee, 
former senior clerk in the regional 
in Portland, new district | 
manager at Eugene, Ore., to cover | 
Central and Southern Oregon. 

= * * 


Shell Ups Galloway 


A. J. Galloway has been elected 
an executive vice-president of Shell | 
Oil Co. He had been vice-president 
in charge of explorations and pro- 
duction activities, and will continue 
to head those operations. 

= > * 


Five New Officers Elected 


Waukesha Motor Co. has elected 
Charles E. Nelson jr. executive | 
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Once you’ve made a woman a Castrol 


CASTROL 


Bice 


customer, you've really got it made. Women 


like to be sold on quality, and they’ll go for 


more and better TBA. Satisfy them with 


J ) top-quality Castrol Motor Oil, and they'll 
; come back to you. They’ll ask for Castrol! 
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in signs, posters, mailing pieces, radio advertising— 
to build high-quality, high-profit business for you! 
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i Te ! We're telling them ASK FOR CASTROL 


The Masterpiece 


in Oils 


Ask your CASTROL distributor or write for the name of distributor nearest you: 


CASTROL OILS, Incorporated 
75 WEST STREET, NEW YORK 6, N. Y. 
...A Division of the Wakefield Group... 


lof the Seattle 





vice-president, J. Grant Swoin, 
sales vice-president, and Newton H, 
Willis engineering vice-president 
Lewis W. Youker will be secre- 
tary and treasurer and Joseph J, 
Kleinbrook was named assist int 


secretary and assistant treasure). 
a” * a7 


General Tire Assigns 


Wider Duties to Dalsky 


Karl A. Dalsky has been pro- 
moted from commercial tire sales 
manager to commercial products 
and development 
manager for Gen- 
eral Tire & Rub- 
ber Co. 

Dalsky will be 
responsible for 
exploring needs 
for new lines and 
types of commer- 
cial tires. He will 
direct liaison be- 
tween the techni- 
cal and develop- 
ment divisions 
and the tire sales division and dis- 
tributor organization. He also will 





K. A. Dalisky 


| be responsible for much of the field 


contact with dealer group meet- 
ings. 
= * * 


Dewsbury Joins Fruehauf 
Howard Dewsbury has been ap- 


| pointed sales manager of special 
| parts products division of Fruehauf 
| Trailer Co. of Canada. He formerly 
|}was Canadian general sales man- 


ager with Reo Motors, Inc. 
= 


* * 


Hall Lamp Names Hughes 


H. Herbert Hughes has been 
named Washington representative 
of C. M. Hall Lamp Co., Detroit 
automotive parts manufacturing 


firm. 
= = > 


Chrysler Names Helder 


Roger J. Helder has been named 
comptroller for the regional car 
assembly division of Chrysler 
Corp.’s automotive group. 

= > > 


Harkness Named Sales Chief 
Of Associated Spring Unit 
William R. Harkness has been 
promoted to sales manager of the 
Seaboard Pacific division of Associ- 
ated Spring Corp., Gardena, Calif. 
Harkness joined Seaboard as a 
salesman in October, 1955, advanc- 
ing to sales supervisor in June, 1956. 
> * « 


Thor Power Tool Names 


Escoffier Seattle Manager 


Alfred W. Escoffier, service engi- 
neer at Thor’s San Francisco 


|branch since 1955, has been ap- 


pointed manager 


branch of Thor 
Power Tool Co. 
of Chicago. 
Escoffier will 
be headquartered 
at the Seattle 
branch's new lo- 
cation, 414 Eighth 
Ave. North. He 
joined the San > 
Francisco branch y 
as an electric tool A. W. Escoffier 
service engineer in January, 1955. 
R. J. Horrocks, former Seattle 
branch manager, is transferring to 


the Denver branch. 
* ” = 


Firestone Ups Mayolett 


Joseph F. Mayolett has been pro- 
moted to truck and bus tire man- 
ager of Firestone Tire & Rubber 
Co.’s Southwest division. He form- 
erly was truck tire sales manager 
in the Los Angeles district. 

> * oe 


eo 





Price Battery Appoints 


Two Sales Executives 


Two appointments to the sales 
department of Price Battery Corp. 
have been announced. 

Jay W. Staup, formerly of Ford 
Motor Co. and Standard Oil Co. 
(Indiana) has been appointed sales 
manager of Monark battery divi- 
sion, Wapakoneta, O. O, H, Shelton 
jr. has been appointed southern 
sales representative, with head- 


quarters in Atlanta. 
* * * 


Hogue Joins Mohawk 


J. B. Hogue has been appointed 
sales representative for Mohawk 
Rubber Co., Akron, in the Texas- 
Oklahoma territory. He owned &@ 
parts and supply company for @ 
number of years, and more re- 
cently worked as territorial man- 
ager for a tire dealer and a tire 
manufacturer. 
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Dealer’s Men Never Could Find Pesky Noise . . . 
Auto ‘Gremlin’ Went to Blazes 


By L. H. Houck 
Staff Correspondent 


Jan. 3. On the first trip it developed 
a rattle or buzzing sound at be- 


'EFFERSON CITY, Mo. — Case| tween 55 and 65 miles an hour. 
histories often prove valuable be- The rattle was reported to the 


cause they upset traditional think- 
ing and confound popular opinions. 

Every auto dealer has his own 
pet term for the persistent cus- 
tomer who buys a new car and 
then yells his head off about small 
annoyances. The service depart- 
ments of many dealers would like 
to consign this type of customer to 
a warmer clime. 

it is annoying when the cus- 
tomer’s car has trouble that the 
service department, including the 
service manager, can’t find and 
it’s a little disconcerting to the 
customer to learn they were not 
even looking—at least not very 
hard. 

This true story should warn serv- | 
ice departments and dealers that| 
the customer still is almost always | 
right. When he hears a rattle in his | 
new car, it’s very likely to be there 
in spite of what the service depart- 
ment reports. 

This new car was bought last 


Owners Shuffle 
New-Car Deals 
In Atlanta Area 





ATLANTA.—A number of dealer-| 


ship changes have been made in 
the Atlanta area in the last few 
weeks, 

The Downtown Chevrolet Co. in 
Atlanta has been purchased by Tim 
Timmers Chevrolet. Hal Smith, 
former owner, will continue to op- 
erate the John Smith Co., Atlanta 
Chevrolet dealership of which he is 
president. 


St. Clair Olds, Inc., 
over Ritz Oldsmobile, Inc., East 
Point. Oscar St. Clair, president, 
formerly was with Storey Motors in 
Lansing. 

The Johnson Ford Sales Co., De- 
catur, has been purchased by Al 
Means Ford Co. Al Means, presi- 
dent, was a former Ford dealer in 
Montgomery, Ala. 


has taken 





Decatur Motors, Inc., succeeds 
Candler Jones Motors, Inc. (Dodge- 
Plymouth) in Decatur. J. V. Kick- 
lighter is executive vice-president 
of the new firm. 


Reeves Lincoln & Mercury Co., 
of Atlanta, has dropped the Lin- 
coln line and changed its name to 
Reeves Mercury Co. The new lo- 
cation is 338 N. Church St., East 
Point. Millard Reeves is president. 

Three new Rambler dealers have 
been appointed in this area. They 
are: Bob’s Rambler, Inc., 241 
Spring St, N. W., Atlanta; Ed 
Voyles Motor Co., 507 W. Hamilton 
St, East Point, and Marietta Ram- 
bler Sales, 476 North 4-Lane High- 
way, Marietta. 

O’Shields Buick, Decatur, has 
gone out of business. A new Buick 
dealer is expected to be appointed 
within a few weeks. 

Peachtree Plymouth is scheduled 
to open in Atlanta about Nov, 15. 
Maynard Powell, president of the 
new firm, was formerly associated 
with the Jenkins Auto Sales and 
Park Motors in Dayton, O. 


Edsel Dealers Elect Light 
In Minneapolis District 

MINNEAPOLIS. — Dealers who 
have been elected officers of the 
Edsel Dealer Advertising Assn. in 
the Minneapolis district are Ran- 
doiph Light, Randolph Light, Inc., 
Minneapolis, president; R. E. 
Brandstetter, Sparta Motors, 
Sparta, Wis., vice-president, and 
John H. Miller, Miller Motor Co., 
St. Cloud, Minn. secretary and 
treasurer. 

Other members of the association 
are J. Raymond Young, Young 
Motors, Inc., St. Paul; Louis Genti- 
lini jr., Virginia, Minn.; Willis A. 
Hutchinson, Northway Edsel Sales, 
Duluth, Minn.; P. James Noonan, 
Noonan Motor Co., Alexandria, 
Minn.; Ronald T. Absey, Absey 
Edsel Sales, Grand Forks, N. D., 
and E. J. McCluskey, Crosstown 
Motors, Inc., Rapid City, S. D. 








service department about Feb. 1 
when the warranty checkup was 
due and some leaks had to be 
repaired. The service department 
made no report on the sound but 
gave the entire car a clear bill of 
health. 

A month later a rear-axle seal 





Tiny Trailer Unit Provided 


For Mud-Flap Research 

TAMPA, Fla. — A miniature 
tractor-trailer unit provided by 
Central Truck Lines, Inc., will be 
used in wind-tunnel research to 
determine the value of various 
types of mud flaps. 

The Franklin Institute of Phila- 
delphia will conduct the $10,000 
project under sponsorship of the 
American Trucking Assns. 
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broke and flooded the inside of the 
white walls with oil, The owner, 
who still heard the rattle, thought 
this might have been the cause and 
reported it again when the seal was 
replaced. The service department 
said no noise was heard. 


But the noise persisted. The 
owner called it his wood-sawing 
gremlin. 

About a month later the auto- 
matic transmission broke down 
and had to be rebuilt. This took 
a week and everyone was satis- 
fied that the phantom noise was 
in the transmission and that its 
subsequent overhaul would end it. 


But the gremlin survived. Soon 
it was joined by other gremlins. A 
serivceman in Oklahoma, with his 
oil can, drowned all but the original 
gremlin. At 15,000 miles another 
noise developed. 

This turned out to be a burned- 
out bearing in the water pump. 
This was replaced free of charge by 
the service department, with the 
explanation that the gremlin must 
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One of the first streamlined 
autos was the “Easter Egg” which 
held the world’s speed record in 
1902 of almost 60 m.p.h. (France). 





have been heralding the pump’s 
failure all along. 

But the gremlin survived. A 
rasping noise in the steering col- 
umn was eliminated at 20,000 
miles, leaving only the wood- 
sawing gremlin. 


29 


miles of driving, the owner decided 
to have a showdown with the serv- 
ice department. He delivered an 
ultimatum — find the gremlin, or 
else, Again, no luck. 

On Oct. 19, he took the car to a 
service station for lubrication but 
could not get in. He left the service 
station at 3:26 p.m., arriving home 
at 3:36 by the dash clock—which 
had now been running without a 
fuse replacement for almost a week. 

About 5:15 he and his wife went 
to the attached garage to get in the 
car to go to town. 

“You've left the lights on,” said 
the wife. “Where’s all this smoke: 
coming from?” 

The car was on fire. They 
pushed it out of the garage. 

All of the wiring was burnt to a 
crisp. Since his dealer thought he 
was a little crazy, the owner de- 
cided to take it to another place 
for repairs. 

The service manager said the fire 
started in the voltage regulator. 
Then the owner told the service 
manager about the gremlin. The 
service manager said the gremlin 
probably had died in the blaze. 

He was right. After the fire the 
car could be driven between 55 


After nine months and 20,000! and 65 without the customary rattle. 


INFRA-RED... 
and the 


CRITICAL 
SECONDS 


ous 


DUNLOP 


In the complex tire manufacturing process, there is a 
critical phase which, more than any other, determines 
the ultimate strength and life of nylon tires. 


At this point, through a unique application of the 
quick, penetrating heat of Infra-Red, Dunlop —and 
DUNLOP ALONE — imparts to nylon fabrics a “‘tem- 
pered strength” unapproached by conventional oven- 
heat methods. In 6 critical seconds, nylon casing fabrics 
are precisely stretched, heated and stabilized to increase 
the overall safety and superiority of Dunlop Tires. 


Asa result...a nylon framework of exceptional strength 
is provided for other specialized techniques and mate- 
rials which make Dunlop nylons so safe and econom- 
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ical for passenger cars and trucks. 


Since 1888, Dunlop has written and rewritten tire 
history. Infra-Red...preceded by Dunlop’s invention 
of the pneumatic tire, low pressure tire, drop-center 
rim, Tension-Free Construction, and foam rubber 
cushioning ...is another outstanding Dunlop contri- 
bution to motoring comfort and safety. 


With such a background of “‘firsts”’. .. supported by 
more than 100,000 employees, scientists, and tech- 


nicians around the world... 


you can be sure that 


Dunlop will continue to prove its leadership... exert 
its scientific influence on practically every product 


made from rubber. 


You're always a mile ahead with... 





Founders of the Pneumatic Tire Industry 


DUNLOP ; 


DUNLOP TIRE AND RUBBER CORPORATION, BUFFALO 5, N. Y. 





The 1958 Cadillac offers fine wool broadcloth in its luxury models 


Americas 
finest cars offer 


wool upholstery 


‘Today's customers—especially the women—are 
paying more and more attention to car interiors. 
They are looking for extra quality, extra com- 
fort, extra value. That explains why more and 
more of America’s finest cars are being trimmed 
and sold in wool upholstery. 


Here are the reasons: 


@ Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is kinder to clothes, 
doesn’t cause shine or excessive wear. 


@ Wool upholstery is safer. It is highly flame- 


resistant, and it helps the driver keep in 
position on sharp turns or sudden stops. 


@ Woolupholstery stays neat-looking longer, 
has greater resale value. It defies wear— 
will not sag or wrinkle. Dirt and spots come 
out easily. 


If you aren’t ordering every car you can 
from the factory in wool upholstery, you’re 
missing one of the greatest sales advantages 
available to you in today’s highly competi- 
tive market. Better check your factory or 
zone office for information as to which 1958 
models will be upholstered in wool. 
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So soft, so rich, as only fine-quality wool upholstery can be... 
in this new Cadillac, Fleetwood Seventy-Five, Sedan. 


Wool tweed suit by George Carmel; hat by Emme; jewelry by Trifari. 
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Sales Conditions in Various Areas 





Auto Market Reports 


Columbus, O. 

October registrations of new cars 
totalled 2,010 in Franklin County 
(Columbus), O., compared with 
2,241 in cae. aon and 1,909 in 
October a year ago, according to 
figures compiled by the Columbus 
Automobile Dealers Assn. 

By makes, October registra- 

were: Ford, 508; Chevrolet, 

455; Plymouth, 235; Dodge, 161; 
Pontiac, 106; Oldsmobile, 99; 


Tax-paid used-car transactions 
during the month totalled 5,292, 
compared with 4,903 in September. 

New-truck registrations totalled 
178 in October, compared with 184 
in September and 171 in October a 
year ago. Used-truck transactions 
amounted to 356 in October and 290 
in the previous month. 

By makes, the month’s new-truck 
registrations were: Ford, 66; Chev- 
rolet, 39; International, 36; Dodge, 
9; GMC, 9; Reo, 5; Divco, 4; White, 
3; Mack, 2; Volkswagen, 2; Willys, 
2, and Autocar, 1.—(Bert Strang.) 

> = >. 


Syracuse, N. Y. 

New-car sales in the Syracuse 
(N.Y.) metropolitan area were 
running approximately 7.5 percent 
ahead of last year in the first three 
quarters of the year. 

Figures released by the Syracuse 
Automobile Dealers Assn. showed a 
total of 14,465 passenger cars sold 
up to the end of September. 

The total was 1,022 over the 
1956 figure for the corresponding 
period. 

The latest three months’ figures 
showed sales of 4,525 units, up 426 
over the third quarter a year ago. 
The second quarter this year, 5,330 


sibility of 1957 being the biggest 
yet 


* | 
. | 
Boise, Id. 

A total of 295 new cars were 
registered in Ada County (Boise), 
Id., during October, compared with 
215 in September. 

By makes, they were: Chevro- | 
let, 84; ee. Be: Dodge, 18; | 
Volkswagen, 18; Chrysler, 13; 

13; ee on Ram- 

bier, 11; Edsel. 10; Mercury, 10; 
Oldsmobile, 9; DeSoto, 7; Cadillac, 
es Buick, 5; Nash, 3; Imperial, 

; Studebaker, 2; Hudson, 1; Lin- 
an 1; sae 35 Willys, 1, and 

miscellaneous, 18. 


Registrations of new trucks 
amounted to 77 in October and 62 
in the previous month. The October 
breakdown showed: Chevrolet, 29; 
Ford, 19; ee 7 ‘Willys, 
4; Dodge, 2 na ; GMC, 
1, and miscellaneous, 2 


’ 
Weskinaen,' D.C. 
October new-car registrations in 
the National Capital amounted to 
1,437, compared with 1,870 in Sep- 
tember and 1,807 in October a year 





with 204 in the previous month and 
215 in the year-ago month. 
: Ford, 77; 
Chevrolet, International, 26; 
GMC, 17; a 6; Mack, 3; White, 
2; Divco, 1, and miscellaneous, 6.— 
(William ‘ 
Indiana 

New-car sales by franchised deal- 

ers in Marion County (Indianapo- 


lis) were running ahead of last 
year for the first 10 months. 


In that period, the 1957 total was 
24,112, compared with 21,116 in 1956. 

October new -car registrations 
this year totalled 2,493, compared 
with 2,293 in September and 2,384 
in October, 1956. 

By make, new-car registrations 
were: Ford, 551; Chevrolet, 453; 
Plymouth, 269; Buick, 203; Oldsmo- 
bile, 196; Pontiac, 159; Dodge, 157; 
Mercury, 109; Chrysler, 57; Edsel, 
56; Cadillac, 46; Rambler, 41; De- 
Soto, 36; Studebaker, 24; Imperial, 
22; Volkswagen, 15; Volvo, 14; 
English Ford, 12; Morris, 10; Lin- 
coln, 9; MG, 9; Renault, 8; Hillman, 
5; Metropolitan, 5; Austin-Healey, 
4; Nash, 4; Isetta, 3; SAAB, 3; 
Skoda, 3; Alfa-Romeo, 2; Hudson, 
2; Packard, 2; Triumph, 2; Porsche, 
1, and Sunbeam, 1. 


213 in September and 263 in Oc- 
tober a year ago. Registrations 
for the first 10 months were 
slightly below the figure for the 
comparable 1956 period—2,279 to 


2,384, 

October totals by makes were: 
Ford, 87; Chevrolet, 56; Interna- 
tional, 56; Dodge, 19; GMC, 9; 
White, 7; Willys, 7; Reo, 5; Divco, 
4; Autocar, 3; Volkswagen, 2; Dia- 
mond T, 1, and miscellaneous, 2.— 
(Cc. L. Kern.) 

* 


Youngstown, O. 

Dealers in Mahoning County 
(Youngstown), O., sold 788 new 
cars in October, compared with 864 
in September. 

Used-car transactions totalled 
1,799, compared with 1,723 in the 
previous month, 


New-car ms were: 


New-truck registrations for the | Ford, 225; Chevrolet, 166; Plym- 


month totalled 258, compared with 


outh, 89; Pontiac, 52; Buick, 50; 


18, 1957 


Dodge, 42; Oldsmobile, 24; Chrys- 
ler, 23; Mercury, 22; Volkswagen, 
22; DeSoto, 18; Cadillac, 138; Hud- 
son, 13; Edsel, 7; Nash, 4; Stude- 
baker, 4; MG, 2; Willys, 2; Hill- 
man, 1; Lincoln, 1; Renault, 1, 
and Volvo, 1. 

New-truck registrations totalled 
80, compared with 74 in September. 
By makes, they were: Ford, 27; 
Chevrolet, 14; Dodge, 13; Interna- 
tional, 7; White, 5; GMC, 3; Mack, 
3; Willys, 2; Diamond T, 1; Divco, 
1; Volkswagen, 1, and miscellane- 


ous, 3. 
* 7 = 


Houston 

A total of 5,120 new cars were 

registered in the Houston area dur- 

ing October, compared with 4,604 
in the previous month. 

New-truck registrations also 

were up, from 691 in September to 
794 in October. 

New-car registrations by 
makes were: Ford, 1,493; Chevro- 
let, 1,272; Plymouth, 477; Buick, 
350; Mercury, 294; 


. ioe 25; 


itan, 13; Morris, 11; Hillman, ; 
Volvo, 8; Willys, 7 Austin 
Healey, 5; Porsche, 5; Lioyd, : 
English Ford, 2; "Borgward, : 
Messerschmitt, 2; Simca, 2; a 
umph, 2; Jaguar, 1; Nash, is 
Packard, 1; Rolls-Royce, |; 
Rover, 1, and Midget, 1. 

Truck registrations were: Ford, 
354; Chevrolet, 246; International, 
94; GMC, 32; Dodge, 28; Inter- 
national bus, 8; Mack, 7; Willys, 6; 
White, 5; Diamond T 3; Volks- 
wagen, 3; Autocar, 2; Studebaker, 
3s Ford bus, 1; FWD, 1; Reo, 1, 
and Morris, 1—(Ruby Fenoglio. ) 


Minneapolis 

Chevrolet and Ford ran neck and 
neck in new-car registrations in 
Hennepin County (Minneapolis) 
during October, with Chevrolet 
counting 608 and Ford, 606. 

Total registrations for the month 
were 2,590, compared with 2,689 in 
September and 2,166 in October, 
1956. Registrations for the first 10 
months amounted to 30,352, com- 
pared with 28,702 a year ago. 

Other registrations during the 

month were: Plymouth, 255; 

Dodge, 186; Oldsmobile, 148; 

Buick, 130; Mercury, 123; Pontiac, 

(Continued on Page 33, Col. 3) 
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Mercedes-Benz Dealers Attend Clinic— 


A group of Mercedes-Benz dealers in the Detroit zone attend one of the first of 
a series of sales training meetings to be conducted in all Studebaker-Packard sales 
zones. The two-day meeting was devoted to product training, sales strategy and 
driving demonstrations in six Mercedes-Benz models. The Detroit conference was con- 
ducted by Glenn Finney, S-P Chicago regional sales manager, and Harry Hawthorne, 
Mercedes-Benz product technician. 
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111; Rambler, 90; Chrysler, 68; 
Edsel, 50; DeSoto, 35; Stude- 
baker, 35; Cadillac, 29; Lincoln, 
24; Nash, 15; Volkswagen, 8; 
Hudson, 1; Packard, 1; Willys, 1, 
and miscellaneous, 66. 

New-truck registrations in Octo- 
ber totalled 206, compared with 210 
in September and 187 in the year- 
ago month. 

By make, they were: Ford, 81; 
Chevrolet, 49; International, 40; 
GMC, 10; Dodge, 9; Mack, 6; Volks- 
wagen, 3; Willys, 3; Studebaker, 1, 
and miscellaneous, 4.—(Donald M. 


Lyons.) 
e s * 


Milwaukee 


A total of 2,914 new cars were 
registered in Milwaukee County 
(Milwaukee) during September, ac- 
cording to figures compiled by the 
Wisconsin Automotive Trades Assn. 

Registrations amounted to the 
lowest monthly total of the year. 

By makes, they were: Ford, 826; 


Monroe Load-Levelers 


ook at the design of today’s cars, and you'll immediately see the need for the new 
Monroe Load-Levelers. Cars are longer, lower, roomier. Seats are wider. Trunks are 
bigger. There’s more overhang in the rear. Springs are softer, to cushion the ride. 


seat passengers and a trunk full of luggage. 


All this adds up to trouble: cars have plenty of space for passengers and luggage 
but they are not designed to safely and comfortably carry the heavy load of rear 





The entirely new Monroe Load-Levelers absorb. the stress of heavy loading . . . 
prevent sag, sway and dip. They increase road clearance. They give a smooth, level 
ride, with headlamps always beamed safely on the road. When the car is unloaded, 


they automatically compensate for the lightened load. 


A large percentage of the cars that come into your shop need Monroe Load- 
Levelers—the market is wide open! Contact your jobber now—today—for complete 
details . . . and let Monroe Load-Levelers carry a heavy load of profits your way! 


= MONROE E hs re ee 
Leveler 


Monroe Auto Equipment Company 
Monroe, Michigan 





CALIBRATED RIDE CONTROL WITH ANY LOAD 






Chevrolet, 653; Oldsmobile, 259; 
Plymouth, 234; Buick, 152; Dodge, 
148; Pontiac, 116; Mercury, 102; 
Rambler, 77; Chrysler, 66; Cadillac, 
60; DeSoto, 37; Edsel, 36; Volks- 
wagen, 26; Studebaker, 22; Imperial, 
20; Nash, 20; Isetta, 13; Lincoln, 
12; Triumph, 4; Austin, 3; Jaguar, 
3; Volvo, 3; Willys, 3; Hillman, 2; 
Hudson, 2; Mercedes-Benz, 2; MG, 
2; Packard, 1, and miscellaneous, 10. 
—(John E. Hubel.) 

* = 


Cincinnati 


New-car registrations in Hamil- 
ton County (Cincinnati), O., during 
October totalled 2,747 units, com- 
pared with 2,740 in the like month 
of 1956, and 2,921 in September of 
this year. 

New-car registrations by make 
were: Ford, 747; Chevrolet, 648; 
Plymouth, 232; Oldsmobile, 224; 
Buick, 177; Pontiac, 159; Mercury, 
155; Dodge, 73; Cadillac, 63; Chrys- 
ler, 52; Rambler, 48; DeSoto, 36; 
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Edsel, 32; Volkswagen, 29; Stude- 
baker, 20; Hudson-Nash-Metropoli- 
tan, 17; Imperial, 11; Lincoln, 6; 
MG, 4; Willys, 2; English Ford, 2; 
Isetta, 2; Triumph, 2; Austin, 1; 
Jaguar, 1; Mercedes-Benz, 1, and 
Porsche, 1. 

Total new-car registrations in 
the first 10 months amounted to 
21,067 units, compared with 20,623 
in the like period a year ago. 
Highest 10-month total was noted 
by Ford, with 7,601 registrations. 
Chevrolet was second with 7,272 
units. 


New-truck registrations in Octo- 
ber totalled 291, compared with 232 
units in October, 1956. New-truck 
registrations by make were: Ford, 
91; Chevrolet, 74; International 37; 
Dodge, 27; Mack, 26; General Mo- 
tors, 21; Volkswagen, 3; White, 2; 
Willys, 2; Studebaker, 2; Diamond 
T, 2; Reo, 1, and miscellaneous, 1. 
—(Frank Kappel.) 

« ~ 


ca 


Montreal 


Montreal auto dealers generally 
report being in good position for 
1958. Sales experience for 1957 has 
been “fair to very good,” they said. 

Dealers of leading makes say 
that their sales volume was well 
maintained through 1957 and they 
look forward to repetition of good 
volume with 1958 models. They 
point out that consumer buying 
capacity is continuing good and 


no great winter layoffs are on the 
horizon. 


Dealers in smaller European cars 
also report good sales experience 
and say that they are satisfied with 
the increased attention being given 
to smaller cars. In the meantime, 
well-sustained promotion advertis- 
ing by various foreign auto makers 
is helping dealers of these cars and 
another record year is looked for.— 
(Jules Larochelle.) 


* > * 


Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., in October were slightly above 
those of September—1,430 to 1,372. 
Dealers have reported a satisfac- 
tory cleanup of 1957 models. 


October sales by makes were: 
Chevrolet, 422; Ford, 354; Plymouth, 
120; Oldsmobile, 96; Buick, 89; Pon- 
tiac, 67; Dodge, 65; DeSoto, 40; 
Mercury, 40; Chrysler, 32; Cadillac, 
22; Edsel, 16; Renault, 16; Nash, 
11; Volkswagen, 9; Morris, 8; Im- 
perial, 5; Hillman, 4; MG. 3; Stude- 
baker, 3; English Ford, 3; Austin- 
Healey, 1; Borgward, 1; Hudson, 1; 
Simca, 1, and Triumph, 1—(Stuart 
Riddle.) 


Detroit 


New-car sales in Wayne County 
(Detroit) during October plunged 
to 9,608, compared with 11,403 in 
September and 10,277 in October a 
year ago. 

Chrysler Corp. had a smaller 
share of the market in October 
(18.14 percent) than in September 
(22.385 percent) with all other 
corporate entries and foreign 
cars showing gains. 

Ford Motor Co. boosted its pene- 
tration to 42.99 percent in October 
from 41.66 percent in September; 
GM was up from 32.78 to 34.27 per- 
cent; all other domestic makes 
(American Motors, Studebaker- 
Packard and Willys) were up from 
1.19 percent to 2.36 percent, and 
foreign cars rose from 1.52 percent 
to 2.24 percent. 

October sales by makes (with 
penetration percentage in paren- 
theses) were: Ford, 2,640 (27.48); 
Chevrolet, 1,915 (19.94); Plymouth, 
903 (9.40); Mercury, 816 (8.49); 
Buick, 427 (4.44); Dodge, 413 (4.30); 
Pontiac, 390 (4.06); Lincoln, 373 
(3.88); Edsel, 300 (3.12); Cadillac, 

284 (2.95); Oldsmobile, 277 (2.88); 
DeSoto, 264 (2.75); Rambler, 156 
(1.62); Chrysler, 121 (1.26); Stude- 
baker, 45 (0.47); Imperial, 41 (0.43); 
Nash, 14 (0.15); Packard, 5 (0.05); 
Willys, 4 (0.04); Hudson, 3 (0.03); 
Continental, 2 (0.02), and foreign, 
215 (2.24). 

New-truck registrations totalled 
716 in October, compared with 779 
in September. By make, registra- 
tions (and penetrations percent- 
ages) were: Ford, 306 (42.74); 
Chevrolet, 185 (25.85); GMC, 103 
(14.38); Dodge, 45 (6.28); Inter- 
national, 25 (3.49); Willys, 13 (1.81); 
Mack, 7 (0.98); Diamond T, 5 
(0.70); Diveo, 4 (0.56); Reo, 4 (0.56); 
Autocar, 2 (0.28); White, 1 (0.14) 
and miscellaneous, 16 (2.23).— 
(Robert M. Lienert.) 
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competition we have yet to see. It} textual material by means of|car’s Mr. Sternberg. Do I have you 


In the Letterbox 





(Continued from Page 12) 


trained in their task and receiving; market. There are no near orphans 


above average pay. 


The car is economical to run 
with high gas mileage, low oil 
consumption, no antifreeze prob- 
lems, low first cost, low taxes 


Every owner seems a booster for 
the car because of complete parts 
availability, frequent service sta- 
tions where the mechanics have 
the benefit of a rigid training 
course maintained directly by the 
factory. 

VW is spending more in the U.S. 
on the mechanics training course 
conducted by experienced factory 
engineers, each equipped with a 
mobile repair shop and complete 
tools, than on direct advertising or 
any other single item, Parts stocks 
throughout the U. S. total nearly 
$10 million in value. 


For these reasons VW cars have 
a phenomenal value in the used-car 


The story of the upside-down car 


SAY, BOSS, WE’VE GOT A CUSTOMER 
PARKED UPSIDE DOWN IN THE 
SERVICE DEPARTMENT. 

; ’ 


named VW. 


The introduction of the many 
European cars to the U. S, mar- 
ket does, of course, absorb some 
of the potential of VW owners, 
but in the experience of VW 
dealers, this seems only to 
sharpen the demand for VWs. 
The waiting lists get longer des- 
pite an increase in the number 
of VWs coming in. It varies some- 
what with vicinity, but the wait- 
ing period is rapidly approaching 
one year and stretching further 
every week. 


The only real competition which 
we may be due to face will be from 
a small car, exceptionally well en- 
gineered, most carefully assembled, 
low in price, backed up by more- 
than-adequate and well-distributed 
parts stocks in the hands of a top- 
notch dealership body which places 
service before sales and which re- 
ceives full consideration and elab- 
orate help from its factory. This 


UPSIDE-DOWN 


PARKING! NOW I'VE 
HEARD EVERYTHING! 


IT OIL-PLATES YOUR ENGINE® .. CONQUERS FRICTION 
AND CORROSION. WE USE ALL-SEASON SUPER 
IN EVERY CAR WE SELL AND SERVICE. 


ae cL Mee a 
sell exclusive Oil-Plating from break-in to trade-in: 


Oil-Plating. By nome | of a unique 
magnetic action, it actually 
tough film of lubricant onto the entire 
ver drains down, even over- 


engine. It ne 


night! Result? Faster, safer, friction- 
free starts .. - automatic warm-up - - - 
up to 80% less friction wear! 


“plates” a 


What’s more, this ad > 
icles of dirt and aust. 7 

eng harmless oil suspensions until 

drain-time. 

Simplifies inventory, 

service all cars. Build 


tomer confidence fr 
trade-in with Conoco all-season Super- 


isn’t built in a hurry—G.ienn S. 
WurrnaM, president-treasurer, 


Charles St. Garage Co., Boston. 


‘Lucite’ a Trade Mark 


We recently noted an article in 
Automotive News, Sept. 30, 1957, re- 
garding the use of quartz tubes 
to dry paint and we noted the fol- 
lowing: 

“In the fall of 1955, as the 1956 
model production started, we were 
faced with a tough problem at our 
Kansas City plant because we 
introduced a new paint — lucite 
lacquer — which required longer 
drying and, consequently, a longer 
oven.” 

“Lucite” is a du Pont registered 
trade mark for their acrylic 
lacquer and not the generic name 
for a lacquer-type finish, as it 
would appear from the above state- 
ment, We are sure you agree with 
us that as a trade mark Lucite is 
a valuable asset of the du Pont 
company, and the use of it without 
distinguishing it as such detracts 
from and reduces its value to the 
du Pont company. 

Should you have occasion to 
refer to Lucite in the future, we 
would be grateful if you would 
kindly set it apart from other 


| PARK UPSIDE DOWN TO KEEP OIL 
UP IN MY ENGINE... 
CUT FRICTION WHEN | START. 


ISN'T THAT BETTER? 


capitalization, italics or quotation | fully confused? 

marks and thus refer to it as a| Although it’s not serious, if you 
registered trade mark of E. I.| would care to reprint the pictur>s, 
duPont de Nemours & Co. Your! it would be appreciated. — R. 4. 
cooperation would be appreciated—| Sransrietp, assistant advertisi ig 
R. C. WituuaMs, National Manager,/ manager, Diamond T Motor Car 








YOU CAN PARK RIGHT-SIDE 

UP WITH CONOCO ALL-SEASON 

SUPER MOTOR OIL. IT STAYS 
UP IN YOUR ENGINE... 


Automotive Sales, E. I. du Pont de|Co., Chicago. 


Nemours & Co., Inc. 
aa * * 


Switched Sternbergs 


Unforunately, we all make errors 
occasionally, so I trust you won't 
mind my calling one of AUTOMOTIVE 
News’ to your attention. 

On page 31 in your “Autocar” 
story in the Oct. 28 issue, there 
appears a picture of Mr. William 
F’. Sternberg, Diamond T’s Western 





E. R. Sternberg 

regional manager—while in our 
Mr, Sternberg’s story on page 41, 
there appears a picture of Auto- 


Wm, F. Sternberg 


(Eprror’s Nore: On the left 
is Diamond T’s Mr. Sternberg-- 
William F., on the right, is Autc- 
car’s E. R. Sternberg.) 

+. > * 
Big Feet 

Having been a reader and a sub- 
scriber to your newspaper over a 
number of years, I feel I should 
have the right of rebuttal to an 
article, “Midnight Near For Volks- 
wagen,” by Robert Lienert, Oct. 14, 
1957. 

I admire Mr, Lienert’s style and 
diction but I deplore his research- 
ing which is, to be charitable, in- 
adequate. Of course, I am speaking 
of only our distribution area — 
Alabama, Tennessee, Mississippi 
and Louisiana—but from discussion 
with distributors and dealers from 
all over the country, we find the 
future looking rosy indeed. In our 
area, a three-year-old VW brings 
within $100 of a new one, while one 
and two-year-old VWs continue to 
bring considerably more than our 
retail price of $1,545. There are 
| several operators in our territory 
who would like very much to be 
able to handle used VWs exclu- 
sively, but are unable to buy any- 
thing like enough cars to stock 
even a small lot. 


There are many new entries into 
the field, I agree; unfortunately 
they are still doing business at the 
same old stand of cars, yes; service, 
maybe; parts, don’t be ridiculous. 
The very fact that the Volkswagen 
does not make a radical change 
every year enhances, rather than 
detracts from, its resale value. 
Neither the dealer nor the cus- 
tomer suffers from planned obso- 
lescence; $10,000 inventory of VW 
parts is comparable to many times 
that amount in other makes be- 





I'LL SAY! NO MORE 


UPSIDE-DOWN WORRIES 


ditive “scoops up” 
t ... holds 


profits and cus- 
om break-in to 


ffice or write 


Contact 


‘oiiciee " combustion acids instantly! Contine 


CONOCO all-season Super Motor Oi 





your Conoco 0 


ntal Oil Co., Houston, Texas. 


GUARANTEED AGAINST 
LUBRICATION FAILURE 


© 1957, Continental Oil Company 


cause the big majority of VW parts 
can be used over a much larger 
model spread. 

In spite of the fact that our 
deliveries have almost tripled in 
the last year, our waiting list of 
firm orders with deposits is longer 
than at any time in the past. This 
denotes a trend, alright, but not to 
a slackening of VW sales. 

Prince Charming is, as you say, 
going to find plenty of feet willing 
to take a try at fitting the glass 
slipper, but I think you can find 
your answer in the words of a 
popular song of a few years back: 
“Yo’ Feets Too Big!”—Les Morcan, 
General Sales Manager, Inter- 
national Auto Sales, Inc. New 
Orleans. 


AAA to Ponder 
Problems Posed 
By Road Speedup 


WASHINGTON.—Problems aris- 
ing from the stepped-up highway 
construction program, effective en- 
forcement of motor vehicle laws 
and control of roadside develop- 
ment will be topics at the 55th 
annual meeting of the American 
Automobile Assn. in Phoenix, Ariz., 
Nov. 19-20. 


Harry I. Kirk of Chicago, AAA 
president, said “this multibillion- 
dollar road building effort is going 
to have far-reaching impacts on 
many phases of our national life. 
It will be the function of the dele- 
gates at our meeting to help chan- 
nel these great changes toward 
maximum benefit for the motorists 
and for the nation.” 

Approximately 900 delegates of 
AAA motor clubs in the U. S. and 
ee will take part in the meet- 
ng. 

Delegates will be greeted by 
Phoenix Mayor Jack Williams and 
Arizona Gov. Ernest W. McFarland. 
Principal speaker will be Howard 
Pyle, deputy assistant to President 
Eisenhower and a former governor 
of Arizona. 

Panel discussions of motorists’ 
problems, adoption of a program ‘to 
carry forward the AAA’s continu- 
ing program for the benefit of 
motorists and election of officers 
will be other major events on the 
program. 
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Sales Jump in Southern Calif. Claimed ... 


Dodge Spurt Laid to Ad Pool 


LOS ANGELES.—Promotion 
campaigns conducted by Dodge 
Dealers Advertising Fund have 
pushed Dodge from eighth to 
fourth place in Southern California, 
according to Dodge. 

The DDAF was formed by 
dealers in 1955, said Steve New- 
ton, president, when “it became 
apparent ... that no single 
dealer’s advertising, or even the 
large amount spent by the divi- 
sion, could hope to capture this 
sprawling growing market.” 

He said the area is served by 44 
daily and weekly newspapers, seven 
TV stations, 31 radio stations, 
thousands of billboards and poster 
and other smaller media. 

Bob Wegge, Pasadena dealer and 
DDAF president in 1956, said “the 
key to our several successful pro- 
motions within the last two years 
was the availability of funds 
through DDAF and the ability to 
use them for campaigns geared 
specifically to the unusual charac- 
teristics of this market.” 

The Golden Lancer program in 
mid-1956 launched the promotion 
campaign, he said. 

A prize contest was promoted 


Chicago BBB Hits 
‘Gimmick Ads’ 
Of Tire Dealers 


CHICAGO.—The Chicago Better 
Business Bureau has challenged 
what it terms “eminently confus- 
ing ‘gimmick’ advertising of auto- 
mobile tires,” wherein “featured 
prices or illustrations appear to 
offer something ‘special.’ Neverthe- 
less, word- by-word study of ac- 
companying text gives a somewhat 
different picture.” 

Listed by the bureau as “typical” 
is a recent Firestone Tire & Rub- 
ber Co, advertisement. The alleged 
“gimmicks” cited in the copy are: 

“1—Premium Nylon 500’ tires ap- 
parently are offered at ‘ONLY 
$16.80’ each, plus tax and a re- 
cappable tire. However, qualifying 
copy discloses that, ONLY after a 
customer has paid $28.00 for one 
tire may he buy a second at ‘ONLY 
$16.80.’ 

“2—Many of the illustrations are 
of whitewall tires, but qualifying 
copy identifies such prices with 
blackwall tires. The prices for 
whitewalls are not quoted. . 

“3—Featured prices in presenta- 
tions of this nature normally are 
the selling prices of the articles of- 
fered. Not so with regard to the 
featured price of $41.15, shown in 
conjunction with “The Firestone 
Supreme’ tire. Instead, this figure 
represents the total amount allowed 
as a tradein on four 6.70-15 tires. 
The selling price of ‘The Firestone 
Supreme’ is not given. 

“4—‘Super Champion New Treads’ 
at $8.88, plus tax and recappable 
tire, are themselves recapped, used 
tires. They are described ag ‘Super 
Champion New Treads—applied on 
sound tire bodies or on your tires.’ 
While the word ‘used’ does not ap- 
pear in this offer, the word ‘new’ is 
employed six times.” 

Also named as employing similar 
advertising are Goldblatt Bros., 
Inc, Firestone dealer, and Sears 
Roebuck & Co., which the bureau 
Says “pictures an ‘Allstate Guards- 
man’ tire, in a whitewall model, in 
conjunction with a price of $22.31, 
for a 6.70x15 size. 

The BBB added: 

“That four tires must be pur- 
chased to take advantage of the 
featured $22.31 price is explained in 
small print reading ‘each, set of 4 
plus fed. tax AND FOUR OLD 
TIRES,’ Other copy, in an accom- 
Panying chart, states “Tube - Type 
Blackwalls’ $22.31, ‘Set of 4.’ The 
illustrated whitewall, in the same 
size, is priced at $26.31 each, if four 
tires are purchased, and four 
traded in.” 

The bureau says that it has dis- 
cussed the general character of 
such advertisements with tire ad- 
Vertisers, and suggestions have 
been made that they be re- 
vam) — “so readers need not 
‘watch out’ for the ‘gimmick.’” 








by TV, radio and newspaper ad- 
vertising and appearances of a 
“Golden Lancer” and his Lady in 
Waiting at festivals, parades and 
at every Dodge dealership in the 
area. 

“This promotion not only resulted 


Dealership Absolved 
In False-Arrest Suit 


NASHVILLE, Tenn.—In a $10,000 
false arrest damage suit filed here 
by John Towles, a resident of 
Alabama, a Federal court jury 
(Nov. 6) returned a verdict in 
favor of Shackelford Buick Co. 


The suit originated over a mixup 
involving an automobile which the 
Nashville firm loaned to Towles 
while his own car was being re- 
paired. Shackelford Buick con- 
tended that Towles picked up the 
wrong car, which was later re- 
ported stolen through error. 
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in direct sales of Golden Lancer 
models, but it created favorable 
dealer publicity throughout the 
area,” said Wegge. 

A new Dodge was awarded to 
the person who guessed the identity 
of the mystery girl in a nine-week 
promotion following introduction of 
the 1957 Dodge. Hillevi Rombin, a 
former Miss Universe, was the 
mystery girl. 

Wegge said the latest DDAF 
promotion was the “’57-Hour 
Sale,” in which the entire Chrys- 
ler Corp. family in Southern 
California participated. 

Full-page newspaper ads, radio 
and television spots and programs 
sponsored by DDAF and nearly all 
Dodge dealers in the area an- 
nounced the “’57-Hour Sale” of 
demonstrators and executive cars. 

Wegge said the promotion “in- 
creased sales over any comparable 
57-hour period by 50 percent, and 
only a small percentage were 
demonstrators and executive cars.” 
“Not only has the cooperation of Dodge Promotion Directors— 

Dodge dealers and factory repre-| Members of the Southern California Dodge Dealers Advertising Fund committee 
sentatives made the advertising| who helped push sales campaigns in the area are, back row left to right, Norman 
effective,” said Newton, “but it has/| King, Azusa; Larry Coffing, Santa Ana, and Tom Waters, Los Angeles. Front row left 
generated a spirit of confidence and | to right, Ken Parr, Santa Monica; Steve Newton, San Fernando, chairman, and Jack 
trust among the dealers.” Snyder, Hollywood and Reseda. ; 





built for foday’s engines...still modern tomorrow! 


AN ZEL. 


all-new repair stand 





created the need for a sturdier 


repair stand. Manzel’s completely-new design not 


HEAVIER, WIDER ENGINES 


only meets this immediate requirement . . . but the dealer’s future 


needs as well! The new Manzel Engine Stand represents 























the utmost in safety, accessibility and all- 
round usefulness. Mechanic fatigue was also an 
important consideration — for faster, 


more profitable service. 


FOR THE FUTURE, Manze! has designed a 
special “outboard support” as an optional item 
When car engines of the future, o1 


combined axle-transmission 





adaptations require a two-post stand, 
this new Manzel Engine Stand is 
quickly and easily adapted without 
modification, simply by sliding 


the support arm into place 


@ If you haven't 
received our previous 
mailing, drop 

us a line for full 
details. 






Factory-authorized supplier for FORD, EDSEL, MERCURY, LINCOLN, and CONTINENTAL 
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Service Management 
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Backshop 


. ++ by Jack Weed 





A COLLEGE professor friend of 
mine was badly hurt some 
years ago when one of the sup- 
ports which he had put under 
the front end of his car slipped 
out and let the car down on him as 
he was doing his “Sunday morn- 
ing” car tinkering. 

I shudder to think of what would 
have happened to him today with 
one of the current “low boys” 
equipped with air suspension. His 
carcass would have been turned 
down by any of the roadside ham- 
burg stands as being too thin for 
even their tissue paper fillers for 
buns. 

All of the companies equipp- 
ing their cars with the air sus- 
pension units are warning 
mechanics not to work under 
such cars without proper metal 
stands in place under all four 
corners of the car, just in case. 

It’s a good thing for buyers of 

the current new models that small 
towns don’t build their cross walks 
like they did when I first started 
driving automobiles. To keep their 
citizens out of the mud in those 
days it was not uncommon to come 
across cross walks on “main 
streets” six to seven inches above 
the road bed. 

Our modern cars would be stuck, 
dad bang in the middle, trying to 
go over one. I know of some roads 
leading to darn good fishing that 
I don’t intend to drive a '58 car 
over in the spring of the year when 
_the wheel tracks are ruts and the 
center of the road is a ridge I 
don’t like to work that hard. Be- 
sides I have done my share of 
carting fence rails and rocks to 
build up the road so one could get 
off that “belly skid ridge” that left 
all four wheels free of any traction. 

> > > 


X-Frame Heartaches 


CAN well imagine, too, before 

the boys on the small town and 
country corner grease racks learn 
how to properly position some of 
the new X-frame beauties on a 
frame contact lift, there’s going to 
be a lot of gnashing of teeth and 
threats of suit for damage to the 
undercarriage of the cars. 

If these boys passed their English 
and reading in school with A’s for 
every year, for some reason or 
other they forget the art as soon 
as they pick up a box-end wrench 
and have to learn the hard way— 


Wen ANY major improvement 
is made on the modern auto- 
mobile, it usually brings with it the 
necessity of using different proce- 
dures in servicing the car. 

This is particularly true with air 


suspension making its bow to the 
motoring public on several cars 
this , 


year. 

Even the simple operation of 
a:tire calls for following 

rules and process or injury 


calls or have 











by doing it wrongja couple of times. 


Take the new Pontiac frame 
as an example, The front hoist 
pads are just 24.5 inches behind 
the center line of the front wheels 
and 12 inches on each side of the 
center line of the car. The rear 
lifting points are only five inches 
to each side of the center line of 
the car which actually gives you a 
wobbly three-point suspension. To 
support the car from side tips, 
two non-load carrying pads 
should be placed under the con- 
trol arm bracket support 16% 
inches from the center line of the 
car. 


Filling station mechanics will 
have to take a leaf from the foot- 
ball players’ book and have some- 
one call signals for each new car 
as it comes to the lube lift, or a 
whole lot of service shops will be 
forced to buy new lifts. 

Of course, the lift makers have 
been busy making adapters for 
each new frame design that needs 
it, but there must be a limit to the 
number of adapters that shops will 
have to stock in order to accom- 
modate all cars—including the nar- 
row frame foreign imports. 

> * > 


‘Sel? Missing in Service 
ERVICE EXPERTS and trade 
publications have been trying 

to point out to franchised dealer 

men that they lack a lot of “sell” 
on the service floor today. 

The Ohio Automobile Dealers 
Assn. tried to prove this statement 
by having a “spy” car visit 83 fran- 
chised dealer shops. In reporting 
results of the test, OADA says, “A 
lot of service business is lost be- 
cause employes don’t want to be 
bothered by customers.” 

The two front tires on this 
“spy” car were as smooth as a 
barber's head, the fan belt needed 

replacing and the windshield 
wiper on the driver’s side was 
missing. The door-jamb sticker 
said the car hadn't seen a grease 
pit or hoist or had an oil change 
for three months. 

“And to make it easier for the 
boys, before each stop the oil was 
drained down so it was two quarts 
low and was given a liberal dose 
of tire blacking to make it dirty. 
The driver of the “spy” car leaned 
over backwards to invite a little 
salesmanship—he told each attend- 

(Continued on Page 59, Col. 1) 


wrecker service should get com- 
plete instructions from each 
maker of an air-suspension car. 
They should have every employe 
who might take a service call 
thoroughly understand the com- 
plications that this new develop- 
ment has brought to the industry. 
Another operation that calls for 
the operator following definite 
steps in preparing the car for serv- 
ice is wheel balancing. 
* > - 
7 SHOW the importance of han- 
dling air-suspension cars in the 
proper manner, instructions given 
in the manuals of several makes 
are.briefed here starting with Cad- 
illac -which was the first to come 


Service New Products 
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Shop Expansion Planned 


By Many Dealers to Add 
Profits, Woo Customers 


RANCHISED car and truck 

dealers again are beginning to 
realize the value of a good service 
operation, not only as an income 
builder but as a means of obtaining 
and holding good customer rela- 
tions. 


A total of 25.1 percent of all | 


dealers surveyed earlier this year 


said they intended to expand | 


service operations. 

This survey, made on a national 
basis by Automotive News does not 
represent big city dealers only or 
those who do a volume business. In 
fact, 68 percent of the dealers were 
located in cities of under 50,000 pop- 
ulation. 

They sold an average of 284 new 
cars and 57 new trucks a year and 
had an average employment of 31 
persons, 19 of which were shop 
employes. Eight employes were en- 
gaged in sales activities. 


> * * 


Every Make Represented 


— represented dealers in 
every make of car and practi- 
cally every major make of truck. 
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ee Compressor Oil Return 


Air Spring 


Dealers in metropolitan centers of 
over a million population, totalled 
3.8 percent, 4.8 percent were in 
cities from 500,000 to a million and 
9.6 percent were in cities from 100,- 
000 to 250,000 population. 

It is interesting to note that 
even during what has been con- 
sidered one of the big sales years 
of automotive history, the dealers’ 
used-to-new-car sales, which can 
be considered average for the na- 
tion, did not reach two-new to 
one-old, nor did the used-to-new 
in truck sales reach a one-to-one 
basis. 


The dealers surveyed, selected in 
accordance with dealer population 
in both make of vehicle and state 
representation, sold but 1.6 used to 
every new car and but .97 used to 
each new truck. 

A total of 2.6 percent of the deal- 
ers sold farm equipment in addition 
to automotive products. 

They did an average of $94,655 in 
parts, $88,531 in customer labor and 
$21,992 in accessories each year. 
And 22.4 percent of all vehicles re- 
paired in their shops were makes 
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Air Suspension Brings Problems to Servicemen— 


The new air suspension systems that are making their public debuts on several 
cars this year, such as the Cadillac system, shown above, bring many new problems 
to the service field. Prominent among these problems are those involving simple 
operations like changing a tire, towing and balancing of wheels. Mechanics must 
know the operation of each system to be safe in their work. 


out with air suspension in the 
Eldorado. 

Cadillac says, “To remove the 
rear wheels, jack up one side of the 
car at a time. Remove and replace 
wheel and proceed to the opposite 
side. Leave doors closed to prevent 
leveling action. 

“Do not raise the entire rear end 
of car and attempt to remove both 
rear wheels at one time with car 
in this position. 

“Caution: Do not’ open any door 
or turn on the ignition when any 
wheel of the car is off the ground, 
such as when changing a tire or 
when the ear is on a hoist. This will 
activate the air-suspension system 
and permit leveling action. 

* * * 


Threat to Assemblies 

. R raise rear end of car 
with rear shock absorbers dis- 

connected. If this were done, the 


Air Springs Demand Care in Servicing 


car would be raised off its suspen- 
sion resulting in separation of the 
rear air-spring assemblies. If air 
is inthe system, this would con- 
stitute a definite safety hazard to 
the operator as the diaphragm 
would be blown out of the as- 
sembly. 

“When towing with the front or 
rear wheels raised off the ground 
with air in the suspension system, 
disconnect the battery ground 
strap to prevent any leveling ac- 
tion.” 

Cadillac 62s and 60 Specials for 
1958 have a different air-suspension 
system than Eldorados. 

While all air-susperision systems 
operate approximately the same, 
the controls are different for each 
make and each takes a different 
set of instructions. 

For instance when changing a 
tire on an air-suspension-equipped 

(Continued on Page 53, Col, 1) 


other than those sold by the dealer. 
ship. 
* * * 
juam shops wrote an average of 
596 repair orders per month. 

While service absorption is fast 
losing its standing as a gauge of 
excellence in dealer operation due 
to the effect of tax regulations on 
the manner in which a dealer must 
keep his books, it still can be used © 
to signify the attention dealers pay 
to service operation. 

The dealers reported an aver- 
age of 64.5 percent absorption. 

In reporting service activities, the 
dealers said sale of rebuilt engines 
provided a surprising and very 
profitable source of income. 

An average of 14 rebuilt engines 
were installed in cars and trucks 
by each dealer during the year. 
Since Ford always has pushed 
rebuilt-engine sales and has author- 
ized rebuilders throughout the na- 
tion, its dealers led in this activity. 


Ford dealers sold an average of 
45 a year, Mercury dealers an aver- 
age of 19 and Dodge an average | 


of 14. 
> 


> = 

Chevy Overhauls Tops 

UE to the “short block assem- 

bly,” it is natural that Chevrolet 
dealers would lead in the number ~ 
of complete overhauls. Chevrolet 
dealers topped the complete- 
overhaul department, with an aver- 
age of 101 a year, Ford dealers had 
53, Dodge dealers 42, Cadillac deal- 
ers 35 and DeSoto dealers 34. 

The average number of com- 
plete overhauls per dealer report- 
ing was 43 a year, despite the 
fact that the average engine, due 
to improved design, better mate- 
rials and improved lubrication, 
rarely is “unbuttoned” until it has 
approximately 60,000 miles of 
service, 

This indicates more people are 
putting more miles on their cars 
and trucks each year and are using 
them longer. 

Another indication that dealers 
are paying greater attention to 
service despite the lack of compe- 
tent help is the report by 8.3 per- 
cent that they provide night service. 

An increasing number of dealers 
also are awakening to the fact that 
they can reduce cost-per-piece of 
parts sold without increasing parts- 
department manpower. This is seen 
in the report by 87 percent that 

(Continued on Page 54, Col. 1) 





Virginia Finds Defects 
In Half of Older Cars 


RICHMOND. Va.—Capt. R. B. 
King, Virginia State Police safety 
officer, reported that an incom- 
plete survey indicates about 50 
percent of older cars inspected 
in Virginia have defective equip- 
ment, More than one defective 
item often is found on a single 
vehicle, he said. 

In a random survey of more 
than 21,000 inspections last 
spring, he said, 17.92 percent of 
the vehicles inspected had de- 
fective brakes, 22.389 percent had 
defective headlights and nearly 
19 percent had other lights that 
were defective. 
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Here’s a shop that’s making money on repairs, preparation 

for delivery, and re-vitalizing trade-ins. The Du Mont EnginScope 

e x tends _ your mechanics’ time by locating engine faults faster, 
surer. Gives you greater output which is cash in the register. 

Let us prove how the EnginScope makes more money 

for you... Just fill in the coupon... 


*Trademark 


= 


Automotive Products Department, 
ALLEN B. DU MONT LABORATORIES, INC., 
760 Bloomfield Ave., Clifton, N. J. 


| want to see proof of the EnginScope. Arrange 
a demonstration at my convenience in my shop... 


GO lates SS See 
COMPANY NAME 


ADDRESS - 


CITY enieraicesteemniseierien tates AT eeceieediaane 
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Wholesalers Elect Officers— 








What's New... 


On-Job Training Is Topic 
Of MEWA Unit’s Essay Test 


CHICAGO. — “How Wholesalers 
Can Conduct an On-the-Job Em- 
ploye Training Program” is the 
theme of the 1958 convention essay 
contest of the Young Executives 
Group of the Motor & Equipment 
Wholesalers Assn. 

The essay subject’s principal aim 
is to focus attention on effective 
personnel training programs being 
sponsored in representative firms 
of the young officials, it was ex- 
plained. 


* * * 


N. Y. Asks Wholesalers 


T. C. Watkins, Midland, was elected president of the Automotive Wholesalers of To Set Up Headlight Test 


Texas during the group's annual meeting in San Antonio. He succeeds J. M. 
Vesmirovsky, Houston. Bottom row, from left, are Fred Pinkston, Lubbock, first vice- 


ALBANY.—Members of the New 
York State Automotive Wholesalers 


president; Watkins; Vesmirovsky; Mrs. H. G. Baker, Hillsboro, secretary. Top row: | Assn., Inc., have been asked to de- 
Poncho Oatman, Austin, treasurer; G. E. Williams, Austin, assistant director; W. E.| velop a procedure for testing dual 
Woods, Houston, second vice-president, and G. C. Morris, Austin, executive director. | headlights which can be explained 


Pras) 


Ween) Gat as 
mW 4a: STATE MOTOR OIL 


. “You really get a fast turnover with 








In Parts and Accessory Distribution 





to State troopers and traffic inspec- |; monthly sales goals, plan purchases 

tors at a clinic here next month. required to leave desired invest- 
Elmer M. Lane, director of New| ment in inventory at end of coming 

York State motor vehicle inspec-| year and estimate monthly pur- 

tion, said the clinic would acquaint | chases. 

the troopers and inspectors with oe eee 

equipment to be used in the new Radiator Cap Display 

auto-inspection setup. CHICAGO. — Wayne Metalcraft 

division of E. Edelmann & Co. is 

MEWA Members Get |offering a display carton which 

Profit-Planning Guide |holds 20 of the division’s radiator 
CHICAGO. — A profit-planning | Pressure caps. The caps are in the 

guide, “New Management Approach nine most common sizes. 

to Planning for More Profits,” is i . 

being mailed to its members by the Windshields in Cartons 


= & Equipment Wholesalers} prTROIT—Shatterproof Glass 
ssn. 


Corp. announced it will su ] 
B. W. Ruark, MEWA general | curved windshields in the “8 Pack” 
manager, said the manual contains streamlined carton replacing wire- 
a chart form which enables a} | bound boxes. 
wholesaler to estimate expenses for 
the coming year, estimate margin 


for the same period, compute sales| 4 i’ 4 Approves 


needed to meet estimated expenses | 


plus the fair profit desired, plan) Mombership 


For 45 Firms 


DETROIT. — The Automotive 
| Electric Assn, has announced ap- 
|proval of the applications for 
| membership of 45 firms. The new 
| members are: 


| American Auto Parts, Morris- 
| town, N.J.; Arrow Ignition Serv- 
ice, New York City; Austin Battery 
| & Electrical Co., Austin, Tex.; Auto 
| Blectric Service, Benton Harbor, 
Mich.; Auto Electric Service Co., 
| Warren, O.; Auto & Marine Elec- 
| tric Inc., Long Beach, Calif.; Auto 
| Parts Co. of Hialeah, Hialeah, Fla. 


| Barnes Auto Electric Co., Hobbs, 
| N.M.; Palmer C. Berg Co., Eureka, 
| Calif. ; Bernco Carburetor Service 
|Co., Brooklyn; Boyd’s Auto Parts, 
| Bishop, Calif; Bronx Brake & 
| Carb. Exchange, Inc., New York 
| City; Central Battery & Electric 
|Co., Waterloo, Ia.; Chevalier Auto- 
| motive Parts, Los Angeles: Electric 
| Auto System Serv., Middletown, 
N.Y, 

| Engine Service & Supply, Odessa, 
Tex.; Fisher’s Automotive Serv. 
Port Jervis, N.Y.; Frank’s Auto- 
motive, Inc., Gresham, Ore.; Bob 
Hartig, Glendale, Calif.; Howard 
Brothers, Maryville, Mo.; Idea! 
Auto Parts, Chicago; Ignition & 
Magneto Service, New York City; 
| Jerome's Ignition Service, Roches- 
ter, N. Y.; Kelso Engine & Equip- 
ment, Magnolia, Ark. 

Kirkpatrick’s Auto Electric, Inc. 
Santa Barbara, Calif.; Magneto 
Repair Corp., New York City; 
Magneto Specialty Co. Dallas; 
|Manhattan Ign. Corp. New York 
City; J. G. Mezger, Inc., Newburgh, 
N.Y.; Monarch Auto Supply, Chi- 
cago Heights, Ill.; Motive Parts of 
Miami, North Miami, Fla.; Emil 
Nass & Sons, Huntington, N. Y.; 
Oman Bros., Hempstead, N. Y.; 
Palmer Auto Electric, Scottsbluff, 
| Neb. 

Richard G. Pfeiffer, Inc., Orange, 
N.J.; Pioneer Mercantile Co., Mil- 
waukee, Ore.; Pyramid Services, 
Iowa City, Ia.; H. E. Reese Co., 
Somerville, N. J.; C. Edgar Thoman 
Auto Electric, Lewistown, Pa.; 
Thomason Bros., Summit, N. J.; 
Universal Auto Parts, New 
Rochelle, N. Y.; Vanderlyn Battery 
Co., Kingston, N. Y.; Ventura Auto 
Electric, Ventura, Calif.; Oscar 
Wilson Automotive Co., St. Louis, 


* 








Quaker State's streamlined grading system!” hgaade ai A sages 


And faster turnover is only one of many 
advantages you get from the simplified Quaker 
State Grading System. It also means lower 
inventories, faster servicing, less storage space, 
simplified ordering and assured customer 
satisfaction. The Quaker State Grading System 
is a practical, modern system—Light for win- 
ter and Medium for summer. The oil itself, 
of course, is the top quality, years-ahead 
Quaker State that means satisfaction by 
the quart for your customers. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


QUAKER STATE MOTOR OIL CLASSIFICATION 


LIGHT—SAE 10W, 20W and 20... 
for cold-weather service. 


MEDIUM—SAE 20W-30 ... for 
warm-weather service. 


And Super Blend SAE 10W-30H D—for 
newer high-powered, high compression 
engines... forservice MM, MSand DG. 





Member Pennsylvania Grade Crude Oil Association 


Glass Unit Seeks 
Agent in Capital 


PHILADELPHIA.—Chief objec- 


_ 


A \ tive of the small business commit- 
\ tee of the National Auto & Flat 

La } Glass Dealers Assn. is an “increas- 
STATE |i ingly vigorous program for the 
MOTOR oi1L|I preservation of the independent 


auto- glass dealer,” said Arch 
Racine, president of the group. 
The board of directors appointed 
Racine, Sam Williams, national 
treasurer and chairman of the 
small business committee, and Russ 
Baumgardner to investigate quali- 
fied Washington representatives. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 
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Dun & Bradstreet survey shows: 


6 out of 10 


new-car customers say 
they will buy nylon 
cord tires when 

you offer them 


Are you offering the profitable “extra’”’ of nylon cord tires with every car you sell? Nylon is the “extra”’ 
that gives your customers priceless added safety. The swing is to nylon cord tires. Already four out of 
every ten replacement tires sold are made with nylon. And a recent Dun & Bradstreet survey shows 
that new-car buyers want nylon cord tires . . . six out of ten say they will buy nylon cord tires when 
offered by new-car salesmen. Be sure to keep your eyes on this profitable sales opportunity. For pocket- 
size cards with sales information on nylon cord tires, write E. I. du Pont de Nemours & Co. (Inc.), Room 
5518, Wilmington 98, Delaware. 


t ANOTHER BIG DU PONT ADVERTISING CAMPAIGN 
on nylon cord tires is just beginning in nine maga- 
zines with a combined circulation of over 19,500,000. 
It will run throughout the remainder of ’57 and 


during ’58 with the nylon cord safety story, along 

with the powerful nylon tire advertising by major REG. U.S. PAT. OFF. 

tire companies! BETTER THINGS FOR BETTER LIVANG 
. THROUGH CHEMISTRY 


THE SAFEST, STRONGEST TIRES ARE MADE WITH ne “ LON 
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689 in 10 Months... 
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Rambler Adds 134 Deals 


DETROIT.—American Motors| Ariz. and Marietta Rambler Sales, 


signed 134 new dealers during 
October, according to L. W. 
Stevens, director of automotive 
dealer development. 

In the January-October period, 
AMC franchised 689 new dealers, 
Stevens said. 

Those appointed in October in- 
clude: 

Woodfin Motors, Cathedral] City, 
Calif.; Dayton Rambler Sales & 
Service, Dayton, O.; Holcomb- 
Dorris Oldsmobile, Edinburg, Tex.; 
Davis & Son, Centerville, Ia.; Tri- 
Motor Sales, Inc., Petersburg, Va.; 
Fillmore Motor Sales, Capac, Mich.; 
R. E. Walters, Inc., Newburyport, 
Mass.; Bowden-Pontiac, Calera, 
Ala.; Central Buick Co., Couders- 
port, Pa.; Lash Motor Co., Lewis- 
town, Pa.; Grissom Rambler, Inc., 
Lincoln Park, Mich.; Gene Patrick 
Rambler, Inc., Des Plaines, IIL; 
Central Rambler Sales, Phoenix, 





Marietta, Ga. 

Williford Motors, Livermore, 
Calif.; Pippin Motors, Inc., Smith- 
field, N. C.; Smith Motor Co. 
Mountain View, Mo.; Suburban 
Motors, Wilmington, Calif.; A. C. 
Smith Buick Co., Thomson, Ga.; 
Paul’s Motors Sales, Inc., Haw- 
thorne, N. J.; Smythe Auto Sales, 
Summit, N. J.; Marshall Pontiac 





British Introduce U. S. 
To ‘Vest-Pocket’ Diesel 


LONDON.—A new series of “vest- 
pocket” air-cooled diesel engines 
will be sold in the U. S. by Petters, 
Ltd., Staines. The new engine was 
introduced in the U. S. by D. K. 
Fraser, managing director of Pet- 
ters. 

The engine’s extreme lightness 
and good power-weight ratio allow 
it to do jobs previously regarded as 
impossible for diesels, according to 
Fraser. 





Co., Delaware, O.; Dickerson 

GMC, Inc., Roanoke, Va., and 

McCausland Motors, Inc., Phoe- 

nixville, Pa. 

Baraboo Rambler, Inc., Baraboo, 
Wis.; Bullard-Patton Pontiac, 
Brighton, Mich.; Ludington Auto 
Sales, Ludirigton, Mich.; Kaverley 
Mercury, Rochester, Mich.; Dover 
Motors, Ltd., Yuba City, Calif.; Ritz 
Rambler, Inc., Ashland, Ky.; Ed 
Voyles Motor Co., East Point, Ga.; 
Mullins Motors, Richlands, Va.; 
Lawson Motor Co., Toccoa, Ga; 
Shuck Pontiac-Cadillac, Artesia, N. 
M.; Bounds Motor Co., Weldon, N. 
C., and Leo Stark Oldsmobile Co., 
Monett, Mo. 

Mont Clare Motor Sales, Inc., 
Chicago; Rollstone Buick, Inc., 
Fitchburg, Mass.; Louis Lacey 
Motor Co., Alice, Tex.; Brownlee 
Rambler, Inc., Shreveport, La.; Bob 
Baize Buick Rambler Co., Law- 
renceburg, Tenn.; Gordon L. Wil- 
liams, Sandusky, Mich.; Whitbeck 
Motors, Inc., Troy, N. Y.; Arcand’s 
Servicenter, Inc. W. Warwick, R. 
L; Zimmerman Pontiac, Inc., St. 
Charles, Ill.; DeWitt Motor Co. 
Akron; Hughes Buick Co., Inc., 
Springhill, La; Springer Auto 
Corp., Lansing, Ill., and Harold Ash 
Motor Sales, Shelbyville, Ind. 


Dave Reese Olds, Inc., Drexel 
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Time Studies prove that mechanics increase the 


IT’S AS SIMPLE AS THIS... 


a 


efficiency of their work by 50% and more when they 
work under a GLOBE “Frame-Kontact” HOIST. 
75% of all shop jobs can be handled faster and better 
on a Hoist and when each of your mechanics is 
equipped with a GLOBE “Frame-Kontact” HOIST, 
your shop will turn out more work and better work 
in less time . . . show a higher profit on every job... 
you'll make promised deliveries . . . you'll have fewer 
“come-backs” . . . and you'll have more customers. 


The money you save by installing GLOBE “Frame- 


Kontact” HOISTS will exceed by far the few pennies 


a day you need to pay for them through GLOBE’s 
convenient TIME PAYMENT PLAN, It will pay you 
well to fill in the coupon below for full information 
on the popular GLOBE “Frame-Kontact” HOIST. 


COMPANY 
ADDRESS. 














On 


WORLD'S MOST COMPLETE 


GLOBE HOIST COMPANY 


East Mermaid Lane at Queen Street 
Philadelphia 18, Penna. 


Please send me complete information on Globe 
“Frame-Kontact” Hoists. 
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} GLOBE PATENTS—The 
: world-famous 

} Of “Frame-Kontact” lifting 
! was invented, patented, 
} pioneered, and licensed by 
1 Globe Hoist Company. It is 
} covered by the following 
1 U.S. Pa 
} 2593630 — 

1 2612344 — 2612355 — 
i 

' 

' 

' 


2654443, Other U.S. and 
— patents issued and 
pending. 
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“What's all this malarkey about 
pride of ownership?” 





Hill, Pa.; David Ertley, Inc., Kings- 
ton, Pa.; Faulkner’s Garage, Inc. 
Hazard, Ky.; Ralph Toupalik, Inc. 
Coldwater, Mich.; Charles Kreisler 
Inc., New York; Irwin Motors, 
Garden City, Mich.; Savage Autc 
Sales, Casey, Ill; Seven Star 
Garage, Carlisle, Pa.; Tom Milam 
Palo Alto, Calif.; Gustafson Motors 
Inc., Libertyville, Ill.; Greene Motor 














Furnished with 4 Continental Adapters, GLOBE “Frame- 
Kontact” HOISTS will accommodate all car wheelbases 
. - lift up to 8,000 lbs. Complete underside accessibility 
assures quicker, easier and better work on every job. 
Installation costs are low. Easy maintenance assures long 


and trouble-free service. 
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tents: 2458986 — 
2583635 — 
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LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 
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Co., Inc., Harlan, Ky.; Fountain 
Motor Co., Bellingham, Wash., and 
Morristown Lincoln - Mercury, 
Morristown, Tenn. 


J. C, Capata Rambler, Santa 
Monica, Calif.; Posner Motors, 
Inc., Balt-Reisterstown, Md.; 
Harvey Motors, Inc., Harvey, Ill; 
Hegeman Motors, Clayton, Mo.; 
Owen Motor Co., Fort Scott, 
Kans.; Greene Street Garage, 
Waynesburg, Pa.; W. C. Barrow 
Motor Co., Longview, Tex.; Clyde 
Cox Motor Sales, Tyler, Tex.; 
Guarantee Motors, Hartsville, S. 


C.; Parker Rambler, Inc., Flat. 


Rock, Mich.; McLaughlin Motor 
Co., Dumas, Tex.; Blair Motors, 
Clovis, N. M., and Jordan Ram- 
bler, Mishawaka, Ind. 

Morrice - Heyse Motors, Barring- 
ton, Ill; Yonkers Packard Corp, 
Yonkers, N. Y.; Safe Motors Corp, 
Brooklyn; Raymond P. Scott, Inc.; 
Wynnewood, Pa.; Newbill Motor 
Co., Benton, Ark.; J. B. Buchanan 
Motor Co., Winchester, Tenn.; J. 
M. Edgerton & Sons, Inc., Golds- 
boro, N. C.; Central Motors, Naper- 
ville, Ill.; Modern Auto & Body Co, 
LeCenter, Minn.; Elm Auto Sales, 
Kearny, N. J.; Huggins-McLain 
Motor Co., Cheraw, S. C.; Wegner- 
Hinz Co. Pt. Washington, Wis, 
and Burton & Loomis, Inc., Fulton, 
a 

Eddie Register, Inc., Ft. Pierce, 
Fla.; Sharp-Wildrick Motors, Peru, 
Ind.; Willison Motor Co., New 
Lexington, O.; Maxey Motors, 
Champaign, Ill; Clarinda Motor 
Sales, Clarinda, Ia.; Dybdah] Motor 
Co., Brookings, S. D.; Van Sickle 
Motor Co., Olivia, Minn.; Roy Boyer 
Motors, Inc., Salina, Kans.; Wil- 
liams Motor Co., Elkton, Md.; Clat- 
worthy Co., Ft. Morgan, Colo.; Vista 
Motor Sales, Altavista, Va; J. C. 
Carter Co., Inc., Jacksonville, Fla, 
and Wilson-Mercury Rambler, 
Murray, Ky. 

Ogden Olds-Rambler, Lebanon, 
Ind.; Ray Vines Motor Sales, Inc. 
Costa Mesa, Calif.; Welsh’s Motor 
Sales, Far Hills, N. J.. Board Motor 
Sales, Spencer, W. Va; Hacker 
Motor Co., Oakland, Calif.; R. H. 
Lewis & Son, Inc., Delhi, N. Y.; 
Andy’s Repair Shop, Poplar, Mont.; 
Frontier Pontiac, Inc., Fort Worth, 
Tex.; Moody's Rambler, Fosston, 
Minn.; Campbell Motors, Inc. 
Tahlequah, Okla; Donaho Buick 
Co., Bryan, Tex.; Burtrum Brothers 
Motor Co. Vinita, Okla, and 
Hornaday Motor Co., Indianola, Ia. 


N. Y.; Corey Motor, Inc., 
Webster, N. Y¥.; J. P. Ryan's 
Sons, Inc. Gazenovia, N. Y.; 


Russell Buick, Inc., Port Wash- 
mn, N. Y.; W. W. Johnson Auto 
Sales, Corinth, Miss.; Preston Motor 
Sales, Olive Hill, Ky.; McAfee 
Motor Co., Inc., Dyersburg, Tenn.; 
Reed-Spencer Motor Co., Alamosa, 
Colo.; Horne Motors, Pt. Washing- 
ton, Wash., and The Coach House, 
Skokie, Il. 


Cab Operators 
View Checker’s 
New Model A-8 


WASHINGTON. The Model 
A-8 Checker, was viewed by the 
nation’s cab operators at the 41st 
annual convention of the National 
Assn. of Taxicab Owners here. 

“Mounting operating and mainte- 
nance costs, the articulate demands 
of the taxi-riding public everywhere 
for taxicabs featuring passenger 
safety, comfort and convenience 
have heightened considerably oper- 
ators’ interest in the Model A-8 
Checker,” said N. Freedman, presi- 
dent of Checker Cab Sales Corp. 

Morris Markin, president of 
Checker Cab Mfg. Corp., and J. A. 
King, vice-president, explained new 
features of the Model A-8. 

L. Hilsky, president of Cab Serv- 
ice & Parts Corp., service organi- 
zation for Checker equipment, dis- 
cussed maintenance and service 
procedures for Checker cabs. 


———_—_—_—_—_—————— ee 





eae |} 


a & ee ok 


euvunmasy 


weew. 3 oS ee Oe 


_ 








— 


tain 
and 
‘ury, 


nia 
rs, 
id. 
il. ; 
[0.3 
tt, 
ge, 
ow 
de 


x.: 


at. 
tor 


rs, 
m- 


ng- 


fs 


wee FOC ae Sore eae 


PT PLR ST 


cae & 


a. 
is 
re 
or 
e 
r- 
-8 
i- 
p. 
of 
A. 
Ww 


j= 
i- 





Operation Manual Shows Why Walking’s Easier . . . 
Awe-ful Truth of a Soviet Auto 


By Robert M. Lienert 
Associate Editor 

UCCESSFUL launching of space 

satellites by Soviet Russia has 

created one of the world’s biggest 
stirs since Paul Bunyan mixed pan- 
cake batter. 

Western scientists freely admit 
that designing, constructing, 
launching and maintaining a 
satellite is a problem of fearful 
complexity. 

Yet, in Russia, surface travel may 
be just about as complicated as 
space travel. At least that’s the in- 
ference drawn from the operation 
manual for a Russian vehicle as 
published by Vsesojuznoje Objedin- 
enije, Moscow. 

The manual, recently sent to 
Automotive News by an European 
source, applies to a “cross-country 
ear,” which, from drawings in the 
manual, resembles an American 
Jeep whose mother was frightened 
by a Dodge Power Wagon. 

> . o 


first chapter of the manual 

is entitled, simply, “Caution.” 

That pretty well sets the mood of 

the entire publication, which ap- 

parently is calculated to create a 

proper feeling of awe and respect 
in the operator. 

The book covers service of the 
vehicle so thoroughly that it be- 
comes clear that any driver in 
Russia had better not depend on 
the corner service shop if some- 
thing goes haywire. 

Here are some paragraphs picked 
at random from the Soviet opera- 
tor’s manual: 

“Use regular gasoline of not less 
than 66 octane ... 

“Adjust in due time all assemblies 
and mechanisms of the automobile. 

“Do not overload the automobile. 
Avoid driving over poor roads 

> > = 


C= frequently the tempera- 
ture of brake drums .. . check 
frequently the temperature of wheel 
hubs. 

“... tighten loose bolts and nuts. 

“Lubricate all points of the 
automobile that should be lubri- 
cated. 

“To ensure prompt and reliable 
starting of the engine at low tem- 
peratures warm up the engine... 
ee it with hot water and 


ERATORS are advised that in 

cold weather they may wish to 
use a “starting heater,” which op- 
erates as follows: 

“1. Close the drain cock on the 
heater boiler and unscrew_ the 
boiler filler plug. 

“2. Light the starting heater 
terch. For this purpose screw in 
the torch tank plug, turn in the 
adjusting needle, make a few 
strokes with the pump, pour 
some gasoline into the burner cup 
and light up the gasoline. After 
10 minutes open partly the ad- 
justing needle and close the 
burne 


r cup. 

“3. To facilitate placing of the 
torch into the heater boiler, turn 
the front wheels of the automobile 
to the extreme right position. 

“4. Remove the access hole cover 
on the left fender mudguard, re- 
duce the torch flame and place the 
torch into the fire tube of the 
heater boiler. 

* 


- 
7 Pour 4 liters of water into the 
* heater boiler to the filter hole 


2 Dealers Told to Halt 
Unfair ‘Prestone’ Prices 


NEW YORK.—National Carbon 
Co, has obtained injunctions re- 
straining two retailers from selling 
“Prestone” antifreeze at less than 
fair trade prices. 

Named in the actions were The 
Fair, Auburn, Mass., and Young’s 
Auto Stores, Schenectady, N. Y. 
National Carbon indicated similar 
action against other dealers. 


Low Opens in Minnesota 

Low Motors, Inc., owned by Eu- 
gene Low, is the new Vo 
dealership for the Rochester (Minn.) 
area. Low formerly was in La 
Crosse, Wis., where his family has 
the DeSoto-Plymouth dealership. 
Before that he operated an im- 
eee outlet at Santa Monica, 





level, screw in the plug and in- 
crease the torch flame. 

“6. After 20 or 30 min., when the 
cylinder head is heated to 45 or 50 
degrees C., turn the crankshaft by 
the starting handle. 

“j. Remove the starting heater 
torch from the heater boiler and 
open partly the hood to ventilate 
the space under it. 

“8. Start the engine... 

“9. As soon as the engine fires 
close the drain cock and fill the 
cooling system with water. 

“10. Put out the heater torch by 


Corvallis Pontiac Deal 


Operated by Held 


PONTIAC.—A report in the Oct. 
14 issue of Automotive News that 
Benton Motor Sales Co., Corvallis, 
Ore., had been awarded a Pontiac 
franchise was erroneous. 

Held Pontiac Co. is the only 
Pontiac dealer in Corvallis. L. E. 
Held is owner of Held Pontiac. 


AUTOMOTIVE NEWS, NOVEMBER 18, 1957 


unscrewing partly the torch tank 
filler plug.” 

+ = 
r SEEMS fairly obvious that if 

Ivan can get his vehicle going 
with this device without blowing up 

himself and the car in the process, 
he should be a cinch to get a space 
ship blasted off for the moon and 
beyond. 

Once a year, according to the 
manual, the operator should tear 

down the shock absorbers, 
springs, transmission and brakes 
and flush, clean, inspect and 
make necessary re 

In another section, the manual 
advises: 

“Change specific gravity of elec- 
trolyte (in battery) according to 
the season.” 

The manual covers with detailed 
text and drawings every component 
of the vehicle. 






Oldsmobile for Miss America— 
Miss America—Marilyn Van Derbur—is shown at home-coming ceremonies in 


It’s no wonder so many Russians | Denver being presented the keys to a 1958 Oldsmobile 98 convertible by Thomas 
are pedestrians—particularly the|A. Chevako, Oldsmobile Denver Zone manager. She will use the white convertible 
during her year-long reign. 


ones who can read. 





Snap-on KR-360 Triple-Unit Tool Cabinet 


$17.10* down 


$3.45 per week 


KR-58 Tool Chest 
$58.95* 


26” x 12” x 14” high 





Drawer Come 


This new Snap-on tool chest with changeable drawer 
combination actually lets you design your own tool chest. 
You can select all deep drawers, all shallow drawers or 
a combination of deep, shallow, and medium-depth 
drawers — get just the right combination for your own 
particular tools. And you can make future changes to 


fit your needs. 





KR-421 Drawer Section 


$31.65* 
26” x 12” x 8” high 





The new Snap-on drawer section is also available 
with the changeable drawer feature. Two shallow draw- 
ers can be substituted for the deep drawer or a deep 


drawer substituted for the two shallow drawers. 


KR-352 Roll Cab 
$74.50 


26,” x 18” x 30” high 


*Slight variation in price depending on drawer selection. 
All prices subject to change without notice. 





The Snap-on roll cab gives you a tool chest on wheels. 
And you get all the built-in quality of Snap-on chests 
— heavy-gauge electrically welded steel, closely spaced 
spot welds, extra-strong internal bracing and supports. 
All drawers are non-sag, non-spill, easy-running units 
with full-width, roll-type pulls for easy opening from 


any angle. 


Get it now on Snap-on’s 


easy payment plan 


You can get the new chest, new drawer sec- 
tion and the roll cab individually, as a com- 
plete unit, or in any two-way combination. 





Any or all are yours on Snap-on’s easy pay- 


ments. Ask your Snap-on man for full details. 
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Technical 


G. Allen Spauling, production 
superintendent of the B. F. Good- 
rich tire plant in Oaks, Pa., has 
been named manager of the Miami 
(Okla.) tire plant, according to 
J. E. Gulick, manufacturing vice- 
president, B. F. Goodrich Tire Co. 

Spaulding succeeds Walter E. 
Head, recently appointed manager 


of manufacturing. 
> * * 


Synthetic Garments Resist 


Corrosives, Maker Says 

Dynel and orlon garments to 
protect workers exposed to battery 
acids or other corrosives in manu- 
facturing or servicing operations 
are manufactured by Milburn Co., 
3426 E. Woodbridge, Detroit 7, 
Mich, 

The synthetic garments are re- 
ported to give up to 10 times the 
service of ordinary cotton cloth- 
ing in corrosive environments. 

> = - 


Wiltse Named Manager 


Of GM Foundry in Ohio 

The central foundry division of 
General Motors has named Thomas 
R. Wiltse manager of its Defiance 
(O.) plant. 

He joined the division in 1942 
while a student at General Motors 


Institute. He completed the execu-| 
tive development program at Mass- | 


achusetts Institute of Technology 


last June and served as factory) 
manager in Defiance until his pro-| 


motion. 
> + * 


Long Mfg. Names Norton 


Director of Engineering 

Long Mfg. division, Borg-Warner 
Corp., has named Roy Norton di- 
rector of engineering. 

Norton has been with Borg- 
Warner for three years. He served 
as transmission engineer before 
his promotion to director. 

. > > 


Wiard Joins Ren Plastics 
Eugene H. Wiard has been ap- 


pointed to head up the newly or-| 


ganized market service division of 
Ren Plastics, Inc. He was formerly 
executive secretary of the Michigan 
Health Council. 


> * > 


Goodrich Ups Robbins 
J. E. Gulick, manufacturing vice- 
president of B. F. Goodrich Tire 
Co., has announced the appoint- 
ment of James M. Robbins as 
manager of the Los Angeles plant. 


Sealed Power Promotes 2 


Ernest DeFouw has been named 
production planning director of 
Sealed Power Corp., Muskegon, 
Mich. Philip T. Peisert succeeds 
DeFouw as manufacturing staff 


accountant. 
. > ©. 


Goodrich Appoints Head 
Manager of Manufacturing 

Walter E. Head, manager of the 
B. F. Goodrich tire plant in Miami, 
Okla., has been appointed manager 
of manufacturing with headquar- 
ters in Akron. 

Head joined B. F. Goodrich in 
1924 and was transferred to the 
Los Angeles plant in 1939 as pro- 
duction superintendent. He was ap- 
pointed manager of the new Miami 
plant in 1945. 


Hartwell to Run A-Plant 


Robert W. Hartwell has been 
named general manager of Power 
Reactor Development Co., which is 
building the Enrico Fermi atomic 
power plant on the shore of Lake 
Erie near Monroe, Mich. 

a7 - > 


Exide Promotes Two 

Samuel K, Lessey has been 
named «assistant manager of the 
technical service bureau of Exide 
Industrial division, Electric Storage 
Battery Co., Philadelphia, Oscar L. 
Robertson succeeds Lessey as man- 
ager of service engineering. 

* + ” 


Dauphinais Is Promoted 
By Associated Spring 


Harry B. Dauphinais has been 
appointed general manager of As- 
sociated Spring Corp.’s William D. 
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manager, eastern plants; Eldon M./|tion division in 1933. He became | the engineering laboratory, experi- 


Personnel 





Gibson Co. division, Chicago. He 
succeeds Clarence O. Goff, who re- 
cently resigned. 

Dauphinais, 40, had been general 
manager of the corporation’s Ohio 
division at Dayton. 

* * * 


BDSA Names Lundell 


Arvid O. Lundell, president of 
Colonial Broach & Machine Co., 
Detroit, has been appointed ad- 
viser to the director of the metal- 
working equipment division of the 
Business and Defense Services Ad- 
ministration, U.'S. Department of 
Commerce. 

* * * 


Budd Appoints Erwood 


Industrial Relations Chief 


| Robert H. Erwood has been ap- 
pointed director of industrial and 
personnel relations of Budd Co. to! 
| succeed John R. Bangs, who retired. 
Charles R. Peterson has been 
|appointed personnel manager; | 
|Harper E. Adams, labor relations 








Langbauer, labor relations man- 
ager, western plants, and Dr, Ed- 
ward R. Thieler, director of indus- 
trial health for the Philadelphia 
and Gary (Ind.) plants. 


* = * 
Hadrick Joins Simpson 
Frank Hadrick has joined Simp- 
son Electric Co., Chicago, as chief 
field engineer, test equipment. He 
formerly was chief television field 


engineer for Admiral] Corp. 
x * = 


Budd Boosts Mahan 


S. A. Mahan jr. has been ap- 
pointed plant manager of Budd 
Co.’s Hunting Park plant in Phil- 
adelphia. 


+ * * 


Waukesha Names Willis 


To Direct Engineering 
Newton H. Willis, a vice-presi- 


| dent of Waukesha Motor Co., Wau- 


kesha, Wis., has been placed in 


|charge of the company’s engineer- 
jing activities. He will continue to 


direct the railway division. Willis 
joined Waukesha in 1930 as a de- 
sign and engineering draftsman 
and began work in the railway di- 
vision, then known as the refrigera- 
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MASTER CYLINDER REPAIR KIT 


All parts needed to put master cyl- 
inder in normal operating condition. 


with... 


DELCO LINED BRAKE SHOES 


Made and assembled to original 
equipment specifications. 


WHEEL CYLINDER REPAIR KIT 


All parts necessary to put wheel 
cylinder in normal operating 


condition. 


MORAINE POWER BRAKES 


Complete units and service kits 
for General Motors vehicles. 
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general manager in 1953. 


* * * 


Auto-Lite Names Spaulding 
Director of Research 


to the new post of director of re- 
search under 
Electric Auto-Lite 
Co.'s expanded 
research and de- 


gram. 
Spaulding, a 
graduate of the 


emy, 
with Auto- Lite 
Since 1948, most 
recently as chief 
ignition engineer. 





G. Spaulding 
Working with Spaulding will be a| rine. 





group of research engineers who 
| will have access to specialized engi- 
| neering groups within the company. 
| + = + 

‘Moraine Names Shaw 


Assistant Chief Engineer 
Arthur Shaw has been promoted 

'to assistant chief engineer of 

Moraine Products, Dayton, O. 


Shaw will remain in charge of 


Thay TEs 

Wr 157.004: 

ca eee 
“ Pi 


Duty 


George Spaulding has been named 


velopment pro-!' 


U. S. Naval Acad- | 
has been| 


|mental garage, model shop, draft- 
|ing room and engineering orders. 
* * * 


Goodyear Shifts Burns 


Robert J. Burns has been ap- 
pointed assistant general manager 
of the Metal Products division of 
Goodyear Tire & Rubber Co. He 
|had been St. Louis district man- 
|ager for the industrial products 
| division, 

* * * 


Bendix Names Creagan 

Dr. R. J. Creagan has been named 
to head the nuclear program of 
Bendix Aviation Corp. He formerly 
was with Westinghouse Electric 
|Corp. and worked on the develop- 
j}ment of the reactor for the 
| Nautilus, atomic - powered subma- 


. 2 os 
Stryker Elected President 


Of Pressed Metals Institute 
C. E. Stryker, Maysteel Products, 

Inc., Milwaukee, has been elected 

president of the Pressed Metals 

Institute. 

| Carter Higgins, Worcester 

Pressed Steel Co., Worcester, Mass., 

(Continued on Page 43, Col. 3) 





DELCO SUPER 11 IMPROVED WITH HTD MEANS MORE 


BUSINESS FOR YOU BECAUSE IT 
e Surpasses S.A.E. specifications for heavy-duty hydraulic 


brake fluid! 


e Won't boil away or lose effectiveness when brakes get hot! 


Flows smoothly and easily in 


coldest weather! 


Is original equipment on 1958 General Motors cars! 

Is compatible with all brake systems’ rubber and metal parts! 
Is chemically inert, physically stable! 

Is packaged in containers holding from one pint to 54 gallons! 
Is available everywhere through the United Motors System and 


General Motors car and truck dealers! 
MORE SAFE STOPS FOR CUSTOMERS, MORE SALES FOR YOU! 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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Buxton Opens Rambler Dealership— 


The newest Rambler dealership in Portland, 


Ore., is Buxton Motors, owned and 


operated by G. E. Buxton, who formerly handled DeSoto-Plymouth. He has been a 
new-cor dealer in Portland for 27 years. 
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(Continued from Page 42) 


has been named first vice-president; 
Darwin W. Clay, Parish Pressed 
Steel, Reading, Pa. second vice- 
president; Bryant Gemmill, Ameri- 
can Stamping Co., Cleveland, sec- 
retary treasurer, and Mel Lorentz, 
HPL Mfg. Co., Cleveland, assistant 


secretary-treasurer. 
* * * 


Goodrich Shifts Robbins 


James M. Robbins has been ap- 
pointed manager of the Los Angeles 
plant of B. F. Goodrich Tire Co. 
He had been manager of manu- 
facturing with headquarters in 
Akron. 


* * > 


Ford Names Haynes to Head 


Engineering Research Office 
A. L. Haynes has been ap- 
pointed director of the engineer- 
ing research and advanced- 
product-study office of the Ford 
Motor Co. engineering staff. 
Haynes succeeds Donald N. 


Frey. A. M. Wauters, former as- 
sociate director of the engineer- 
ing research office, has been pro- 
moted to special assistant to 
Haynes, and Benjamin T. Howes 
becomes associate director of de- 
partments within the engineering 
research office. 
= * * 


Anti-Corrosive Appoints 
4 Regional Managers 


Four regional product managers 
have been appointed by Anti- 
Corrosive Metal Products Co., Inc., 
Castleton-on-Hudson, New York. 


The new managers and their ter- 
ritories are: Frank Richards—west 
of the Mississippi, excluding New 
Mexico, Texas, Louisiana and the 
northern parts of Oklahoma and 
Arkansas; Arthur Kuhn— Mary- 
land, Southern Delaware, Kentucky, 
Virginia, and the southern states 
including New Mexico, Texas, Loui- 
siana and the southern part of 





MORAINE-400 BEARINGS 
Toughest automotive engine bear- 
ings ever made! 


MORAINE BI-METAL BEARINGS 
Precision-built to —- equip- 


ment specification 


M-100 BEARINGS 
Excellent fatigue resistance and 
longer life expectancy. 


MORAINE GAS FILTERS 


Glass-bowl and pancake all-metal 
types assure dirt- one, Oe lint-free 
fuel under all operating cond: 


op 
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LOOK AT THE SALE-MAKERS MORAINE GIVES YOU 


e Acomplete engine bearing line, with a bearing for every car, bus 
and truck replacement job! 

e Quality that stands up through miles.and miles of operation! 

e A name known and respected! 

e Solid dependability that brings customers back! 

e Aconvenient source of supply—readily available through the 
United Motors System and General Motors car and truck dealers! 

A GROWING MARKET THAT KEEPS YOUR PROFITS GROWING! 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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Oklahoma and Arkansas; Willis 
Earing—lllinois, Indiana, Michigan, 
Ohio, Western Pennsylvania and 
West Virginia, and Roy Harrington 
— Eastern Pennsylvania, Northern 
Delaware, New Jersey and New 
York. Raymond Schroder has been 
appointed utility product man, His 
duties include supplying service to 
any area where it is required. 
* + * 


Prager Is Honored 


William Prager, professor of ap- 
plied mechanics at Brown Univer- 
sity, Providence, has been awarded 
the Worcester Reed Warner Medal 
for “progressive ideas” in mechani- 
cal engineering. The award was 
made by the American Society of 
Mechanical Engineers. 

aa * + 





Newark Die Names Csaszar 


Ernest J. Csaszar has been ap- 
pointed sales engineer by Newark 
Die Co., Newark, N. J. He was 
formerly an executive of Eagle 
Tool & Machine Co. 


* * 


Alloy Castings Names 3 


Tom Machia has been named 
Texas sales representative of Alloy 
Precision Castings Corp., Cleveland, 
and Paul Minter and Wayne Simp- 
son have been appointed represen- 
tatives in Oklahoma and Southern 
Kansas. 


Hunter Spring Appoints 
Albright to Planning Post 


Hunter Spring Co. has named 
Stanley L. Albright manager of 
product planning and James E. 
Hunt product planning engineer. 

Albright’s position is a new one 
at the company. He formerly was 
assistant to the plant manager. 
Hunt had been manufacturing en- 
gineer. 

= > 


Clevite Names 3 to Head 


New Electronics Units 


Clevite Corp., Cleveland, has 
formed three new divisions in its 
electronics group, bringing to five 
the number of operating units in 
this field. 


The new divisions and their gen- 
eral managers are: Curtis B. Hoff- 
man, Brush Instruments; James D. 
Lightbody, Electronics Components, 
and Thomas J. Lynch, Ordnance. 
Other units in the electronics group 
are Texas division, which makes 
seismic equipment, and Transistor 
Products aus. 


15 iininiaie Are Installed 


As Tool Engineers Meet 


Directors of the 38,000-member 
American Society of Tool Engineers 
were installed at the society’s semi- 
annual meeting. The 15-member 
board was elected by the House of 
Delegates at ASTE’s convention in 
Houston last April. 


Directors installed were: Harold 
E. Collins, board chairman and 
ASTE president, Houston; Gustave 
Ben Berlien, Oakland, Calif.; Irving 
H. Buck, Dallas; Wayne Ewing, Los 
Angeles; Frank F. Ford, Atlanta; 
George A. Goodwin, Dayton, O.; Ed- 
ward Hollingsworth, Philadelphia. 

H. Dale Long, Chicago; Philip R. 
Marsilius, Bridgeport, Conn.; How- 
ard C. McMillen, immediate past 
president of ASTE, Bedford, Ind.; 
Joseph L. Petz, Pleasant Valley, 
N. Y.; J. X. Ryneska, West Lynn, 
Mass.; Leslie C. Seager, Salt Lake 
City; Charles M. Smillie, Ferndale, 
Mich., and William A. Thomas, 
Windsor, Ont. 


Chevrolet’s Hazard Gets 


GM Truck Post in Brazil 


Albert C. Hazard, veteran Chev- 
rolet engineer prominent in the 
development of the valve-in-head 
six-cylinder engine, has been ap- 
pointed power-unit engineer for 
GM’s Brazilian truck manufac- 
turing program, at Sao Paulo. 

He will supervise —— 
and testing of engine parts 
duced in the new GM foe Simian 
and machine shop, as well as 
parts procured from Brazilian 
manufacturers, 


* * + 


Hiltz Joins Kaiser Unit 


W. F. Hiltz has been named chief 
engineer of Phoenix Electronics di- 
vision, Kaiser Aircraft & Elec- 
tronics Corp., Toledo. He had been 
with Goodyear Aircraft Corp. 
Akron, O., as chief of the test- 

equipment’ section. 





No. 57 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 


peratenthap~ruippnnenemenm creas 


views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars. 


etere eres 


Cars illustrated: 


1958 Monterey PHaeton Coupe 


1958 Cotony Park Station Wacon 
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1958 Montciair 2-poor TurNPIKE CRUISER 


1958 Park Lane PHaeton SEDAN 








A special message 
to Mercury Dealers 


from James J. Nance 


We, at the Lincoln and Mercury Division, recognize that a 
product with strong customer appeal is the cornerstone of our 
mutual success. 


So we’ve spared nothing to bring you the finest cars in 
Mercury history—cars that are unquestionably the best in 
their field in styling, performance and new ideas. 


You are displaying advanced styling that’s designed to set 
the pace for years to come. 


You are offering the most advanced engines in the business 
—Mercury’s brand new Cool-Power Marauder V-8’s with 312, 
330 and 360 horsepower. 


You have 20 models to cover the entire field. You have 
a completely new Mercury series—the Park Lane. This is the 
biggest, most luxurious Mercury ever built. It gives you a 
strong contender for sales in the upper-medium price field—a 
new market for Mercury. You have six new station wagon 
models—in three price ranges—to continue the strong 
Mercury penetration in this ever-growing market. 


This is only a brief summary of the whole 1958 Mercury 
story—but it indicates strongly that you have the product, 
the features and the extra values that people want in a new car. 


We believe you have a great opportunity. With these 
products, with your enthusiasm and strong selling efforts, 
1958 will be a successful sales year. 


Once 


Vice President, Ford Motor Company 
General Manager, Lincoln and Mercury Division 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD 
THUNDERBIRD 
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, : ENGLISH BUILT FORDS 
The Ford Family of Fine Cars|... now the new EDSEL 
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Sales Decline Not Certain .. . 


Auto Picture for 1958 
Not All Gloom, Doom 


By Kenneth C. Kelley Jr. 
Staff Writer 


HERE’S another side to the 
gloomy picture of the auto in- 


‘dustry in 1958 which was offered 


by Value Line Investment Survey 
earlier this month. 

The publication, produced by the 
investment advice firm, Arnold 
Bernhard & Co. of New York, pre- 
dicted generally de- 
creased sales and 


NEWS 
OF profits for both auto 
manufacturers and 
FINANCE parts suppliers. It 


also raised the ques- 
tion of whether Studebaker- 
Packard and American Motors can 
stay in business much longer. 

The prediction is based on the as- 
sumption that auto production will 
be cut back to about 5.7 million 
units in 1958 in the face of declin- 
ing demand, large inventories, rising 
foreign-car sales and a generally 


bearish outlook on other factors 
affecting auto sales. 

Auto sales need not necessarily 
fall, even in the face of a slight 
downturn in business as a whole. 
Benson Ford raised this possibility 
when he told the Mississippi deal- 
ers’ convention there is a chance 
for increased demand for autos and 
other consumers’ durable goods, 
even if total consumer spending 
holds steady. 

A factor that supports this 
view is that more and more peo- 
ple will be making that last pay- 
ment on their present car in the 
months to come. Ford Motor Co. 
figures indicate about 200,000 per- 
sons a month paid off their auto- 
debt contracts in 1956 and early 
1957 but more than 300,000 a 
month will get out of debt in the 
months ahead. 

A general slowing down in the 
expansion of manufacturers’ facili- 


| ties should ease the profit squeeze 


the companies have been experi- 

encing. Ford, in particular, has 

already announced that its present 

expansion program is near an end. 
* * * 


AMC, S-P Predict Profit 


OTH American Motors and 

Studebaker-Packard have indi- 
cated they expect to be in the black 
in the very near future. Either or 
both might increase sales, even in 
the face of a declining market. 

Value Line points to S-P’s $29.7 
million in bank loans which fall due 
on July 26, 1959, and calls the task 
of finding this money “almost in- 
surmountable.” Should Curtiss- 
Wright exercise its option to buy 
five million S-P shares at $5 a 
share, S-P would have $25 million 
of the needed money. 

A rival investment advice service, 
Standard & Poor’s Industry Sur- 
vey, has a somewhat brighter pic- 
ture of the auto industry. 

The agency sees a small profit 
possible for AMC and decreased 
expansion costs boosting Ford 
profit. A decline in Chrysler profit 
is assumed but Standard & Poor’s 
says the earnings should “still be 
sizable.” 

The investment advisers hint that 
they think General Motors will in- 
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crease its share of the market and 
thereby boost profit and adds: “It is 
not certain that Studebaker- 
Packard can realize a profit for the 
full year.” 

Standard & Poor’s looks for 1958 | models for which comparable prices 


auto production to change little 
from the 6.1 million units that it 
estimates will be produced this 
year. 

The Value Line point of view 
might be explained by the tendency 
of those close to the stock ex- 
changes, particularly New Yorkers, 
to think the whole economy is 
going to collapse every time the 
stock market falls as it has since 
July. 

This leads to overemphasis of 
gloomy possibilities and ignoring 
the more cheerful prospects. 

> * * 


Auto-Price Hikes ‘in Line’ 


RICE increases on 1958 models 

will have little effect on sales, 
if one school of thought on market 
forecasting is correct. 

Some students of auto sales say 
price increases do not hurt sales 
unless those increases are greater 
than boosts in other costs which 
consumers have to pay. 

According to the Bureau of 
Labor Statistics cost-of-living 
index, consumers’ expenses have 
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ARO warrants the AL- 
207 Air Motor to be free 
from defects in work- 
manship and materials 
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purchase. 
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gone up by 3.4 percent in the last 
year, A check of auto-price hikes 
show that the increases have 
amounted to the same 3.4 percent, 
The auto figure is based on 168 


can be obtained in the 1957 and 
1958 model runs. 

Continental, Lincoln, Im peria} 
and Cadillac models are excluded 
since few of them are likely to be 
purchased by the working class, 
The BLS index deals only with the 
expenses of the working-class con- 
sumers in nonsupervisory positions 
and making less than $10,000 a year. 

* * + 


Higher Profits in Parts 


pir eeingy eared & POOR'S predicts 
that increased profits will pre. 
dominate in the auto-parts indus- 
try this year. 

The prediction is based on pro- 
jected auto sales for the year of 
6,175,000. 

Car manufacturers are making 
more of their own parts but parts 
firms are charging more for the 
parts they sell. Standard & Poor's 
expects these conflicting trends to 
cancel out each other. 

The larger number of vehicles on 
the road is expected to increase 
sales of replacement parts. Sales of 
commercial vehicles are lagging, so 
sales of parts to commercial-vehicle 
makers are down. 

> a > 
Machine-Tool Optimism 
pet give up on the nation’s 
machine-tool industry, despite 
the decline in orders that has hit 
the industry. 

That’s the advice given in a 
Value Line investment survey. 
Value Line sees at least one 
bright spot in the future of ma- 
chine-tool companies. This is the 
way that optimistic point was ex- 
plained: 


“Rumor has it that the car manu- 
facturers will incorporate major 
design changes into their engines” 
by 1960 and the auto industry will 
have to make heavy purchases of 
machine tools to produce these re- 
styled engines. 


Robertshaw-Fulton Controls 


Robertshaw-Fulton Controls Co. 
Richmond, Va., expects sales of 
approximately $73 million for 1957, 
compared with $726 million in 
1956, according to Thomas T. 
Arden, president. He estimated 
earnings of about $4.3 million, 
against $4.2 million for 1956. 

> . > 


Jones & Laughlin 
Jones & Laughlin Steel Corp. 
Pittsburgh, third-quarter report, 
1957 vs. 1956: Profit, $11,377,000 and 
$1,360,000; sales, $218,470,000 and 
$129,257,000. 


Higher Volume, Profit Listed 
By Southwestern Investment 


Southwestern Investment Co. has 
reported that receivables acquired 
in the fiscal year ended Aug. 31 
amounted to $142,639,107, up 17.7 
percent from the $121,299,889 for 
the previous fiscal year. 

Net earnings for the most recent 
fiscal year were put at $1,227,348, 
compared to $1,024,659 for the pre- 


vious year. 
> > > 


Air Reduction Sets Record 


In Sales and Income 


New highs in sales and net in- 
come for the nine-month period 
ended Sept. 30 were announced by 
Air Reduction Co., Inc. 

Net income of $12,390,725 for the 
first nine months of 1957 was 67 
percent over the $11,608,688 re- 
ported for the 1956 period, the pre- 
vious high. Sales hit a record $140,- 
901,055, compared with $123,780,975 
in the 1956 period. 

7 > 


L. A. Young Reports 


Profit Down, Sales Up 


L. A. Young Spring & Wire 
Corp. reported that profit for the 
fiscal year ended July 31 was $1,- 
125,335, down from the $1,390,502 
earned in the previous fiscal year. 

Sales for the most recent fiscal 
year were put at $50,711,791, com- 
pared with $46,025,367 in the pre- 
vious fiscal year. 

* > 


McLouth Steel 


McLouth Steel Corp., Detroit, 
nine-month report, 1957 vs. 1956: 
Net profits, $7,535,966 and $6,333,541; 
sales, $136,852,655 and $117,487,371. 
Third-quarter: Net profits, $2,166,- 
371 and $1,315,910; sales, $45,996,835 
and $34,683,251. 
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Bulletin Board... 





Tire Patches 


No. 6646 “Profit Kit,” an assort- 
ment of Dillectric speed patches and 
its E Z power buffer, described in 
free catalog sheet. Dill Mfg. Co., 
700 &. Eighty-second St., Cleveland 
3, O. 


* * * 


Blast Cleaning 
Bulletin 100C on selection and ap- 
plication of hand-operated blast- 
cleaning machines—28 pages, free. 
Pangborn Corp., 10 Pangborn Blvd., 
Hagerstown, Md. 
= * = 


Electric Brake System 

Brochure explaining Warner 
electric brake system for over-the- 
road carriers—20 pages, free. Form 
No. WEB 3266, Warner Electric 
Brake & Clutch Co. Dept. TR, 
Beloit, Wis. 

* x = 
Hydraulic Cylinder 

All-Tefion sealed hydraulic cyl- 
inder and radical design innova- 
tions described in brochure—eight 
pages, free. Miller Fluid Power 
Division, Flick-Reedy Corp., 2040 
N. Hawthorne Ave., Melrose Park, 
Til. 


> > o 
Apex Services 
Brochure describing facilities and 
services — free. Apex Broach Co., 
Inc., 6401 E. Seven Mile Rd., Detroit 
34, Mich. 
* . ” 
Punches and Dies 
Catalog on ball-lock interchange- 
able punches and die buttons, re- 
tainer plates, die sections, die- 
makers’ supplies, technical data on 
die design and operation—66 pages, 
free. Acme Industrial Products, 
Inc. P. O. Box 468, Royal Oak, 
Mich. 


> * > 
Pallet Transporter 

Two-color brochure giving specifi- 
cations and drawings of the low-lift 
pallet Transporter, walkie-type 
electric-driven industrial truck, 
Model WPY 4 and 6—four pages, 
free. Automatic Transportation Co., 
149 W. Eighty-seventh St., Chicago 
20, Ill. 


> > * 
Primary Amyl Acetate 
“Primary Amyl Acetate”—Bulle- 
tin F-8911, free. Union Carbide 
Chemicals Co., 30 E. Forty-second 
St, New York 17, N. Y. 


> = > 


Plastic Protectors 


Information about plastic plugs 
and caps for protecting internal 
and external threaded parts and 
ends of tubes—18 pages, free. Bul- 
letin P-5708, S. S. White, Plastics 
division, 10 E. Fortieth St. New 
York 16, N. Y. 

> - 


Lubricant Report 


Army report PB 131106 on 
“Catalytic Effect of Titanium on 
the Oxidation Stability of Lubri- 
cants”—28 pages, 75 cents. Office 
of Technical Services, U. S. Depart- 
ment of Commerce, Washington 
25, D. C. 


> * Sd 


Welding Techniques 


Pamphlet on production and 
maintenance welding techniques 
(TIS 2836A)—eight pages, free. 
Technical Information Service, 
Eutectic Welding Alloys Corp., 40- 


30 172nd St. Flushing 58, New 
York, N. Y. 
> > 
V-Belt Drives 


V-belt drive manual — 108 pages, 
free Dodge Mfg. Corp., Misha- 
waka, Ind. 


Screw Machine Products 
Screw machine products brochure 
—free, Allmetal Screw Products 
Co., Inc., 821 Stewart Ave., Garden 
City, Long Island, N. Y. 
” of a 


Extra-Output Generator 

Bulletin describing Delco-Remy 
extra-output generator and alter- 
nator—free. United Motors Service, 
General Motors Bldg., Detroit 2, 
Mich. 

* * x 
Credit Insurance 


“Consumer Credit Insurance’— 
212 pages, $5. Written by Daniel 
Peter Kedzie, assistant professor of 








insurance and finance, Marquette 
University; available from Richard 
D. Irwin, Inc., Homewood, Ill. 

* * * 


Parts, Supplies, Tools 


A catalog on parts, supplies and 
service tools—116 pages, free. In- 
land Mfg. Co., 1108 Jackson St., 
Dept. SC 18, Omaha 2, Neb. 

+ + + 


Publications List 


“Publications and Audio-Visual 
List” — free. Air Reduction Sales 
Co., 150 E. Forty-second St., New 
York 17, N. Y. Specify Form ADG- 
2057C. 

* * + 

‘Test Equipment Annual’ 

A book, “1958 Test Equipment 
Annual,” dealing with all types of 
test equipment—120 pages, $1. How- 
ard W. Sams & Co., Inc., 2201 E. 
Forty-sixth St., Indianapolis, Ind. 

. * a7 


Kwiklock Catalog 


Catalog gives information and 
prices on new Kwiklock change 


Precision 
Bearings .is 


PLUS 


holders with T, I, drive—72 pages, 
free. Falcon Tool Co. P. O. Box 
4605, Mt. Elliott Station, Detroit 34, 


Mich. 
* * *” 


Sponge Rubber Use 


Brochure describes use of sponge 
rubber, vinyl foam and urethane 
foam as sealing, cushioning and 
dampening components — 12 pages, 
free. Brown Rubber Co., 52 Bypass 
Rd., Lafayette, Ind. 


* * * 


‘AN’ Fasteners 


Catalog of Allmetal stainless steel 
“AN” fasteners—12 pages, free. All- 
metal Screw Products Co., Inc., 821 
~ Ave., Garden City, L, L, 

oe 


* * * 


Tungsten Carbide, Tools 


A technical manual on the manu- 
facture and physical properties of 
tungsten carbide plus full informa- 
tion on the use of Firthite and 
single-point tools—free. Firth Ster- 
ling, Inc., 3113 Forbes St., Pitts- 
burgh 30, Pa. 


* * * 


Air Foil Centrifugal Fans 

Bulletin 257 which gives com- 
plete engineering data on Ilg BC 
Airfoil Centrifugal Fans—free. Ig 
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Tes*# Run— 


DeSoto dealers Bob Clapp, left, and 
Henry Frost try out a miniature working 
model of the 1958 DeSoto. Called the 
Firemite, the car is on display at the 
los Angeles Auto Show which ends next 
Sunday (Nov. 24.) 


Electric Ventilating Co., 2850 N. 
Pulaski Rd., Chicago 41, Ill. 
* * + 
Speedlift Dump Bodies 
A broadside describing and il- 





> CLEAN ASSEmpiy 









ARING Lipgy 








What makes a mechanic pick 
one brand over another? 


Of their own free choice, more mechanics 
pick the red-and-black F-M engine bearing 
package than any other. Why? Many 
reasons, headed by quality, service and 
understanding. Knowing the mechanics’ 
needs, Federal-Mogul always has provided 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, 


DETROIT 13, 


MICHIGAN 


Inc, 


EN 





lustrating Speedlift dump bodies— 
free. Daybrook Hydraulic Division, 
498 Lehman Ave. L. A. Young 
Spring & Wire Corp., Bowling 
Green, O. 


Diesel Engines 


An illustrated brochure describ- 
ing a new line of diesel engines 
for trucks of 26,000 pounds gross 
vehicle weight and up—six pages, 
free. Detroit Diesel Engine division, 
General Motors Corp. 13400 W. 
Outer Dr., Detroit 28, Mich. 


Chevy V-8 Modification 


“How to Modify Chevy V-8 En- 
gines,” illustrated book by Don 
Francisco—$2, Don Francisco Pub- 
lishing Co., P. O. Box 47761, Los 
Angeles 47, Calif. 


Gottfried Motors Moves 


Gottfried Motors, Inc, (Chrysler- 
Imperial-Plymouth), has moved into 
new quarters at 8801 S. Chicago 
Ave., Chicago. Joseph Gottfried, 
president said there are 20,000 
square feet of space in the building 
plus 50,000 square feet in the lot 
around the building. 


more than a well-designed, well-made 
bearing. Complete service information, 
manuals and tools are made available 
through your Federal-Mogul Jobber. Ask 
for these service aids when you order 


F-M bearings. 


'NE BEARINGS 
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Tiny Vehicles Win Favor in New York .. . 





Dealers Ride Scooters to Profits 


NEW YORK.—Enterprising deal- 
ers always seem to be able to find 
new ways to make money. Locally, 
quite a number of dealers have 
taken on imported scooters as a 
profitable sales item. 

The dealers feel that they are 
the logical outlets for these small 
vehicles. A scooter is just another 
means of transportation, they 
say, so it follows that auto deal- 
ers should handle them. 

The initial investment is small 
in most cases, and dealers find that 

the availability of their service de- 
partments is a great asset. Profits, 
in relation to investment are high 
in most makes, and discounting is 
nonexistent. 

Again, the ruling factor is supply 
and demand. Demand is high, sup- 
ply is short, so prices are firm, 

Factory representatives of the 
scooter industry estimate that there 
now are some 750,000 scooters in 
this country. Only estimates are 
available because scooters are 
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registered in all states as motor- 
cycles, and there is no individual 
break down. 

One Italian importer, with more 
than 300 dealers around the coun- 
try, says his company’s business 
has almost doubled this year, and 


Winter-Tire Sales 


Seen Soaring 


AKRON. — General Tire & Rub- 
ber Co. predicted sales of winter 
tires this year would soar 25 per- 
cent ahead of last season. 

The company also announced its 
Winter-Cleat snow and mud tire 
would be available for the first 
time in Nygen construction. 

“Industry unit sales of winter 
tires last year were estimated at 
4% million and should approach six 
million during the 1957-1958 sea- 
son,” said L. L. Higbee, trade sales 
manager. 


Saiesdad A uiibineabientetenatinn about Lion Nokorode, 


and how it can increase underbody coating profits. No 


obligation, of course. 
Name 


I i ccarrcecienittniiianateciciidiiaitilidisnitilsterpesinmmeaneeen 


City. 





State. 


LION OIL 


A Division of Monsanto { 
Chemical Company 


he predicts that 1958 will be three 
times as good as 1957. 

Most scooter importers, repre- 
sentatives and dealers feel that 
1958 will see the breakthrough of 
the scooter as an accepted form 
of transportation in the same 
manner that 1955 and 1956 laid 
the groundwork for the current 
growth in the imported-car mar- 
ket. 

What began after the war as 2 
means of using surplus airplane 
wheels and small one-cylinder mo- 
tors has mushroomed into a big in- 
dustry in Europe and Japan. 

What began as a fad in the U. S. 

about two years ago has become a 
profit maker for a number of deal- 
ers throughout the country. One 
local dealer is negotiating a dis- 
tributorship with a European firm, 
and he expects his first month’s 
profits to eclipse his entire 1957 
profit on automobiles to date. 

While some of the firms import- 
ing scooters try to set up exclusive 
dealers, several of the foreign 


UNDER-CAR SEALER AND SILENCER 


Undercoat each new car with Nokorode and reduce costly servicing 
of break-in period squeaks and rattles. The job costs you little, 
adds profit dollars where they count most. Undercoating, in your 
shop, builds profits both directly and indirectly. Many dealers 
“do it for free,” reporting they save many times their cost by 
keeping service shops relatively free of customers who tie up 
expensive personnel on non-profit body complaints. 





Truck a Month— 


Two of Dodge's top truck salesmen in 
the Detroit area receive congratulations 


from Don €, Harding, center, Dodge 
merchandising manager, following a pres- 
entation of diamond “truck-a-month club" 
pins at Ken Brown, Inc., Detroit. From left 
are F. J. LeBlond, who has scored 208 
truck sales since April; Harding, and 
Jerry C. Grammens, who qualified for the 
award with 56 sales. te) 
representatives are urging automo- 
bile dealers to add the vehicles to 
their franchises. 

“It’s a natural for most Ameri- 





You need undercoating profits in your shop—but make sure your 
brand is Nokorode Under-Car Sealer and Silencer. 
patented process results in a coating of greater density...a 
coating uniquely tough. Heavy wet film thickness, such as is 
recommended for other nationally advertised brands, is abso- 
lutely unnecessary. Nokorode’s low-shrinkage actually gives equal 
or heavier dry-film thickness, added protection and higher 
sound-deadening efficiency with outstanding abrasive resistance. 
This gives you nine perfect jobs at the cost of six! 


MAKE MORE MONEY ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car comfort and 
quiet— increases re-sale value. 


Nokorode’s 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2,393,774 
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COMPANY 


EL DORADO, ARKANSAS 


* TRADEMARK OF MONSANTO CHEMICAL COMPANY 





can automobile dealers,” they say 
In addition, they like the aggres- 
siveness and sales techniques of the 
American dealer. 


Who buys scooters? In talking 
to dealers, it appears that the 
area of operation determines the 
pattern. In midtown New York 
people in show business appear 
to predominate. A number of 
fashion models have purchased 
them, saving taxi fares, time in 
traffic and, adding a touch of 
glamor to themselves by attract- 
ing just that much more atten- 
tion, 

Elizabeth Taylor was seen on a 
scooter a number of times in the 
past year, riding down Broadway 
as if it had been paved just for 
her. 

Recently a lot of young married 
couples have been buying them be- 
cause of the economy of operation, 
upkeep and garaging in midtown 
Manhattan. Garage space averages 
about $55 per month for a domestic 
car and $45 for the smaller foreign 
models, but a scooter usually can 
be garaged for an average of $7. 

In the suburbs, dealers report 
more and more people buying 

scooters for transportation to and 
from the train in the morning and 
evening. Sportcaster Bill Stern re- 
portedly is among them. 

One dealer said: “I thought I'd 
die on the vine with these little 
bugs the first month I had them, 
but one day a doctor, who is a 
neighbor, bought one. I guess he 
just cracked it open for me. 

“Since then, I’ve had every- 
thing from young marrieds, to 
college and high-school kids, to 
bank presidents buying them. A 
lot of people want them for fun, 
a lot of them want them for seri- 
ous transportation. 

“I don’t question them much any 
more. I’m selling more of these 
every month. I think I'll easily 

double last year’s sales, and I don’t 
see any limit to what I can do next 
year. This is one of the greatest 
little gadgets I’ve ever seen. I use 
one myself.” 

Industry is reported to have 
about 20,000 scooters in service 
now, with new uses being found 
for them every day. 

Several American motorcycle 
manufacturers are said to be cur- 
tailing their production of bikes to 
get on the scooter bandwagon. Most 
importers welcome the change in 
the same way that imported car 
representatives welcomed the en- 
trance of General Motors into their 
field. 

“We've had quite a battle over- 
coming the stigma attached to 
scooters, because so many people 
associated them directly with 
motorcycles,” a representative said. 


“These little machines aren’t like 
motorcycles at all. You can’t ‘soup’ 
them up. They are designed and 
manufactured to give about 50 
miles an hour top speed safe cruis- 
ing. They aren’t intended for speed 
or racing. Just good transportation 
at a price.” 

The most expensive scooter on 
the market retails for about $500, 
with others ranging down to 
about $200. 

A full range of accessories is 
offered, which can increase the 
price considerably, but the economy 
minded apparently can get a good 
serviceable job for about $250. 
Naturally every accessory sold is 


jextra profit for the dealer. 


The question, “What do you do 
when it rains?” appears to bring 
one stock answer, for which no 
apology is offered: 

“You get wet, or you take the 
car.” 


Edsel Detroit Office 


Moves to Suburbs 

DEARBORN.—Edsel division has 
announced relocation of its Detroit 
district sales office to 2500 E. Maple 
Road, Birmingham. The office is 
headed by District Sales Manager 
H. F. Riley and supervises Edsel 
sales activities in lower Michigan 
and part of Ohio. 

The district sales office for- 
merly was located at 6200 W. War- 
ren Ave., Detroit, since its estab- 
lishment early this year. In its new 
quarters, the district sales group 
occupies space in the Ford Tractor 
and Implement division’s general 
office building. 
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Inside Motor Sports 


USAC Stock-Car Champ 


Will Be a Ford Driver 


ITED STATES AUTO CLUB 

(USAC) stock-car racing season 
comes to a close Dec. 1 when J. C. 
Agajanian directs a 250-mile race 
at the 3.3-mile road course at River- 
side, Calif. 

A Ford driver will win the na- 
tional championship, that is certain. 
Leading in points is Jerry Unser, 
winner of the Pikes Peak hill climb 
and other races 
this year. In sec- 
ond place is Ralph 
Moody, former 
NASCAR driver 
who switched to 
USAC. He won all 
three Milwaukee 
stock-car races 
for 1957. 

*Both men drive 
ba Fords. 
. Out of conten- 

Don O'Reilly tion is Sam 
Hanks, member of the Mercury 
team and winner of the 1957 Indi- 
anapolis Speedway race. Hanks is 
in third place, and retiring from 
race driving this year. 

Incidentally, stock-car racing is 
the only national championship 
that has eluded Hanks. He has been 
national speedway-car champion 
and national midget-car champ on 
more than one occasion. 


USAC speedway-car racing sea- 
son ends today (Nov. 11) at 
Phoenix, Ariz., 


with four drivers 
shooting for the 1957 national 
title. 

It was 10 years ago that the first 
stock-car race (they were modified 
in those days) was held on a short 
track designed originally for 
midget-race cars. 

It was the 


From that first meeting of Tuthill 
and France grew the present-day 
10,000 plus-member NASCAR (Na- 
tional Association for Stock Car 
Auto Racing). 

As a result of that first race, Oct. 
26, 1947, more than 20,000 young 
men have been able to participate 
in the sport, previously confined to 
a relatively small number. 

> 


He’s a Champ at 15 


ast start racing young -south 
of the border. Fifteen-year-old 
Ricardo Rodriguez has developed 
into a sports-car race-driving sen- 
sation in Mexico. He recently won 
two races at Riverside Speedway 
in California, beating several top 
en All but Ricardo were over 


"Rodriguez and his 17-year old 


Stolen Cars Sold 
In Milwaukee Cost 
2 Dealers $12,400 


MILWAUKEE. — Two Milwau- 
kee auto dealers lost $12,400 by 
buying expensive stolen cars sold 
in Wisconsin by a national auto- 
theft ring, according to Detective 
Capt. Charles Nowakowski. 

James H. Kavalary, operator of 
the Towne used-car lot, paid $10,000 
for four of the late-model cars and 
Crown Motor Sales paid $2,400 for 
One car, Nowakowski said. 

He said the cars were sold by 
William F. Graf, Lawndale, Calif., 
and Miss Jacqueline L. Miller, Los 
Angeles, who were seized here. 
They were turned over to Federal 
authorities. 

Nowakowski said the pair ad- 
mitted having one accomplice in 
Ohio and three in Chicago and 
“having connections with a lot of 
People.” The cars were stolen in 
Ohio, Illinois and Missouri, he 
added. 

Existence of the ring, Nowakow- 
ski said, was uncovered with the 
Suspects’ arrest. They both are 
wanted in Oklahoma City on 
forgery charges, he said, and Miss 
Miller also is wanted in Los 
Angeles for forgery. 





brother, Pedro jr. both hold in- 
ternational FIA (Federation In- 
ternationale de ’Automobile) race 
licenses, and they have been in- 
vited to compete in the Nassau 
sports-car races Dec. 1 through 9. 

Ricardo has been granted special 
permission by the Bahamas Gov- 
ernment to race, but he won’t be 
eligible to drive a car on city streets. 

= = > 


Priest Builds Safety Car 
am UNUSUAL safety research 
ear, designed and built by a 
Catholic priest under a research 
grant, will make its public bow in 
New York this week (Nov. 11-18) 
and then appear at the St. Paul 
Auto Show Nov. 27-Dec. 1. 
The car, the Aurora, was de- 
signed by the Rev. Alfred A. 





Juliano, a member of the Holy 
Ghost order, who is an inventor 
and sculptor at Yale University. 
The Aurora is said to be unique 
in design and structural features. 
Body lines are integrated in lami- 
nated fiberglass to give the over-all 
effect of a wraparound bumper. 


The tinted, transparent dome roof 
is supported by stainless steel roll- 
over bars. The windshield has a 
reverse slope angle. 

+ = = 


Pontiac May Pace ‘500° 

C IS anticipated that Pontiac 
will have the pace-car honor at 

the Indianapolis 500-mile 

May 30. 

When the AMA decision to with- 
draw from racing and pace car 
activity was announced, Charlie 
Hedges of Arrow Pontiac, Indi- 
anapolis, immediately offered to 
supply the car for the 1958 race. 

Speedway owner Tony Hulman 
held the offer in abeyance because, 
he said, the speedway management 
planned to continue to select the 
car which was most outstanding at 
the time. 

Unofficial reports are that speed- 
way officials have decided Pontiac’s 
new developments qualify it for the 
selection. 


race 
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‘Automobile Yard" in Los Angeles— 

One of the new businesses created by foreign-car boom in this country is this 
“processing" operation at the Port of Los Angeles. Through its extensive harbor 
facilities, Signal Trucking Service, Lid., handles the cars from the time they arrive 
on the docks through all of the storage, repair and service stages, arranging for 
final transportation to dealers and distributors in seven Western states. The firm 
averages approximately 500 cars a month. Here a Mercedes-Benz receives a final 
check in Signal's “automobile yard.” 
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This is the Fuel Pump in demand... 
because it’s earned its reputation the 
hard way! In the ruggedest kind of serv- 
ice ... On cross-country runs...and with 
dependable performance! 





You're missing a bet unless you stock and 
sell popular, nationally-advertised Carter 
Power Center Fuel Pumps. More and 
more, leading automotive manufacturers 
are installing them as original equipment 
on cars and trucks. Call your Carter 
supplier now. 
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Roundup from State Capitals... 
Legislation Affecting Auto Industry 





UTOMOBILE insurance issues and related problems of| revealed that 969 of the persons 5 anaes ; : 
providing more effective protection ageinet, financially | tePlying favored special insignia jan Gan eh oe a ahion 

irresponsible motorists are attracting increased attention at| quypsggen 

both legislative and administrative levels throughout the 
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governor’s study commission on the | and cost statistics. Casualty insur- 
uninsured motorist, which will re-| ance firms would be required to 
port at the end of the year.” reimburse the state for the cost of 

Ss. « & operating the proposed rating 


Feud in Bay State re 


; Raising the minimum driving age 
ANWHILE, in Massachusetts,|from 16 to 18 years and requiring 
which was the first and for 


compulsory driver training courses 
many years the only state with 


in high schools are among numer- 
compulsory liability insurance, con- 


ous other proposals which have 
troversy continues over the present! been suggested as possible means 
setup. A flood of new bills on the 


of lowering Massachusetts insur- 
issue is already being filed for) ance rates. 

Insurance firms indicated, mean- 
while, they might appeal Humph- 
reys’ rate increase order to the 
Massachusetts Supreme Court, as 
they did successfully last year. 















judgment fund was approved by 
739 persons participating in the poll 
and rejected by 386. It was further 


By Bethune Jones 


Legislative Correspondent 


on the license 
plates of unin- 
sured motorists, 
while 564 opposed 


would allow competitive bidding 
among companies for compulsory 
insurance in the state. 


country. States considering following Massachusetts, New 
York and North Carolina in® rat cae 
the adoption of compulsory |land and New Jersey laws. 

motor vehicle liability insur-| Michigan Secretary of State James 





the idea. 

Hare, who was 
injured last year 
in an accident in- 


The insurance companies, under 
present Massachusetts law, will 
write the 1958 rates as established 
by State Insurance Commissioner 


* * * 


Maryland Operation 


N MARYLAND, Gov. Theodore 
McKeldin recently set up a 


ance laws include Michigan, where 

an 18-member commission is study- 

ing the problem preparatory to of proposed compulsory liability 

drawing up recommendations for) insurance. 

submission to the 1958 Legislature. 
The Michigan group also is con-| 53 percent of more than 2,000 


tims of financially irresponsible| #sainst it. 
motorists, along the lines of Mary- A proposal for an _ unsatisfied' tion to the recommendations of the' to fix rates on the basis of accident 





volving an unin-; Joseph A, Humphreys, who re- 
sured driver, has| cently tentatively announced an 
been advocating| @verage 9.1 percent increase in 
enactment of a| the 1958 rates. 

compulsory insur- Under the proposed new legisla- 
ance law. tion, insurance could be sold to in- 


M. Hare announced that results of 
a poll he ordered during the sum- 
mer served overwhelming approval 


board to administer a new un- 
satisfied claim and judgment fund 
law enacted earlier this year by 
the Legislature. The board consists 
of the state insurance commission, 
the state motor vehicles commis- 
sioner and four insurance company 
representatives. 

The Maryland fund, from which 
payments will be made after 
July 1, 1959, will permit motorists 
to collect for damages in acci- 
dents with uninsured drivers, 
drivers of stolen cars and out-of- 
state vehicles. 

The fund will be created by 
charging motorists who have 
liability insurance $1, uninsured 
motorists $8 and insurance com- 

panies one-half of one percent of 
their total premiums in the state. 

Claims presented to the Maryland 
Unsatisfied Claim and Judgment 
Fund Board will be apportioned 
among the insurance companies for 
processing, but payment of the 
claims to motorists will be made 
from the fund by the state treas- 
urer. 














Bethune Jones 
“It seems obvious,” he asserted | dividual motorists at a competitive 
sidering such proposals as the| persons polled on the issue, Hare (jn commenting on the poll results,| "te determined by their driving 
establishment of an unsatisfied| said 1,051 of these favored com- | “that with a 10-to-1 vote in favor| records. 

judgment fund to indemnify vic-| Pulsory insurance while 174 were | of compulsory insurance, the Legis-| Another Massachusetts proposal 


Noting that replies came from 





lature will give substantial atten-| would set up a state rating bureau 


: > > 


Tennessee Proposals 


ae State Legislative 
Council is considering proposals 
for the enactment of a similar un- 
satisfied judgment fund law and 
has heard the plan advocated by 
safety leaders and representatives 
of the Tennessee Bar Assn. 

Another approach to the unin- 

sured motorist problem is being 
put into effect in New Hampshire. 
State Insurance Commissioner 
Donald Knowlton announced in 
September that lower rates than 
sought by insurance companies 
had been established for com- 
pliance with a 1957 New Hamp- 
shire law which makes the “un- 
insured motorist endorsement” 
clause a compulsory provision of 
all motor vehicle liability insur- 
ance policies sold in the state. 

Under this clause, the insured 
motorist pays for protection against 
injuries caused to himself or his 
passengers by the driver of an un- 
insured vehicle. It also protects the 
insured motorist even if he is a 
pedestrian. 

Insurance companies had asked 
that the rates for the New Hamp- 
shire compulsory extra coverage be 
fixed at $3 for private passenger 
cars, $5 for commercial vehicles and 
$6 for public conveyances, the same 
as the extra coverage had been 
available previously on a voluntary 
basis. The State Insurance Depart- 
ment, however, set the rates at not 
more than $2 for private passenger 
autos and $3 for commercial vehi- 
cles and public conveyances. 

> * = 


Stiff Penalty Sought 


AmMonc other developments re- 
ported from state capitals, the 
New York State Assn. of Insurance 
Agents is planning to seek enact- 
ment next year of new state laws 
providing for driver's license revo- 
cation for persons with two or 
more serious driving violations. 

Under the proposed New York 
legislation, persons convicted two 
or more times of driving while 
intoxicated, reckless driving or 
other serious driving crime with- 
in a short period of time, would 
have their licenses revoked for 
a definite period. 

Motorists which the bills would 
affect are now penalized by being 
denied insurance under the as- 
signed risk plan, through which 
bad auto insurance risks are cov- 
ered by the insurance agents. 

Robert B. Douglass, Pottsdam 
chairman of the association’s legis 
; lative committee, said the present 
law puts the agents in the position 
of telling persons with serious con 

(Continued on Page 51, Col. 1) 






LOOK TO GABRIEL 
for the only complete line 
of shock absorbers 


You need never lose a customer because of his unusual 
or exacting requirements; there’s a Gabriel shock to meet 
every need— even those tricky special-purpose jobs: 


HYDROSHOX— preferred by millions of American 
motorists for smooth driving under average road con- 
ditions—to replace worn out standard equipment. 


AJUSTOMATIC—exclusive three-way adjustment pro- 
vides soft, medium or firm ride for the particular driver 
who wants the best in ride control. 


SILVER “E”—for hard driving and rough roads with 
heavy loads. Extra size provides the needed capacity for 
big cars, station wagons, light trucks. 


HEAVY DUTY—the acknowledged standard of excel- 
lence for long life and dependable service on trucks, 
buses and trailers. 


€abriecl 


SHOCK ABSORBERS 





THE GABRIEL COMPANY, CLEVELAND 15, OHIO 
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Legislative Roundup 





(Continued from Page 50) 


victions they are unable to insure | 
them. He contended the job of, 
penalizing bad drivers belongs to 
the State Motor Vehicle Bureau and 
not to agents. ; 


North Carolina Plan 


HE North Carolina Automobile 

Rate Administrative Office re-| 
cently filed with the North Carolina 
State Insurance Department a pro- 
posed preferred risk rate plan 
under which drivers who cause} 
accidents will pay more for automo- 
bile liability insurance than drivers | 
with good records. 

Under the proposal, a rating) 
period would be established cover- | 
ing the 18 months starting two 
years before a policy is issued and 
ending six months prior to the} 
policy date. 

Automobile owners who went 
accident free during this 18 
months would receive their lia- 
bility coverage at manual or base 
rates. Those who were the re- 
sponsible parties in one accident 
causing property damage only 
would pay a 5 percent penalty in 
addition to the regular premium. 
Those who cause an accident in- 

volving bodily injury alone or had 
two accidents involving property 
damage would pay 10 percent more. 
Those who couldn’t qualify under 









Pennsylvania 
Alters Tax Setup 
In Industry Bid 


HARRISBURG, Pa.— Five basic} 
tax changes made by the 1957 Leg- 
islature are cited by the State in a} 
campaign to attract new industry 
to Pennsylvania and expansion of 
established firms. 

The changes were: 

1. Exemption of manufacturers 
from capital-stock and franchises 
taxes. 

2. Completion on a statewide 
basis of the elimination of ma- 
chinery and equipment from local, 
ad valorem property taxation 
(there is no state-level general 
property tax in Pennsylvania.) 

3. Repeal of the tax on stock (se- | 
curities) transfers. 





4, Adoption of a permanent 3 per-| — 


cent sales tax, 
State revenue. 

5. Reduction of the sales tax on 
purchases made by manufacturing 
firms. 

“These changes, plus the absence 
of a State personal income tax and | 
the growing dependence of locali-| 
ties on nonproperty taxes, mean 
major advantages taxwise to com-| 
panies locating or expanding here,” 
said William R. Davlin, secretary 
of the State Department of Com- 
merce. 


principal source of } 


So Low. No Go? 


Not So, Auto Lyricist 


Records in Verse 


DETROIT. — Edsel Chief Stylist 
R. A. Brown waxed poetical in a 
discussion of car lowness before 
the annual convention of the 
American Society of Body Engi- 
neers. 

Brown opened his report by quot- 
ing E. B. White’s poem in a recent 
issue of The New Yorker maga- 
zine: 

“I'm dreaming of a car so long, 

so low, 

That it will touch the ground and 

will not go. 

Then I'll sit still, within my shady 

pleasance, 

And taste the joys of built-in ob- 

solescence.” 

Brown closed his presentation 
with a reply to White: 





“Dream no more, Sir, of cars so 
low, 

That they will be bereft of ‘go,’ 

Be heartened by planned obso- 
lescence, 

Which may save you from con- 
valescence. 


Lower vehicles will not just drop, 

Nor bring you to a perpetual stop. 

But will be styled for your pres- 
ence, 

Designed for safety, comfort, and 
your pleasance.” 


the first three provisions would pay 
a 20 percent penalty. 

In dealing with another automo- 
bile insurance problem, the South 
Carolina Automobile Dealers Assn., 
with the cooperation of the State 
Insurance Department, launched a 
campaign to halt the wilful destruc- 
tion of automobiles and trucks for 
the purpose of collecting insurance 
in that state. 

W. E. Hancock jr., Columbia, 
president of the dealer group, said 
the association was offering a $300 
reward to anyone, other than law 
enforcement agents, furnishing in- 
formation leading to the arrest and 
conviction of any person wilfully 
and unlawfully destroying an auto- 
mobile or truck for the purpose of 
collecting insurance. 


In settling an insurance rate | 


issue, the Virginia Supreme Court 
upheld the right of the State Cor- 
poration Commission to hold an 
insurance company to a higher 
rate charge than it wants to im- 


How To Repair Acrylic Finishes 
_ The Easy Way! 
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DDL-420 
JADE MIST © 


net wer sermccett! 


*DURACRYL is a trademark 


of Pittsburgh Plate Glass Company 


Dirzier now makes it possible to repair the new acrylic 
lacquer finishes used on many of today’s new cars as easily 


pose. The court affirmed a com- 
mission order granting Allstate 
Insurance Co. authority to lower 

its charges on some classes of 
automobile insurance, but deny- 
ing a deviation in others. 

Wisconsin Insurance Commis- 
sioner Paul Rogan warned insur- 
ance companies that the state 
might act against “unfair or decep- 
tive methods” in the handling of 
automobile claims settlements. 

Calling attention to complaints 
being received by his office, Rogan 
suggested a set of principles his 
department believes should guide 
underwriters in their claims adjust- 
ment policies. 

Rogan said each company should 
have adequate legal counsel, ought 
to investigate the facts of each 
claim, should handle claims without 
undue delay, should be courteous 
and straightforward with claim- 
ants, and should make settlements 
solely on the merits of the claim as 
shown by investigation. 

* aa * 
Thompson Veto Stands 

The Wisconsin Assembly failed 
to override Gov. Vernon W. Thomp- 
son’s veto of a bill which would 





|on Class A highways from 68,000 to 
73,000 pounds. 


: 
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as repairing standard lacquers. 


@ For this purpose Ditzler has developed a simple 3-point 
system of completely integrated acrylic products. DURACRYL 
colors are made from a basically new chemical compound with 
outstanding appearance and performance qualities. New 
DURACRYL is a distinctive, modern development of the re- 


search laboratories of Pittsburgh’s Paint Division. 


@ Ditzler’s new DURACRYL 3-point system can be used for 
spot touch-up or for complete refinishing on cars originally 
finished with acrylic type lacquers. New DURACRYL. colors 
are available in all the acrylic colors currently being used 


by manufacturers on new cars. 





DITZLER'| 


PAINTS ¢ GLASS « CHEMICALS ¢ BRUSHES « PLASTICS « FIBER GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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An Employe’s Family— 





and sisters, 
nephews of varying sizes and kinds. 


















SEND TODAY FOR 
“THE EASY WAY”! 


“acing the jack 


Mary Lou Cronin, a secretary at Chrysler Corp.'s parts division, took Family Day at 
the plant rather literally. Accepting the division's annual invitation to employes and 
their families to look over the plant and its products, she brought her family—all 
have increased truck weight limits | 46 of them. Included in the group were Mary Lou's mother and father, 11 brothers 
eight brothers-and-sisters-in-law, and an assortment of nieces 
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By U. S. Dealers for Rootes... 





Bright Future Seen for Imports 


By F. C. Livingstone 
Special Correspondent 

LONDON, — (UTPS) — The 60 
Rootes Group dealers who have 
just completed a tour of Britain 
see a bright future in the U.S. for 
foreign cars in general and British 
autos in particular. 

Don J. Smith, Norfolk (Va.) 
dealer who handles the Jaguar as 
well as Rootes products, put it 
this way: 

“If I could get twice as many 
(cars) as are allocated to me, I 
could sell the lot. I'm in the 
imported-car business to stay—just 
the same as the good British car 
will be able to stay in the Ameri- 
can market providing it doesn’t 
price itself out of it.” 

The dealers toured Rootes fac- 
tories in Coventry, saw cars being 
tested at the Nuneaton proving 


ICC Chairman 
Alarmed by ‘Feud’ 
On Truck Taxes 


WASHINGTON. — The chairman | 
of the Interstate Commerce Com- 
mission has expressed concern over 
the manner in which some states 
are increasing truck taxes. 

Owen Clarke said the moves 
have put tax reciprocity between 
the states “on very shaky legs.” 

Clarke pointed out that states 
have a valid interest in their high- 
ways and highway maintenance but 
added: 

“However, the unfortunate tend-| 
ency to soak the nearest and most | 
easily reached source of revenue 
so often the truck — has little to| 
commend it. 

“Right now we are witnessing a| 
virtual monster grow in the bitter) 
competition, and in some cases out} 
and out feud, between states for | 
the trucking tax dollar. I must con- | 
fess that from the viewpoint of | 
one who is charged with the duty | 
of helping to foster sound and | 
efficient transportation, the situa-| 
tion is, indeed, discouraging.” 








Vermont to Pay More 


For Private-Truck Rental 


MONTPELIER, Vt. — A higher 
minimum rate for rental of pri- 
vately owned dump trucks has been | 
announced by the State Highway | 
Department. 

The minimum rate was boosted 
from 65 to 75 cents a yard hour, 
said Highway Commissioner Wil- 
liam Foster. He explained this | 
means the State will pay $3.75 an| 
hour for use of a five-yard dump 
truck. | 


| 


i 
i 
| 
| 








MH mad 


FAST DRYER 











NEW “IR-7” 


Here's a fast action infra- 

red dryer on a stable 

25” circular base 

with MAN SIZED 

Control Knobs and Handles for 

quick adjustments. Heavily wired 

for 115/130 Volts. 
Call Your Jobber TODAY 

or Write vs NOW! 


TRIPPE 
xe 
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COMPANY, Dept. C-4 
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ground and saw Prime Minister 
Harold Macmillan open the Lon- 
don Motor Show. 

One of the dealers added by 
Rootes this year, Ralph E. Cousins, 
Leominster, Mass., praised the 
Rootes organization for fair distri- 
bution of cars in the U.S. 

He said some manufacturers 


Detroit Charities Given 
$114 Million by Chrysler 


DETROIT .—Gifts totalling $1,583,- 
774 to the United Foundation’s 1957 
Torch Drive from employes of 
Chrysler Corp. and from the Chrys- 
ler Fund were announced last week 
by L. L. Colbert, president. 

Chrysler Corp. Detroit-area em- 
ployes pledged $1,168,774 to the 1957 
Torch Drive through the payroll 
deduction plan. Robert W. Conder, 
Chrysler Corp. vice president- 
personnel, presented the $415,000 
Chrysler Fund gift at a luncheon 
for the Detroit area charity cam- 
paign. 





have a habit of letting cars ear- 
marked for one dealer get into 
the hands of another dealer 
nearer the port of entry. 

Cousins added: “I get my fair 
share of the imports and I only 
wish there were more coming in.” 

Glenn J. Carbray, Willits, Calif., 
said his franchises to handle the 
Rootes cars had made him “a 
thoroughly happy man.” “The size 
of the cars is right and the price 
is right,” he said. “It’s up to the 
English maker to keep them that 
way.” 

The rootes spare-parts program 
drew high praise from George E. 
Ray, Newport, R.L. 

“If I want a part which is not 
in stock at the group’s main 
spares depot, it is obtained by air 
freight for me as fast as possible 
from anywhere in the U.S., even 
from California, 


it’s the kind of service to bring} 
the customer in again next time) 
he wants a new auto.” 





| automotive industry, every week throughout the year. 


Dealers Visit Rootes Factory— 


U.S. auto dealers who sell the products of the British Rootes Group watch a 
British auto worker at his machine in a Rootes plant in Coventry. Sixty U.S. 
dealers toured Rootes facilities in England and attended the opening of the London 
Motor Show. 


“That’s what I call service and | - 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 





WHY PEL-STATE OIL 





PEL-STATE OIL COMPANY 


is Shreveport’s Largest 


City-Wide Tire Dealer with 


7 Tire Service Stations 
e All stations are equipped with 


automatic tire changers, wheel 
balancers, complete set of Seiber- 


ling sales tools and attractive 
Seiberling Point of Sale Displays. 


e All stations have their own 
budget departments which are 


open from 7 A.M. to 11 P.M. 


e The TBA Department is headed 
by Mr. Dewey Ray who has had 
a background of experience with 
several rubber companies; and 
in a remarkably short time has 


made Pel-State a “Tire Factory” in 
Shreveport by: 


(a) Operating time payment sales 
and accounting in seven service 
stations through one central office. 


(b) Training personnel in selling 


tires and batteries. 


(c) Supervising all advertising and 


merchandising. 


(d) Handling associate dealer sales 
to car dealers who sell Seiberling 
premium tire change-overs. 


2. 


3. 


4. 


5. 


6. 


TO SELL 


Mr. Dewey Ray, in charge of the TBA Department 
of Pel-State Oil Company, Shreveport, La., sums it 
up this way: 

Pel-State Oil Company decided to get into the tire 
business in January 1957. After checking other 
rubber companies, Pel-State decided to sell Seiberling 
tires because: 


Seiberling is an independent tire line made for 
independent dealers—and Pel-State is an independ- 
ent oil distributor. 


Seiberling gave Pel-State a protected tire market 
that coincides with its protected market area for oil. 


Seiberling offered quality—not just a typical jobber 
line of tires to be sold at a low price (and low profit). 


Seiberling has the best Road Hazard Warranty on 
passenger tires. And there are no adjustment prob- 
lems. Each of the seven stations handle their own 
adjustments and Seiberling stands back of them. 


Seiberling has excellent budget supervision with 
the flexibility of operation needed for Pel-State’s 
seven service station outlets. 


‘With Seiberling, Pel-State can make the biggest 
percentage of profit. 


FOR "BUSINESS WITH PROFIT’ IT’S 
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To Protect Mechanic, Car... 





Air Springs Demand 
Special Service Care 


(Continued from Page 36) 


Buick, One must pull the lift con- 
trol knob all the way out to raise 
the body and lock out the self- 
leveling feature. 

This knob is located beneath the 
instrument panel just to the right 
of the center heater outlet. Never 
attempt to jack an air-suspension 
Buick without first pulling this 
lever all the way out. 

Air-Poise Buick cars require 
special handling prior to being 
towed. To prevent the bumper 
from scraping or striking the 
ground while the car is being 
towed, it is necessary to block 
the end of the car. This proce- 
dure, warns Buick, is necessary 
regardless of whether the sys- 
tem is functioning properly or 
not. 

Even a system which is, or ap- 


pears to be satisfactory, may allow 
the car to settle as it is being 
towed, causing serious damage to 
the car. 


A 


Buffalo School Offers 


Courses for Mechanics 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. has urged 
members to encourage their young 
mechanics to enroll in new automo- 
tive courses at Burgard Vocational 
High School. 

Courses cover automatic trans- 
missions, engines and chassis re- 
pairs, electrical work and tuneup, 
body and fender repairs, welding 
and diesel maintenance and repairs. 


* * * 


SET of supports, two for the 
front and two for the rear 





may be made by any shop from 
suitable tubing in accordance with 
dimensions and drawings found in 
the 1958 Buick Towing - Pushing- 
Lifting & Wheel-Balancing Infor- 
mation booklet, Before the wrecker 
is hooked to the car for towing, it 
should first be used to raise the car 
for the installation of the supports. 

When these supports are in- 
Stalled, the Air-Poise system must 
not be in manual override position 
as the weight of the car is used to 
hold the supports in place. 

Mechanics are warned not to try 
to balance either front or rear 
wheels with an “on the car” type 
balancer while the Air-Poise sys- 
tem is in manual override. When 
the wheel is raised in the normal 
manner, the air will be exhausted 
and the wheel assembly will be 
supported on the rebound bumpers. 
There will be enough movement in 
the system when the wheel is spun 
to allow balancing. 

= * = 


Lower with Care 


XTREME care must be exer- 
cised to prevent damage when 
lowering the car, as the front sus- 
pension system will be empty, and 
the car will settle to the compres- 





High School Clubs Seen 
Easing Mechanic Pinch 


ST. PAUL.—Future Automotive 
Technicians of America clubs in 
the nation’s high schools can 
help ease the shortage of auto- 
motive technicians, J. Ray Riley, 
National Bushing & Parts Co., 
Minneapolis, told the convention 
of the Minnesota Industrial Assn. 
here. 

The new organization of high 
school students was proposed 
originally as a Minnesota state 
group, but it spread almost im- 
mediately into a national organi- 
zation. 





sion rubber bumpers before it re- 
turns to its normal trim. 

When the car settles, there is a 
possibility that the air tank can 
be damaged by being crushed by 
the frame of the floor jack. To 
prevent this, allow the car to settle 
to just below its normal trim posi- 
tion before completely lowering the 
jack. It may be necessary to run 
the engine to build up sufficient air 
supply to trim the car. 

Balancing the rear wheels can be 








OMPANY DECIDED 





a bana 


Pel-State Station located on 
Youree Drive. One of seven 
stations of this type in 
Shreveport. 


Budget Department of a Pel- 
State Station. All stations have 
budget departments of this 
type and the station man- 
agers approve budget sales. 
In photo: (left) Bob Mayes, 
Station Manager. (Right) 
Budget customer. 


Discussing Seiberling tires. 
Left to right: Mr. Ray, Man- 
ager TBA Sales, Pel-State Oil 
Co.; Mr. W. J. “Bill” Howard, 
President, Smith-Howard & 
McCoy, Inc. Insurance; and 
C. D. Gwin, Agent for Smith- 
Howard & McCoy, Inc. 

P.S. Mr. Howard bought a set of 
Seiberling Puncture-Sealing Sealed- 
Aire tires for his car when Mr. Ray 
showed him a side-by-side com- 


parison of Sealed-Aire and com- 
Petitive tires cross-sections. 


EIBERLING 





MR. INDEPENDENT DEALER-DISTRIBUTOR: We were able to show 
Pel-State Oil Company how they can make a bigger profit with Seiberling. 
And we would like to have the opportunity to show you, too. Why not write 
or phone me and arrange a time and place? I'd like to hear from you. 


L. M. SEIBERLING 


Vice President in Charge of Sales 
Seiberling Rubber Company 
Akron 9, Ohio + Phone Sherwood 5-1111 
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accomplished by placing the jack 
under the differential but again do 
not place the Air-Poise system in 
manual override. Keep the car as 
near level as possible with regard 
to side tilt, as the system will at- 
tempt to correct the trim height of 
the car. 

Extreme care must be exercised 
when lowering the car as it may 
not be at its normal trim height 
and the gas tank may be crushed 
by the frame of the jack. By care- 
fully lowering the car and allow- 
ing it to return to its normal trim, 
the jack can be removed without 
damage to the car. 

Pontiac says the car should be 
raised to its maximum height by 
starting the engine and pulling 
out “Car Lift” knob béfore jack- 
ing. After car has been fully 
raised, shut off engine and the 
car is ready for jacking. 

If the Pontiac “Ever-Level-Ride” 
system is operating satisfactorily 
the car should be lifted by pulling 
out “Car Lift” knob to provide 
more clearance for towing. If man- 
ual valve is not used, the system 
will lose all its air and the end of 
car remaining on the ground will 
ride too low. 

Special hardwood biocks, eight 
inches high for rear and 7-5/16 
inches for front should be used 
when towing a car which has lost 
air from the system. Operators are 
warned to tow car cautiously since, 
without use of springs, sharp 
bumps can result in severe damage 
to car. 

> aa * 


y Oldsmobile, it is im- 
possible to lock the elevating 
mechanism out. Blocks between 
the frame and body are suggested, 
however, when towing the vehicle, 
the same blocks that are used in 
preparing a car for shipment by 
rail are suggested. Mechanics are 
warned to make certain that the 
car is at normal driving height be- 
fore driving onto a hoist with rails 
above the floor level. 

While other companies with air 
suspension no doubt will come 
out shortly with specific instruc- 
tions on the points mentioned 
here, the operation of the system 
is so new that such instructions 
have not as yet been compiled. 

In all cases of air suspension 
cars, it is pointed out that the ac- 
cumulator tank should be drained 
at regular intervals, in most cases 
at approximately 2,500 miles. 


Shields Takes New Job 


ALBUQUERQUE, N.M. — Bill 
Shields has joined Imported Mo- 
tors, Inc. (Porsche - Volkswagen) 
as a service salesman. 


When business threatens 


ee to interfere with your 


plans to vacation at 





.-- give up business! 


Boca Raton, Florida 


| 
| 
| 
| 
| Stvort L. Moore, President 
| Robert B. Leggett, Menoger 
| 
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For Profits, Better Customer Ties . . . 


More Dealers Turn to Service 


(Continued from Page 36) 


they wholesale as well as retail 
; * + * 


Parts Expansion Slated - 

i> FACT so many dealers have 
found their parts departments 

such a good source of profit that 

22 percent report they intend to 

expand this department in the near 

future. 

Dealers generally also are en- 
deavoring to strengthen ties with 
used-vehicle customers, with 84.9 
percent reporting some kind of a 
used-vehicle warranty plan and 
93.1 percent an active service- 
followup plan. 

Asked “approximately what per- 
centage of your service operation is 
represented by each department?” 
the dealers reported 21.9 percent 
from minor motor work including 
tuneups, 19.1 percent from bump 
and paint, 14.8 percent from major 
motor work, 12.7 percent from the 
lubrication, 12:5 percent from mis- 
cellaneous services, 11 percent from 


brake work and 9.5 percent from 
wheel aligning and wheel balance. 
Dealers who operated a regular 
paint and bump department, 74.9 
percent, reported that 25.4 percent 
of their returns came from this 
work. 
* = + 
] 5 pwr yom reported they aver- 
aged 198 lube jobs and 75 engine 


Long Island Service Center 


Opened by Robert Bosch 


LONG ISLAND CITY, N. Y.—A 
new headquarters-service center, 
including shop and laboratory 
facilities, has been opened here by 
Robert Bosch Corp: 

In addition to sales and admini- 
strative quarters, the building has 
facilities for testing, servicing and 
overhauling Robert Bosch products 
which include spark plugs, auto- 
motive ignitions, fuel-injection 
equipment, radios, phonographs, 
television cameras and photo- 
graphic equipment. 


tuneups each month. This points up 
the great number of service con- 
tacts each dealer has. 

It is claimed that more service 
work drives out of the average 
shop than is done when the 
vehicle comes in. 

When a vehicle is brought in for 
a lube job, it is exposed to a 

mechanic who has an opportunity 
to check every part of the car or 
truck and note needed service. 

The need for a tuneup is evidence 
the vehicle is not performing prop- 

erly. It gives dealers an excellent 
opportunity to point out to the 
owner that other things may be 
affecting the performance of his 
vehicle. 

Dealers who have trained service 
crews to look for needed service 
items as they lube or tune a car 
have found it has increased service 
revenue by as much as 25 percent, 
has materially increased both their 
service and sales-floor traffic and 





“Set that milk can in and shut 
the lid. I think I’ve got a new 
sales point!” 





has resulted in better customer re- 
lations. 
a 7 * 


INTING out these needed serv- 
ice items has indicated to the 












@ division of SCOVILL 





a Always change the valve 
when mounting new 


tubeless tires 
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Every time you install a new tubeless tire, be sure to install a 
new Schrader valve, too. Protect your customers’ driving safety 
and the reputation of your tire’s brand name with a new Schrader 
valve. Make this simple service a profitable “must.” For full, 
built-in mileage over the entire life of a tire, the valve should 

be as new as the tire. 


Tubeless business—changeover, repair, replacement—is growing 
every day. Be ready with complete Schrader service. 


A. SCHRADER’S SON * Division of Scovill Manufacturing Co., Inc. 


BROOKLYN 38, ‘NEW YORK 


FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





owner that the dealer and is 
service men are interested in the 
customer’s welfare and in keeping 
his vehicle running properly. 
Showing the importance of 
service in today’s market, dealers 

reported they averaged 22 jobs a 

month running over $50 a job and 

31 a month under that figure. 

Many suppliers believe ihe 
painter buys most of the paint-and- 
bump department supplies, but this 
survey indicates several men are 
involved in such purchases. 

In answer to “Who buys paint in 
your dealership?” dealers reported 
the painter was involved in 40.6 per- 
cent of the purchases, the parts 
manager in 40 percent, shop fore- 
man in 166 percent, service man- 
ager in 11.3 percent, owners in 66 
percent and “others” in 0.6 percent. 

A total of 26.1 percent of the 
dealers said they have paint-mixing 
machines and mix 34.2 percent of 
their paint. 


* + * 


Tinted-Glass Trend Up 


ON teD-GLARS preference seems 
to be growing, according to this 
survey. Dealers said tinted glass 
was ordered in 43.3 percent of new- 
car replacement sales and in 396 
percent of older-car sales. 


Gasoline is sold by 51 percent of 
the dealers, 81.1 percent of those 
who do have outside pumps, and 
11.9 percent operate super service 
stations. 


As can be expected, 988 per- 
cent of the dealers provide auto- 
matic transmission service and 
46.9 percent have wreckers. 


A total of 86 percent reported 
they sell polish’ jobs, with an aver- 
age of 27 a month. 


Although most shock-absorber 
manufacturers claim dealers do not 
get anywhere near the available 
replacement shock - absorber busi- 
ness, dealers report they sell ap- 


proximately 12 sets a month. 
7 > > 


64 Percent Sell Tires 


unas are sold at retail by 64.7 
percent, 15.9 percent also sell 
| wholesale, 10.9 percent have sepa- 
rate tire departments, 25 percent 
buy direct from the tire manufac- 
turer and 38.6 percent sell snow 
tires with an average of eight such 
tires a month. 


Dealers reported an average of 
three hoists per shop, with 57.1 
percent saying they used hoists 
for repair work. They also re- 
ported an average of two air com- 
pressors per dealership. 

A total of 86.3 percent said they 
have front-end aligners, do an aver- 
age of 52 such jobs and 54 wheel- 
balance jobs a month. 


Ownership of brake-drum lathes 
was reported by 45.3 percent, with 
26 drum jobs a month. This seems 
to point up an additional service 
the alert dealer can offer his cus- 
tomer—checking brake-lining wear 
on every vehicle with over 15,000 
miles. Such a check no doubt would 
increase brake relines as well as 
save many customers from having 
to have their drums ground. 


Most Use Impact Tools 


AN ENCOURAGING sign of the 
times is seen in the use of time- 
saving impact tools by 88.1 percent 
of the dealers. A total of 40.4 per- 
cent of them own these tools and 
32.7 percent finance the purchase 
for their mechanics. 

While the sale of seat covers 
has dropped considerably in the 
last few years, 78 percent of the 
dealers sell an average of seven 
sets a month. 


Reports from dealers on 
windshield-wiper sales indicate this 
item is not pushed as hard as it 
should be, both for dealer profit 
and customer safety. Dealers aver- 
age only 21 wiper sales per month. 


More than one man is involved 
in the purchase of shop equipment, 
the dealers said. The survey indi- 
cates the dealer is involved in 65 
percent of such buys, the manager 
in 19.2 percent, the service manager 
in 56.7 percent and other executives 
in 8.6 percent. 

The dealer also is involved in 
39.5 percent of accessory purchas- 
ing, a manager in 10.7 percent, the 
parts manager in 74.9 percent and 
other people in 2.9 percent. 


Smith Named Manager 
SAN ANTONIO.—Rudy Smith 
has been named parts manager for 
Smith Motor Sales, Chevrolet dea!- 
ership here. 
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MERICA is a land of motorists. This view in St. 
Louis can be duplicated in any major city. , : 
Here are hundreds of makes, models and styles Where COTTON is used to keep automobiles 


of cars with one thing in common . . . universal use cooler quieter more comfortable 
of cotton in many forms. : ; 

Cotton is king of automotive fibers. More than 
200 million pounds a year are used for seat pad- 
ding, sidewalls, headlining, foundation sheeting 


HEADLINING 


Cotton is in the driver's seat in St. Louis 


65 | and upholstery materials, a volume greater than UPHOLSTERY MATERIAL SIDEWALLS 
er j the combined total of all other fibers.* 
7 Cotton makes modern cars comfortable, cool, 
quiet and attractive. 

in It is the only fiber that offers manufacturers the 
. quality they demand at a price consistent with 
aun strict cost controls. No wonder cotton thrives in 

the dynamic automotive industry. 
bh NATIONAL COTTON COUNCIL FOUNDATION SHEETING 
or Memphis, Tenn. SEAT PADDING 





*U. S. Department of Agriculture 1957 market research report 





ee 


a 


DETROIT.—Here is the schedule 
of field service schools for the 
next month—a regular feature of 
Automotive News. 


For Make Servicemen 


AMERICAN MOTORS— Zone 
parts and service personne] will be 
conducting schools with their 
dealers covering the 1958 product 
which includes Holley four-barrel 
carburetor, Flash -O- Matic trans- 
mission, push button control (trans- 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





mission), etc. These schools will be 
conducted in the various dealers’ 
place of business Nov. 25-Dec. 20. 


CHRYSLER CORP.—Center Line 
(Mich.) Training Center Program 
Nov. 25-Dec. 20. Class A—Rear 
axle, power steering, fuel injection, 
B engine. Class B— Torqueflite 
transmission, engine, power steer- 
ing, rear axle, Class C—Air condi- 
tioning, tuneup and carburetion. 


Class‘: D—Truck transmissions and 
brakes. 

DODGE DIVISION — Torqmatic 
six-speed automatic transmission, 
sure-grip differential, fuel injec- 
tion, and new constant-control 
power steering being taught in 
Minneapolis region. 

DESOTO DIVISION — Training 
program Nov. 25-Dec, 20. Class A— 
Rear axle, power steering, fuel in- 
jection, engine, Class B—Torque- 
flite transmission, engine, power 
steering, rear axle. Class C—Air 
conditioning, tuneup and carbure- 
tion. Class D—Truck transmission 
and brakes. In addition, new prod- 
uct schools are being held in the 
field. (Contact regional service 
manager.) 

FORD DIVISION — Nov. 25-Dec. 


20, the 35 Ford district service- 
school instructors will be conduct- 
ing complete service courses on 
1958 cars and trucks for dealer 
mechanics. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the latest fac- 
tory-approved service, maintenance 
and diagnosis procedures using the 
latest tools and equipment is avail- 
able on a no-tuition-charge basis 
to all personnel sponsored by 4 
GMC truck dealer or GMC truck 
fleet operator. The following 
courses are available: Rear axles; 
standard transmissions; automatic 
transmission (Hydra-Matic or twin 
Hydra-Matic); diese] engine (one- 
week tuneup class or two-week 
overhaul); gas engine tuneup; gas 
engine overhaul; power steering 


Mechanics 


Fast, versatile lift 


increases repair and service profits 


Actual case histories show that shop profits can be in- 


creased 50% or more when mechanics are equipped with 


this uriiversal repair and service lift. 


Fast loading and easy to operate, it handles all makes 


and models of cars. Repairs can be made with less labor 


to automatic transmission, differential and drive shaft, 


front end assembly .. . 


any undercar part. 


Efficiency, versatility and dependability of the Rotary 


Mechanics’ Lift have been proved in thousands of auto 


dealer and: repair shops throughout the country. It is a 


product of Rotary Lift Company, the original manufac- 


turer of hydraulic auto lifts... . and still the leader. 


in 











Maximum Accessibility—The Rotary Mechanics’ Lift 
was designed for shop work. There are no long rails or 


runways to get in the way. Both front and rear super- 


structures are designed to give wide-open undercar 
area. Wheels are free to rotate. Jacks can be raised 


independently to position car at any convenient angle. 


Write for more information. 


ROTARY LIFT COMPANY, Division of Dover Corporation 
Memphis 2, Tenn.—Madison, Ind.—Chatham, Ontario 


Other Rotary Lifts for mechanics’ use... 


Two-Plunger Frame 
Frame Pick-Up S Pick-Up 
Lift Lift 
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(in-line or booster type); carbu-e- 
tion; four-wheel drive; air susp: n- 
sion. GMC maintains classrooms in 
the following cities: Atlanta, Jack- 
sonville, Fla., Boston, Charlotte, N. 
C., Chicago, Milwaukee, Cincinne ti, 
Dallas, Houston, El Paso, Tex., De n- 
ver, Salt Lake City, Detroit, Cleve. 
land, Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, 
New Orleans, New York (two cen- 
ters), Oakland, Calif., Philadelphia, 
Washington, Pittsburgh, Buffalo, 
Portland, Ore., St. Louis and St. 
Paul, Address inquiries to Service 
Training Activities GMC Truck & 
Coach Div., Pontiac 11, Mich. 

STUDEBAKER-PACKARD — 
South Bend—A series of special 
training schools will be held for 
Mercedes-Benz dealers’ mechanics. 
| Three new, permanent schools have 
been established in New York, Chi- 
cago, and Los Angeles for the 
training of Mercedes-Benz dealers’ 
mechanics in those areas. Equipped 
mobile units to be used for training 
Mercedes-Benz dealers’ mechanics 
in the Southwest and Florida areas, 
Factory service schools at South 
Bend will conduct a series of 
mechanic-training classes on 
Mercedes-Benz products for dealer 
mechanics and members of factory 
field technical service staff. It is 
contemplated that this program 
will be a continuing one, which will 
be expanded as necessary. 


For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT OCO., Kalamazoo, 
Mich.—The Allen Power-Tune 
course and a new tuneup school, 
the Allen PM Tuneup School, de- 
signed especially for people who 
are interested in learning the fun- 
damentals of the tuneup business, 
is being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field service 
stations and instructed by the Allen 
representatives. Additional infor- 
mation can be obtained by writing 
directly to Allen Electric, 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave. North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame straight- 
ening and is located at 2103 Fifth 
Ave., Rock Island, Ill. Address all 
inquiries to Mildred T. Clark, regis- 
trar. Classes begin Nov. 25 and 
Dec, 9. 

BENDIX PRODUCTS DIVISION, 
South Bend— Courses are offered 
covering service and sales training 
on Bendix power brakes, Strom- 
berg carburetors, basic brake and 
power steering. The length of the 
course covering an individual prod- 
uct is normally one week and no 
tuition fee is charged. Additional 
information may be obtained by 
contacting the nearest Bendix dis- 
tributor or writing to the Bendix 
training director. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Next class will be held Dec. 2-6. 
Contact W. R. Brooks, instructor. 

DEVILBISS CO., Toledo — One- 
week classes of limited size cover- 
ing theory, maintenance and 
servicing of spray painting equip- 
ment. The subject of spray painting 
is broken down into four cate- 
gories: Industrial, auto refinishing, 
automotive jobber, and portable 
equipment jobber. No instruction 
charge. Applications may be ob- 
tained by writing DeVilbiss Co., 300 
Phillips Ave., Toledo, O. 

INLAND MFG. CO., Omaha — 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
for reservations or further infor- 
mation. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake- 
Service course will be held at the 
Raybestos brake-service schoo] and 
work shop located in Stratford, 
Conn. This course will consist of 

(Continued on Page 60, Col, 4) 
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the family toward their goal with ideas that 
set them to talking and doing and then 
buying all the things they need to put 

their plans into practice. A new 

kitchen leads to all sorts of new 


The right idea can change the everyday 
living habits of millions of families. 
And that’s the kind of ideas Better 
Homes & Gardens specializes in. 
Every page of this famous idea 


magazine shows men and women habits—to new interest in kitchen 
whose first interest is home and family 3 “f ea equipment, and cooking and foods. 
how to make their dreams come true. 2 ’ What a sales climate BH&G 


provides for any product that 
contributes to better family 
living! It’s unique among all the 
major media. Meredith of 

Des Moines . . . America’s biggest 
publisher of ideas for today’s living 
and tomorrow’s plans 


The dream could easily be a new kitchen 
—a wonderful new kitchen where Dad 
and Junior can shine as part-time chefs 
and Mother and Sis can whip up a 
plain everyday sandwich or a holiday 
feast with equal pleasure. 

Better Homes & Gardens keeps nudging 


/ ot America reads \ lH a(5 the family idea magazine 


4,350,000 COPIES MONTHLY 
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Planning Means 


By Ed Brown 
Staff Correspondent 
NEW YORK.—Profit or loss in 
the service department is very 
often a simple matter of proper 
layout of that department, accord- 
ing to Jerry O’Leary, modular spe- 
cialist now working for the local 
Volkswagen distributor, helping 
lay out and plan new Volkswagen 
dealerships in this area. 

“These people know that the 
actual success of this product de- 
pends almost entirely on the 
service that their dealers are able 
to present. They know that a 
clean, efficiently organized opera- 
tion means cheaper, more reliable 
service, thus customer satisfac- 
tion,” according to O'Leary. 

O'Leary, who has been working 
as a service specialist for the last 
20 years, feels that the acceptance 
of Volkswagen in this country has 
come about almost exclusively be- 
cause of the reliability and economy 
of dealer servicing, all of which is 
enhanced by the feeling of confi- 
dence the customer gets in a well- 
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planned and organized service sta- 
tion. 

One of the first things the VW 
people insist on is that no customer 
is permitted to wander around in 
the service station. All cars are in- 
spected and written up outside the 
actual service area. 

This presents a particular prob- 
lem to the “modular designer,” 
because he must in some way instill 
a feeling of confidence in the cus- 
tomer, who wants to be able to 
know what is happening to his 
“baby.” 

But at the same time the effici- 
ency of the shop must be main- 
tained — which means that cus- 

| tomers must not be permitted to 
talk to the mechanics while they 
are at work. 

As in a hospital, the service cen- 
ter, in buildings planned by 
O'Leary, is placed behind a wall of 
glass. Thus the customer looks at 
his “baby” through the glass and 
can see the cleanliness of the serv- 
ice station. The plan instills a feel- 
ing of confidence while maintaining 





Service Profit 


a standard of efficiency which 
guarantees quick, accurate, inex- 
pensive service. 

Customers can be escorted 
through the service station, by the 
service manager, if it is deemed 
advisable. 

The service manager himself, a 
man of a thousand duties, must 
always be strategically located, ac- 
cording to O’Leary. 

O’Leary places the service man- 
ager in a glass cage, located to 
overlook the service station, the 
showroom floor and the writeup 
area and.parts department, the 
latter two being generally combined 
into one area. 

Adopting the idea of most re- 
cent banks which have their vice- 
presidents sitting in the open, 
O'Leary places his service man- 
ager in the very hub of the deal- 
ership, generally in the center of 
the entire building. 

The manager has three doors, one 
leading to the showroom, one to the 
parts and writeup department, and 
the third to the service station. 





Planning for Profit— 


Jerry O'Leary works in his home studio 
on plans for service facilities for New 


York-area Volkswagen dealers. O'Leary 
believes proper layout of the service de- 
partment can mean the difference between 
profit and loss. 
* * 
Such central location saves the 
manager steps, cutting down on his 
fatigue, and increasing his effici- 
ency. 
A functional flow of work is 


CUSTOMERS... 





the oil you sell 
makes a vast lifference! 


sell the 


best — WoLF’s HEAD, 


100% Pure Pennsylvania. 


Superior 


oil ‘‘from the ground up’’. 


WoLr’s 


portant 


fortified 


motor oils, and then scientifically 


... provides maximum protection 
against sludge, rust and corrosion. 


premium quality motor 


HEAD provides the 


“extra” all around protection that 
modern cars and modern driving 
requires . 
on the open highway or in start- 
stop city traffic. 


.. whether at high speeds 


Made exclusively from Pennsyl- 
vania Crude—the world’s finest — 
Wotr’s HEap is refined three im- 


steps beyond ordinary 


to clean as it lubricates 























100% Pure Pennsylvania 
Scientifically Fortified 


WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 


cs Member, Penne. Grade 
Gout ad Crude Oil Association 


designed into each service depai t- 
ment to assure maximum cash 1r:- 
turn for every square foot of spa:e 
available. 

Every building is designed for 
two purposes and the location for 
every building is carefully select: d 
to be certain that it will be in a 
growing part of each community. 
Every VW building now going up 
can be used as a supermarket or 
clothing chain store should the 
need arise. 


Each building is carefully de- 
signed to allow for maximum light- 
ing at lowest possible cost, which 
often means surprising innovations 
which will allow for the use of 
large sheets of glass. 


Each building is also carefully 
designed to assure easy expansion 
should business or a different use 
demand. 

The interior of the building is 
designed to make use of good ap- 
pointments in areas in which cus- 
tomers must wait and in areas open 
to customer view. 


All of these matters are an in- 
tegral part of creating a sense of 
reliability and confidence for the 
customer. 


The Germans have come up with 
a dolly system which increases 
efficiency and saves space. 

A VW is placed on the rack. It is 
raised and a metal frame, about 
three feet high, and open at one 
end, is wheeled in under the car. 
The car is lowered until it sits on 
this dolly, and then wheeled off to 
another section of the shop where 
it can be worked on. 


Another car can be placed on the 
rack so that two cars are being 
worked on at once. The only limita- 
tion is the amount of space the 
dealer can find for dollies. 


In addition, a rolling chair has 
been devised, which places the 
mechanic at the proper height to 
work on any car on a dolly while 
seated. The chair has slots into 
which every hand tool he needs 
will fit. 


This eliminates fatigue on the 
part of the mechanic in two ways. 
He can sit while working, and he 
doesn’t have to constantly run back 
to his bench for a tool. Once a 
mechanic becomes accustomed to 
his rolling chair, it isn’t even neces- 
sary for him to look down to pick 
out the tool he needs. 

Once a car is on its dolly, it’s a 
simple matter to drop the motor. It 
can be taken into the “unit” shop, 
a small room set aside from the 
rest of the service station, where a 
specialist handles motor repairs. 
Having a specialist working on the 
motor and leaving the car avail- 
able for other work increases ef- 
ficiency and cuts down cost. 


O'Leary feels that there is a 
great deal in his present work 
which is quickly and easily adapt- 
able to the domestic dealer, both 
established and building, which 
can insure him a greater income 
on his available space. 

O'Leary also feels that with the 
new-car market continuing at its 
present discount level dealers must 
turn to their service tc make a 
profit. 


Chevrolet Builds 
In Richmond 


DETROIT. — Chevrolet started 
construction last week on a new 
zone office and warehouse building 
at Richmond, Va. 


The Richmond building, which 
will contain 73,000 square feet of 
floor space, is a part of the com- 
pany’s current nationwide expan- 
sion program to add nearly 2% 
million square feet of zone office 
and warehousing space in 12 dif- 
ferent cities. 

Scheduled for completion by mid- 
summer of 1958, the structure will 
serve as a Richmond zone office and 
as a General Motors parts division 
warehouse for 230 Chevrolet, Pon- 
tiac and Oldsmobile dealers in Vir- 
ginia. Similar buildings have been 
started in Jacksonville and Indian- 
apolis while two others have been 
completed in Cleveland and Cincin- 
nati. Three major supply depots are 
under way in Flint, St. Louis and 
Atlanta. 


Kiwanians Elect Rawls 


RALEIGH, N.C.—Guy W. Rawls, 
local automobile dealer, has been 
elected governor of the Carolinas 
district of Kiwanis International 
He is president of Rawls Motor Co 
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@ Jack Weed 





(Continued from Page 36) 


ant that he was leaving on a vaca- 


results of his work. And I hired 


tion and wanted -his car carefully| the best men I could possibly 


checked,” OADA reported. 


find, paying one a dollar an hour 


If the “super-salesmen” at each| over top scale, 


of the 83 spots visited had sold 
only what was obviously needed to 
comply with the customer’s invita- 
tion, sales on the trip would have 
topped $12,000—with no tradein, 
jong discount or “blue notes.” 

But only $278 worth of service— 
less than 3 percent—was sold. 

+ * = 


‘Blow It on the Horses’ 


ERE’S the deplorable record— 

the windshield got 80 out of 83 
possible wipes, only seven attend- 
ants mentioned the missing wiper, 
only five of the “reluctant order 
writers” looked at the door sticker 
and only three of these suggested 
an oil change, one guy did sug- 
gest a lubrication, and nine “eagle 
eyes” mentioned that the fan belt 
wasn’t too hot. 

The OADA says “dealers might as 
well blow their service department 
advertising on the horses, unless 
they can hire people who don’t 
mind doing a little selling now and 
then.” 

But how about those dealers 
and their ability to manage their 
own businesses? 

Sometimes I wonder if the re- 
tailing of automobiles and trucks 
hasn't an “Asiatic Flu” of its own 
that has been particularly violent 
for the past five or six years—a 
disease that expresses itself in “sell 
the cars, to h--- with the rest.” 

Of course the “rest” can mean 
sorely needed net profit (see 
NADA’s report on dealer net earn- 
ings), customer satisfaction and 
goodwill, a reputation for taking 
care of the customer, an emphatic 
lessening of service “come backs” 
that wipe out a good share of the 
amount of profit that could exist on 
the work now done and a substan- 
tial boost in parts sales. 

> 


Must Be in Command 


A DEALER hired a painter to 
paint his house and the painter 
did everything but the porches and 
the trim, I'll bet that painter would 
have difficulty getting his money. 
Employes need supervision, es- 


Invitations Mailed 
For Automotive 


Show on Coast 


LOS ANGELES.—Officials of the 
Pacific Automotive Show report 
that they have completed mailing 
invitations to interested groups for 
the 1958 show. 

The show will be held in the 
Pan Pagific Auditorium here Feb. 
20-23. Show officials report a good 
response has already been received 
on the invitations. 

Those planning to attend the 
show have been urged to make 
hotel reservations early and to keep 
in mind two converitions which will 
Precede the show. 

The National Standard Parts 
Assn. will meet at the Ambassador 
Hotel and the Motor and Equip- 
ment Wholesalers Assn. will gather 
at the Statler Hotel. Both meet- 
ings will be held Feb, 18-19. 


Goodyear Names Reliatex 

AKRON.—Appointment of Relia- 
tex, Inc., Miami, as distributor of 
Goodyear Tire & Rubber Co. foam 
Products, has been announced. Ed- 
ward Miller, vice-president, and 
Irving Schwartz, sales manager, 
head the distributor organization. 


Most dealers are in business for 
only one purpose, and that is to 
make money. 

In any retail endeavor to do that 
one must have customers, and sat- 
isfied customers bring in the great- 
est return. 

I don’t believe it is asking any 
businessman too much to manage 
his business and the most impor- 
tant point in the retail automobile 
business is the point of customer 
contact in the service department. 
Here is where the successful dealer 
has the greatest traffic flow, where 
practically 75 percent of his over 
head is located and where customer 
satisfaction is made or lost. 

+ > > 


No Place to Learn 


tion to this end of their business. 
They hire a service manager and let 
him hire his crew and supervise 
it. Yet as everyone in the business 
knows, competent service man- 
agers are as scarce as hen’s teeth. 

It isn’t entirely their fault. They 
have no place to learn management 
and the value of sound selling. It’s 
up to the dealer to find out the 
weakness of the man he has and 
do everything he can to help the 
Service manager do his job better. 

And the weakest spot in serv- 
ice management today is the 
point of customer contact, it is 
agreed by most experts. 

The quibbling between the after- 
market associations continues de- 
spite the fact that many moves 
have been made in the last few 
years that should have eliminated 
the cause for much of the former 
bickering. 

But even at this late date I have 
been called on the carpet for taking 
a release from MEWA at face 
value and not checking the other 
associations to find out if it meant 
what it said. 

So to make amends for not being 


y= FAR too few dealers payj|a crystal ball reader, I am repeat-/| “ 
any but the most meager atten-'ing a letter sent me last month by 
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Golden Jubilee 
Ford Hails Kansas Dealer 


For Long Service 


LEONARDVILLE, Kans.— John 
Stafford has observed his 50th 
anniversary as a Ford dealer. 

Stafford, one of three dealers who 
have been with Ford 50 years, was 
one of eight entertained by the 
company on its golden anniversary 
two years ago. 

Stafford received the following 
telegram signed by Henry Ford II: 

“My warmest congratulations to 
you on the completion of 50 years 
as a Ford dealer. You can be very 
proud of your half century of 
service to your community. May 
the years ahead offer you the best 
of health and happiness. All of us 
in Dearborn join with your host of 
other friends in wishing you the 
happiest anniversary.” 


Howard McMurchie of NSPA. I 
hope that this clears up any mis- 
understanding to which we may 
have been an innocent party. 

= > = 


Three Are Sponsors 
EFERENCE is made to the 


October 21 issue of AUTOMOTIVE | story every week 


News, wherein an article was 
printed entitled, “Jobber Promotion 
Programs Taken Over by MEWA.” 
The title of the article and the 
article itself ‘leads a reader, un- 
awhre of the true facts, to believe 
that the Motor & Equipment 
Wholesalers Assn. is the sole ad- 
ministrator of these two programs. 

“We would not be too surprised 
if an MEWA press release left 
you with that impression. However, 
to set the matter straight, we en- 
close a copy of a bulletin which we 
mailed to NSPA wholesaler mem- 
bers. In it we clearly state that 
the two programs have been 
‘turned over to the original three 
sponsoring associations, of which 
National Standard Parts Assn. was 
one.’ 

“Incidentally, the third sponsor- 
ing association which can now also 
offer the programs to its members 
—besides NSPA and MEWA—is 
the Automotive Engine Rebuilders 
Assn., who we are quite sure would 
be as interested as we are in hav- 
ing a future article in AUTOMOTIVE 
News clarify this matter.” 


Wondering how new-car and truck pro- 

duction and sales are making out? AUTO- 

MOTIVE NEWS gives you the entire 
the year, 


ee WIDTH 


DRIVE-ON LIFT 


Handles ANY 
passenger car 


accessibility. 


or light truck 


Large or small cars—the U.S. Adjustable 
Width Lift handles them all—with a 
simple adjustment that moves runways in 
or out in a matter of seconds—from a 
minimum of 36 inches between runways 
to a maximum of 45 inches. 


With narrower, adjustable runways to 
accommodate all size cars, the U. S. 
Adjustable Width Lift provides maximum 
working space and full under-car 
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information and 
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METROPOLITAN 
‘WORCESTER 


nd 


Market in 
assachusetts 






Only the Worcester Telegram-Gazette 


offers saturation 0 
coverage of the 0 
Worcester Market a Coverage 


The Worcester 
TELEGRAM ano GAZETTE 
WORCESTER, MASSACHUSETTS 
Howard M. Booth, Publisher 
MOLONEY, REGAN & SCHMITT, Inc. 


Notional Representatives 
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ore... 





What’s Wrong with Service? 


By L. H. Houck 
Staff Correspondent 
ST. LOUIS.—What’s the matter 
with service? Scene in a dealership 
many miles from here in a middle- 
sized town: 


Service door opens and a man 
about 60 drives through in a 
current model Cadillac. He steps 
out. The assistant service man- 
ager steps up. No smile on his 
face. The customer does not smile. 
He points to his radio aerial which 
is power retractable but does not 
retract. 

The ASM calls a serviceman who 
comes on the double. He tries to 
push it down by hand. He does not 
speak to the customer. The cus- 
tomer does not speak to him. 
Neither the serviceman nor the 
ASM smile at each other. 

The serviceman goes away. The 
ASM goes to a desk and gets a 
flashlight and looks under the dash. 
He then goes to the parts depart- 
ment and gets a fuse. He installs 
fuse. His set face never cracks into 
an expression of any sort except a 
blank stare. 

The owner stares at the devilish 
cause of his trouble. Suddenly it 
retracts under the clever button 
pushing of the ASM. 

There is no jubilation over this 
victory over chrome and electricity. 

The ASM takes his flashlight 
and puts it away. The owner gets 


into his car from the right side 
and satisfies himself that the 
aerial will move in both direc- 
tions, But he shows no expres- 
sion of satisfaction—merely a 
grim expression that means a 
recalcitrant piece of machinery 
has been put in its place. 

He gathers his raincoat about 
him and drives~- away into the 
gathering twilight of a rainy after- 
noon. 

This is as true a description as 
I can give of this particular inci- 
dent. It shows the wide gap be- 


tween servicemen, service Manag ers 
and the paying customers, so notice- 
able in a lot of service departments, 

Almost everyone has tried to ex- 
tract information from a service. 
man only to meet a barrier of 
evasion. 

They find service managers and 
mechanics alike hedging on mak- 
ing any positive statement, even 
about the weather. 

What’s behind this silence? 

Take the case of one new-car 
owner who had trouble with an 

(Continued on Page 65, Col. 1) 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 56) 


five consecutive daily sessions, each 
session going from 8:00 to 4:30, All 
phases of brake service work such 
as major and minor adjustments 
and complete brake overhauls of 
all types of both new and old brake 
systems will be covered. Personal 
instruction is augmented by a tech- 
nical, 78-minute, color, sound mo- 
tion picture showing adjustment 
procedure as well as changes made 
in 1957 brakes. Individuals who 
successfully complete the course 
will receive a certificate showing 
that they are qualified to work on 
all types of automotive brakes. The 
course will be conducted by A. 
D’Andrea, chief service instructor 
for Raybestos Div. Write to J. 
Kane for further information. 

STEWART -WARNER CORP. 
Chicago — Complete instruction by 
trained factory personnel will con- 
sist of actual bench repair, as- 
sembly and disassembly of control 
valves, meters, swivels, pumps, 
reels, electric power guns and 
specialized lubrication equipment. 
All living expenses during the 
student’s five-day. stay in Chicago 
are paid by the Alemite factory in 
addition to 50 percent of the round- 
trip transportation. Tuition is paid 
by the Alemite factory distributor. 

SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tuneup, will be 
conducted by field service repre- 
sentatives during the coming 
months. F.or specific information 
as to locations and dates, contact 
the local Sun representative or 
write Sum Electric Corp., 6337 
Avondale Ave. Chicago 31, IIL 
Similar courses are offered by Sun 
instructors in cooperation with Sun 
distributors throughout Canada. 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 


THERMOID CO., Trenton, N. J. 


—Brake-service school conducted at 
various times during the year, de- 


pending upon the demand. Instruc- 
tion covers complete information 


on adjusting and servicing all types 

of brakes. Sessions are held in the 

Thermoid engineering department 
= 


White Motor Co.'s mobile training unit 


test garage in Trenton, N. J. There 
is no tuition but students are ex- 
pected to pay their own transpor- 
tation and living expenses. Text 
books are furnished at no charge. 
For additional information write 
J. A. McLaine. 

UNITED MOTORS SERVICE — 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco - Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 


cinnati. 
* 7 


Jet-Engine Dewees 
Discussed with 


Auto Executives 


DETROIT.—Victoria Selmier, na- 
tional personnel director of North- 
west Schools, has conferred with 
personnel and training men at 
Ford, Chrysler, General Motors, 
and American Motors, regarding 
Northwest Schools’ correspondence 
course on jet engines. 

“Our course contains much mate- 
rial on the gas-turbine engine and 
recently local students have ex- 
pressed interest in learning of job 
opportunities in the automotive in- 
dustry rather than in aviation,” she 
said. 

“Since my national tour of jet- 
engine facilities included Detroit, I 
felt that this was a propitious time 
to consult the automotive industry. 

“Indications are that some per- 
sonnel presently employed in other 
capacities might be wise to study 
the principles of the gas-turbine 


engine.” 
> i 





White's Mobile Training Unit— 


for truck maintenance started its Eastern 


training schedule for the next six months at Miami, Fla. The unit transports all of its 


shop equipment and demonstrator units of 


White major components in a White 3000 


truck. It is handled by. Robert Dover and Jack Smith, field training supervisors. The 
schedule during the balance of the year includes courses in Tampa, Orlando, and 
Jacksonville, Fia.; Danville, Roanoke, Richmond, and Arlington, Va., and Baltimore, 
along with a number of special courses at White's Cleveland factory. 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

A FEW weeks ago I attended a 
convention of automobile deal- 
ers who presented several impor- 
tant legal questions, the answers to 
which should interest all dealers, 
assist them to avoid similar legal 
controversies and at the same time 
enable other 
readers and their 
lawyers to win 
unavoidable law- 
suits. 
One question) 
concerned the le- 
gal rights of a 
bailor. The legal 
definition of 
“bailor” is an au- 
tomobile owner 
who loans or oth- 
erwise places his 
automobile in temporary custody | 
of a company, firm or individual, | 
legally known as a bailee. 
Recently a higher court held that 
a bailor retains ownership to his| 
ear although a person steals it 
from the bailee, or the bailee sells | 
or mortgages it to an innocent) 
buyer. | 
For example, in Standard Mo- | 
tor Co. v. American Loan Sys- | 
tem, Inc., 209 Pac. (2d) 264, it was | 

disclosed that an automobile 

dealer was the owner of an auto- 

mobile. He placed it for storage 

purposes upon a_ used-car lot 

operated by the “Don Sales.” In 

other words, this dealer became 
a bailor. 
Thereafter, without knowledge of | 
the bailor, who owned the car, a 
chattel mortgage upon the auto- 
mobile was executed to secure the | 
payment on money borrowed by 
the “Don Sales.” The latter was a/ 
bailee, and it defaulted in making | 
agreed payments on the note, and 





L. T. Parker 





13 Dealers Hit 


In Tenn. Drive 


° | 

On Bootlegging 
NASHVILLE. — (UTPS) — The) 
State Motor Vehicle Commission | 
has revoked a Kingsport auto! 
wholesaler’s license and put two) 
more license holders on probation | 
in a crackdown on so-called auto} 


, bootleggers. 


The action was taken after a) 
hearing for 18 persons cited for 
violating a 1955 law, according to 
Commission Chairman Carroll 
Oakes. The commission also put 10) 
more license holders on probation 
and rejected applications for three 
more licenses. 

The law requires that anyone) 
selling cars in Tennessee must be 
licensed by the commission and) 
must sell his cars through a 
licensed dealer. 

Names of the license holders af- 
fected were withheld until they are 
notified by mail of the action, 
Oakes said. None “is an established 
dealer,” he said. 

Other violators will be cited be- 
fore the commission, he said, and 
prosecuted if necessary. The next 
commission meeting will be held 
in January. 





Tennessee Cities 


Get Safety Kits 


KNOXVILLE, Tenn. — (UTPS) — 
A safety packet—designed to help 
Tennessee cities solve their traffic 
problems—has been sent to the 
mayors of 134 towns and cities. 

The “Traffic Safety Kit,” com- 
piled at the University of Tennes- 
See by the Municipal Technical 
Advisory Service in cooperation 
with the Tennessee Municipal 
League, is designed to present 
workable laws, plans and proce- 
dures for improving safety. 

Each kit costs about $5, but 
MTAS officials said the kits could 
have the potential value of from 
$5,000 to $50,000, depending on the 
Size of the city and the extent to 
which the kit is used. 


Joyce Buick Opens 
Joyce Buick, Inc., 116 Park Ave. 
West, is the new Buick dealership 
in Mansfield, O. 


Bailor Can Recover 


|the bailee concerning the bailer | 


the lender, a finance company, re- 
possessed the automobile. 
* + * 


i SUBSEQUENT litigation, the 
higher court held that the bailor, | 
who owned the automobile, could 
recover possession of it from the 
finance company and said: 
“Everyone deals with a bailee at 
his peril and one who deals with 


property not only does so at his| 
peril but is charged with notice of | 
its real ownership.” 

For comparison, see Illinois Co. 
v. Patterson, 15 P. (2d) 699. In 
this case the testimony showed 
that an owner sold his automo- 
bile under a recorded conditional 
contract of sale to a purchaser 
who, without authority or knowl- 
edge of the seller, sold the auto- 
mobile. 

The higher court held that the 


1 





|}owner could recover possession of provision for violators. 





the automobile from the purchaser, 
and said: 

“Possession under a conditional 
sale, with the right of the vendee 
to use the automobile as his own 
does not clothe the latter with such 
indicia of ownership as to estop the 
owner from asserting title as 
against a bona-fide purchaser from 
the conditional vendee.” 

a * = 


New Jersey Court Voids 


2 Sunday-Closing Laws 


TRENTON, N. J.—The State 
Supreme Court has voided two mu- 
nicipal ordinances barring certain 
businesses from operating on Sun- 
days and has suggested that the 
Legislature review New Jersey’s 
Sunday-closing laws. 

The rulings involved Woodbridge 
Township and South Orange. The 
court held the ordinances invalid 
because they prohibited the sale of 
certain items on Sunday while 
allowing the sale of others. 

The decisions struck a blow at 
efforts by municipalities to| Veteran Ford Dealer Cited— 


strengthen the State’s broad policy . . . 
against “no worldly employment or John H. Eagal sr., center, president, John H. Eagal Co., Stockton, Calif., receives 


business on Sunday.” A State law his eighth Ford Four Letter Award from James A, King, Ford San Jose district sales 
to that effect was upset last year| ™anager. Eagal has been a Ford dealer for over 37 years. Looking on are Vince 
because it contained no penalty | Erardi, left, Eagal sales manager; Walter J. Cooper, second from right, Ford 


general sales manager, and John H. Eagal jr. 











© new way to control parts inventory... 





-oeREPUBLIC’S PLAN-O-GRAPH SERVICE 


Take stock off your shelves and put dollars in your 
pocket with the Republic Plan-O-Graph Service. 
Factory-trained experts design bins and shelving to 
your specific needs and services. 


Orders flow in, items flow out because space is 
utilized efficiently. And with Flexi-Bilt Parts Bins on 
the job, parts, numbers, and prices can be tagged 


clearly, easily. 


Start saving today! Call your Republic representa- 
tive and let him take the worry and work out of your 
parts inventory. Or, send the coupon below. 


REPUBLIC STEEL 
BERGER DIVISION 





Here's Republic Plan-O-Graph Service at work. This factory- 
trained expert is outlining the many advantages and economies 
you, too, can enjoy with controlled inventory through Republic 
low-cost standard bins manufactured by the Berger Division. 


. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 
DEPT. C-4615R 


1078 BELDEN AVENUE + CANTON 5, OHIO 


Please send me complete information: 
0) Republic Plan-O-Graph Service (} Flexi-Bilt Parts Bins 


Canton 5, Ohio 
i a et 
Company 
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BRACKET BENDER — High speed bend- 
ing with easy loading and unloading are 
said to be featured in this Pines special 
bender developed for the automotive 
industry. The port shown is a steel, 


U-shaped radiator support channel of |. 


about 14-inch overall, which takes two 
90-degree bends on a 3%-inch inside 
radius. Production is at a rate of 1,000 
bends per hour. Material handling in and 


out of the bender is facilitated by the) 


vertical design which features two pivot- 
ing heads that form two 90-degree bends 
simultaneously. Pines Engineering Co., 
Inc., Avrora, Ill. 





BEND TESTER — Stee! City Testing Mo- 
chines, Inc., 8817 Lyndon Ave., Detroit, 
Mich., has introduced its model GB-124 
Guided Bend Testing Machine, designed 
to test butt-welded samples in accordance 
with the quolification procedure of the 
American Welding Society, and the 
American Society of Mechanical Engi- 
neers. The tester is 70 inches high, occu- 
pies a floor space of approximately 
18 x 24 inches, has a 15,000 pound 
copacity, and employs a \% horsepower 





TIRE RETREADER—The Lodi TS-1 Bandrix 
and Bandrix Spreader are designed to 
simplify and speed up the process of 
retreading a tire. The spreader separates 
the beads of the built-up tire, decreasing 
the overall diameter so thot the tire can 
enter the long skirt Bandrix. After the 
curing tube and rim are inserted, Lodi 
tread-centering plates automatically posi- 
tion the tire in the precise center of the 
Bandrix so that straight treads are assured 
every time. Super Mold Corp., Lodi, Calif. 

2-6 


Corrosion Inhibitor’s Use 


As Additive Suggested 


Triethylammonium phosphate 802, 
according to Beacon Industries, 
Inc., 33 Richdale, Cambridge 40, 
Mass.,/is an extremely effective cor- 
rosion inhibitor at low concentra- 
tion and is suggested as an additive 
in closed systems where water, 
glycerine, alcohol or glycol are used 
and where corrosion is a problem. 

It is described as a yellowish 
viscous liquid, soluble in water, al- 
cohol, glycols and glycerines, and 
is suggested as an additive to cool- 





NEW PRODUCTS 


ants to inhibit rust formation in 
automobiles, in hot water systems, 
industrial cooling systems, tractors, 
road-building machinery, marine 
engines, oil drilling rigs, and air- 
planes and in heating coils for con- 
crete roads and driveways. 





VULCANIZING MATERIAL—The applico- 
tion of Pang, a self-vulcanizing product 
introduced by Automatic Vulcanizers | 
Corp., New York., N. Y., is demonstrated | 


| above. A hole in a white sidewall, cleaned | 


and buffed, is being coated with the} 
Peng vulcanizing solution that replaces 
cement. Next, a feather-edged, reinforced | 
section is placed on the inside. The re-| 
placement rubber, consisting of Pangit A 
and Pangit B, is mixed for the outside 
of the sidewall. After the replacement 
rubber is applied, the surface is stitched | 
and rolled to expel air pockets and 
smoothen. Chemical vulcanization of the 
Pang products automatically takes place 
at ordinary room temperature, it is 
claimed. In 20 minutes a permanent 
repair has been made, without heat or 
pressure, that is an integral part of the 
tire, it is said. | 








ARC WELDER—The “Handy Andy 100" 
arc welder hos been marketed by Hobart 
Bros., Troy, O. Here, the arc welder is | 
being used to repair an auto bumper | 
bracket, A discarded roll-c-way typewriter | 
stand mokes it portable and the fact that 
it can be operated on any standard 110/ 
220-volt, single phase circut, fused for 30| 
amps. mokes it convenient to use ony- | 
place in the shop. It has a 100 amp. 
capacity. 





TAX CALCULATOR—An _instant-reading 
payroll tax calculator that gives 100 per- 
cent accurate readings of withholding tax 
and the new 2% percent F. |. C. A. tax 
automatically, without a pencil, has been 
marketed by Paul S. Morton Engineering 
Service, 5131 Meadowlark Lane, Kalama- 
zoo, Mich. Made of bakelite rigid vinyl 
plastic, it will not warp or change shape, 
so that scales stay in alignment. Three 
models are available: One for weekly 
wages, one for semi-monthly wages up 
to $140 and the other for semi-monthly 
wages from $140 up to $500. 








CUSTOM TRIM Custom trim that 
may be used indoors and outdoors has 
been announced by Sutone Corp., 3001 E. 
Twelfth St., Los Angeles 23, Calif. Made 
from the DuPont Mylar, it is said to be 
unaffected by water, oil, grease or dust 
it cannot tarnish, fade or rust. No tools 
are required for installation, it applies 
like tape. It can be cut to any shape 
with an ordinary pair of shears. The trim 


is available in chrome or gold finish and | 


in rolls of 1, 2, 3, 6, 12 and 18-inch 


widths. 
ss @ 





SPARK PLUGS—Bosch spork plugs are 
now available for American cors, it has 
been announced by Robert Bosch Corp. 
Independent service and repair stations 
will now be able to carry Bosch spark 
plugs as basic inventory. Manufactured 
by Robert Bosch GmbH of Stuttgart, Ger- 
many, since 1902, the complete line of 
Bosch spork plugs are said to have the 
widest productive heat range and are 
available for all types of motor vehicles. 

aS a 
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CARBURETOR 
Gumouter has been announced by the 


CLEANER—An improved 
Gumout Division, Pennsylvania Refining 
Co. in Cleveland, 2686 Lisbon Rd., Cleve- 
land 4, O. The specially designed service 
kit is used with Gumout carburetor clean- 
ing fluid and is said to make carburetor 
cleaning easier and quicker, it is claimed. 
The Gumouter No.’ 610, according to the 
manufacturer, gives these advantages to 
users: Durable plastic container has one- 
quart capacity for Gumovut cleaning mix- 
ture: dispenser is graduated for easy quick 
measurement of Gumout and gasoline; 
sturdy “hanger™ provides easy attachment 
to underside of hood, and cleaning fivid 
level is visible. at all times. 
ao 


Automotive Lamp Gasket 
Composed of Rubber, Cork 


A material for automotive lamp 
gaskets composed of synthetic 
rubber and ground cork and known 
as YK950 is being offered by Arm- 


strong Cork Co., 1010 Concord St., 
Lancaster, Pa. 

The company claimed the ma- 
material resists ozone, has a low 
water-absorption rate and a high 
degree of compressibility. 





HEMMING MACHINE — Delta Welder 
| Corp., 8525 Livernois, Detroit, Mich., has 
| introduced the “Delta Hemmer,” a 
machine for crimping automobile doors, 
hoods, deck lids or any parts, not neces- 
| sarily automotive, requiring a hem die 
and press. The “Delta Hemmer” is said 
to eliminate the present problems en- 
countered in hemming multi-contoured 
doors, requires little floor space, makes 
| high-bay areas available and reduces 
down time. The unit can be modified to 
| hem practically any shape, which makes 
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WASHING MACHINE—A portable wash- 


ing machine, 14 inches high, weighing 
nine pounds, and able to turn sinks, 
large dishpans or tubs into full-fledged 
laundry centers, has been introduced by 


AMI, Inc., Grand Rapids, Mich. The unit, 


| called AMI Tub-Less Washer, is said to be 


ideal for use in trailer homes. It owes 
its small size to the fact that it has 





no tub. It sits on suction cups in tubs or 
basins and operates wherever electricity 
is available. Capable of washing up to 
four pounds of clothes in seven to 10 
minutes, the washer's motor is said to 
be completely safe, even when submerged 
in water. 





SOLDERING IRON—A pencil-type sol- 
dering instrument called the Oryx model 
25, has been designed for high tempera- 
ture precision soldering. The model weighs 
less than one ounce, yet achieves tip 
temperatures of 1,000 degrees Fahrenheit. 
It features a 24-watt builtin element sup- 
plied with replaceable 3/16-inch nickel 
end tip. A \%4-inch copper-chrome alloy 
tip is also available. The unit operates 
on 12 volts, two amperes, either AC or 
DC. It can be operated from a battery 
supply or 110 volts AC using a step- 
down transformer. Oryx Co., 9015 Wil- 
shire Bivd., Beverly Hills, Calif, 





| it adaptable to all fields of production. q 








DRIVEWAY MARKERS—A reflector-type 
driveway marker, designed to keep ve- 
hicles off lawns and shrubbery, has been 
introduced by C-F-G Associates, division 
of Chapman Products Co., 1940 W. Eight 
Mile Rd., Detroit, Mich. Marketed under 
the name Drive-Gards, the markers are 
offered in sets of four. The specially 
designed reflector caps stand high enough 
to be seen easily day or night, even in 
deep snow, and provide year-round pro- 
tection against car or truck run-offs, it is 
claimed. Each Drive-Gard consists of three 
parts: A threaded steel base, a flexible 


recoil spring and an upper rod-and-reflec- 
tor combination. 





EPOXY SOLDER—"3M" brand body 
solder, an epoxy resin material which can 
be hardened in any of three ways, has 
been announced by Minnesota Mining & 
Mfg. Co., 900 Bush St., St. Paul 6, Minn. 
A single pack of the body solder con- 
tains the working equivalent of more than 
40 pounds of lead, it is claimed. The 
shop man has a choice of three curing 
methods. The quickest way to cure the 
epoxy repair is with a torch, using the 
cool flame method, which takes 
two minutes; the heat lamp method re- 
quires five to 10 minutes, and air 
drying takes six to eight hours at room 
temperature — which is convenient for 
overnight curing. 


FRAME LIFT—A frame left which raises 
from both lengthwise and crosswise posi- 


tions and is able to handle American 
and foreign cars has been developed by 
Joyce-Cridiand Co., 2027 E. First St., Day- 
ton 3, O. Named H-Master Turn About, 
the lift contains a combined non-rotating 
device and safety latch that automatically 
locks it in either position. Equipped with 
70-inch rails, the lift has been designed 
to contact frames on 97 percent of all 
American and foreign cars of 98.5-inch or 
longer wheelbase, including “bowed” 
frame models, operating in lengthwise 
position and without adapters. For cars 
shorter than 98.5-inch wheelbase, the 
superstructure can be rotated 90 degrees, 
where a second bracket locks to the non- 
rotating device and safety leg. Eight 
models are available, with the option of 
full-hydraulic-air, semi -hydraulic-air, or 
full-hydraulic-electric operation. 
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News to Note... 


Auto World in Brief 


MADRID.—Arrangements have 
been completed for an investment 
of more than $350,000 by Avis Rent- 
A-Car System in the largest car 
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through their present financial 
emergency as an alternative to 
Government subsidies. 

In a letter addressed to the 
executive heads of the nation’s 14,- 
825 largest corporations, Curtice 
said that the medical schools need 
$10 million additional annual in- 
come to “enable them to add 
teachers, expand enrollments and 
open new courses in areas of 
recent scientific progress.” The let- 
ter formally opened the fall appeal 
of the National Fund for Medical 


rectly, how to machine ceramic 
tooling, how to make low-cost cast 
ceramic tools and how to fasten 
ceramics correctly. 





per price, in addition to new mer- 
chandising approaches, newly de- 
veloped uses and long-range 
growth in the economy soon will 
add new sales to the declining 
brass and copper fabricating busi- 


ness. 
* * * 


Purchase of New Autos 
Delayed by State of lowa 
DES MOINES.—tThe State of 


Iowa has delayed new-car pur- 
chases for “about 30 to 45 days” 


rental ae in Sense F meee an- ya oe Education because of the introduction of 
nounced at a meeting o uropean cE : 7 1958 models. 
members of the Avis System in Glass Tape Machines Sold i 4 


Spain. 

Vice-President William P. Bitten- 
bender, in charge of Avis interna- 
tional operations, said the funds 
will be used for expansion of the 


Mack Publishes Manual 


For Training Truck Drivers 
PLAINFIELD, N. J.—An operat- 

|}ing manual for truck drivers, with 

| a special section on jackknifing, has 


NEW YORK. — Hess, Goldsmith 
& Co., Inc., has acquired machinery 
and equipment of the Wissahickon 
Asbestos Co., Ambler, Pa., manu- 
facturer of fiber-glass tape. 

= * + 





“We don’t 


stress speed any- 





Iowa normally buys Chevrolet, 
Ford and Plymouth. 

Car dispatcher Walter Ruther 
told the State Executive Council 
he believes there will be more 
competition among bidders if the 


-type operations of Avis-Nolauto System, | Mack Trucks, ; : 

, ve. | Milan. Avis-Nolauto operates about CohkCatitben |e | Se Sees State waits until the public has 
been 200 cars and trucks and maintains} BEAUMONT, Tex.—A $5,000 loan| ‘The 41-page manual, “Operating| Zoom!” ae : models, 

fision offices in Milan, Rome, Genoa,/has been awarded by the Small| Tractor-Semitrailers,” will be of-|_ oe 

Eight — Venice and Naples, he| Business Administration to Gordy| fered to fleet owners, driver-train- Bettcher Mfg. Acquires 

inder : Motor Co. ing organizations, educational insti-| Brass Mills division executives by . ° ° 

ore ae ee 2 2.» |tutions and safety organizations. | Stillman Elfred, Olin Mathieson Apex Washing Machine Line 
a Industry Leaders to Study Industry Urged to Aid oe Chemical Corp executive vie see oe a ae a bee 
Ou : . ° a : 

. a Petrochemical Prospects U. S. Medical Schools Brass Outlook Is Bright, president in charge of the division. es | me of ones See 
pro- NEW YORK—Prospects for | new YORK. — General Motors | Olin Mathieson Aide Says He said a gradual improvement/ Mfg. Corp. Cleveland, by Apex 
it is Gulf Coast petrochemicals will be | president Harlow Curtice called) NEW YORK.—A business upturn|is anticipated in the demand for| electrical manufacturing division 
three explored by chemical and petrol- | .,on business and industry to help|for the brass industry was pre-| brass products and expressed con-|of White Sewing Machine Corp., 
xible eum industry leaders at a joint |}. nation’s 82 medical schools| dicted at a meeting of Western’ fidence that a more stabilized cop-' Sandusky, O. 

Mec- meeting of the Commercial Chem- 





ical Development Assn. and the | 
Chemical Market Research Assn. aac :  ieikeltet ahe Ss 
in Houston Nov. 20-21. . aA ; est tndk oak oe oa 
Speakers include John D. Mc- 
Pherson, vice-president of Jeffer- 
son Chemical Co., Inc.; Dr. | 
Harold Vagtborg, president, 
Southwest Research Institute; E. 
H. Walet jr., president, Jefferson 
Lake Sulfur Co. and H. G. | 
Roebke, assistant general mana- 
y ger, Texas division, Dow Chemi- | 
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a 
Hertz Adds 2-Way Radios | 
CHICAGO.—-Hertz Rent-A-Car 
System has equipped cars in Dallas 
with two-way radios—first in the 
System to have them. 
> * * 


Uncle Sam Bars Refund 
On Gas Lost in Casualty 


WASHINGTON. — The Internal 
Revenue Service has ruled that a 
distributor or dealer cannot obtain 
a refund of one cent for each gal- 
lon of tax-paid gasoline lost in a 
casualty. 

Basis of the request to the IRS 
was that the gasoline was not used 
for any highway purpose. The IRS 
said that in order for the purchaser 
to be eligible for a tax refund, the 
gasoline must have been used for 
@ purpose other than as a fuel in 
the designated highway vehicles. 

* = 


’ * 
Bosch Unveils Service, 


Headquarters Center 


NEW YORK.—A new headquar- 
ters-service center, including shop 
4 and laboratory facilities, was un- 
veiled by Robert Bosch Corp., as 
part of its program to meet in- 
creasing demands for its automo- 
tive, fuel-injection, electrical and 
household equipment. 

Located in Long Island City, N. 
Y., the new building also includes 
expanded sales and administrative 
quarters and facilities designed for 
testing, servicing and overhauling 
many Robert Bosch products. 

* * - 
Globe-Union to Build 
Battery Plant at Tampa 

MILWAUKEE, — Globe-Union, 
Inc., has announced plans for a 
new 70,000-square-foot storage 
battery manufacturing plant to 
be located at Tampa, Fla. 

The new plant, together with 
machinery and other equipment, 
is expected to cost more than 
One million dollars, according to 
C. O. Wanvig jr., vice-president 
of the company. It is expected 





Pete Penn helps you 









WITH PENNSYLVANIA 
MOTOR OIL 





You’re a car-maintenance expert when 
you recommend a brand of Pennsyl- 
vania Motor Oil to your oil-change cus- 
tomers. Customers will thank you for 
extra oil mileage and less engine wear. 

Made from the world’s finest crude, 
Pennsylvania Motor Oil is the out- 
standing lubricant for the fast-moving, 
close-fitting parts in today’s high- 





for 


compression engines. Suggest a refill 


with Pennsylvania. 


IN 1957... | 
96,500,000 MESSAGES 


by Pete Penn in these leading national magazines will 
be selling car-owners on Pennsylvania Motor Oil. Your 





ae that construction will be started suggestion to “refill with Pennsylvania” will help you 

td before the end of the year, with italize P 1 : 9 . tati ° 

- ieebtieiion ter came aed, capi on Pennsylvania’s superior reputation, main- 
* - of . . ee 

ally Duramic Offering Course tained through 34 years of consistent advertising. 

red On Use of Ceramic Tooling 

» Naw Tene Desems c Products 

ae vision, Technion Design & Mfg. 

d ian: dee eck Ge we taclalae MAKE MORE OIL PROFITS WITH A BRAND OF 

jise school for production personnel to 100°. PURE & 

ars meet the demands of customers in Fe YW 

the the electrical, electronic, instru- é& a Pe & LVA fe # A 

es, eee! were and automotive in- mM OT oO R Ol L ala 

on- ustries for information on best EES 

ght methods for using high-temperature SoS 


of ceramic tooling. 
The course covers such topics as 
how to design ceramic tooling cor- 
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Across the Nation .. . 





Auto Dealer Changes 


Bernie Sonsthagen has opened his 
new Cass Motor Co. in Casselton, 
N. D., where he will sell new and 
used cars. 

* + om 


Henderson Ford Moves 


Henderson Ford has moved to 
new quarters at Eighth and Jeffer- 
son, Springfield, Ill. Jimmie Hen- 
derson is the owner. 

* + * 


Woodson Pontiac Moves 


Woodson Pontiac has moved to a 
new location, 3926 Williamson Rd., 
Roanoke, Va. The dealership adver- 
tised 35,000 square feet of parking 


space at the new location. 
* + + 


Whitlock Opens Ford Deal 


Grady Whitlock Ford held its 
grand opening Oct. 18-20 at 19-21 
By Pass, Beckley, W. Va. Grady 
Whitlock is owner, Eugene Holt, 


sales manager; Aubrey Janney, 
used-car-truck service manager 
and Joe Holley, truck manager. 

+ * + 


Edsel Dealers Buy Building 
Don and Marie Rasmussen of 
Don Rasmussen Co, (Edsel) have 
purchased the building housing the 
firm at NW 15th and Burnside. 
* * * 
Dayton Rambler Debuts 
The 1958 Rambler was on display 
at the grand opening of Dayton 
Rambler Sales & Service, 3020 N. 
Dixie Dr., Dayton, O. 
oa * + 


Bob’s Rambler Opens 


Robert Freese has established | 


Bob’s Rambler, Inc., at 241 Spring 
St., NW, Atlanta, former location 
of Reeves Lincoln-Mercury, Freese 
was formerly a Nash dealer in De- 
troit. William R. Shumacher is gen- 


Of course 
You make a nice profit on a lot 
of fine products and services 


siti 
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| Fourth and Jackson. D. J. Bruss is . 





used-car manager. 
+ * 


eral manager and Everett ma 
+ 


Edsel Signs Werner 


An Edsel] franchise has been 
granted to Werner Motor Co. 
(Ford-Mercury), Inc., 330 N. Main} 
St., Tell City, Ind. Charles Werner | 


sr. is president. 
x * * 


Cu 
Davis Motors Opens T4 3 
“The Onn, Se 


A special factory film, 
Volkswagen Story,” was shown at 
the grand opening of Davis Motors, 
Inc. (Volkswagen), 1639 Nile Rd. 
SE, Warren, O. 

* 


L-M Dealership Formed 


Valley Lincoln-Mercury, Inc., has 
been formed in Wausau, Wis., at yy 


president, Thomas. L. Miler, secre- | 
tary-treasurer, and George W. Reis, | 
vice-president, Assets were pur- 
chased from Weaver-Bruss, Inc. 


The famed mounted police in 
Canada use more automobiles 
than horses. 





z + * * 
Edsel Signs 2 Mor 
Tw = 1 i ™ Darrel’s Edsel and C, L, Engquist 
o more Edsel dealers have! wij) be general manager of Reco. 
been appointed in Minnesota. They | aa age 


are Darrel’s Edsel Sales, 25 A St.| . ° ° 
NE, Brainerd, and Reco Motors, | 3 Foreign Lines Signed 

1216 E. Blue Earth Ave., Fairmont.| Indian Head Motors, Rochester, 
Darrel H. Watschke will operate' N. H., has been franchised to 


Because so many* cars have burned 
out rear lamps and headlamps 
...and even more have misaimed 
and deteriorated headlamps... 
you have a substantial profit 
opportunity. These profits come 
faster and easier when you look 
for such cars; when you 

make replacements from the 
General Electric complete line 

of automotive lamps and when 
you offer aiming service. 





General Electric Co., Miniature Lamp Dept. AN-117, Nela Park, Cleveland 12, Ohio ‘ 





*1957 auto safety checks show rear lights top the list of 


causes for rejection. Headlamps rated third. You’ve got 


more prospects—more sales potential—than ever before! 


Sell and Aim pairs 
of G-E Z-Yiciin 
Headlamps 


Check your stocks of 
small G-E automotive 
lamps in the new 

Space-Saver Packs 






Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 












handle Austin-Healey, MG and 
Morris. 
* * 


Doran Lincoln Opens 


Doran Lincoln, Inc., will open a 
sales and service building at 1715 
N. Akard St., Dallas. The firm is 
headed by Felix Doran jr., presi- 
dent, and Felix Doran III, vice- 
president. : 

= > 


Grissom Adds Rambler 
Grissom Rambler, Inc., 3255 Fort, 
Lincoln Park, Mich., has been 
opened by P. L. Grissom, Grissom 
will continue his Chevrolet dealer- 
ship in Detroit. 
> 


+ * 


l’s Meaux Pontiac Now 


Carver Motor Co., Inc., Crowley, 
La., has changed the name of the 
firm to Meaux Pontiac, Inc. 

+ = * 


Brownlee Changes Name 

Brownlee Reo Truck Co., Inc, 
Shreveport, La. has changed the 
name of the firm to Brownlee 
Rambler Co., Inc. 


* > * 


Schroeder Closes Deal 


Franchises of Gerhard R. Schroe- 
der, operator of Johnson Motor Co., 
Ine. (Cadillac-Pontiac), Windom, 
Minn., are being terminated, The 
dealership already has closed. 

* © ®@ 


Buerkle, Hinton Operate 


New Buick Dealerships 

St. Paul Buick, St. Paul, Minn., a 
division of W. R. Stephens Co. 
(Buick), Minneapolis, has been sold 
to W. W. Buerkle, former Buick 
dealer at Fairmont, Minn. He will 
operate under the name of Buerkle 
Buick. 

Durwood Hinton has been named 
Buick dealer at Fairmont and will 
operate under the name of D. O. 
Hinton Buick Co. Hinton was sales 
manager for Buerkle Buick in 
Fairmont. 





Beaver Opens Pontiac Deal 

Bob Beaver Pontiac has opened 
at 931 Pacific Coast Highway, Her- 
mosa Beach, Calif. The firm is 
headed by Bob Beaver. 


White Buys Buick Outlet 


Irving White, former general 
manager of Beverly Buick Co., has 
purchased the Buick dealership op- 
erated by Spencer T. Honig at 9231 
Olympic Blvd., Los Angeles. 

> : 2 


Enyart Adds Mercedes 


Enyart Motor Co., Albuquerque 
(N. M.) Studebaker-Packard deal- 
ership, has received a Mercedes- 
Benz franchise, according to Dale 
Enyart. 


New Building for Sanders 


S-P Motors, Inc., is building 4 
$100,000 garage and showroom at 
7901 Lomas Blvd. N. E., Albuquer- 
que, N. M., Earl Sanders, owner, 
announced. The firm is a foreign- 
car dealership which has received 
a franchise to handle the Rolls- 
Royce and Bentley. 

> 


Jackson-Layson to Build 

Jackson-Layson Motor Co. 
Sparta, Ga. plans to erect a new 
building at Broad and Boland Sts. 
The site formerly was used by B&G 
Motor Co., a used-car dealership. 


* > * 


Foreign-Car Firm Opens 

Imperial Motors, 825 N. Broad- 
way, Oklahoma City, held its grand 
opening as the city’s exclusive 
dealership for the Rootes cars— 
Hillman, Sunbeam and Rover—plus 
the Triumph TR-3. Henry F. 
Coffeen jr. and Charles C. Lewis 
head the dealership. ; 


Isetta for Dickinson 
Isetta Car Imports, Inc., has 
opened at 1400 Fifth Ave., Seattle. 
Stan W. Dickinson is owner. 
+ 


* * 


Currie Adds Edsel Line 


Currie Ford and Edsel Sales 
Co., 5138 W. Seventh St., Tifton, 
Ga., has been named an Edsel 
dealership. W. E. Currie jr. heads 
the firm. 


+ 7. * 


New Home for Hudiburg 

Hudiburg Chevrolet, Oklahoma 
City, in business only five months, 
has started construction of dealer- 
ship building which will have 11,600 
square feet of floor space. 





— 


G end 


open a 
at 1715 
firm is 
presi- 
» Vice 


er 

5 Fort, 
3 been 
rissom 
dealer- 


‘owley, 
of the 


me 


. Ine, 
d the 
whlee 


l 


chroe- 
or Co. 
ndom, 
|. The 


nn., & 
s Co. 
n sold 
Buick 
e will 
ierkle 


amed 
1 will 
D. O. 
sales 
k in 


eal 

pened 
Her- 

™m is 


et 
neral 
, has 
p Op- 
9231 


rque 
deal- 
odes- 


rs 

ig a 
n at 
juer- 
mer, 
sign- 
ived 
olis- 


ler- 


AUTOMOTIVE NEWS, NOVEMBER 18, 1957 





Nobody Smiles Anymore... 


What’s Wrong with Service? 


(Continued from Page 60) 


automatic transmission just after 
the 4,000-mile warranty period. 

The experts held a huddle over 
the noise the transmission was 
making. The general manager 
was suddenly called away by the 
ever-insistent telephone, He 
wanted no part of the car trouble. 

The other experts decided the 
transmission would have to come 
out and be taken apart. It was 
tough that it happened just after 
the warranty, the service manager 
said. The job usually cost $135 and 
involved three days but, since they 
were so busy, they could not start 
on it for several days. 

In the meantime, the customer 
made a contact with a factory 
representative and learned that the 
automatic transmission carried a 
12,000-mile warranty. He then com- 
municated this information to the 
service manager, who replied with 
a smile: 

“Yes, that’s true if it proves to 
be a defective transmission. If you 
have caused this trouble you'll have 
to pay for it.” 

The customer replied: “All I do is 
drive the car according to direc- 
tions. Since I have not laid a 
wrench on this unit, or any other 
part for that matter, I don’t see 
how I could be blamed for it.” 

“Well, you might have run it 
in low or something like that,” 
the service manager replied, “but 
very likely we'll find a defective 
part.” 

Two weeks later the car was 
finished. It proved defective and 
there was no charge for parts and 
labor. All the customer had to do 
was pay $8 for transmission oil and 
do without the car for two weeks. 

There’s another car owner who 
likes to use the trip device on the 
speedometcr for measuring trip 
mileage and computing trip gaso- 
line costs. The trip device had 
failed at 11,000 miles on his 1957 
car. He was asked if he was going 
to get it fixed and he replied: 

“Wouldn’t be no use to mention 
it. I had my first trouble with the 
trip device on a 1941 car of the 
same make. It failed and I took 
it to the shop for free service ex- 
actly 21 times. 

“On the last visit, the serviceman 
said not to bring the car back as 
it wasn't possible to fix it. He said 
nobody needed a trip device any- 
way. . 

“Since then this part has failed 
on every car of the same make 
that I have had. So I must be 
convinced that in 16 years this 
problem has not been whipped 
and no improvement has been 
made.” 

Another owner said that on his 
old car the turn signal lights on 
the dash were visible day or night. 
On his new car, the color has been 
changed so that he can’t see 
whether the signals are on or off 
in bright daylight. 

He also said that the racheting 
device was not reliable and that 
the left-turn signal went off when 
the wheel was turned to the left. 

“I had this same type turn signal 
on a car of the same make for nine 
years without any trouble,” he said. 
But they told me they had im- 
proved it when I bought my new 
car. I wish they hadn't.” 

Are these some of the reasons 
why servicemen don’t smile any 
more? Are they afraid of what the 
customer is holding back? 

This is the field which is short 


Denver Firm to Advise 
Fleet Operators on Tires 


DENVER.—Mitchell Enterprises, 
Inc., new firm offering a consulta- 
tion service on tire purchasing and 
use to commercial concerns using 
fleets of vehicles, has been formed 
in Denver. 

Lee W. Mitchell, the firm’s presi- 
dent, said “the aim of the new com- 
Pany is to counsel with companies 
on tire problems such as purchas- 
ing methods, types and care of tires 
and record systems for cost ac- 
counting.” 





of mechanics and which is mak- 
ing many efforts to attract young 
men of good character and edu- 
cation. 

One serviceman broke down one 
day and told this writer: “I don’t 
dare mention anything that hap- 
pened to another car because right 
away the guy will come in with a 
similar complaint. The only safe 
thing for a mechanic to do is to 
clam up. 

“If the mechanic says anything, 
the boss will jump down his throat 
for knocking the cars and, if the 
customer hears anything, he’ll be 
there bright and early looking for 
a free job. 

“You know something?” he said, 
punching this writer in the stomach 
with a thumb. “The people that 
have new cars hadn’t ought to have 
them. I'd like to see’m have to 
walk. I hate to see’m come in. You 
can’t please the public.” 

Over on another corner of the 
country, a factory representative 
of a foreign car was inspecting the 





premises of a newly appointed 
dealer. 

“Our car is no better than the 
service and our factory will not sell 
more than it can service,” he said. 
“The best service will eventually 
win the most sales. You are not to 
quibble with the customer about 
warranties. 

“The rule is to repair it, replace 
it and make it satisfactory — 
much more than satisfactory to 
the customer even if it requires 
replacing the entire vehicle. 

“Our production will be kept 
below our ability to service and 
no dealers will be appointed who 
cannot setup specially trained 
crews, the special tools required 
and adequate service facilities.” 

“The biggest opportunity for 
profits in the new-car selling busi- 
ness in this country today,” accord- 
ing to a widely experienced and 
successful dealer, “is in a new ap- 
proach to service and customer 
satisfaction which is at a low ebb 
right now all over the country.” 





Transmission Rebuilders— 


Arkansas’ first international training course on automatic transmission rebuilding 
was concluded recently at Auto Mechanics Institute in Hot Springs. Standing, from 
left, are Leon Ellsworth, Automotive, Inc., Fort Smith, Ark.; Leslie Cornish, of the 
United States mission to Panama; Roland Shepard, Hot Springs; Frank O. Bregnard, 
president, Auto Mechanics Institute; Bill Lanford, Glover & Lanford, Little Rock; James 
Dailey, Crystal Springs, Ark.; Erwin Rhodes, Rhodes Service, Highland, N. Y. Seated: 
A. Claude Deland, Montreal; Otis Lee Beard, Beard'’s Motor Service, Sardis, Miss.; 
Martin A. Quilty, Regina, Sask., and John Davis, Clutch Exchange Co., Denver. 
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The BIG JOBS count on Thompson 





Caterpillar 








-You can count on 


linkage, too 


TEERING linkage, engineered and manufac- 
S tured by Thompson Products’ Michigan Divi- 
sion, isn’t only used on leading passenger cars. 
Heavy duty vehicle manufacturers count on 
Thompson too, as you can see from some of the 
big jobs above. All of them are equipped with 


Thompson chassis parts. 


Thompson is continually being called upon by 
the automobile, truck, farm machinery and off- 
the-road vehicle manufacturers to come up with 
new ideas and new manufacturing. Why don’t 
you call or write Thompson's Michigan Division 
now for help with your problems. The address 
is 34201 Van Dyke, Warren, Michigan; the tele- 
phone number Jefferson 9-5500. 
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Tp Thompson Products 


Michigan Division: Warren and Portland 
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Dodge Dealers Attend Service Conference— 


Seattle-crea Dodge dealers discussed customer relations, service promotion, service 
procedure and mechanical problems at a recent meeting attended by, from left, Front 
row, Elwinn Dazelle, Ferndale, Wash.; Al Schaffer, Bellingham; George McCall, Renton; 
Ed Grubbel, Seattle; Merv Lauterbach, Puyallup; Charles Fritch, Olympia; H. C. 


Johnston, Dodge Seattle regional service 


Sunnyside; Harold Calhoun, Seattle; A, L. Mitchell, 
Yakima; F. F. Osburn, Wenatchee, and P. 


manager. 


representative; Back row: Gordon Olsen, 
Oak Harbor; Tom McDonnel, 
H. Bake, Portland (Ore.) regional service 





Combines All Factors . . . 


Stimulator Contest Pays 


MUNCIE, Ind.—Used with great 
success by Fred F. Guy, Inc. 
(Dodge-Plymouth), a new 30-day 
sales stimulator contest combines 
every factor in every deal to keep 
salesmen alert and profits on the 
increase. 

According to Bill Munson, sales 
manager, the contest works this 
way: 

On the sale of every vehicle 
the salesman receives one point 
for every $10 of gross profit, In 
addition, he receives special 
awards as follows: 

New cars—500 points to salesman 
who sells most new cars; 500 points 
plus $25 to salesman who gets the 
highest “washout” on a new-car 
sale. 

Used cars—200 points to salesman 
who sells most units at retail; $25 
to man who sells any of four oldest 
used cars; $10 to man who sells any 
used car on the lot for 30 days; 200 
points to man who sells most bonus 
used cars; 500 points plus $25 to 
salesman who gets highest “wash- 
out” on a used-car sale. 

Trucks—100 points for a new 
truck sale. 

Financing—Five points if house 


Buffalo Dealers 
Urged to Scorn 
Exaggerated Ads 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. has appealed 
to its membership to stop using 
exaggerated claims of alleged 
savings for car buyers. 

In a bulletin, the association said 
such claims are creeping into some 
dealer advertising here. 

“Such claims are definitely in 
violation of the NADA Statement 
of Advertising Principles,” the bul- 
letin said. 

The association noted that some 
dealers are using the phrase “above 
invoice cost” in their advertising. 
This can be misleading, the associ- 
ation said, because the “invoice 
cost” may not reveal the actual 
money transaction between dealer 
and manufacturer. 

“Exaggerated claims regarding 
profit are equally misleading,” said 
the bulletin. “NADA’s Advertising 
Ethics Committee recognized this 
when. they wrote the profit slogans 
in the Advertising Principles.” 

One Buffalo car buyer was 
quoted as saying: “When I hear a 
dealer saying that he will not ac- 
cept a profit on a car, I conclude 
that he is either crazy or lying. I 
don’t want to do business with a 
crazy’ man nor a liar.” 

“NADA and your BADA appeal 
to each of its members to refrain 
from using exaggerated claims of 
alleged savings in advertising and 
in selling,” said the bulletin. “The 
use of such claims destroys public 
confidence and trust in dealers. It 
creates public confusion and dis- 
trust.” 


finances deal; 15 points if house 
finances and writes insurance and 
500 points to salesman who writes 
most house-financed deals. 

The contest “kitty,” from which 
the points are paid off at the end 
of the month, is built up from the 
following sources: 


Five dollars for every new car 
sold; $2.50 for each used car sold 
for more than $300 retail; $1.75 
for each house-financed sale of 
$600 or more; $5 for each sale 
financed and insured by the house. 

At the end of the month, points 
accumulated by the winning team 
of salesmen are paid off at 1.5 
times the rate for losing team 
points. The method is best shown 
by example: 

Suppose the winning team has 
earned 1,200 points, losers 1,000, and 
that the kitty contains $504. (The 
kitty is exclusive of cash bonuses 
paid during the contest). 


To get the value of each team’s 
points, add the losers’ points (1,000) 
to 15 times the winners’ points 
(1,800) and divide this total (2,800) 
into the amount of the kitty ($504). 
The result is 18 cents, which is the 
value of losing team points. Simply 
multiply this value (.18) by 1.5 to 
get the value of winning team 
points—27 cents. 


In this example a man on the 
losing team who had earned 600 
points would receive 600 times 18 
cents, or $108—while a winning- 
team member with the same 
number of points would get 600 
times 27 cents, or $162. 

“A good feature of this contest 
is that it stays alive until the very 
last day,” Munson explained, “Even 
though one team is far behind, it 
always has a chance of getting one 

or more of the big 500-point items 
to put it back in the running.” 


Florida Simplifies 
Tax Payment on 
Casual U.C. Sales 


TALLAHASSEE. — According to 
State Comptroller Ray E. Green, a 
simplified method has been worked 
out for paying the one percent tax 
on sales of cars between individuals. 
It became effective Oct. 15. 

Green said the purchaser will find 
it simpler and less complicated to 
pay the tax, amounting to one per- 
cent on the difference between the 
value of the tradein, if any, and the 
cost of the newly bought car, to the 
tax collector at the same time he 
applies for a title to the car. 

He noted that the sale of cars 
between individuals is known tech- 
nically as a “casual sale” and once 
was exempted from the one percent 
sales tax. 

However, a special legislative ses- 
sion last month decided the exemp- 
tion had been abused. Green 
estimated the casual sales amount 
to about 2,000 weekly in Florida. 
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That old new-car fever’s here again... 


... $80 watch for the AUTOMOTIVE NEWS’ 1958 Auto Show Issue coming December 2 


Again this year the editors of AUTOMOTIVE 
NEWS will publish their annual Automobile Show 
Issue. Here’s what you as an advertiser can look 
forward to in this greatest selling issue of the year: 
1. Every American automobile featured in beauti- 
ful full-color. 

2. Additional illustrations showing principal models 
of each make and top selling features. 

3. A complete section on trucks showing new 
models and other data. 

4. Feature stories about industry suppliers in- 
cluding new developments on ’58 models. 

5. Engineering and styling developments. 
American 


6. Prices and specifications of all 


automobiles. 


RESERVE SPACE NOW 


1958 AUTO SHOW ISSUE ttt 
Published: Dec. 2, 1957 


Closing Dates: 
3 and 4 color plates: Nov. 6, 
2 color, b & w: Nov. 19, ’57 





ICT 


of ih) 


7. Advertising news on each make including plans 
for 1958. 

These, and other outstanding features will 
make the December 2 issue of AUTOMOTIVE 
NEWS the most thoroughly read of the year by 
more than 44,000 automobile men. For this reason 
alone, you won’t want to miss it. What’s more, 
over 2,500 additional ‘copies will be mailed to 
factory executives and their advertising agencies. 

This is the issue which is a favorite of many 
advertisers who want to show their products in 
three of four color. Using full-color is easy in 
AUTOMOTIVE NEWS and costs much less than 
you might think. If you have any kind of three 
or four color plates, yourr AUTOMOTIVE NEWS 
representative can show you how to utilize these 
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in the show issue and, in most cases, completely 
eliminate production costs. CLOSING DATES: 
THREE AND FOUR COLOR ADS NOV. 6. 
TWO COLOR AND B & W NOV. 19. 

Don’t miss this big selling issue! Your AUTO- 
MOTIVE NEWS representative has complete 
details. Why not call today! 

* * * 


NEW YORK: Edward Kruspak, Ray Billingham, How- 
ard E. Bradley, Murray Hill 7-6871. 


CHICAGO: J. Goldstein, William H. Gallagher, State 


2-6273. 


DETROIT: R. L. Webber, William R. Maas, Roy 
Holihan, Woodward 3-0495. 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


The most influential publication in the automotive industry. 
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(Compiled by Automotive News from Auction Reports.) 





Figures alongside bars represent dollars. 
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Prices of ‘56s added and ‘48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 








i indi ower (ps). '55 Special Riviera, $1,175* $1,110*. 
M k t T nd cat a ‘53 Super Riviera, $485* (ps); 4-dr., 
arke re steering. | $435*; Special Riviera, $495; RM 4-dr., 
* * * $315* (ps), $210* (ps). "52 Super 4-dr., 
The first rise in better than two BUFFALO | $240*: Special 2-dr.. $180. 

months in the wholesale auction | CADILLAC—’55 (62) 4-dr., $1,825* (ps). 
price average took place last | yonjay Prices are for sale of Nov. 4.)| CHEVROLET—57 Bel Air (8) 4-dr. Hard- 
. Ji . ba * *. 
week. Automotive News’ index of (The market was the same as the | oom, 51.200 8 =. Oe net) 81,2008: 

weather. Very cold prices. Sold 30 cars anne - . 
overall price averages gained $3, ous of 00 constants.) | dr., $900*; Two-ten (8) 2-dr., $790, $775. 
| ‘'S4’ Bel Air 4-dr., $765, $650*, $590, 
partly offsetting the sharp $27 de- | BUICK—'5S1 Super 4-dr., $220° | $485. "53 Two-ten station wagon, $325; 
cline of the previous week. | CADILLAC—’50 4-dr., $405, $400°. | 2dr. sedan, $495, $450°, $390, $325°. 

or 57 models still CHEVROLET—'57 Two-ten station wagon, | "51 2-dr., $260*, $210°, $115. 
—— ge $1,980°. °55 Two-ten 2-dr., $910. °54| CHRYSLER—'54 NY cou 775* (ps). 
on the downside, but the "53-56 | Two-ten 4-ar., $635°. "53 One-fifty 2-dr.,| "ssw - * ~" 
-dr., . -dr.,| *53 Windsor 4-dr., $465. 
$265. "52 Two-ten 2-dr.. 2 at $200°. DeSOTO—'55 Fi au’ conv. 1.160*. °53 
group made recoveries from pre- | DODGE—'55 Sierra station wagon, $1,425* | “6 . a ae ; 
E— , $1, 2-dr., $370° (ps). 

vious reverses. The °57 category » £2; "88 Coronet 4-4, ont. $1,70*, | POBGE—'S6 Custom Royal coupe, $1,425. 
skidded $42 deepest decline D— airlane ctoria, , ; "54 Royal 4-dr., $505°. ‘53 Meadow- 
for tts Victoria, $1,185. "55 Fairlane (8) Vic- brook 4-dr., $150. "52 Coronet club coupe, 

of the cleanup peried. toria, $910. ‘54 Main 2-dr., $410. "53/ 135 °51 4-dr., $120. 
Custom 4-dr., $555°. ‘52 Custom 4-dr.,| poRD—’57 Retractable Hardtop, $2,250* 


The only other losers were "528, | g090 ‘51 4-dr., $110. 


(ps); Fairlane (8) 500 Victoria, $1,890*; 

off $5, and "Sis, off $18. Upswing- | MERCURY—'55 Custom 4-dr., $685*. 2-dr.. $1,800* (ps). $1,755*: Custom 300 
ers included ’5és, up $39; '55s, up | OLDSMOBILE—'55 (88) Holiday, $1,300°| 4.ar’ $i,670*. ‘56 Fairlane (8) 4-dr., 
: | (ps). "52 (88) Hardtop, $545° (ps). "51/ $1,100" (ps); Custom (8) 4-dr., $750°. 


$15; "54s, up $15; '53s, up $1, and 4-dr., $140*. ’55 Country sedan station wagon, $1,- 





"50s, | PLYMOUTH—'54 Plaza 4-dr., $430. 200°: Fairlane (8) 4-dr., $1,105*; Custom 
up $10. PONTIAC—'S4 Chieftain 4-dr., $510. "52| (g) d-ar., $845, $830, $820*. 54 Custom 
At a group of representative ae $180 teem. ome 4-dr., $730°. - 
auctions last week, the rage | : . HUDSON—’54 Hornet 4-dr., $780; Wasp 

— | WILLYS—'s0 Jeepster, $200. 4-dr., $205*. °53 Hornet '2-dr., $230. 
consignment was 209 units, com- | MERCURY—'55 Montclair conv., $990* 
pared with 167.5 a week earlier DYER, IND. (ps); Custom 2-dr.. $700*. ’54 Monterey 

$860*; 2-dr., $635, 95, 75°. 

The sales ratio was 65.9, against | (Dyer Auto Auction. Sale every Friday. en eine a bar, en” ;| 
65.0 the vious . NASH—'56 Statesman 4-dr.. $1,150*°. ‘5. 
percent pre week. oe Market was brisk in our introduction | "Statesman 4-dr., $305, $280°; Ambas- 


@ dual selling system within the same sador 4-dr., $185. 


Prices marked with an asterisk 


indicate a unit equipped with an rine, old ee ee | epemccnen her co) i pe 
ae i ' L * (ps); (88) conv., ’ ‘a 
automatic transmission or over- ' BUICK —'57 RM 4-dr., Riviera, $2,450°' (88) conv., $1,785* (ps); Holiday, a! 
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Average Prices of Used Cars Sold at Auction 








660*, $1,400°. 
(ps), $1,375°*, 
250°. °53 (98) 4-dr., 
(88) 4-dr., $545°*. 

PACKARD—’53 4-dr., $290*. 

PLYMOUTH—’56 Savoy (6) 4-dr., $1,085. 
"55 Savoy (8) 4-dr., $760. '54 Belvedere 
4-dr., $615*. '53 Cambridge 4-dr., $505*, 
$475*. °52 4-dr., $110. 

PONTIAC — ‘55 Chieftain 4-dr., $940*, 
$625*. °53 Chieftain Catalina, $545*; 4- 
dr. sedan, $455, $350*, $240, $195. 

RAMBLER—’55 2-dr., $675. ‘53 station 
wagon, $445. 
$220. 

STUDEBAKER — 
$445*; Champion 4-dr., 
$125°. 

MISCELLANEOUS — '56 Dodge ‘%-ton 
pickup, $835; Chevrolet %-ton pickup, 
$990. "52 Kaiser Manhatten, $295*, $145*. 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 

day. Prices are for sale of Nov. 5.) 
(Market steadying. Consignment down, 

but bidding was active through the entire 

sale. Sold 88 cars out of 146 consign- 
ments.) 

BUICK—' 57 Super club coupe, 
Special Riviera, $2,175*, $2,075*. ‘56 
Special station wagon, $1,965° (ps); 
conv., $1,450°; 4-dr., $1,430*°; Super 4- 
dr., $1,775° (ps); 2-dr., $1,400° (ps); 
Century conv., $1,555* (ps). "55 Century 
4-dr., $1,415*, $1,365*; Special 2-dr., 
$1,200°; Super 2-dr., $865° (ps), $725*. 
"54 Super Riviera, $865* (ps), $725*; 
RM 4-dr., $790* (ps); Special 2-dr., $610. 
"53 Special 4-dr., $440°. "52 Special sta- 
tion wagon, $300°; Super 4-dr., $200*. 


CADILLAC—'52 (62) club coupe, 


‘55 (88) Holiday, $1,435* 


$1,350°; 4-dr. sedan, $1,- 
$675*, $650° (ps); 


"54 Commander coupe, 
$575°. °51 4-dr., 


$2,475* (ps); 


"52 station wagon, $240*, | 


$545°. | 


’51 4-dr., $475*; coupe, $385*. 
CHEVROLET — '57 Two-ten (8) station 
$1,825*, $1,820*%; Two-ten (6) 

56 Two-ten (8) 2-dr., $1,- 
_ 150, "55 Two-ten 2-dr., $1,015, $760. ‘54 

Belvedere 4-dr., $725*, $600; Two-ten 

pe $410. '53 club coupe, $465*; 4-dr., 

$375°*; 2-dr., $335. ’49 conv., $110, 
popaz-"63 Coronet club coupe, $385. 
FORD—’57 Country sedan, $2,150* (ps); 

Fairlane (8) 500 4-dr., $1,855* (ps); 

Custom (8) 300 4-dr., $1, 655°; 2-dr., $1, 

460, ’56 Fairlane 2-dr. » ol 305°, $1, 300°, 

$1,075*; Custom 4-dr., $1,020. °55 Fair- 

lane conv., $1,115* (ps); coupe, $1,100* 

(ps); Victoria, $925*, $775. °54 station 

wagon, $860*, $775; Crest 4-dr., $745°; 

Custom 4-dr., $415; 2-dr., $350. *53 Cus- 

tom 2-dr., $685° ; club coupe, $555; sta- 

tion wagon, $495; 4-dr., $425; Main 4-dr., 
$295. 
LINCOLN—’ 52 4-dr., $450*. 
MERCURY—’55 Monterey club coupe, 
190* (ps); 
54 Monterey club coupe, $670*; 
. 


NASH—’52 4-dr., $295*. 

OLDSMOBILE—’57 (88) Super 4-dr., 
195° (ps). 55 (88) 4-dr.. $1,260*; 
$1.125*° (ps). '54 (98) 4-dr., 
(88) 4-dr., $885* (ps). 

PACKARD—’55 Custom Clipper 2-dr., 
050°. 

PLYMOUTH—'56 Plaza 
$870*. '55 Savoy 4-dr., 
4-dr., $620. 
4-dr., $265. 

PONTIAC — '56 Chieftain 4- dr., 
$1,050*. °55 Chieftain Catalina coupe, 
$1,185* (ps), $1,045* (ps); 2-dr., $995. 
"54 Chieftain 2-dr., $500. °53 Chieftain 
4-dr., $460*; club coupe, $295*. '52 4-dr., 
$265*, $210°. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Nov. 4.) 


| BUICK—’58 Special 2-dr. Riviera, $2,905*. 

"56 Special Riviera, $1,690*, $1,650°, '55 

Century 2-dr. Riviera, $1,275° (ps). "54 

Super Riviera, $975*, "$875° (ps). 

| CADILLAC—’57 (60) 4-dr., $5,000° (ps); 
(62) Coupe de Ville, $4,600° (ps). °56é 
(62) 4-dr., $2,580* (ps). "55 (62) coupe 
de Ville, $2,600* "54 (62) coupe, 
$2,150* (ps); $1,845* (ps), $1,720° 
(ps). 

CHEVROLET —’'58 Bel Air (8) 4-dr., $2,- 
700° (ps); 2-dr., $2,575. '57 Two-ten (8) 
station wagon, $2,605*, $2,145*, $1,945°*; 
Bel Air (8) 4-dr., $2,200*, $2,175*, 
$1,800*, $1,780°. °56 Bel Air (8) 4-dr., 
$1,435°; Bel Air (6) 2-dr., $1,215; Two- 
ten (8) 4-dr., $1,300*, $1,255*°. °55 Bel 
Air (8) 4-dr., $1,165*. '54 Two-ten 4-dr., 
$675°, $570. '53 Bel Air Hardtop, $785, 
$700, $570; Two-ten 4-dr., $580*. ‘51 
4-dr., $190*. 

CHRYSLER—’57 ‘‘300’’ Hardtop, $3,450* 
(ps). "52 Saratoga 4-dr., $180* (ps). 
DeSOTO—’54 Firedome 4-dr., $705* (ps). 
DODGE—’'56 Coronet coupe, $1,450°. ‘55 
Coronet coupe, $1,070*. '53 Coronet 4-dr., 
$285*. "52 Meadowbrook 4-dr., $235. 
FORD — ‘57 Fairlane (8) Country sedan, 
$2,100*; conv., $1,900%; 4-dr., $1,750°*; 

Custom (8) 300 2-dr., $1,475, $1,470*. 

"56 Fairlane conv., $1,495*; Fairlane (8) 

4-dr., $1,370; Main (8) 2-dr., $795, $625. 


wagon, 
4-dr., $1,445. 


$1,- 
Montclair coupe, $1,175* (ps). 
4-dr., 


$2,- 
2-dr., 
$950° (ps); 


$1,- 
2-dr., $965; 4-dr., 
$715, $600; Plaza 
’54 Savoy 4-dr., $500°. °53 


$1,290°, 








(ps). 
4-dr., 








(Continued on Page 69, Col. 1) 


Frequency Rates: Listing Uputilimmeeis theell Beas'el tynaiaiine 1-time; $4.00, 13-times; $3.50, 52-times. Display Cillniintles gene, 1 inch on 1 
column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 


COLORADO | 
ST. LOUIS AUTO | 
| 


CONNECTICUT 





| 











COLORADO AUTO AUCTION 
LITTLETON, COLO. _ 


Sele Every Mondey—11:00 am. 
Owners: Francis 8. Casseli—Cerroll K 
Phone Denver: SUnset 1-7821 


NEW ENGLAND'S OLDEST AND BEST | 
10 YEARS CONTINUOUS eae 


Sale Every Wednesday at 11:00 


AUCTION BARN, INC. 
3807 Easton Ave. 








| 
SOUTHERN AUTO SALES, INC. | = 
ves |: a AUCTION St. Louis, Mo. 
pftiensls Johnny Weed ond Dean Davis Warehouse Pt., Conn. Phone Franklin 1-3845 
ae | SALES EACH TUESDAY 
MICHIGAN 








We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 


AND FRIDAY | 
| 


i 
j 
MID-WEST AUTO AUCTION | GRAND RAPIDS AUCTIONS, INC. 
1155 So. Platte River Dr. oe M2i—One Half A» 4 west of Grandville, 


DENVER, COLORADO EVERY TUESDAY—CHECKS INSURED 
Burden-Caswell-Nece-Dudiey At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Harvey Greenwood | Auctioneer: Col. W. E. “Bill” Nagy 
Sale every Tuesday at 11 A.M, j "Michigan's Best" 
Phone Sherman 4-3263 Phone: ARdmore 6-4720 





NEW YORK 











NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 


4675 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Edgar Smith 
Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Guarantee Titles 





CLASSIFIED WANT ADS 
BRING RESULTS 











MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 





Thruway Auto Auction, Inc. 
Route 188 Buffalo, New York 
EVERY MONDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
ivan Dealers — Land at Buffalo Air-Park, 

iles south of Buffalo Municipal Airport. 

Hard surface runway - Unicom Radio. Auction 

dt ae only five minutes away. Call us, we'll 
ick up. 


Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed Phone Dunkirk 3-0150 





NEW YORK 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y 


Every Monday — |! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 


Your Good Will—Our Most Valuable Asset 
On YU. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 








TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala —Friday 
100% Insured—No Registration Fee 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 





CANADA 


GRAND OL’ AUCTION 
Lid. 
Y mile South of London, Ont. 
on Highway No, 2 





“We are nice to people.” 
EVERY MONDAY—1:30 P. M. (Year Round) 
Licensed Dealers Only 


SERVING SOUTHWESTERN ONTARIO 
Cheque and Lien Insvrance 


Crossroads 


- «+ where they meet . . . buyers 
and sellers . . . new and used cor 


dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 
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Used-Car Auction Prices 





(Continued from Page 68) 


‘55 Fairlane (8) Victoria, $1,255* (ps), 
$1,180* (ps), $1,140° (ps), $1,095*; Main 
(8) Ranch Wagon, $1,075; Custom (6) 
Ranch Wagon, §$1,025*. °54 Country 
sedan, $990; Victoria, $865*. 

IMPERIAL — '57 4-dr. Hardtop, $3,830* 
(ps). 

LINCOLN—’56 Capri 4-dr., $2,075* 
'55 Cosmopolitan 4-dr., $1,335°*. 

MERCURY — ‘56 Custom station wagon, 
$1,900* (ps); Monterey Hardtop, $1,460°. 
'55 Monterey station wagon, $1,385*. °54 
Custom 4-dr., $755°*. 

NASH—’56 station wagon, $1,615. °55 Am- 
bassador 4-dr., $1,020* 


(ps). 


OLDSMOBILE — ‘57 (98) 4-dr., $2,680* 
(ps); (88) 4-dr., $2,260*° (ps), $2,200° 
(ps). °56 (98) Holiday, $2,000° (ps); 


(88) Holiday, $1,250° (ps). °55 (88) Su- 
per 4-dr., $1,395*, $1,385°, $1,200° (ps). 
"62 4-dr., $515* (ps), $275*. 
PLYMOUTH—’'56 Savoy (8) 2-dr., $980. 
’5S Belvedere (6) 4-dr., $590, "53 Cran- 
brook 4-dr., $275. 
PONTIAC—'55 Star Chief Hardtop, $1,- 
285°, 53 4-dr,, $820°. 
WILLYS—’57 Jeep, $1,350. '48 Jeep, $460. 
MISCELLANEOUS—’58 Ford 1-ton pickup, 


$2,225. °57 Ford C-700, $3,655; Volks- 
wagen 2-dr., $1,675. '56 Volkswagen Sun 
Roof, $1,440. '53 Dodge 1-ton, $390. °51 
Chevrolet 1%-ton pickup, $500. ‘49 
Dodge cab and chassis, $300. 
DETROIT 


(Motor-City Auto Auction, Sale every 

Monday. Prices are for sale of Nov. 4.) 

(Prices declining, Sharp cars still at a 
premium. Sold 141 cars out of 250 con- 
signments.) 

BUICK—’56 RM sedan, $1,775°; Special 
club coupe, $1,500*. '55 Super club coupe, 
$1,305*, $1,300*, $1,200; sedan, $1,100°. 
"54 Special 2-dr., $905*; RM 2-dr., $665. 
"53 Special sedan, $430°, $415°, $395°; 
Super 2-dr., $315. ‘52 Super 2-dr., $350°, 
$315*, $200. °'51 Special sedan, $375°, 
$250°, $160; conv., $125°. 

CADILLAC — '54 Eldorado conv., $2,350*° 
(ps); (60) 4-dr., $1,900° (ps). "53 (62) 
4-dr., $740° (ps). "51 (62) 4-dr., $350°. 
"50 club coupe, $300°. 

CHEVROLET—'56 Bel Air conv., $1,225°; 
Two-ten Delray, $1,100*%; One-fifty 2-dr., 
$1,100. ‘55 Bel Air 2-dr., $830, $650; 
Two-ten 2-dr., $825*, $700; sedan, $700°, 
$695. ‘54 Bel Air 2-dr., $610°, $605°; 
Two-ten sedan, $575*, $550. "53 Bel Air 
2-dr., $475°, $445°, $405; Two-ten sedan, 
$375. "52 Two-ten 4-dr., $260°. 
$250°, $215°. 

CHRYSLER—'54 NY sedan, $625°*. 

DeSOTO—’' 57 Firesweep Sportsman, $1,950°. 
‘53 Firedome club coupe, $350*°, $300°. 
"52 Firedome club coupe, $275*, $260. °51 


conv., $250°. 

DODGE—'57 Coronet sedan, $1,350°. ‘54 
Royal sedan, $350. ‘53 Coronet club 
coupe, $380°, $355°. 

FOR D — ’'57 Fairlane 2-dr., $1,600°. ‘56 
Fairlane Country sedan, $1,350°; Vic- 


toria, $1,260°; 
$1,200; 2-dr., 


Custom Ranch Wagon, 
$1,115*, $955. ‘55 Custom 
Ranch Wagon, $1,065*, $1,055°. $750; 
2-dr. sedan, $900°, $870°, $825°, $645, 
$610; Fairlane club coupe, $1,070. ‘54 
Country sedan, $730; Custom 2-dr., 
$610°, $550, $375. ‘53 Custom 2-dr., $525, 
2 at $400°, $390, $340, $325, $305, $295. 
"52 Custom 2-dr., $325*, $315, $290, $260, 
$210. $120. ‘51 Custom 2-dr., $515*, 
$300*, $240, $205, $200, $195, $150. | 
HUDSON—'54 Super Wasp sedan, $395. 


LINCOLN—'56 Premiere 4-dr., $2,550°. '53 
club coupe, $450°. 
MERCURY—'55 Monterey sedan, $1,065*. 


"52 Monterey sedan, $260°, $105. '51 club | 
coupe, $200. | 
OLDSMOBILE—’'53 (98) club coupe, $600*. 
"52 (88) sedan, $130. '51 (98) club coupe, 
$295*, $260°, $175°. 
PACKARD—’'55 Clipper sedan, $1,060*, 
sedan, $130, $125, $120. 
PLYMOUTH—'53 club coupe, $275, $235; 
2-dr., $150, '52 sedan, $160. 
PONTIAC—'56 Chieftain 4-dr. station wag- 
on, $1,450°, $1,400; club coupe, $1,325* 
(ps). "55 Star Chief conv., $1,200°; sedan, 
$825*, $680, $625. ‘54 2-dr., $515*, $400. 
"53 Catalina, $570*; 2-dr., $365°. '51 club | 
coupe, $200, $125. 


"52 


RAMBLER—’'56 station wagon, $1,475*; | 
sedan, $1,055°. ‘55 2-dr.. $700°, $615, | 
$575, $530. 


STUDEBAKER—'52 club coupe, $150*. 


"51 2-dr., 





DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Nov. 6.) 
(Our sale was a little slow—walting 

for "58 models, Sold 140 cars out of 167 

consignments. ) 

BUICK—’53 Special 2-dr., $645*. "52 Super 
2-dr., $400°, $375*. '51 Super 4-dr., $145. 

CADILLAC—'53 (62) 4-dr., $1,105, "51 4- 
dr., $440*. '49 4-dr., $115. 

CHEVROLET—'55 Bel Air (8) 4-dr., $965, 
$960*, $700; 2-dr.. $955; Two-ten (6) 2- 
dr., $500*°; station wagon, $935°. °54 
Two-ten (6) 2-dr., $660, $655; 4-dr., 
$600; station wagon, $740*. '53 Bel Air 
(6) 2-dr., $565; 4-dr., $550; Two-ten 4- 
dr., 2 at $485, $380, $370; 4-dr., $550, 
$530. '52 2-dr.. $300*, $276; 4-dr., $380°. 
51 2-dr., $370*, $110*, $100; 4-dr., $225, 
$165. '50 2-dr., $165. °49 4-dr., $265; 
2-dr., $165, $155. ’48 conv., $240. 

CHRYSLER—'51 2-dr., $190. 

DeSOTO—’'49 4-dr., $135. 

FORD—’57 Fairlane (8) 4-dr., $1,846; 2- 


dr., $1,790. °56 Fairlane (8) station 
wagon, $1,605; 2-dr., $1,305*; 4-dr., $1,- 
330*, $1,220*; Custom (8) 2-dr., 2 at 
$1,105, $940; 4-dr., $1,105. ’°55 Fairlane 
(8) Victoria, $1,395*; 2-dr.. $1,015*, 
$930*; Custom 4-dr., $940, 25; 2-dr., 


$800, $730, $605, °54 Custom (8) 2-dr., 
$635*, $505; 4-dr., $835, $720, $705, $700, 
$510. '53 Custom (8) 2-dr., 2 at $580, 
$575*, $520, $510, $500, $345; 4-dr., $430, 
$405, $365; Victoria, $450*; station wag- 
$655; Main 4-dr., $340. ‘52 Main 
, $410; Victoria, $410*; Custom 2- 
$410*, $200, $200*; 4-dr., $305, "51 
Custom 4-dr., $340, $290, $245, $235, 
$230; 2-dr., $205, $165. '50 2-dr., $315, 
$165, $150; 4-dr., $160. '48 sedan, $230. 
HENRY J—'51 2-dr., $160*, $135. 
HUDSON—’56 4-dr., $900, $880. 
MERCURY—’56 Monterey 2-dr., $1,375. '53 
Monterey 4-dr., $405. '49 2-dr., $100. 
NASH—’54 Statesman 4-dr., $480. '51 4- 
dr. $375. 
OLDSMOBILE—’54 (88) 2-dr., $825*. ‘53 
(88) 4-dr., $705, $660*, °52 (98) 2-dr., 


$410. °51 (88) 2-dr., $190. "50 (88) 2- 

dr., $155°. 

PLYMOUTH—’'56 Savoy (8) 4-dr., $1,160*. 
’55 Savoy (8) 4-dr., $905. 51 Cranbrook 
4-dr., $195. '49 4-dr., $150. 

PONTIAC—’ 54 Chieftain conv., $650°. ‘52 





| 
| 


| 


$350; Two-ten 4-dr., $490; 2-dr., $400, 

$390. '52 2-dr., $320, $215. 

CHRYSLER— 57 Windsor Hardtop, $2,200. 

DeSOTO—’53 Powermaster 4-dr., $400, ’5: 
4-dr., $195. "50 coupe, $135. 

DODGE—’55 Royal (8) Lancer, $1,200; 
4-dr., $1,045; Coronet (8) 4-dr., $1,100. 
53 Coronet 4-dr,, 2 at $450; Diplomat, 
$180, 51 4-dr., $100. 

FORD—’'58 Fairlane (8) 500 Victoria, $2,- 
800. °56 Fairlane (8) 4-dr., $1,215. °55 
Fairlane (8) club sedan, $1,050; Victoria, 
$1,000; Custom (8) Ranch Wagon, $865; 
4-dr., $790; 2-dr., $765. °54 Crest Vic- 
toria, $690; 2-dr., $600, $530. ‘53 4-dr., 
$390; sedan, $345. °52 2-dr., $345, $250, 
$125. ‘51 Victoria, $125. °50 2-dr., $160. 


4-dr., $300°. ’51 4-dr., $185. '49 2-dr., | HUDSON—’52 2-dr., $225. 


$145. 
STUDEBAKER—’52 Champion 2-dr., 
WILLYS—’ 54 4-dr., $305. 
MISCELLANEOUS—’ 57 Isetta sedan, $780. 
’55 Chevrolet pickup, $700; Ford pickup, 
$545. °54 Ford pickup, $480. '52 Chevro- 
let %-ton pickup, $425. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. 
Thursday. Prices are for sale of Nov. 7.) 
(New models have now made their ap- 
pearance; prices still remain good on late 
models. Clean cars are bringing better 
than average prices. Sold 92 cars out of 

116 consignments.) 

BUICK — '54 Super Riviera, $900; 4-dr., 
$500; Special 2-dr., $650. °51 Special 4- 
dr., $215, $100; Super 2-dr., $110. 

CADILLAC—’55 (62) 4-dr., $2,150. °52 
(60) 4-dr., $675. °48 4-dr., $150. 

CHEVROLET—'58 station wagon, $2,250. 
"56 Bel Air (8) 4-dr., $1,405; 2-dr., $1,- 
350, $1,275. °55 Bel Air (8) Hardtop. 
$1.040; One-fifty 4-dr., $705; 2-dr., $690.. 
"54 Bel Air 4-dr., $740; Two-ten 2-dr., 
$610, '53 Bel Air 4-dr., $575, $410; 2-dr., 


$150. 


Sale every | 


MERCURY—’56 Custom 2-dr., $1,350. 
2-dr., $125. 

NASH—’51 Statesman 4-dr., $140. 

OLDSMOBILE—’51 (88) 4-dr., $165; (98) 
coupe, $100. 

PACKARD—'48 Hearse, $250. 

PLYMOUTH — '55 Belvedere Sport coupe, 
$1,125; Hardtop, $905; Savoy 2-dr., $680; 
4-dr., $680; Plaza 2-dr., $480. '54 Belve- 
dere 4-dr., $575. ‘53 Cranbrook 4-dr., 
$395. '52 sedan, $145. 

PONTIAC — '55 Chieftain station wagon, 
$890. '54 Chieftain station wagon, $740; 
2-dr., $460, $325. °53 Chieftain 4-dr., 
$350. '52 4-dr., $110. 


| RAMBLER—’53 Hardtop, $350. 


MISCELLANEOUS—’55 Studebaker %-ton 


| 
| 
| 


51) 


pickup, $675. "53 Chevrolet %-ton pick- 


up, $475. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 5.) 

(Sold 306 cars out of 520 consign- 
ments.) 
BUICK—’56 Century Hardtop, 
coupe, $1,475* (ps); Special 


$1,560* ; 
Hardtop, 
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Standard 7-inch type: 
5040-S (6-volr) and 5400-S (12-volt). 
Special For Your Fleet Accounts 


Ruggedized 5440-S has exclusive design 
features to meet toughest service conditions. 
It will get you a lot of fleet business. (Also, 
special miniature types designed for truck 


FLASHER 
PROMOTION KIT 
Services 100% of Needs! 


Consists of #10 Tung-Sel Heart Assort- 
ment: 5 flashers on a colorful display 
card. Back-Up Stock Stacker: 5 flashers 
to keep display complete. Service 
Guide: handy direction signal servicing 
instructions plus flasher and lamp re- 
placement chart for a// domestic cars. 
See your Tung-Sol supplier! 


Mi 


Montreal, P. Q. 
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Model Breakdown 
Of Auction Averages 








Nov, 1957 Oct. Sept. 
Model To Date 1957 1957 
ep reivcrwerssii $1,911 $1,984 $2,062 
1956... 1,326 1,378 1,481 
1955... 1,044 1,087 1,166 
1954... 719 737 790 
1953 459 471 494 
Se cvscspteles 291 297 328 
Be sicbiaccecnne 218 220 230 
Bp csnstinvsess 200 185 182 
Overall _—__- -_——— 
Average $ 771 $ 795 $ 842 


——— 


$1,495*; 2-dr., $1,425*, ’°55 Century Hard- 
top, $1,300* (ps); RM Hardtop, $1,250° 
(ps); Special conv., $990°; 4-dr., $970*, 
$860*. "54 Special Hardtop, $1,050* (ps), 
$760*; Super 2-dr., §850°, $775*, $660*. 
"53 RM Hardtop, $715* (ps); Special 
Hardtop, $550°*; 4-dr., $345*. °52 Super 
2-dr., $350°; Special 2-dr., $250°. °51 
Special 2-dr., $285*; 4-dr.. $260°, °29 4- 
dr., $200. 

CADILLAC — ’57 coupe de Ville, $4,015* 
(ps), $3,960° (ps); coupe, $3,625° (ps). 
"56 coupe de Ville, $2,985° (ps); (62) 
conv., $2,900* (ps); sedan, $2,805* (ps). 
‘565 (62) coupe, $2,350° (ps), $2,000° 
(ps), $1,870*° (ps); 4-dr., $2,030° (ps). 
"54 (62) 4-dr., $1,630° (ps); coupe, $1,- 
810° (ps). "53 2-dr., $990° (ps). °52 
coupe, $725°. °51 4-dr., $470°*. '50 coupe, 
$540°. '49 sedan, $245°, $200°. 

CHEVROLET—’'58 Bel Air (8) 4-dr. Hard- 
top, $2,840° (ps). '57 Bel Air (8) 4-dr. 


volume at highest levels. 


hlament. 


VISION-AID HEADLAMPS + MINIATURE LAMPS - SIGNAL FLASHERS 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, 
Mich.; Irvington, N. J.; Melrose Park, Ill.; 


Newark, N. J.; Philadelphia 


NEW! FOR 4-HEADLIGHT CARS 


The 5%-inch, 4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 


Special Introductory Package For 4-Headlight 
Car Service. Low-cost introductory package contains four 
each 4001 and 4002 5%-inch Vision-Aid 
what you need to take care of immediate service requirements. 
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Hardtop, $1,950* (ps), $1,945* (ps); 2- 
dr, Hardtop, $1,900*; 4-dr, sedan, $1,- 
875*, $1,850* (ps); 2-dr, sedan, $1,830", 
$1,775"; Two-ten (8) 4-dr., $1,590*; 
One-fifty 2-dr., $1,365, '56 Bel Air 4-dr., 
$1,565*; 4-dr. Hardtop, $1,500° (ps), 
$1,490*; 2-dr., $1,420*; conv., $1,100* 
(ps); Two-ten 2-dr., $1,045*. '55 Two-ten 
station wagon, $1,215*; 2-dr., $965", 
$935, $735; Bel Air 2-dr., $935°. '54 Bel 
Air 2-dr., $890* (ps), $725", $300; Two- 
ten 2-dr., $550; 4-dr., $390*, '53 Bel Air 
coupe, $650*; conv., $450; 2-dr., $415; 
Two-ten 4-dr., $420, $350, $285, $265. 
'62 2-dr., $400*; 4-dr., $240, ‘51 4-dr., 
$280; 2-dr., $235°, 


CHRYSLER—’56 Windsor Hardtop, $1,850* 
(ps); Nassau, $1,610* (ps). ‘55 NY 
Hardtop, $1,400* (ps); Windsor Hardtop, 
$1,355*, $1,250*. '54 Windsor Newport, 
$700* (ps); NY 4-dr., "53 
Windsor Newport, $420*. 


DeSOTO—’56 Firedome Hardtop, $1,490* 
(ps). '55 Firedome Hardtop, $1,250* (ps). 
’54 Firedome 4-dr., $480* (ps). '53 Cus- 
tom 4-dr., $440*. 52 Custom 4-dr., $245*. 


DODGE—’57 Coronet Hardtop, $1,950*, '55 
Royal 4-dr., $905*; Coronet 2-dr., $895*; 
4-dr., $890°. 


FORD—’57 Fairlane (8) 500 Victoria, $1,- 
935°; Country sedan, $1,900*; conv., 
$1,860*; Fairlane (8) 4-dr., $1,620*, $1,- 
590°; Custom 300 2-dr.. $1,650, $1,550*; 
4-dr., $1,475*. °56 Country sedan, $1,525* 


$625* (ps). 


(ps); Fairlane station wagon, $1,495* 
(ps); conv., $1,330*; 2-dr., $1,160*; Cus- 
tom 4-dr., $1,060*, $980*, '55 Fairlane 
conv., $920° (ps), $800°; 4-dr., $880*, 
$785*, $665, $655. °54 Crest Victoria, 
$600*; 2-dr., $415. °53 Hardtop, $580; 


2-dr., $475°, $435, $345, $200. '52 2-dr., 
$225. '23 Model T, $700. 


| HUDSON—'55 Hornet 4-dr., $740*; Wasp 
(Continued on Page 70, Col, 2) 





PROFITS IN LAMPS 


TUNG- 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
car-makers for more than half a century. In the renewal 
field, Tung-Sol’s leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 


SOL 


Keep an eye out for 


customers’ lamp needs and push Tung-Sol for 
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'54 Statesman club coupe, $595°*. 
Ambassador sedan, $300°*. 
$365; 4-dr., $285°. 





4-dr., $660*. '54 sedan, $490°. °53 4-dr., 
$220°. 

KAISER—’53 Manhattan 4-dr., $280*. 

LINCOLN—’57 Premiere 4-dr., $3,300* 
(ps); coupe, $3,155* (ps). °55 Capri 
Hardtop, $1,400* (ps). '52 4-dr., $375*; 
2-dr., $270. 

MERCURY—’57 Monterey conv., $2,100*; 
coupe, $2,045*. °56 Monterey Hardtop, 
$1,530* (ps); 4-dr. sedan, $1,350*. ‘55 
Custom 2-dr., $885, $845; 4-dr., $845°*. 
"54 Monterey Hardtop, $950*; Custom 
4-dr., $700*, $520*. '53 Monterey coupe, 
$735°; Hardtop, $660*; 4-dr. sedan, 
$555*. '51 4-dr., $215*. 

NASH —/’55 Ambassador 4-dr., $970*; 
Statesman Hardtop, $970*; 2-dr., $435. 


"53 


"52 Hardtop, 


OLDSMOBILE—’57 (88) Holiday, $2,250* 

(ps). "56 (88) Holiday, $1,700* (ps), $1,- 

470* (ps). 55 (98) Holiday, $1,530* (ps), 

$1,500* (ps); 4-dr. sedan, $1,490* (ps); 

(88) Holiday, $1,450* (ps); 2-dr., $1,425* 

(ps), $1,380° (ps); 4-dr., $1,345° (ps), 

The Payoff. $1,330° (ps), $1,100. '54 (98) 4-dr., $1,- 

000* (ps); (88) Super 4-dr., $825* (ps). 

Clyde Mattox, general manager, Parker) 52° (92) 4-dr., $780* (ps). $700*; (88) 

Plymouth, Inc., Dallas, hands salesman 2-dr., $495*. "52 4-dr., $400*, '51 4-dr., 

Bob Bridges a money bag containing $350*, $290°. 

$1,000—top prize in a two-month sales ra. Gee 4-dr., $355*, $340°, $330. 

"E -dr., L 


contest that saw Bridges sell 56 new 
Plymouth cars. Until recently Bridges was 
a sheet-metal worker. 


"56 Belvedere 4-dr., $1,050°; 


$1, 035, $975. 


PLYMOUTH—’58 Belvedere coupe, $2,500*. 
Savoy 4-dr., 
’55 station wagon, $1,280*, 





WHEN WILL 
BLAKE'S CAR 
BE READY? 


Here’s how you can help increase 





SERVICE JOBS UP TO 50% 


with your present setup ! 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Leci/one 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. D-8 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name 
es 
Address. ——e 

In Canada—331 Bartlett Ave., Toronto 
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Used-Car Auction Prices 





(Continued from Page 69) 


$900*; conv., 
$755, $690°*; 
$725; 2-dr., 
dr., $415*. 
Cranbrook 2-dr., 
Cranbrook 4-dr., 


$915*; Belvedere 4-dr., 
2-dr., $665; Savoy 4-dr., 
$625; Plaza 4-dr., $570; 2- 
’54 Plaza 2-dr., $300. °53 
$300; 4-dr., $275, °52 
$200. 


PONTIAC—’'56 Star Chief Catalina, $1,- 
700* (ps); conv., $1,530* (ps); Chieftain 
4-dr., $1,440* (ps), $1,420*, $1,340°. °55 
Chieftain conv., $1,055* (ps); 2-dr., 
$965*, $725. °54 Star Chief Catalina, 
$860*; 4-dr., $695*. '53 Catalina, $600°; 
4-dr., $355, $280. 


RAMBLER —— ‘56 station wagon, $1,575*, 


$1,420; sedan, $1,375, '55 station wagon, 
$1,115*, $940*, $630. '52 station wagon, 
$310. 

STUDEBAKER 55 Commander 4-dr., 
$790. 


MISCELLANEOUS—’56 Volkswagen 2-dr., 
$1,500, '55 Ford pickup, $690. 


OMAHA 


(Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Nov. 7.) 

(Consignment down because of new 
showings. Buyers were here in goodly 
number, Need ’54 and older models.) 


BUICK—’56 Super 4-dr. Riviera, $1,545* 


(ps). "55 Special Hardtop, $1,245*; Super 
Riviera, $1,055*. °54 Super 4-dr., $775°*. 

CADILLAC—’52 coupe de Ville, $805* (ps). 
"50 (62) 4-dr., $680°. 

CHEVROLET—’'57 Bel Air (8) 4-dr., $1,- 
900* (ps); One-fifty 2-dr., $1,405. ‘56 (8) | 
station wagon, $1,575*. ‘55 Bel Air (8) 
Hardtop, $1,285*; Two-ten (6) 2-dr., 
$940; 4-dr., $930. '54 Two-ten 4-dr., $575. | 
’53 Two-ten 4-dr., $480. °51 4-dr., $285°. | 

CHRYSLER — ‘53 NY 4-dr., $595* (ps); | 
Windsor 4-dr., $315*. } 

DODGE—’55 Coronet 4-dr., $880*°, $875°*. | 


52 4-dr., $165. 
FORD—’'56 6 pass. station wagon, $1,365°. 


| PACKARD—'54 2-dr. 


(ps), $1,880* (ps); Two-ten (8) 4-dr., 
$1,800* (ps), $1,775*. "56 Two-ten station 
wagon, $1,720*; Bel Air 4-dr, Hardtop, 
$1,655*; station wagon, $1,630* (ps). '53 
Bel Air 4-dr., $695*; 2-dr., $525. ‘52 
2-dr., $220, °51 2-dr., $290*, $225°. ‘50 
club coupe, $325*; 4-dr., $260.-’49 sedan, 
$165. 

OHRYSLER—’51 Windsor 4-dr., $275*. 

DeSOTO—’53 Firedome 4-dr., $525*, °52 
4-dr., $330*. 

DODGE — ’'57 Coronet (8) 4-dr., $1,980° 
(ps). °56 Coronet (8) 2-dr., $1,125*, $1,- 
100, 2 at $1,095*. '54 Coronet 4-dr., $655. 


"50 2-dr., $150. 

F O R D — ’57 Fairlane (8) 4-dr., $1,585°; 
Custom (8) 300 4-dr., $1,490. "56 Custom 
(8) station wagon, $1,610* (ps); Fair- 
lane Hardtop, $1,550* (ps); conv., $1,- 
205*; 2-dr., $1,200*. '55 Custom neh 
Wagon, $1,125; 4-dr., $850°; Fairlane 
(8) 2-dr., $1,040*, $955, $945*, $900. "54 
Custom 4-dr., $685* (ps); 2-dr., $625. 
’53 Ranch Wagon, $850; Hardtop, $555*; 
4-dr., $550, $465. ‘52 2-dr., $465; club 
coupe, $365*. '50 2-dr., $400*, $170; 4-dr., 
$140. 

HUDSON—’53 Hornet 4-dr., 

LINCOLN — ’'57 Premiere 2-dr. 
$3,585* (ps). 

MERCURY—' 54 Monterey 4-dr., $990* (ps), 
$865*, $835*. '53 Monterey Hardtop, $855° 
(ps). "52 Monterey 4-dr., $450. '51 4-dr., 
$150°*. 

OLDSMOBILE—’56 (88) 4-dr., $1,495*; 2- 
dr., $1,295°, ‘55 (88) Super Hardtop, 
$1,635* (ps), $1,200*; (88) 4-dr. Hard- 
top, $1,470*, $1,200. °53 (88) Super 4- 
dr., $655. °51 2-dr., $370*°; 4-dr., $300°, 
$215*. "50 4-dr., $170. 

Hardtop, $820* (ps). 

PLYMOUTH—’'56 Custom (8) station wag- 
on, $1,265*; Savoy (6) station wagon, 
$1,260. '52 4-dr., $345, $240. 

PONTIAC—'56 Chieftain Hardtop, $1,455*, 
$1,430* (ps), $1,430°. '55 Chieftain 2-dr., 
$835. ‘54 Star Chief 2-dr. Hardtop, 
$845*. '53 Hardtop, $595*; 4-dr., $420°. 

STUDEBAKER—’'54 Champion coupe, $620. 

MISCELLANEOUS—’57 Karmann Ghia 2- 
dr., $2,230; Triumph conv., $1,950. °56 
Jaguar coupe, $2,315; 2-dr., 
Volkswagen Sunroof, $1,475; 2-dr., $1,- 
375, $1,365; Chevrolet %-ton pickup, 
$950; Metropolitan sedan, $890. '54 Chev- 
rolet %-ton pickup, $660. "53 Dodge %- 


$355, $320°. 
Hardtop, 





‘55 Fairlane (8) 2-dr., $1,030*°; 2-dr., 
$785*; Custom 2-dr., $975*. °54 Custom | 
(8) 2-dr., $785°; Victoria, $780°; 4-dr., | 
$615*; conv., $515*. ‘53 Main Ranch | 
Wagon, $645°; 2-dr., $385; Crest 4-dr., 
$460° (ps). "52 4-dr., $370°, $360°, ‘51 
2-dr., $220. 


MERCURY—’56 Monterey Hardtop, $1,495° | 


(ps). °55 4-dr. 
54 Monterey Hardtop, $955°*. 
terey 4-dr., $690. "52 Hardtop, $370. '50 
4-dr., $125°. 
NASH—'51 2-dr., 
OLDSMOBILE—’'56 (88) Holiday, $1,625; 
(88) Super 4-dr., $1,530°, $1,400°. 
PLYMOUTH—’'53 Cranbrook 4-dr., $365°. 
PONTIAC—’56 Star Chief Catalina coupe, 
$1,505°. °51 Chieftain 2-dr., $220°; 4-dr., 
$210. 


$160°. 


STUDEBAKER — ‘53 Champion Hardtop, | 


$475°, $450. 
MISCELLANEOUS—'53 Chevrolet 
truck, $680. 


1% -ton 


FLINT 


(Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Nov. 6.) 

(Prices in seemed to be about 
the same as previous week. Activity very 
good for a 63 percent sale. Sold 102 cars 
out of 160 consignments.) 


BUICK—’57 RM Riviera, $2,335* (ps). '56| 


Special 4-dr., 
Riviera, $1,530°. 
140°, $930°; 4-dr., 
$1,105* (ps); Century 4-dr., 
Riviera, $1,190°. 
$875*, $725°; Super Riviera, $785*; 
Riviera, $775* (ps); Special 2-dr., $635°. 
‘53 RM Riviera, $385°. °51 Super 4-dr., 
. 


$1,590°, $1,500°; Century 
‘55 Special Riviera, $1,- 


$1,020° ; 


$350°. 
CADILLAC—'SS (62) sedan de Ville, $2,- 
950° (ps). 
CHEVROLET—'57 Beil Air (8) club coupe, 
$1,795*; station wagon, $2,100° - (ps); 
Two-ten (6) 2-dr.. $1,625°. "56 Bel Air 


(8) Sport coupe, $1,475*; conv., $1,080°; 


2-dr., $960°; Two-ten (6) station wagon, 
$1,440°. "55 Two-ten (6) 4-dr., $1,075°; 
2-dr., $820°, $800; Bel Air (8) 4-dr., 
$940°; 2-dr., $925, $855; conv., $750; Bel 
Air (6) 2-dr., $735. '54 Bel Air Hardtop, | 
$740; Two-ten 2-dr.. $500. ‘53 Two-ten 
4-dr., $575*, $300, $275; 2-dr., $325. °52) 
2-dr., $300; 4-dr., $100. ‘51 club coupe, 
$250; 2-dr., $245. 


DOD GE — ’'54 Meadowbrook club coupe, 
$405°. "53 Coronet conv., $250. 

EDSEL—’58 Ranger 2-dr.. $2,535°. 

FORD—’57 Fairlane (8) 500 Victoria, $1,- 
595°; Custom (8) 300 4-dr., 
Custom (8) station wagon, 
sedan, $905°; Fairlane (8) 2-dr., $1,190°; 
conv., $1,050; Main (6) 2-dr. ‘$865. "55 
Fairlane (8) Country sedan, $1,195; Vic- 
toria, $950°; 4-dr.. $815°; Custom (8) 
2-dr., $770. '54 Custom (8) 2-dr., $460; 
4-dr., $390; Crest Victoria, $650°; 4-dr., 
$700. "53 Ranch Wagon, $500; 4-dr. se- 
dan, $370*. "51 2-dr., $210. 

MERCURV—' 57 Mercury 4-dr., $2,385°. °56 
Monterey club coupe. $1,315*. ‘55 Mon- 
terey Hardtop, $935. "54 Monterey 4-dr., 
$775*; club coupe, $625°. ‘52 Monterey 
club coupe, $225. ‘51 Monterey club 
coupe, $200. 

NASH —'5S4 Statesman 4-dr., $550. "51 
Statesman 4-dr., $100. 

OLDSMOBILE — '55 (88) Super Hardtop, 

$1,125* (ps). ‘53 
‘88) Suner 4-dr., $285°. 


$1.269°; (98) 4-dr., 
PLYMOUTH—'56 Belvedere (8) conv., 


$1,300; 4-dr. 


$1,- 


250°, '55 Plaza (6) station wagon, $870; 
4-dr. sedan, $600°; Belvedere (8) 4-dr., 
$725, $685°. ‘54 Belvedere 4-dr., $415*; 
Savoy 2-dr., $405°. '53 Belvedere 4-dr., 
$225. '52 4-dr., $135. 

PONTIAC—’55 Star Chief Catalina, $985* 
(ps). '54 Chieftain 4-dr., $515*. '53 Star 
Chief 4-dr., $290*; Chieftain 4-dr., $275. 
$110° 


STUDEBAKER—’54 Champion club coupe, 


$320, '51 Land Cruiser 4-dr., $135°. 
MISCELLANEOUS — ‘57 Skoda 2-dr., $1,- 
010. "53 GMC %-ton pickup, $325. °50 


Chevrolet %-ton pickup, $140. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Nov. 5.) 
BUICK—'56 Century Hardtop, $1,620*, '55 

Century 4-dr., $1,425*; Special Hardtop, 

$1,360*, $1,300° (ps); Super 2-dr., $1,- 

305. '54 Super 4-dr., $1,015* 

cial 2-dr. Hardtop, $950°, 

4-dr., $550* (ps). '52 Special 2-dr., $345. 

51 RM Hardtop, $310*, ’50 Super 4-dr., 

$240*. '49 conv., $230*. 

CADILLAC—’52 (62) coupe, $980°. 
CHEVROLET—’'57 Bel Air (8) 4-dr., $1,- 
995° (ps), $1,960° (ps); conv., $1,905* 


$995; Super Riviera. | 


‘54 Century Riviera. | 
RM | 


$1,585°. 56) 


station wagon, $1,470*. | 
‘53 Mon- | 


| 
| 
| 





| CHRYSLER—'55 NY 


ton pickup, $455. "52 GMC panel, $420. 


ALBANY 


(Tim Anspach Dealer's Auto Auction. 
Sale every Monday. Prices are for sale of 
Nov, 4.) 

(Rural as well as county seat and city 
new-car dealers continue to pour their 
nice used cars into this market, clearing 
their way for the big new-car selling job 
beginning this week. My advice to the 
new-car dealers is sell your new cars 
this time. Don’t give them away as many 
of you did tast year, Stay in business. 
Sold 115 cars out of 149 entered.) 


BUICK—'56 Special Riviera coupe, $1,550*. 
"55 Century Riviera coupe, $1,250°. "54 


Special Riviera, $1,050°; Super Riviera, 
$760°. '53 Special 2-dr., $590, $400; Rivi- 
era coupe, $370 

CADILLAC—'5S7 (60) 4-dr., $4,175* (ps); 
(62) 4-dr., $3,725* (ps). "55 (60) 4-dr., 
$2,260° (ps); (62) 4-dr.. $2,060°. ‘52 (62) 
4-dr., $690° (ps), $550°. "50 (62) 4-dr., 
$320°. °49 (62) 4-dr., $150° 


CHEVROLET 
620°. °56 Bel Air (6) 4-dr.. $1,250; Two- 
ten (6) 4-dr., $1,115, $1,050, 2 at $1,010, 
$1,000; 2-dr., $1,000. ‘55 Bel Air (8) 
Sport coupe, $1,150°; 4-dr., $1,075*; 2- 
dr. $1,050°; Two-ten (6) station wagon, 
$1,100; 2-dr.. $795, $775; Delray coupe, 
$830; One-fifty 2-dr.. $635. "54 Two-ten 
station wagon, $625; 2-dr. sedan, $585°. 
‘53 Bel Air 2-dr., $625°; Sport coupe, 
$610, $575, $500; Two-ten 2-dr., $450, 
$300. ‘52 Sport coupe, $390; 4-dr. sedan, 
$210, ‘51 2-dr., $250; Sport coupe, $160; 
4-dr., $150°. '50 conv., $130. 

Newport coupe, $1,- 
400. 

DeSOTO—'55 Custom Sport coupe, $1,245°. 
‘53 Firedome 4-dr.. $285° (ps). 

DODGE—'53 Meadowbrook 4-dr., $130. 
Meadowbrook 4-dr., $100°*. 

F OR D — '56 Custom (8) 2-dr., $1,080*; 
Main (8) 4-dr., $1,000. ‘55 Fairlane (8) 
2-dr., $1,075*, $910; conv., $1,035, $900°; 
Victoria coupe, $935°; Custom 2-dr., 
$705. *54 Custom (8) 2-dr.. $740*; Cus- 
tom (6) 2-d¥.. $525; Country Squire, 
$525. ‘53 Custom (8) 4-dr. $450°, $430°, 
270°; Custom (6) 4-dr., $290; Main (6) 
2-dr., $360; conv., $410. "52 Custom 2-dr., 
$295; Ranch Wagon, $235. 
Squire station wagon, $160°*; 2-dr. sedan, 
$210. "50 Country Squire station wagon, 
$280; 4-dr. sedan, $130. '49 conv., $115. 

HUDSON—'55 Wasp 4-dr., $570. ‘53 Wasp 
4-dr., $200. 

MERCURY—'56 Montclair conv., 


"50 


$1,400° 


Ee "*— a 


Nassau Bound— 


$2,245; | 


‘58 Impalla (6) coupe, $2,-/ 


"51 Country | 














| WILLYS—'53 station wagon, 


(ps). °53 Custom conv., $500. ’°51 Custom 
club coupe, $100. 
NASH—’54 Statesman 4-dr., $400. 


OLDSMOBILE—’57 (88) Super 4-dr., $2,. 
260* (ps); (88) 4-dr., $2,110*. °56 (38) 
Holiday coupe, $1,580* (ps). °55 98) 
Holiday, $1,525* (ps); (88) Super 4-dr,, 
$1,095* (ps). '52 (88) Super 4-dr., $150*, 
’51 (88) 4-dr., $180*. 

PACKARD—’53 Clipper 4-dr., $390*. 

PLYMOUTH—’56 Belvedere (8) 4-dr., $1,. 
200; Savoy (6) 2-dr., $1,050*, $940. ‘55 
Savoy (6) club coupe, $830. °54 Belve. 
dere 4-dr., $400. 53 Cranbrook 4-dr,, 
$360*. j 

PONTIAC’56 Chieftain 4-dr., $1,200*. '55 
Chieftain 2-dr., $740*. '54 Chieftain 4. 
r., $710*; Star Chief conv., $625* (ps), 


53 Catalina, $560*; 4-dr. Sedan, $400*, 
RAMBLER—’53 station wagon, $500. 
STUDEBAKER — ‘52 Commander 4-dr., 

$170°*. 

MISCELLANEOUS—' 56 Ford Taunus, $700; 

Consul, $660. ‘55 Metropolitan 2-dr., 

$600. '53 Chevrolet %-ton delivery, $135, 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale af Nov. 5.) 
(Market continued to sell off here this 
week, Dealers buying very carefully un- 
til all °58 makes are introduced. Sold 104 
cars out of 163 consignments.) 

BUICK—’55 Super 4-dr., $1,000* (ps); Spe- 
cial Hardtop, $900; RM Hardtop, $1,045* 
(ps). °54 RM 4-dr., $800*° (ps); Super 
Hardtop, $760*. '53 RM Hardtop, $450* 
(ps). "52 sedan, $200*. 

CHEVROLET—’'57 Two-ten (6) Harctop, 
$1,600°; 4-dr., 2 at $1,500*. °56 Bel Air 
(8) 4-dr., $1,300°; 4-dr., $1,155°; 2-dr., 
$1,280*; Two-ten 4-dr., $1,165*, $1,150*, 
$1,105, $1,060, $1,040, $1,030, $1,025, $1,- 
020; 2-dr., $1,000, $1,000°; One-fifty 2- 
dr., $840; 4-dr., $760°. "55 Bel Air conv., 
$1,100*; Two-ten 2-dr., $805, $760, $750, 
$705; One-fifty 4-dr., $705, $685; 2-dr., 
$550. °53 Bel Air 4-dr., $560*; conv., 
$495* (ps); Two-ten station wagon, $525. 
"52 4-dr., $280. 

CHRYSLER—'51 2-dr., $150. 

DODGE—'55 Royal (8) 4-dr., $960*° ‘53 
Coronet station wagon, $395, $390; 4- 
dr., $250*; conv., $220°. 

FORD—'57 Fairlane (8) 500 conv., 
(ps); Victoria, $1,700; Custom (8) 300 
4-dr., $1,500° (ps). '55 Fairlane (8) 4 
dr., $830*°; Custom 4-dr., $610. °54 Cus- 
tom 4-dr., $535, $510; Hardtop, $510. 
"53 Custom 2-dr., $325; Main 2-dr., $375. 
"52 2-dr., $185, "51 2-dr., 2 at $265. 

MERCURY — ‘56 Monterey Hardtop, $1,- 
225*. ‘54 Custom conv., $840*; station 
wagon, $820°; 4-dr., $465° ‘52 4-dr., 
$345, $300; Hardtop, $310*. ‘51 4-dr., 
$110*; 2-dr.. $100; station wagon, $230*,. 

NASH —’'53 4-dr., $310, $300. 

OLDSMOBILE — ‘57 (98) 4-dr. Hardtop, 
$2,330*. "56 (98) Holiday, $1,780° (ps); 
Hardtop, $1,720°. ‘55 (88) 4-dr., $1,045*. 
"53 (88) 4-dr., $210°. °52 4-dr.. $175*. 

PACKARD—'55 Clipper 4-dr.. $900*. 

PLYMOUTH—’'55 Belvedere Hardtop, $900*; 
4-dr., $850°; Savoy 4-dr., $535, $510; 
Plaza station wagon, $560°. ‘54 Savoy 
4-dr., $475. 

PONTIAC—'56 Chieftain Hardtop, $1,105*. 
‘55 Chieftain Hardtop, $900*; 4-dr.. $800; 
Star Chief conv., $1,000. "54 Star Chief 
Hardtop, 705° (ps); Chieftain 4-dr., 
$400. ‘53 Chieftain Catalina, $605°; 4- 
dr., $465°, $390°. ‘52 2-dr., $340°. 

STU DEBAKER—’'55 Champion station wag- 
on, $710 


$1,705° 


$340. °52 2- 
dr., $110. ‘51 station wagon, $145. 

MISCELLANEOUS "56 Austin- Healey 
conv., $1,800. ‘53 Opel Record, $305. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 6.) 
(Good active sale, high percentage sold. 
Good clean cars in demand, Average and 
off cars still showing a downward trend. 
Sold 146 cars out of 202 consignments.) 
BUICK—'56 Special Hardtop, $1,525°. ‘55 
Century 4-dr., $1,170° (ps); Special 4-dr., 
$900°. ‘54 Super 2-dr., $840°; Special 
2-dr., $595. ‘53 Special Hardtop, $640; 
Super Hardtop, $410*. ‘52 RM Hardtop, 
$225° (ps); Special 4-dr.. $240, $140°. 
CADILLAC—'57 (62) 4-dr., $3,735° (ps). 
‘55 (62) coupe, §2,170°. °54 (62) 4-dr., 
$1,700° (ps). 53 (60) 4-dr., $1,050° (ps); 
(62) 4-dr., $960°. ‘52 4-dr., $725° (ps), 
$650°. °41 conv., $220. 
CHEVROLET—'5S Bel 
‘57 Bel Air 2-dr. $1,565, $1,325°, ‘56 
Two-ten 4-dr., $1,210, $1,150°, 3 at $1,- 
025, $975; Bel Air 2-dr., $1,100, $810°. 
‘55 Two-ten station wagon, $1,075, $665, 
$650; Bel Air 4-dr., $1,055, §875*. "54 
Bel Air 4-dr., $810*, $700; Two-ten 2-dr., 
$650°, $525°, $450. ‘53 Bel Air Hardtop, 


Air 4-dr., $2,775°. 


(Continued on Page 71, Col. 1) 
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Congratulations are offered to Motor Parts, Inc., Detroit, one of the 12 parts 


wholesalers who won trips to Nassau in MoPar's “V. 


1. P.” contest. From left are 


Vere Cargill, MoPar Detroit zone manager; Pat Sizeland, sales manager, Motor Parts, 
Inc.; Joe Mooney, Motor Parts general manager; Gene Shannon, Motor Parts salesman, 
and Bob Loman, assistant to MoPar retail sales manager. Other winners in MoPar's 
contest are Serv-All Parts Co., Denver; Parts Wholesalers, Inc., Newark, N. J.; St. L 
Motor Parts Wholesaler, Inc., St. Louis; R. L. Parnell Co., Inc., Nashville; Factory Motor 
Parts, Inc., Chicago; Alamo Parts Corp., San Antonio; Alco Auto Parts, Inc., Philadel- 
phia; George Byers Sons, Inc., Louisville; Arkamo Parts, Inc., Springfield, Mo.; Arizona 
Motor Parts Co., Phoenix, Ariz., and Whalley Motors, Inc., New Haven, Conn. 
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Used-Car Auction Prices 





(Continued from Page 70) 


$660, $535°, $490, $485, $475. "52 4-dr., 
$340*, $270*, $260*, $250, $245, $220, 
$190. "50 Hardtop, $170; coupe, $105. 

OHRYSLER—’55 Windsor conv., $1,100* 
(ps). "52 NY 4-dr., $105°*. 

DeSOTO—’'53 4-dr. station wagon, $625°. 
’52 Custom 4-dr., $105. 

DODGE—’56 Royal (8) Lancer, $1,385°*. 
56 Coronet 4-dr., $1,150*°. °55 Custom 
4-dr., $675*. °53 Coronet 4-dr., $450*, 
$300. °52 Coronet 4-dr., $125. °51 Coro- 
net Hardtop, $280. 

FORD—’56 Parklane station wagon, $1,450* 


(ps); Country Squire, $1,425* (ps). °55 
Custom Ranch Wagon, $935, $725. ‘54 
Custom Ranch Wagon, $715*°; Main 


Ranch Wagon, $700, $605. '53 Crest Vic- 
toria, $600*, $555*, $395; Main Ranch 
Wagon, $485. ‘52 2-dr., $405, $155. ‘51 
2-dr., $265, $140. '50 2-dr., $170, $100. 

MERCURY—’'56 Monterey conv., $1,275°*. 
54 Custom 2-dr., $545*. °53 Monterey 
Hardtop, $475, $470. '52 2-dr., $230, "51 
2-dr., $125, '50 2-dr., $140. 

NAS H — '55 Statesman 4-dr., $775*. "53 


Statesman 2-dr., $320, $285, $275, $210. 
OLDSMOBILE — '56 (88) 4-dr., $1,850*, 
$1,750°, $1,450°. °55 (88) 2-dr., $905°. 


"53 (98) 4-dr., $560°, $430°. "52 (88) 4- 
dr., $225*. '51 (88) Super 4-dr., $155°. 
*50 conv., $105°*. 

PLYMOUTH—’56 Savoy 4-dr., $1,175*. '55 
Belvedere 2-dr., $825; Savoy 2-dr., $725; 
Plaza 2-dr., $570, '54 Plaza 4-dr., $460. 

PONTIAC—'55 Star Chief Hardtop, 2 at 
$1,300* (ps). '54 Chieftain 2-dr., $610°*, 
$580°, $525. °52 4-dr., $230*, $220, $210*. 

RAMBLER—’55 station wagon, $805. °54 
2-dr., $405. 

WILLYS—'55 2-dr., $405*. '53 4-dr., $145. 
"52 2-dr., $275. 

MISCELLANEOUS — '57 Ford C-300, $1,- 
700*, $1,450. "52 Studebaker %-ton pick- 
up, $145; Jaguar 4-dr., $410. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Nov. 8.) 
(Had a real good sale today with plenty 
of clean cars that sold for the “high 
doliar.’”) 
BUICK ‘57 Century Hardtop, $1,920* 
(ps). "56 Century 4-dr., $1,830*, $1,700°. 
"54 4-dr., $950°. 53 4-dr., $400. 


OADILLAC—'54 sedan, $1,900° (ps). 

CHEVROLET—'57 Bel Air 4-dr., $1,870*; 
coupe, $1,710; 2-dr., $1,470; Two-ten 4- 
dr., $1,850° (ps); 2-dr., $1,620*%; One- 
fifty 2-dr., $1,300. "56 Bel Air Hardtop, 
$1,510*. °'55 Bel Air Hardtop, $1,180*; 
2-dr., $910* (ps); 4-dr., $870; Two-ten 


2-dr., $870*, $710°, "54 coupe, $640°. °53 
Two-ten 4-dr., $580; 2-dr., $450; One- 
fifty 4-dr., $400. °'52 2-dr., $400. ‘51 


conv., $250°; 2-dr., $190. "50 club coupe, 
$275. °40 4-dr., $335. 

CHRYSLER—'56 NY coupe, $1,300*°. °52) 
sedan, $310. 

DeSOTO—'55 Firedome coupe, $1,040°. °54 


Firedome 4-dr., $330° (ps). 
DODGE—’57 Coronet Hardtop coupe, $1,- 


950°; 4-dr., $1,760°. "56 Royal 4-dr., $1,- | 


250°. °52 2-dr., $145. 

FORD—'57 Country Squire, $2,015*; Fair- 
lane (8) 500 2-dr., $1,890°; 4-dr., $1,875° 
(ps); Custom 4-dr., $1,505; 2-dr., $1,310. 
‘56 Fairlane (8) Victoria, $1,400°; 4-dr., 
$1,390° (ps); conv., $1,385* (ps); Custom 
2-dr., $1,145° (ps); Main 4-dr., $820. '55 
Custom 4-dr., $915°; 2-dr., $830; Main 
2-dr., $670. ‘54 Crest Victoria, $810*; 
2-dr,. $670; club coupe, $665; 4-dr., $540. 
"63 4-dr., $360. ‘52 2-dr., $255; 4-dr., 
$150. “51 Main 2-dr., $275; conv. $200°*. 
"60 4-dr., $260; 2-dr., $255, $175, $110; 
coupe, $235. 

MERCURY—'56 Monterey 2-dr., $1,100. '55 
Monterey coupe, $850. ‘53 Monterey 4-dr., 
$310°. °47 4-dr., $200. 

NASH—'51 Ambassador 4-dr., $320°. 

OLDSMOBILE — '56 (88) Super Holiday, 
$1,650°. '55 (88) 4-dr., $1,175*. °54. (98) 
4-dr., $950° (ps). 

PLYMOUTH—'56 Savoy 2-dr., $970*. 

PONTIAC—'53 Hardtop, $410*; 4-dr., $315. 
"51 4-dr., $290°. 

RAMBLER—'55 station wagon, $900. 

STUDEBAKER—'56 4-dr., $1,050°*. 

MISCELLANEOUS — '57 Chevrolet %-ton 


pickup, $1,120; Ford pickup, $1,205, °54 
Chevrolet pickup, $525. 
(Greater Chicago Auto Auction. Sale 


every Thursday. Prices are for sale of Nov. 


7.) 

(Seid 267 cars out of 482 consign- 
ments.) 
BUIOK—’57 Century Riviera, $2,250°. '56 





Century Riviera, $1,620°; Special Riviera, 


Wholesale Sales 


Increased in 


Automotive Field 


_ WASHINGTON.—Wholesale sales 
in the automotive industry in- 
creased in September over August, 
according to the Office of Business 
Economics, U. S. Department of 
Commerce. 

Total sales for the month 
amounted to $11.2 billion, the report 
said, about the same dollar volume 
as in September, 1956. After ad- 
justment for seasonal and trading- 
day differences, September sales 
were 2 percent below August, the 
Government said. 

Hardware and plumbing groups 
were the only other categories to 
show sales gains from August. 

Total sales by wholesalers of 
durable groups in September were 
reported at $4.2 billion, 2 percent 
below August after seasonal ad- 
justments. 

Value of wholesalers’ inventories 
at the end of September was esti- 
mated at $12.8 billion, about $200 
million above a year ago. 








| MERCURY — '57 Monterey coupe, 


$1,255°. '55 Special Riviera, $1,235*, $1,- 
015* (ps); 4-dr., $875* (ps); Super Rivi- 
era, $1,205* (ps). '54 RM Riviera, $950* 
(ps); Super Riviera, $910*; Century 4-dr., 
$770*, $660*; Special Riviera coupe, 
$540*, '53 Special coupe, $375. '52 Super 
coupe, $250*. '51 Riviera, $240. 
CADILLAC—’57 (62) coupe de Ville, $3,- 
990° (ps); sedan de Ville, $3,925* (ps); 
conv., $3,845* (ps); coupe, $3,800* (ps), 


$3,765* (ps). °56 (62) coupe, $2,675* 
(ps), $2,650° (ps). '55 (62) coupe de 
Ville, $2,580* (ps); coupe, $2,395* (ps); 


4-dr., $1,935* 
4-dr., $1,700* 


(ps), $1,850* (ps). '54 (62) 

(ps). '52 (62) 4-dr., $600*, 
$465* (ps). °51 4-dr., $450*. °50 coupe, 
$250* 


CHEVROLET—’58 Impala (8) coupe, $2,- 
905* (ps); Bel Air (8) Sport sedan, $2,- 
785* (ps); Sport coupe, $2,525*. °57 Bel 
Air (8) Sport sedan, $1,850*%, $1,750; 
conv., $1,825* (ps); 4-dr., $1,720*; Bel 
Air (6) Sport coupe, $1,680*; Two-ten 
(6) station wagon, $1,740*, $1,605. °56 
Bel Air (8) Sport coupe, $1,575* (ps); 
Bel Air (6) Sport sedan, $1,445*; 4-dr., 
$1,225*, $1,220*, $1,105*, $1,050; Delray 
2-dr., $1,155; Two-ten (6) 2-dr., $1,050°, 
$915°. '55 Bel Air (8) Sport coupe, $1,- 
100*, $1,090°; 4-dr., $1,090*; Bel Air (6) 
4-dr., $990°; 2-dr., $800; Two-ten 2-dr., 
$650°. ‘54 Two-ten 4-dr., $515; 2-dr., 
$405, $355; Bel Air 4-dr., $500*. '53 Bel 
Air conv., $335*, $250; 2-dr., $305; 4- 
dr., $205. °52 4-dr.. $340°, $295°. ‘51 
Sport coupe, $230*; 2-dr., $210. 

CHRYSLER—’56 Windsor Nassau, $1,635* 
(ps). °55 ‘300°’ Sport coupe, $1,590* 
(ps); Windsor 4-dr., $1,140* (ps), $875* 
(ps). °53 Windsor 4-dr., $330*. 

DeSOTO—’55 Firedome Sportsman, $1,200* 


(ps). °53 Firedome Sportsman, $430*; 
Powermaster 4-dr., $315. 
DODGE—’53 Coronet conv., $375*; Mead- 


owbrook Suburban, $320°. '52 4-dr., $240. 
FORD—’'57 Fairlane (8) Skyliner, $2,550* 
(ps); Country sedan, $1,940* (ps), $1,- 
920° (ps), $1,910* (ps); Victoria, $1,855*, 
$1,805*, $1,800°, $1,545°; Custom (8) 
300 2-dr., $1,505; Custom (6) 2-dr., $1,- 
365°; 4-dr., $1,250°. 56 Country sedan, 
$1,615* (ps); Fairlane (8) Victoria, $1,- 
475°; 2-dr., $1,100°%; conv., $1,100* (ps); 
Custom (8) 4-dr., $1,100*; 2-dr., $995, 
$985; Main (8) 4-dr., $940°. °55 Country 
sedan, $1,210, $1,150*; Fairlane (8) Vic- 
toria, $1,055*, $1,025, $835; 4-dr., $970*, 


$960°; conv., $740*; Custom (8) 2-dr., 
$685; Main (6) 2-dr., $370, $350. ‘54 
Ranch Wagon, $760*; Country sedan 
$745; Custom (8) 2-dr., $645°, $475, 
$595; Custom (6) 2-dr., $340; Main (8) | 
2-dr., $425. °53 Fairlane (8) Victoria, 


$535, $425; Custom (8) 4-dr., $400; 2-dr., 
$380. '52 2-dr., $235. 
$325. 


HUDSON—'S4 Wasp 4-dr., | 
*57 Premiere coupe, $3,350* 


LINCOLN — 
(ps), $3,200° (ps), $3,175* (ps). °56) 
$2,235° | 


Premiere coupe, $2,200° (ps). 

(ps), $2,000. '56 Montclair coupe, $1,600* 
(ps); Custom 2-dr., $1,040°. °55 Mont- | 
clair coupe, $1,300° (ps), $1,265* 
$1,250° (ps), $965°; Monterey 4-dr., 
040° (ps); Custom coupe, $975*, | 
"54 Custom 4-dr., $600°. ‘52 Custom 2- 


dr., $290°. 51 Custom 2-dr., $225. 
N ASH — ‘56 Ambassador 4-dr., $1,255°; 
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Statesman 4-dr., $995. "54 Statesman 4- | 
dr., $535, $315. °52 Statesman 4-dr., | 
$205. 

OLDSMOBILE—’57 (98) Holiday, $2,435°* | 
(ps). °56 (98) Holiday, $1,955° (ps); 
conv., $1,730° (ps); 4-dr., $1,660° (ps); 
(88) Super Holiday, $1,805° (ps), $1,- 
645°, $1,550°. ‘55 (88) Super Holiday, 


$1,490° (ps), $1,275° (ps); (98) Holiday, 
$1,355° (ps). "53 (98) 4-dr., $625° (ps). 
PACKARD—'55 Clipper 4-dr., $945°. 
PLYMOUTH—'57 Belvedere Sport sedan, 
$2,075* (ps); Suburban, $2,020. ‘56 Bel- 
vedere (8) coupe, $1,275°. ‘55 Belvedere 
coupe, $1,055°; 4-dr., $775*° (ps); Belve- 
dere (6) coupe, $765; Plaza (6) 4-dr.,/ 
$750; Savoy (8) 4-dr., $560. 
PONTIAC—'55 Chieftain Catalina, $965. 
RAMBLER — ‘57 4-dr., $1,450°, $1,375°. 
"56 Cross Country, $1,100. ‘55 Cross 
Country, $710. '54 4-dr., $380. 
STUDEBAKER—’'57 Silver Hawk, $1,605*, 
$1,525°. 
MISCELLANEOUS—'58 Fiat, $1,240. ‘57 
Volkswagen 2-dr., $1,740. "56 Borgward 
2-dr., $1,330. | 


SEATTLE, WASH. 


(South Seattle Auto Auction. Sale every | 
Wednesday. Prices are for sale of Nov, 6.) 
(Definite shortage of good cars.) 


BUICK — ‘57 Special conv., $2,200°. ‘55 
Special station wagon, $1,695° (ps); 
Sport coupe, $1,225°. ‘54 Super Sport 
coupe, $1,080*. ‘53 Super Sport coupe, 
$615°. "52 Super 4-dr., $420°. "50 Special | 
4-dr., $150*, $125°. | 

CADILLAC — '56 sedan de Ville, $3,290° 
(ps). "55 conv., $2,150° (ps). '48 sedan, 
$375°. 

CHEVROLET — '57 Two-ten (8) station 
wagon, $1,950; Two-ten (6) 2-dr., $1,- 
820. '56 Two-ten (8) station wagon, $1,- 
660*; Two-ten (6) station wagon, $1,475. 
‘55 Bel Air (8) Sport coupe, $1,345*; 
4-dr., $1,000°; 2-dr., $995; One-fifty sta- 
tion wagon, $1,120; Two-ten (6) 4-dr., 
$995°*. "54 Bel Air Sport coupe, $845*. °53 | 
Bel Air 4-dr., $430. '51 Sport coupe, $420; | 








4-dr., $360, $350, $325°, $320. '49 club 
coupe, $180. 
CHRYSLER—’'55 NY 2-dr., $1,310° (ps). 


DeSOTO—'55 Firedome Sportsman, $1,475* 


(ps). 

DODGE — ‘56 Royal Lancer Sport coupe, 
$1,600*; Coronet 2-dr., $1,205*. "55 Coro- 
net 4-dr., $950. 

FORD—' 57 Del Rio station wagon, $1,835*. 
’56 Fairlane (8) 4-dr., $1,510*°; Country 
sedan, $1,325*°. ‘55 Custom 4-dr., $955. 
*54 Main 2-dr., $530. "53 Custom 2-dr., 
$530°. °52 Victoria, $500; 2-dr., $350*. 

MERCURY—’57 Monterey Sport coupe, $2,- 
295*. '55 Monterey conv., $820. '54 Mon- 
terey Sport coupe, $1,125* (ps). 

OLDSMOBILE — '56 (88) 4-dr. Hardtop, 
$1,775*; 2-dr., $1,315*. '55 (88) 2-dr., 
$1,055*. °53 (88) Super Sport coupe, 
$865* (ps). "52 (88) 4-dr., $245°, "50 2- 
dr., $290°. 

PLYMOUTH—’56 Suburban station wagon, 
$1,505*. °56 Belvedere conv., $1,230* 
(ps); Savoy 2-dr., $945. '55 Belvedere 
Sport coupe, $1,250*; 4-dr., $960*, $950; 
Plaza 2-dr., $705. ‘52 station wagon, 
$545. ‘51 club coupe, $220. ‘48 4-dr., 
$115. 

PONTIAC—’53 Sport coupe, $580*. 

STUDEBAKER — '56 Golden Hawk Sport 
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coupe, $1,950° (ps). °54 station wagon, 
$850° 


MISCELLANEOUS — ’'56 Jaguar XK140 
Modified, $2,775*; Volkswagen 2-dr., $1,- 
460, $1,455. °55 Chevrolet %-ton pickup, 
$840; %-ton stake, $760; Volkswagen 
2-dr., $1,290; Hillman Sport coupe, $1,- 
010. ‘°54 International %-ton pickup, 
$745; Volkswagen 2-dr., $1,060, '51 Chev- 
rolet %-ton pickup, $440. 

. * * 


— Auctions in Brief — 


ST. LOUIS 
St. Louis Auto Auction Barn. Sale every 
Tuesday and Friday (Nov. 5 and 8). Sales 
this week were excellent with the best ac- 
tivity on 1954 models and prior. Sold 156 
cars out of 251 consignments. 
* 7 * 
MANHEIM, PA.—BEL AIR, MD. 
Manheim and Bel Air Auto Auction, Sale 
every Thursday and Friday (Nov. 7 and 8). 
A higher percentage of cars were sold this 
week than has been the case in recent 
weeks. ‘56s and ‘57s are off, but other 
years are steady. Sold 78 percent of 539 
cars registered, 
* * * 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (Nov. 7). Fairly steady. 
Bidding very active arid consignment good. 
Sharp cars in great demand. 
* * * 
ATLANTA 
Dixie Auto Auction. Sale every Tuesday 
(Nov. 5). The ice melted away here today. 
Buyers covered up the place looking for 
sharpies of which there was an abundance. 
It seems like the downward trend has 
stopped and rebounded with lightning speed. 
Percentage selling was well above recent 
weeks which was on the decline and buyers 
seemed happy to get the cars at any price. 








Convention Committee Meets— 


The program committee met recently in Chicago to plan for the 1958 convention 
of the National Standard Parts Assn. in Los Angeles. Shown are Marty Bazner sr., 
chairman, front center. Around the table, left to right, are Elmer Oleson jr., Leonard 
Stout, William Hedges, Frank A. Brusek, S. J. Mack, Russ W. Case jr., Howard 
McMurchie, Ray Barnett, Harold Johnson, Vern Olcott jr., D. D. Minshall, Norman 
Parker, Herman Teetor and J. L. Wiggins. 








cost can be the last cost. 


Find out how you too, can service your customers 
better with ECO TIREFLATORS. 


JOH N Woop Com PANY e Bennett Pump Division ¢ Muskegon. Michigan 


Proper servicing of modern cars requires modern equip- 
ment and modern methods. ECO Tireflators help keep 
customers coming back because they put air where you 
want it for fast service and inflate tires automatically to 
the precise pressure needed for best performance. No 
need to “inflate and check” or waste time hunting for 
gauges. Tireflators save money too, because the first 


IN CANADA: JOHN WOOD COMPANY LIMITED « Toronto * Montréal * Winnipeg * Vancouver 
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099; 2-dr. stat. wag. (Husky), $1,535; OPEL — Rekord — 2-dr, sed., $1,957.50 | wag., $2,575. (Heater standard.) 





e 4-dr, stat. wag. (Minx), $2,299. (Heater standard.) TRIUMPH TR-3—softtop, $2,625; hard. 
Port-o = Entr Pri Cc e S JAGUAR—Mark VIII 4-dr. sed., $5,605) RENAULT — 4CV 4-dr, sed., $1,345; | top, $2,790. 
(overdrive), $5,695 (automatic transmis- | Dauphine 4-dr. sed., $1,645. (Heater stand-| WAUXHALL — Victor — 2-dr, sed., $1, 
sion). 3.4 Liter sed., $4,460 (overdrive), | ard on both models.) 957.50, (Heater standard.) 
/ m rted ars Oe ee on). XK-150) ROVER—00 4-dr. sed., $3,295; 1058. 4- VOLKSWAGEN — 2-dr. sed., $1,545; 2. 
n po O., VE,ATE; Cont., O68 dr, sed., $3,625 (overdrive); 105R 4-dr. | dr. eunroof, $1,625; conv... $2,045; Kan 
.| sed., $3,765 (automatic transmission and | mann- sport cpe., , ; Com stat, 
sR th, wey |tatel a Fane cee hea 
$3,517; 190 4-dr sed., $3,431; 190-SL road. (automatic transmission and overdrive). wag., $2,120; deluxe camper, $2,737, 
following imported-car prices are | luxe sed., $2,195. DS-19 4-dr. sed., $3,495. | ster, $5,020; 190-SL ” $5,232 (with| (Heater standard on all models.) (Heater a on all models.) 


The 
Port of Entry Ageres They | (Ove nentae epe., 

= ocean teignt, U.S. ‘ne tx 400d ‘= “paameeds. t-44 E —, ——— removable hard or soft top, $5,416); “219 ROLLS ROYCE—Silver Cloud—Standard| VOLVO — 2-dr, sed., $2,170; 2-dr. stat, 
and import duty, They @o not include | steering and automatic eluteh standard on cdr sed.._ $3,523; 390-8 ddr. sed.. $4283; Steel Saloon, $12,500; conv., $20,657. Sil-|wag., | $2,345. (Heater’ standard on both 
“emergency freight’ charges, U. S. trans- | DS-19.) 559; 300-SL. epe., $8,905; 300-SL rendeter, ver Wraith—-Touring limousine (Mulliner), models 


fees, state and local taxes or 7 : 2. . ° * | $20,858. (Silver Cloud a $9,480; Sil- a 
i so ar imidton” site stat te $4:| 22° "awte brauss'iantard'oa Sib Se; | ver Wraith shaun, 97. King-Seeley Purchased 
ASTON-MARTIN—DB24 Mark III cpe., 495. (Heater standard on all models. ) automatic transmission standard on 300-C SAAB—2-dr. sed., saan (Heater stand- i. 
$6,950. gi ZIAT-000 Serieo—Muitipia 4-dr. sed.,| sed.) ard.) By Minnesota Concerns 

STIN—A-35 del 2-dr. sed., 545; ’ r. sed., $1,298; sunroof conv., ETROPOLITAN — 2- hard Ad 7 
a5 deluxe A-dr. sed., $2,116, "Heater or tv ‘Uest Touring) “ar, eed Sab; stat. s67.18; conv $1,001.15. a ren sed, $1,595; "Elysee — aed 61748; Seele a. ais wiles, 
; ; y r 
" Aeeaeomenas $2,019; detuxe | W&5 $2,069; TV roadster ‘hard top op-| _MG—MGA roadster (disk wheels), $2,- Ceanctaee Sd. ams. Wan, 91, Soane | os heen ante bo Queen Sradnete 
org ay By pe tional), , $2,408 (Heater standard on all/ 376; roadster (wire wheels), $2,459; cpe.| Soot coe. $2,688: Oceane conv., $2,888.| qo 
conv., . (Heater : n on eons.) | model (disk wheels), $2,670; cpe. (wire wheels), |*P°t Cpe, ; , Inc., Albert Lea, aoe 
BENTLEY — Series 5 — Stan yen (England)—Angiia Sertee—An ia | $2,759. Magmette —' 4-dr. sed., $2,650. | Vedette V-8 Series—Trianon 4-dr. sed., $1,-| associated compan rt a 
Saloon, $12,200; conv., $20,383. Continen-| 5.4, sed. $1,539; Prefect 4-dr. ‘1, (Heater standard on Magnette.) 999; Versailles 4-dr. sed., $2,199. (Heater Building Corp. ” 
tal—4-dr. — $20,035. (Series | 639: Escort 2-dr. stat, wag., $1, ‘sa0;, ‘Squire MORRIS—4-dr. sed., $1,735; 4-dr, deluxe | Standard on Grand Large, Plein Ciel and 
8 chassis, $9,160.) 2-dr. stat. wag., $1,739, Mark II Series— sed., $1,800; 2-dr. sed., $1,648; 2-dr, de-| Oceane.) King-Seeley makes speedom- 
—“— Isetta 300—$1,048. (Heater stand- as 2 _ one. er ma essa: luxe sed., $1,704; Tourer sed., $1,629; SUNBEAM—Rapier 2-dr. sed., $2,499.| eters, gauges, instrument panels 
Tourer deluxe sed., $1,688; stat. w 1,- | (Heate stan - F equipme the 
Zodiac—4-dr, sed., $2,365; conv., ‘$2. 910. 854: ‘Gane eet.” =o $1,909. ye ‘ ‘Som nee and other int for auto- 


CITROEN—2CV 4- i sunroof sed., $1,- 
298. Panhard 4-dr. , $1,995; 4-dr, de-| HILLMAN—4-dr. sed., $1,849; conv., $2,-| standard on deluxe models.) TEMPO — Matador — 12-passenger stat.| motive industry 


__New Passenger Car Registrations, Nine Months Total, 1957-1956 
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Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 


1958 MODELS 

BUICK—Special—4-dr. sed., $2,700; 2-dr. 
ged., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
pardtop, $2,744; conv., $3,041; 4-dr. 2-seat 
stat, wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat, wag., $3,831. Super—4-dr. sed., $3,- 
789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr. hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680, Limited—4-dr. hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flight-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited, Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Series 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 


CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013. Biscayne — 4-dr. 
ged., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
THM, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 

728. Corvette — hardtop cpe. or conv. 


(¥-8 std.), $3,631. 
CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 


$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. Saratoga— 
4dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2dr. hardtop, $3,878. New Yorker—4-dr. 
ged., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
fag standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbo-Drive, power steer- 
ing, power brakes standard on all models.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50; 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
#4172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75. Coronet V-8— 
4dr. sed., $2,637; 2-dr. sed., $2,556.25; 
4dr. hardtop, $2,764; 2-dr. hardtop, $2,- 
679; conv., $2,941.50. Royal—4-dr. sed., 
$2,797; 4-dr. hardtop, $2,915.25; 2-dr. 
hardtop, $2,854. Custom 4-dr. sed., 
$3,030; 4-dr. hardtop, $3,142; 2-dr. hard- 
top, $3,071; conv., $3,298. Station Wagons 
—2-dr. 2-seat Suburban, $2,970.25; 4-dr. 
2-seat Sierra, $3,034.75; 4-dr. 3-seat Sierra, 
$3,176.25; 4-dr, 2-seat Custom Sierra, $3,- 
St 4-dr. 3-seat Custom Sierra, $3,- 


EDSEL— w—4-dr. sed., $2,592; 2- 
dr, sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
2-dr. 2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
4124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr. sed., 


$2,119; 2-dr. sed., $2,065; bus. 2-dr., $1,- 
977. -dr. sed., $2,285; 2-dr. sed., 
$2,231; 4-dr. hardtop, $2,428.73; 2-dr. 
hardtop, $2,364:12. Fairlane 500—4-dr. sed., 


$2,437.72; 2-dr. sed., $2,383.72; 4-dr. hard- 
top, $2,508.72; 2-dr. hardtop, $2,444.72; 
conv., $2,659.98; retractable hardtop (V-8 
std.), $3,172.69. Station Wagons—2-dr, 2- 
seat Ranch Wagon, $2,406.76; 2-dr. 2-seat 
Del Rio Ranch Wagon, $2,513.24; 4-dr. 
2-seat Ranch Wagon, $2,460.76; 4-dr, 2- 
Seat Country Sedan, $2,567.24; 4-dr. 3-seat 
Country Sedan, $2,674.24; 4-dr. 3-seat 
Country Squire, ‘$2,803.90, 


IMPERIAL — Imperial —4-dr. sed., $4,- 
$45; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, ‘$5,968.50. (Torque- 





‘American Steel Promotes 


Two Sales Executives 


Two top sales executive promo- 
tions in American Steel & Wire 
division, United States Steel Corp., 
have.been announced. 

Maxwell D. Millard has been 
hamed assistant sales vice-presi- 
dent and Howard B. Maguire suc- 
— Millard as general sales man- 

er. 


Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power 5s » Power brakes standard on 
all models.) 


MERCURY—Monterey—4-dr. sed., $2,- 
721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 


AC Will Erect 
Office Building 


MILWAUKEE.—AC Spark Plug 
has announced that construction 
will start soon on an office building 
adjacent to a new factory on a 
160-acre tract in Oak Creek. 

The one-story building is sched- 
uled for completion next October. 
It will house administrative offices 
and some engineering activities, AC 
said. 

Electronic systems for guided 
missiles are manufactured at the 
Oak Creek plant. 





081. Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,498. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Merc-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matiec standard on Montclair, 
Voyager and Colony Park.) 

OLDSMOBILE — Series 88 — 4-dr. 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., §$3,- 
221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. 
2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Sertes 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. hardtop, §2,- 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta- 


sed., 


tion Wagons (Suburbans)—2-dr, 2-seat De- 
luxe, $2,431.50; 2-dr. 2-seat Custom, $2,- 
553.25; 4-dr. 2-seat Custom, $2,607; 4-dr. 
3-seat Custom, $2,747; 4-dr. 2-seat Sport, 
$2,759.75; 4-dr. 3-seat Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr, hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat. 
wag., $3,088. Super Chief—4-dr, sed., $2,- 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat, wag., $3,350. Bonneville 
—2-dr, hardtop, $3,481; conv., $3,586. 


RAMBLER—Deluxe Six—4-dr. sed., $2,- 
047. Super Six—4-dr. sed., $2,212; 4-dr. 
hardtop, $2,287; 4-dr. 2-seat stat. wag., $2,- 
506. Custom Six—4-dr. sed., $2,327; 4-dr. 
2-seat stat. wag. $2,621. Rebel V-8—Super 
—4-dr, sed., $2,342; 4-dr, 2-seat stat. wag., 


$2,636. Custom—4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr,. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 


$2,587; 4-dr, 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr. hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116, 


STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr, 2-seat stat. 
wag., $2,055. Champion 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr, sed., $2,378; 4-dr. 2-seat Provincial 
stat. wag., $2,644. President V-8—Classic 
4-dr. sed., $2,639. Hawks—Silver Hawk 6 
cpe., $2,219; Silver Hawk V-8 cpe., $2,352; 
Golden Hawk V-8 2-dr. hardtop, $3,282. 
(Overdrive standard on Golden Haw k. 
Heater standard on Scotsman.) 


1957 MODELS 


PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr, 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 





Veteran Auto Editor— 


Bob Beiser, auto editor of the Cincinnati 
Inquirer, shows off the trophy presented 
to him by the Cincinnati Council of the 
Automotive Old Timers. Beiser is a charter 
member of the national council. He has 
handled auto news for the Inquirer from 
birth of the industry when it was con- 
sidered sporting news. 
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HARRISON RADIATOR DIVISION e« 


Famous Five! 


you have a cooling problem, look to Harrison for the answer. 
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Harrison Radiators go hand-in-hand with today’s high- 
compression performance. Harrison rigidly controls engine 
temperatures on Cadillac, Buick, Oldsmobile, Pontiac and 
Chevrolet to assure the most dependable and economical 
operation. These highly efficient tube-and-center type radiators 
are backed by over 47 years’ experience in making top-quality . 
temperature-control products. And Harrison’s extensive research 
facilities are constantly at work to bring still more cooling advances 
to the industry. That’s why you'll find Harrison heat-control equipment 
specified by the world’s leading manufacturers of cars and trucks. If 
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Improve Quality 
and INCREASE 
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on Paint Jobs, 
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Enables you to do 
more jobs and do 
them better. The 
most complete line 
of infra-red equip- 
ment in the auto 
industry. There’s a 
size for your shop. 


NO BULBS 
OR SOCKETS 
TO BURN OUT 


Write for free 
demonstration 
in your shop. 


BUFFALO’S 
FASTEST 
GROWING 


> Circulation growth means 
reader interest and advertise 
ing readership. Both Morning 
and Sunday Courier-Express 
are growing faster than any 
other Buffalo paper — faster, 
too, than the population. 


ROP COLOR 
' aveileble daily and Sunday 


Member. Metro Sundoy Comics and 
Sundoy Mogazine Networks 


BUFFALO 
COURIER 
EXPRESS 


Representative. 
Scoloro, Meeker & Scott 


Pacific Coast, Doyle & Hawley 
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4-Link Rear Suspension Adopted .. . 





Cadillac Adds Longer Hardtop 


What's New: 

Extended-deck four-door hard- 
top is Series 62 ... dual head- 
lights . . . redesigned grille and 
front end . . restyled tail fins... 
rear vent windows in four-doors 
. « » Clectric door locks , . . four- 
link rear suspension... air 
suspension with lift valve ... 
printed-circuit wiring for instru- 
ment cluster. 

* * * 

AMES M. ROCHE, Cadillac gen- 

eral manager, believes the lux- 
ury-car market will expand to 
290,000 to 300,000 sales in 1958, and 
he is confident that his company 
will continue its nearly 50 percent 
penetration in this field. 

The car on which his hopes are 
based went on display in dealer 
showrooms last week. 

It’s a restyled version of the 
well-received 1957 model, The 
grille and tail fins are new; there 
are important changes in sus- 
pension, and an extended-deck 
four-door hardtop has been added 
to the high-volume Series 62. 


hardtop. It has more trunk room 
and is 8.5 inches longer. At 225.3 
inches, it is the same length as 


the Sedan de Ville and the Sixty 
Special four-door hardtops. 
* « * 


SS says its 1958 models 


have a “broad-shouldered, 
as = * 


Power-Seat Control— 


Cadillac has relocated its power-seat 
controls for 1958, placing them forward 
of the driver's arm rest. Just ahead of 
the seat controls are buttons for the 


The new model is a companion | electrically operated front ventipane win- 
car to the regular 62 four-door | dows. 


St. Louis Dealer Leasing 
Enters Expansion Period 


By L. H. Houck 
Staff Correspondent 

ST. LOUIS.—Evidence that the 
leasing phase of the automobile 
business is growing here is indi- 
cated in a number of new entrants 
into the leasing business. 

Lindburg Cadillac Co., which 
has offered a leasing deal on 
Cadillacs for several con- 
tinues this phase of its business 
but has also opened up a new 
company devoted exclusively to 
leasing. 

Known as Executive Leasing Co., 
“Lindburg’s exclusive leasing divi- 
sion,” it is located at 111 S. Hanley, 
Clayton. One of their ads invites 
prospects to “see how a professional 
leasing company can reduce your 
car costs.” 

The firm claims as advantages of 
leasing: Not tieing up available 
cash, no high interest rates, no per- 

sonal property tax, no license fees, 
no sales tax and no depreciation 
worries nor losses. 

A customer can have a deal 
whereby all repairs and insurance 
costs are paid by the company. 

Executive Leasing offers cus- 
tomers a choice of make, model and 
equipment and will buy their pres- 
ent car. Prices start at $67.50 a 
month. 

It leases Cadillacs at a starting 
figure of $147.50 a month. Units 
carry a new-car guarantee and 
factory warranty. 

A newcomer to the leasing field 
is M. B. Thomas Auto Sales, 275 
Lemay Ferry Rd, which offers 
to lease new Chevrolets at prices 
starting from $57.50 a month, 

Thomas advertises immediate de- 


Booby Traps 
Dodge Dealer’s Signs 
Sell Service 


OAK PARK, Ill.—A dealer in this 
area has increased service business 
by “bobby-trapping” cars with 
trick signs, according to the Dodge 
retail sales managers’ idea file. 

For example, a sign behind the 
ash tray reads: “Rich Texans buy 
a new car when the ash trays are 
full, If you’re a rich Texan, come 
see us about a new car immediately. 
If you're not, see us anyway for 
service that keeps your car like 
new.” 

Under the spare tire is this sign: 
“We're sorry you have to change 
tires, but if you bring your flat to 
us, we'll repair it free with the 

of a chassis lubrication.” 
Similar signs are hidden behind 
visors and in the glove compart- 
ment. 


Gluth Drops Franchise 

Reg C. Gluth has discontinued 
his Pontiac-Cadillac at 
Redwood Falls, Minn., and plans 
to open a used-car lot. 


as 


livery of a fully serviced car cov- 
ered by factory warranty and says 
that if the driver decides to pur- 
chase the car at any time during 
the terms of the lease, he will be 
credited with all the rental money 
paid on the purchase price agreed 
upon at the time the contract for 
lease was signed. 

Until recently, financing of lease 
deals was done only by private 
capital and, in some cases, local 
finance companies. 

However, Commercial Credit 
Corp. recently entered the field 
with a separate organization 
which will make it possible for 
dealers to obtain lease financing. 
Other large finance companies 
are known to be studying the 
trend. 

Much leasing in the past has been 
devoted to furnishing fleets for 
sales staffs and delivery fleets for 
large manufacturers. The bulk of 
the business is still being done in 
that field, but private individuals 
and small firms are entering the 
field in growing numbers. 


Gas Station Sales 
Up $27,000 Since 
1951, Study Shows 


NEW YORK.—Net sales of the 
typical gasoline service station op- 
erator in 1956 were $89,265, accord- 
ing to the latest cost-of-doing-busi- 
ness survey by Dun & Bradstreet, 
Inc. 


This represents an increase of 
more than $27,000 over the average 
volume reported for 1951, the last 
time figures were prepared on this 
line of business. 

Other survey highlights follow: 

The typical dealer realized gross 
margin of 23.2 percent of net sales, 
18.9 percent on gasoline and 34 per- 
cent on other merchandise. 

Total expense came to 22.1 per- 
cent of net sales, leaving a net 
profit before Federal and State 
income taxes of 1.1 percent. Sta- 
tions in the Midwest realized the 
best returns, while dealers in the 
Far West earned the lowest. 

The average operator earned $6,- 
606, or $127 weekly, in salary plus 
net profit in 1956. A total of % 
percent showed a net loss after 
salaries were drawn. These un- 
profitable operators drew more than 
the $87-per-week average that their 
business could afford. On the other 
end of the profit scale, 18 percent 
of the dealers averaged $223 weekly 
in salaries plus net profits. 

Employes’ wages were the largest 
expense item in the average sta- 
tion, costing 8.1 percent of sales. 
Exceptions were stations conducted 
as partnerships and those with 


small volumes where little help was | It features 


needed. The highest wage cost was 
in the South. 
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longer look.” Dual headlights, a ‘ 


standard item, are set over a new 
grille which is inset with jewel-like 
protrusions, The hood is 5.3 inches 
longer than last year, and fenders 
are longer and wider. 

Rear ventipane windows have 
been added in four-door hardtops, 
and tail fins are spiked and are 
higher than in 1957, All closed 
models except limousines are hard- 
tops. 

Electric door locks, offered for 
the first time throughout the 
line, are optional on all models 
with power windows, Another 
option is the electrical operation 
—opening, closing and locking— 
of the trunk from the glove com- 
partment. Cadillac has adopted 
printed-circuit wiring for the in- 
strument cluster this year. 

All models have four-link rear 
suspension, a feature that was in- 
troduced on the Eldorado Brough- 
ham, Cadillac claims this provides 
better control on rough roads and 
features a high roll center which 
results in better cornering and in- 
creased stability. 

. > 7 
oa are coil springs at the 
rearwheels. Cadillac says this 
combination permitted engineers to 
modify the tubular center X-frame 
by moving frame members to the 
outside of the body. 

The coil springs also are easily 
interchangeable with Cadillac’s air- 
suspension system which is stand- 
ard on the Brougham and optional 
on all other models. 

The air-suspension system in- 
cludes a lift-valve feature which 
enables the driver to raise the 
car five inches on steep ramps or 
driveways. 

The Cadillac engine is a 365- 
cubic-inch unit with a compression 
ratio of 10.25 to 1. Horsepower is 
310, compared with 300 last year. 
Eldorados utilize three two-barrel 
carburetors, lifting horsepower to 
335. This feature is optional on 
other models. 


> > > 


ERIES 62 models are built on a 
129.5-inch wheelbase. Overall 
length ranges from 216.8 to 225.3 
inches and height from 57.7 to 59.1 
inches. The Sixty Special, a one- 
model Fleetwood series, has a 133- 
inch wheelbase and its length and 





Aluminum Shield on Sixty Special— 





Behind the Wheel— 


The Cadillac instrument cluster, which 
includes the clock, has been restyled for 
the driver's convenience. Cadillac has 
adopted printed-circut wiring for the in- 
strument panel thls ee. . 


height are the same as the largest 
62 units. 

The two Fleetwood 75 limousines 
extend 237.1 inches on a 149.8-inch 
wheelbase and are 61.6 inches high. 
All Cadillacs except the Brougham 
are 80 inches wide. 

The exclusive—and expensive— 
Brougham is basically unchanged 
from introduction time last 
spring. It is 216.3 inches long, 55.5 
inches high, 78.5 inches wide and 
has a wheelbase of 126 inches. 

Other Cadillac models for 1958 
are: 

Series 62— four-door hardtop, 
four-door extended-deck hardtop, 
two-door hardtop, convertible, four- 
door Sedan de Ville hardtop, two- 
door Coupe de Ville hardtop, El- 
dorado Seville two-door hardtop 
and Eldorado Biarritz convertible. 

Sixty Special—four-door hardtop. 

Series 75—eight-passenger sedan 
and eight-passenger limousine. 

* * 





High, Spiked Fins— 


Tail fins, long a Cadillac trade mark, 
ore high and spiked for 1958. This a 
sembly appears on ali models except the 
Eldorado convertible and two-door hord- 
top which retain their inboard fins. 


Among the distinguishing features of Cadillac's Sixty Special four-door hardtop 


Gre an extruded aluminum shield in the 
steel rocker molding over the bottom of 


lower rear-quarter panel and the stainless 
the doors. The Sixty Special, a Fleetwood 


model, is 225.3 inches long and is mounted on a 133-inch wheelbase. 
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By Stuart Griffin 

Tokyo Correspondent 
KYO.—A total of 3,818 four- 
wheeled vehicles, including 
puses and passenger cars valued at 
$11,461,000, were shipped from 
Japan from January to August, the 





, which § Japan Automobile Industry Assn. 
jled for & has disclosed. 
oc hes During the corresponding pe- 
the ie riod a year ago only 2,079 vehicles 
were exported. 
The export of small trucks and 
largest § passenger cars more than doubled 
over last year’s figure, the associa- 
jusines — tion reported. 
8-inch Exports the rest of the year are 
3 high. § expected to maintain a high 
ugham § monthly level of between 700 and 
900 units. The association notes a 
sive— favorable trend in exports to such 
inged new markets as Central and South 
> last America, and adds the “way has 
5, 55.5 been opened for substantial ship- 
> and ment of small-type passenger cars 
shes. to such areas as Okinawa (the 
r 1958 § Ryukyus) and the Near and Middle 
East.” 
dtop, Indications are that the Japanese 
irdtop, automobile export goal for the 
_ four- 1957-58 fiscal year will exceed the 
, two 6,500-vehicle target. 
p, El These are the reasons for the 
ardtop § boom: 
rtible. Each manufacturer has made 
rdtop. § efforts to boost exports with sales 
sedan on the domestic market slacken- 


7 ing, because of the present tight 
money circumstance. 

Car firms have sent officials 
abroad to develop new markets, 
have created overseas agencies, 
branch offices, service stations and 
repair facilities, and have strength- 
ened their sales networks. 

Car firms have done all in their 
power to improve quality, better 
performance, and yet reduce prices. 

Exports of small passenger cars 
and small, four-wheeled trucks 
have increased sharply, while 
Japan’s automotive exports pre- 
viously had consisted only of 
buses, jeeps and fire engines. 

A breakdown of August 
passenger-car production figures 
shows that the Toyota Motor Car 
Co., the top maker, set a monthly 
record by turning out 2,060 units, 
while the second-place Nissan 
Motors produced 1,639. The Big 
Two accounted for 84 percent of 
the total August output. 

The Nissan firm, moreover, an- 
nounced it recently surpassed the 
10,000-unit mark in its exclusive 
domestic production of British 


~ 








End Cooperatives’ 
Tax Exemptions, 


Tire Dealers Ask 


CINCINNATI—The National 
Tire Dealers & Retreaders Assn. 
adopted a resolution at its annual 
convention asking Congress to re- 
move tax exemptions for coopera- 
tives which compete with independ- 
ent dealers in the marketing of 
tires and accessories. 





ardtop 

sinless The association said the exemp- 

twood tions create an unfair business ad- 
vantage inasmuch as cooperatives 
escape certain Federal, state and 
local taxes which independent deal- 
ers must pay. 

son Other resolutions approved at 


i the convention: 


1. Asked tire makers and sup- 
pliers of other products to increase 
dealer-discount allowances. 


2. Urged NTDRA officials to draw 
up a code of ethics governing man- 
ufacture and sale of tires “to dispel 
the confusion in the public’s mind 


tors and dealers were asked to join 
in formulation of such a code. 


3. Asked NTDRA members and 
staff to oppose restrictions by state 
and local governments on the use 
of retreaded tires on government- 
owned vehicles. 

4. Urged manufacturers to elim- 
inate inflated so-called “list prices,” 
eliminate from tire lines all dis- 
continued tires and those lowered 





ilacs. in quality rather than carry the 
or at Same descriptive term after quality 
r five has been changed, destroy all un- 


Safe tires returned for adjustment. 


as to the relative quality and utility) | | 
of tires.” Manufacturers, distribu-| » 
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Auto News from Japan... 


Japan’s Auto Exports 
Double During Year 





Austin-type passenger cars. The 
company has been building the 
Austin since 1953. 

The Fuji Precision Industry 
reports its latest model semi- 
passenger truck, Prince Miler, is 
on the market. The new type 
medium-size truck, more stream- 


All-Star Staff 


Dealer’s Whole Force 


In DeSoto Club 


DETROIT.—The entire sales force 
at Howard Auto Sales & Service 
(DeSoto-Plymouth), Marion, Ind., 
dealership has qualified for mem- 
bership in DeSoto’s Master Sales- 
man’s Club, designed to recognize 
the outstanding efforts in automo- 
tive retail salesmanship. 

Each of the dealership’s four 
salesmen exceeded the minimum 
point total needed for membership 
by a considerable margin, In their 
class, 2,000 points are needed to 
qualify. 

Salesman Don Powell led the 
group with 4,180; followed closely by 
Sam Donaldson with 3,650; Cecil 
Poulson, 2,310, and Paul Maine, 2,- 
210. All figures are based on the 
calendar year 1956. Dalton Howard 
operates the dealership, 


lined and improved than the 
firm’s past AFTF-type trucks, is 
expected to make the Japanese 
truck-sales war more bitter. 

The new vehicle, with a pay-load 
cargo capacity of 1.75 tons and a 
65 horsepower engine, is priced at 
775,000 yen ($2,153). Present monthly 
production of 350 units will be ex- 
panded to 500 before the. year’s end. 


* * * 


Big Export Boost Planned 


PROGRAM has been estab- 

lished to increase the export 
of small cars 130 times over the 
present volume to 10,000 units 
within a five-year period. 

This estimate has been made 
jointly by the Ministry of Interna- 
tional Trade and Industry and the 
All-Japan Automobile Industry 
Assn., in accordance with the Eco- 
nomic Planning Agency’s five-year 
economic program. 

These officials estimated the ex- 
port of small trucks would rise 
50-fold for an annual figure of 20,- 
000 units five years hence. 

Production of small passenger 
vehicles will hit the 110,000 figure, 
while the truck total will be 248,- 
000 units, according to the associ- 
ation’s estimate. 

A total of 11,500 buses—an in- 
crease of about 40 percent—over 
the present output figure—also is 
predicted. 

Japan expects a big export de- 
mand this autumn for the four-door 
six-seater Prince Skyline, the first 
Japanese car ever presented in 
Europe, according to Shoichi 
Yamanouchi, sales manager of the 
Prince Motor Co. 

This deluxe model is to be shown 
at the Paris Motor Show, Oct. 3. 


Son Rejuvenates Dealership oes 


A Shot in the Arm 


BOSTON.—A combination of ex- 
perience and aggressiveness has 
given Allston Motor Co. (DeSoto- 
Plymouth) metropolitan Boston 
dealership, a new lease on life. 

Several years ago, Allston 
Motor, under the direction of its 
founder, Edward L. Wolfe, was 
fast becoming “just another busi- 
ness.” 

Wolfe had enjoyed nearly 30 
years in the automotive trade 
serving in various capacities. He 
frankly states, “The business has 
been good to me—but I was ac- 
tually at the crossroads in not 
knowing whether or not I should 
retire.” 

Wolfe decided to tell his son, 
Allan, about his possible plans for 
retirement. For many years a fa- 
miliar sight around the Alliston 
dealership, young Allan Wolfe was 
to become the deciding factor in 
his father’s revitalization plan. 

During his years at college, Al 
Wolfe had worked in nearly every 
department of the dealership. He 
told his father he would like event- 
ually to take over the dealership— 
he knew, however, that his father’s 
experience was of primary impor- 
tance. 

Wolfe offered to sell Alliston and 





Accent on Shop— 


Staff members who spearhead the 
‘revitalized’ Allston Motor Co. in metro- 
politan Boston are, from left, Allan Wolfe 
vice-president, who has been instrumental 
in making Allston's service department a 
paying proposition; Bill Cogliano, service 
monager, and Edward Lt. Wolfe, Allston 
president and founder. 





open a dealership elsewhere—but 
his son pointed out that their 
present dealership had an estab- 
lished clientele. They were deter- 
mined to put Alliston back on its 
feet. 

Allan decided—in a hurry—he 
was to be no white-shirt executive. 
Realizing an overhaul job was fast 


needed in the service department, | 


he donned coveralls in July, 1956, 
and has been working in service 
ever since. 

“We had employed four different 
service managers in five years, and 
our shop was in terrible shape,” 
says the elder Wolfe. Allan hired a 
new staff and set to work. 

In 1956, Allston’s customer labor 
each month was grossing about 
$1,500. Under the younger Wolfe’s 
guidance, the service department 
customer labor skyrocketed to an 
average of $11,000 monthly. 

Allan plans on getting the service 
operation thoroughly established. 
Then he will move into sales, his 
first love. 


For the elder Wolfe, the enthus- 
siasm shown by his son has become 
contagious. He is shooting for an 
alltime high in new-car sales this 
year, and moved over 110 new 
DeSotos in the first eight months 
of 1957. 


“I’ve come to realize operating 
a dealership is running four 
separate businesses—and all must 
make money to keep you in the 
black,” he said. He stressed the 


ance of a competent department 
head. 

The Allston dealership knows 
competition—there are over 30 
dealers in its price class which are 
“tough competitors” in the Boston 
area. But Allston has the physical 
setup to perform the task, with 47 
employes, including 15 well trained 
salesmen, The showrooms, service 
and parts department cover 25,000 
square feet with another 60,000 
square feet of asphalt surface for 
used cars. 

The father-son combination has 
paid off in sales and profit—but 
neither want to let down for a 
moment. 

“We're planning our biggest an- 
nouncement in history,” the father 
said. “We're renovating the entire 
place, painting everything inside 
and out.” 

They will be shooting for new 
sales records again in 1958. 
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“I'm no salesman... 
Il run a garage! 
Thank Satie: a 
these babies 


ARMOR-FLEX 
New Front Floor Deluxe 


FLOOR:PRIDE 


No salesman needed! Whether displayed at a garage, service station 
or car dealership, the new Deiuxe Floor Pride sells itself! Here is a 
front floor protector mat giving full door-to-door protection on toe- 
board, floorboard and over-the-hump. Available in choice of 3 spar- 
kling colors plus white or black to match any car interior, 


Matching Deluxe MINUTEMAT 


Rear floor, matching Minute- 
mot combines with Deluxe 
Floor Pride to give full- 













America’s Most Complete Line 
Of Floor Mats & Protector Mats 


From the famous Armor-Flex Floor Mat with the “buill-in contour” to 
protector mats in all sizes and styles . . . that’s the Armor-Flex complete 
mat line. WO s 


Doan sumuaction CORP. 


1761 LONDON ROAD ¢ CLEVELAND 12, OHIO 


It’s good husiness to stock LUCAS 
replacement parts fur British cars 


LUCAS ignition ana 
© lighting equipment is pre-sold! 


Standard for the majority of Brit- 
ish made cars, Lucas parts are 
internationally famous for de- 
pendable performance. That's 
why it’s natural for the owners 
of British cars in your com- 
munity to request replacement 

of Lucas with Lucas. 


Today, more and more 
American service garages are 
opening foreign car service 
departments for extra 
profits. Find out how small 
an investment can do so 
much for you. 


Write for your free copy 
of LUCAS POPULAR 
SPARES SERVICE 
CATALOG and Lucas’ 
suggested inventory 
check list of spare 


LUCAS ELECTRICAL SERVICES 







































“TRUNK MAT PROTECTORS 


SELL — e KEEP THE TRUNKS “NEW CAR” CLEAN 


ie 


w\ \Y N TN 

NY AK AY 
This grease and oil- resistant. mat Owners lay it over original when 
makes trunks more useful. The shape hauling boat motors, camping or 
and overall size of 45” x47” fits garden equipment, boxes of top soil, 
easy in most cars. etc. Also, fine for hiding worn mats. 


Ask your jobber for Ace Universal Trunk Mats 


ACE RUBBER PRODUCTS, INC., 


100 Beech St., Akron 8, Ohio 





how revolutionary 


space heate a 


design 


develops 


200.000 





Imagine—this compact 614 ft. high, 30 in. square space heater 
produces enough heat to comfortize three 5-room homes! Ex- 
tra-large heat transfer area (1 sq. ft. for each 3500 b.t.u. of 
rated output) and high volume counterflow air circulation does 
it. The result: abundant, uniform floor-to-ceiling, thermostat- 
ically controlled heat for “spot’’ or overall distribution —when 
and where you want it—with impressive fuel savings. 

Installs vertically or horizontally on floor, shelf or balcony — 
for direct or duct distribution. 


VOLUME HEAT WITH TOP ECONOMY 

. . for physical comfort in shops, warehouses, garages; for curing 
and drying; for thawing and defrosting; for pre-heating. 

Burns Kerosene, Fuel Oils Nos. 1 and 2, Gas (Natural, Manu- 
factured, L- P). 


Send for Full Facts Today 





VAPOR HEATING CORPORATION 
80 East Jackson Bivd., Chicago 4, Illinois, Dept. 19-K 


Please send New Waikiki Bulletin No. 445A. 


Individual 
Title. 
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21 Jobbers Got 
Illegal Discounts, 
FTC Charges 


WASHINGTON.—The Federal 
Trade Commission has charged the 
21 jobber members of Midwest 
Warehouse Distributors, Inc., Kan- 
sas City, with inducing and receiv- 
ing illegal price discriminations 
from suppliers of automotive prod- 
ucts. 

According to the complaint, the 
organization is operated by the job- 
bers as a buying group, Its mem- 
bers include jobbing companies and 
|individuals located in 11 states 
| extending from Illinois to Colorado. | 
| The parties are charged with} 
| knowingly inducing or receiving 
favored prices in violation of the} 
| Robinson-Patman amendment to | 
the Clayton Act. 

The complaint alleges that the| 
jobbers, through their combined 
| bargaining power, demand and re-| 
| ceive discounts not made available | 
| to competitors. Sellers who do not 
| grant discriminatory prices usually 
are replaced by others who do, the} 
| comeuanan says. 

In addition to Midwest Ware- 
house Distributors, Inc., and its | 
general manager, Eugene T. Wand- | 
erer, the jobbing companies and| 
officers named in the complaint are: 

Auto Parts Co., St. Louis, and 
officers, Walter T. and W. Thomas 
| Mills. 

Auto Tire & Parts Co., Inc., Cape | 
| Girardeau, Mo., and president, J. P. | 
Tiapek. 
| Barron Motor, Inc., Cedar Rapids, | 
|Ia., and officers, William J. Barron 
j}and William J. Barron jr. 

Cummings & Emerson, Inc., 








|| Peoria, Ill, and officers, David C. 


Cummings and Arthur P. Johnson. 
B. Scott Reardon jr., and Thomas 
M. Reardon, doing business as| 
| Dakota Iron Store, Sioux Falls, S. D. 
Eagle Machine Co., Inc., India- 
|mapolis, and officers, Charles W. 
and George W. Yount. 
Foster Auto Supply Co., Denver, 
and officers, Thomas A. Foster, 
John W. Foster and Robert L. 
Stanton. 
| Hermann-Brownlow Co., Inc., 
Springfield, Mo., and officers, Wil- 
liam A. and W. R. Dyche. 
Fred V. Kuehn, doing business as 
Kuehn Baymiller Co., Omaha. 
Motor Equipment Co., Wichita, 
and president, George W. Huston. 
Harry B. Eck, doing business as 
Motor Service Co., Minot, N. D. 
John G. Moffett, doing business 
as Motor Supply Co., Des Moines. 
Motor Supply Co., Pueblo, Colo., 
and president, Carl B. Campbell. 
National Bushing & Parts Co., 
Minneapolis, and officers, Alme E. 








Pouliot, J. Raymond Riley and W. 
H. Bitting. 

Paul Automotive, Inc., Lansing, 
and president, Charles S. Phillips. 

Quanrud, Brink & Reibold, Inc., 
Bismarck, N. D., and officers, Alden 
E. Brink and Theodore S. Quanrud. 

Red Rooster Sales Co., Inc.| 
Grand Island, Neb., and officers, 


George A. Miller, Ralph Farrall and | 


Robert F. Day. 

Standard Battery & Electric Co., 
Waterloo, Ia., and president, Frank 
M. Wood. 

Stickney’s, Inc., Sterling, Colo., 
and officers, Max W. Polland, Ron- 
ald J. Kent and Clem Hoffman. 

Triangle Supply Co., Inc., Mo- 
berly, Mo., and officers, Raymond S. 





Eckles, Herbert E. Lawrence and 
Harry Meinert. 

United Wholesalers, Inc., Sioux 
City, Ia. and officers, Robert L 
Terry and Alvin U. Blackburn. 

A hearing is scheduled Dec. 9 in 
Kansas City before an FTC hearing 
examiner. 


Self-Analysis 
Booklet Gives Pointers 


On Business Data 

WASHINGTON. — Trouble spots 
developing in the operation of: a 
small firm may often be corrected 
before they become serious through 
proper analysis and comparison of 
business statistics, according to 
the Small Business Administra- 
tion. 

The booklet, “Ratio Analysis. for 
Small Business,” highlights the 
small business owners and man- 
agers the existence of ratios, the 
methods of obtaining them and 
the ways of interpreting them. 

The booklet was written by 
Richard Sanzo, Dun & Bradstreet 
executive, author and lecturer. It 





City, Zone, State 





is available from the Government 
Printing Office, Washington 25. 
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See the elegant 1958 Imperial, Chrysler, DeSoto, accented 
trim of ALCOA Aluminum, on Alcoa Theatre, 9:30 Eastern time 
NBC-TV, November 18. Fashions by EVAN-PICONE. i 
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SEE Robert Ryan in “On Edge” —the dramatic story f 
a reformed ‘‘con man,” uncovered by the law, who is forced 
pin his future on the flip of a coin. Es 
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Gleam and Go! 





Alcoa Aluminum gives every car more Gleam 
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Clean Automatic Transmissions 


Without Brushing or Scraping! 


with GUNK 
HYDRO-SEAL! 
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Simply dunk transmission housings, turbine wheels, con- 
trol valves, and other parts into GUNK HYDRO-Seal, 





tl 

which will remove sticky carbonized oils, and gums, 0 

quickly and easily, and brighten parts too... without 8 

brushing and scraping . . . loosens frozen gaskets so they : 

may be lifted off. U. L. ‘approved. > 
Sold in 5 gallon Pails (with dipping basket), 30 gal. 

and 55 gal. drums. At better automotive jobbers s 

everywhere! 
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NEW YORK.—The “typical” 
company president—among a group 
gecently surveyed by the American 
Management Assn.—is an energetic 
man who works 10 or 15 hours 
beyond his company’s normal work 
week, spends six or seven weeks a 

traveling on business and has 
a hard time finding enough hours 
for his wife and two or three chil- 
dren, golf, reading and community 
service. 

He is about 50 years old, earns 
an average of $68,000 a year, owns 
his own home and two or more 
cars. 

This ‘unretouched portrait of the 
company president today emerges 
from the AMA survey of company 
presidents. 

All the presidents included in the 
gurvey are AMA members. They 
gre above average in both income 
and education, the article suggests. 

These men head companies with 
gales of from less than a million a 
year to several billion; average 
gales were $65 million in 1955, Their 
personal incomes range from $13,500 
a year to more than $400,000. 
Roughly speaking, the president’s 
salary varies directly with company 
fales, but there are many excep- 
tions. 

The presidents in the survey 
came from small towns and cities 
“in 40 states and six countries. And 
they have scattered almost as 
widely. Few are still living in their 
home towns; many have moved 
several times. 

Fourteen percent became presi- 
dents because of family owner- 
ship and control, but most of the 
group credit their advancement 
to a combination of enterprise, 
hard work and ability. 

There are plenty of Horatio Alger 
stories. Some of the presidents 
started as coal miners, office boys, 
machine operators, sales clerks, 
: foundrymen or laborers. 

8 About a fifth of the presidents 
worked their way up through the 
marketing side of the business; the 
proportion is higher among the 
younger men. About a sixth made 
the climb through production; 
about an eighth through finances; 
more than a third through diversi- 
§ fied jobs in all three fields. 

All other fields combined—en- 
gineering, general management, 
personnel—produced fewer than 15 
percent of the presidents. 

Eight out of 10 among the presi- 
dents surveyed attended college; 
seven out of 10 graduated; two out 


Expert Sees Ban 
On Private Cars 


In Urban Areas 


NEW YORK.— The decline and 
fall of the private car in urban 
areas has been forecast by Regi- 
nald J. Pigott, former engineering 
director of Gulf Research & De- 
velopment Co. 


He says it may be necessary 
ultimately “to bar personal cars 
from city streets.” 


Writing in the American Petro- 
leum Institute Quarterly’s. autumn 
issue, Pigott cites overcrowding ‘in 
urban traffic and parking as evi- 
dence that “parking space will have 
to be provided in cheaper localities 
at the edge of the city, and public 
transportation within the city itself 
will have to be furnished almost 
entirely by subway lines and taxis.” 

He believes, however, that “some- 
thing might be done to the size of 
our cars to ease this situation.” He 
Says Americans could turn to ve- 
hicles similar to the small Euro- 
pean car, with its compactness and 
economy. 


Pigott, former president of the 
Society of Automotive Engineers, 
Says “if we were to mass-produce 
cars of the European type in this 
country, their total purchase and 
operational costs would probably 
amount to 60 or 65 percent of our 
figures.” 

“It would probably take a serious 
depression,” he added, “to get the 
American : public to weigh the 
economy of smaller cars.” 
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of 10 went on to graduate school. 
The younger the president, the 
greater the probability that he went 
to college, but the proportion who 
graduated is small among the 
younger men, many of whose edu- 
cations were interrupted by military 
service. 

Bachelor of science degrees out- 
number bachelor of arts degrees 
by 1% to.1; the proportion is 
even higher among the youngest 
‘presidents. The major subjects 
studied were overwhelmingly 
technical, However, to a young 
man seeking an executive career, 
the largest group of presidents 
(about a third) recommend a 
straight liberal arts program. 
Economics and English are the 
college courses they find most 
valuable in their work today. 


Most now feel the principal bene- 
fits of college were in the area of 
personal development. Chiefly they 
mention learning how to think, to 
analyze and solve problems and 
learning how to get along with 
others. 


Aside from lack of time, their 
most pressing day-to-day business 
problems concern dealing with 
people. They worry about their own 
lack of patience and tact; about 
their inability to make decisions 
directly affecting individuals; about 
lack of enthusiasm, ability and re- 
sponsibility in their subordinates; 
about relationships among their 
subordinates; about communica- 
tion, delegation, teamwork, apprai- 
sal, development of successors. 


The majority are optimistic about 
the future of their companies. Only 
34 men are pessimistic; 54 men are 
neutral; 149 feel their companies 
will grow. They base this optimism 
mainly on the high birth rate, the 
expanding American economy and 
rising living standards. 


These presidents are family men. 
Only five are. bachelors; 304 are 
married, 23 are divorced, three are 
widowers. The presidents under 40 
have an average of three children; 
the group as a whole, two. Most 
manage to spend 20 to 40 working 
hours a week with their families. 

Vacations usually center around 
the family. The vast majority of 
the presidents take vacations of 
at least two to four weeks a year; 
the few taking less than two 
weeks are outnumbered by those 
who take more than four. 


Sports are their chief outside 
interest. Golf is the favorite by a 
wide margin. Next come organiza- 
tional work and civic service. 


The presidents spend 1% to three 
hours a day in reading for relaxa- 
tion. This time is divided about 
equally among newspapers; maga- 
zines, chiefly news magazines and 
other mass media, and books. 

Nine out of 10 presidents own 
their own homes, and many own a 
country home as well, They usually 
own two or more cars, often one 
fairly imposing, fairly new model 
plus another or others that are less 
expensive. Three out of 10 own 
boats. Most of them buy two or 
three suits a year and keep them; 
the majority own 11 suits or more. 

About a fifth of the presidents 
are planning a major purchase in 
the next five years: Vacation home, 
a boat, a sports car. Fifteen will 
buy planes; one, a helicopter for 
commuting. Other purchases plan- 
ned include a home abroad, an 
Arizona cattle ranch, a research 
laboratory and library. 

Their tastes in food and drink 
‘are simple. Overwhelmingly they 
prefer steak, broiled or roasted 
meat, simple desserts like ice 
cream, fruit and pie. Scotch and 
martinis are their favorite drinks. 
Only a sixth mention wine, still 
fewer name beer, about a sixth 
don’t touch hard liquor. 

By and large, they are satisfied 
with their careers. Most would go 
into the same field if they were 
starting over again. Their unful- 
filled ambitions are not business 
ones but involve travel, music, 
writing and the like. 

Most of them have decided when 
they will retire, but few have de- 
cided what they will do afterward. 
Eighty-five men either have no 
plans for retirement or say they 
plan never to retire. 
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Portrait of a President 


AMA Survey Shows He Works Long Hours, 
Travels Widely for His Company 















YOU'RE CREATING A FIRE HAZARD 
UNDER THE HOOD UNLESS YOU INSTALL 
A FLAME-PROOF AIR FILTER! 


Carburetor & 


AIR FILTER tement 


THE FIRST FLAME-PROOF AIR FILTER 
ON THE MARKET! 


Score another “first” for LEE — a FLAME-PROOF Air Filter Element that 
prevents under-hood fires! 
Carburetor air filter fires are caused by the combination and combustion 
of gasoline vapors and air as well as “carburetor cough” due to engine 
back-fire. This dangerous fire hazard becomes even greater in dry climates 
because of a lack of moisture absorption. 
Be safe! Sell and replace air filter elements with LEE Micralytic® Carbu- 
retor Air Filters — THE FIRST FLAME-PROOF AIR FILTER ON THE MARKET! 
The exclusive Micralytic® construction of LEE Air Filter Elements insures 
greater C.F.M.* of air flow than the filter that came with the car! The LEE 
engineered gasket on every element acts as the perfect sealant — abso- 
lutely prevents by-passing of dirty air! 
Make sure you have these LEE Air Filter Elements on hand! You'll be glad 
you did! See your jobber or write for information. 
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Mr. Dealer... boost your S.A 


(and improve your technique 
with older models) 


How’s your approach with an older model? Can 
you spruce her up and put that gleam back? Well, 
you can do it better and faster, when you plan a 
modern appearance-service program around the 
complete line of DeVilbiss spray-painting equip- 
ment. You'll be turning out fast, factory-quality 











finishes at rock-bottom costs—then watch those 
older models come around! To raise your *Service 
Absorption, call your DeVilbiss man. 
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The DeVilbiss Company, 
Toledo 1, Ohio 





















































By Martin L. Whitmyer 
Staff Writer 
Billboards played “a most im- 
portant” role in the introduction of 
the new Edsel, according to J. C. 
Doyle, general sales and marketing 
manager for Edsel Division. 
Speaking before the national 
sales session of Outdoor Advertis- 
ing, Inc., Doyle said “our problem 
was lack of visibility. 

“With this U. S. car population 
at 65 million, even the most 
optimistic sales figures would not 
put enough Edsels on the road 
to create subconscious aware- 
ness of our new car. 

“Outdoor advertising put the 
Edsels on the road,” he said. “It 
presented the Edsel in life size and 


Affecting Factories and Dealers . . . 
Auto Advertising 






in full color to men and women 
who not only were driving last 
year’s models, but at a time when 
they were thinking of automobiles, 
as well. 

“More than six million people be- 
came acquainted with the car dur- 
ing the month of September as a 
result of outdoor advertising,” 
Doyle said. 

“According to an independent 
survey, six ~~ people saw 
the Edsel on and no 
other place; By the time this 
phase of our program is ended, 
at least another 20 million will 
be able to identify our car as a 
result of this one advertising 
medium,” he said. 
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operators, who, he said, spent many | cutting down the accident potential.| replica of the 1958 DeSoto Fireflite 


hours with Edsel dealers through- 
out the nation to acquaint them 
with outdoor advertising and help 
them in selecting the best locations 
for their posters. 


Billboards Have Their Day 
Despite the attacks on billboards, 


Information contained on high- 
way ads was found to be helpful 
in choosing restaurants, accommo- 
dations and products by almost 60 
percent of the reporting families. 

+ * * 


Allied Van Cites Driver’s Role 


The driver's role in a moving 


centered on Congressmen, mor e| company’s public relations program 


than 80 percent of Washingtonians 
are in favor of outdoor advertising, 
according to a study made by Data 
Unlimited, a professional research 
organization. 

Querying its regularly estab- 
lished panel of families that 
represent an accurate sampling 
of metropolitan Washington, the 
research firm found only 16 per- 
cent in favor of abolishing ad- 
vertising along the highways. 


is spotlighted in the November 
issue of Allied Van Lines’ comic 
book series, “Over the Road.” 

The comics, especially designed 
and produced for Allied by Vic 
Herman Productions, New York, 
are part of the safety education 
program the company conducts for 
its 3,000 long-distance drivers. The 
series features a mythical AVL 
driver, Al Vann and his family, 
and covers a different aspect of 


More than 55 percent of the/|Al’s job each month. The booklets 


families said they thought highway 
advertisements help drivers and 
passengers by preventing mono- 


Doyle also praised the plant|tony and consequent fatigue—thus 





Binks 


compressors 


DELIVER 
MORE AIR 
ON LESS 
POWER 












Design and precision construction of 
valves, pistons, cylinders, connect- 
ing rods and crankshaft—plus com- 
pletely load-free starting—insure 
maximum results from each unit of 


driving horsepower. 


36 models for body shep er garage 
vse. Whether you operate spray 
guns, fender hammers, body sand- 
ers, grease guns, hydraulic lifts...in 
the Binks compressor line you will 
find the correct equipment for your 
air needs today or in the future. 
Single or two-stage tank mounted 
units range from % to 15 HP... 
from 40 to 175 pounds pressure 
..-from 1.2 to 60.8 cfm free deliv- 





Ask about our spray painting school 


ery. They are available in space- 
saving vertical tank mounts or hori- 
zontal mounts. Heavy duty units to 
20 HP provide 71.7 cfm free air. 
Small portable compressors are 
available for use wherever there is 
an electric outlet. 


Get these two catalogs 
Helpful selection 
charts and complete 
compressor data 

are contained in How 
to Select an Air 
Compressor and Binks 
Catalog 820. Ask your 
Binks jobber for copies or 
write direct to the address below. 


Open to all...NO TUITION...covers all phases. 
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piace Manufacturing Company 
3124-34 West Carroll Ave., Chicage 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED EP DIRECTORY 
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are mailed directly to the drivers’ 
homes. 

“Go Places with Good Will,” the 
latest episode, stresses the driver’s 
responsibility in his contacts with 
the public: his and his equipment’s 
appearance, his manners on the 
road and in clients’ homes, and his 
handling of shippers’ household 
goods, all of which determine 
whether a good or bad impression 
is made. 


> * * 


Dodge Dealers Pick Cole 

Dodge dealers here have pur- 
chased the half-hour “Nat King 
Cole Show” to be telecast on 
KSFD-TV, San Diego, Calif. 
from 6 to 6:00 p. m. every Satur- 
day. 

The show is a “hot kinescope” 
of the network show which orig- 
inates Friday but is not received 
that night in San Diego. 

= . > 


Chrysler Sponsors Telecast 

Chrysler Corp. again will sponsor 
the telecast of the annual J. L. Hud- 
son Thanksgiving Day parade in 
Detroit, The parade will be tele- 
vised from 10:15-11 am. (E.S.T.) 
over the ABC-TV network. 

It will mark the fourth consecu- 
tive year that the corporation has 
sponsored the telecast. 

” > > 


Adman Gets in the Act 


To help introduce the 1958 cars 
to its dealer organization, DeSoto 


| pulled its ad agency into the act. 


Robert E. Anderson, manager of 
the Detroit office of Batten, Barton, 
Durstine & Osborn, Inc., and De- 
Soto account supervisor, accom- 
panied J. B. Wagstaff, DeSoto 
vice-president, on a tour, telling 
DeSoto audiences in 10 cities about 
the new product. 

“Anderson was asked to partici- 


|pate in the dealer announcement 
| meetings,” according to Wagstaff, 


“because of his intimate knowl- 
edge with the produce and because 


|he is well-known and respected by 
our entire dealer organization.” 


Anderson introduced six 1958 cars 


‘to the dealers, one an altogether 
|}new model for 1958, a new Fire- 


sweep convertible, latest addition 
| to the lower-priced Firesweep line, 
| introduced first last weet as a 
“volume-conquest sale” car. 

Another altogether new conver- 
tible reserved for Anderson’s hypo 
was the Firemite, a %-scale exact 

> > > 















convertible for human mites. 
= = *. 


New Account for Thompson 


Ford Motor Co, of Canada, Ltd, 
has named J. Walter Thompson 
Co. to handle its advertising in 
Canada for Ford cars and tricks 
and Ford British-built vehicles. 

P. G. Willey, general manager of 
the Ford-Edsel division, said that 
Cockfield Brown & Co. will con. 
tinue to handle advertising for 
Edsel. Cockfield Brown also retains 
Ford of Canada institutional ad- 
vertising, parts and accessories 
division, and Ford Tractor @ 
Equipment Sales Co. 

Transfer of the accounts to 
Thompson will become effective 
Jan. 1, Willey said. 

* * 


Vickers Promotes Doucet 


E. J. Doucet, formerly advertis. 
ing manager, has been advanced to 
director of adver- 
tising and public 
relations of Vick- 
ers Inc. Doucet 
joined Vickers in 
1943. 

Vickers, a divi- 
sion of Sperry ‘ 
Rand Corp., de- I 
velops and manu- 7 
factures oil hy- . 
draulic systems . 
and components a 
for use through- E. J. Doucet 
out industry and the armed forces, 

. > > 


Monsanto Program Readied 


A consumer educational program 
designed to acquaint the motoring 
public with the benefits of lami- 
nated safety glass in automobile 
windows has been announced by 
Monsanto Chemical Co., producer 
of plastic with which laminated 
safety glass is made. 

Core of the program will be a 
series of two-page advertisements 
in Reader’s Digest. Supplementary 
ads will appear in the Journal of 
Commerce and the Wall Street 
Journal. 

Tiein advertisements with Mon- 
santo’s corporate advertising cam- 
paigns in Life, Time and Farm 
Journal also are to be included. 

A television kickoff is scheduled 
for Dec. 1 on Monsanto’s network 
program, “Conquest” on CBS-TV. 

> > . 


NASCAR Picks Agency 
The National Assn. for Stock 
Cars has named Milburn McCarty 
Associates to handle its public 
relations program. 
. 


> 
Koether Reviews ’58s 

All 1958 model cars are reviewed 
by Automotive Editor George 
Koether in the current issue of 
Look magazine. The article is a 
titled the “Battle of the Stylists.” 

> > > 





Names 

Jeanne C. Riggs, former pubes 
director of Thermador, has 
named director of public sclationl 
for Shaw Co., Los Angeles adver 
tising agency. 

Walter L. Thomas has bees 
named sales promotion manager of 
Edsel. Prior to joining Edsel 
Thomas was a free lance writer 
director. 









Ad Group Welcomes New Members— 


E. S. Stagg, center, of 


Kelly-Smith Co., welcomes Charles E. Thompson, left, of 


Johnson, Kent, Gavin and Sinding, and Robert Partridge of Julius Mathews Special 
Agency, to membership in the Detroit Chapter of the American Assn. of Newspapef 
Representatives. Stagg is second vice-president of the Detroit group. The Detroil 
Chapter now boasts 90 members from 36 firms representing a total of 953 daily 


newspapers published in the United States and Canada. 
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Fiat and Alfa Add New Lines... 
EE 


58 Cars Make Bow in Italy 


The bus also has air suspension.| with dual circuit brakes also have 


By George L. Glaser 
European Correspondent 

TURIN, Italy—Two members of 
the Italian auto industry’s Big 
Three—Fiat and Alfa-Romeo—in- 
troduced new lines at the 39th inter- 
national auto exhibition here. 

Newcomers in the Fiat family 
include a four-door sedan called 
the “1200,” which is a refinement 
of the smaller four-door “1100,” 
and a sports car in the “1200” 
series. 

The “1200” has larger windows 
than the “1100,” a little more luxury 
and 9 percent more engine displace- 
ment. 

Alfa, which is strong in the bus 
field, has added a slightly larger, 
more modern-looking four-cylinder, 
four-door sedan, the “2000.” It has 
five forward speeds and is supposed 
to hit 100 m.p.h. 

In the truck field, Fiat intro- 
duced a new lightweight series 
resembling the Volkswagen trucks 
and light buses. The one-ton 
truck and a new nine-passenger 
bus boast unitized construction. 

A four-ton diesel with five for- 
ward speeds also has been added. 

= * * 





A Farina Special— 





Another new bus was introduced 
by Alfa. 

There were only minor changes 
in other Fiat and Alfa models. 

Lancia, the other member of 
the Big Three, is offering the 
small V-4 Appia in a second series 
with several improvements, while 
the V-6 was unchanged. 

Lancia’s Esatau B diesel trucks 


California Adds 
Truck Inspectors 


SACRAMENTO, Calif—Four 
safety experts have been added to 
the state’s truck inspection staff, 
according to Peter E. Mitchell, 
president, California Public Utilities 
Commission. 

The commission’s safety staffs in 
both Northern and Southern Cali- 
fornia have been increased from 
one to three men. 

With the added inspectors, Mit- 
chell said, it will be possible to 
inspect 6,500 vehicles a year instead 
of the former 2,000. 





Among the cars on display at the annual auto show in Italy was this Pinin Farina 
creation, the Buick Lido. It's a speciol coupe built on a Buick chassis. 





Alta's Superieggera— 


Alfa-Romeo introduced this four-cylinder car, the Superleggera, at the avto show 


in ltaly. It has five forward speeds. 





Fict Newcomer— 


This nine-passenger bus is a newcomer to the Fiat family introduced at the annual 
Guto show in Italy. The bus has air suspension and boasts unitized construction. 


been equipped with a new synchro- 
mesh transmission and modernistic 
cabs. 

There was nothing startling about 
the new custom jobs on display, 
being variations of earlier styling. 
However, two trends were noted: 
Use of a standard chassis with a 
special body and creation of 
souped-up sports cars with special 
bodies. 

The Italians like speed, so it’s no 
wonder that their average engine 


speed is usually above 5,000 r.p.m.,| 


about 400 higher than elsewhere in 
Europe. 

Bus bodies are getting larger, 
with wraparound windshields 
providing more glass area. Clocks 
and calendars are found in many 
buses, and beautifully colored 
photos adorn the backs of the 
seats. 

Directional signals on buses and 
trucks frequently consist of two 
lamps—one atop the other—with 
the light switching from the lower 
to the upper lamp. 

Unusual accessory displays in- 
cluded: Carburetors for the con- 
version of cars to the use of lique- 
fied petroleum gas, multicolor 
batteries and a new type of elastic 
suspension that utilizes a rubber- 
like plastic material. 

Every 1958 American car except 
the Ford and Mercury was ex- 
hibited. 


Utah Dealers to Hold 


First Convention Nov. 23 


SALT LAKE CITY.—The Utah 
Automotive Trades Assn. will hold 
its first annual convention Nov. 23 
in the Newhouse Hotel here. 
Speakers will include William 
Landon, Detroit, assistant director 
of service for Chrysler Corp.; 
Howard Price and Crawford Hous- 
ton, Salt Lake City. 

Big Three representatives will 
conduct technical clinics. President 
of UATA is Earl Johnson and the 
executive director is A. W. Booth. 
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a knob on the portable 
unit. Vibration is set 
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BREEZE CORPORATIONS, INC. 


700 Liberty Avenve 


79 





Publications advertised in this section are not 


produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 






PUBLICATIONS PROVIDE COMPLETE 


Fundamentals 
Diagnosis 
On-the-Car Service 
Overhaul Instructions 


plus 


Complete Flat Rate 


and 
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Coa covers aii Dual-Range 


Hydra-Matic Transmissions 
through 1957. 


ay covers all Fordomatic, 


Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 


Over 200 pages 
and 450 illustrations 





Just turn it on and listen! 
Magnified sound locates rat- 
tles quickly. 


frequency control 
up and the unit 


DEALER PRICE 


$125” 


Union, New Jersey 
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Ladies Day 


Gals Learn Maintenance 
At N. D. Dealership 


MINOT, N. D.—An instruction 
program for women, covering all 
phases of operating and maintain- 
ing a car, has proven of consider- 
able interest here. The program was 
introduced last February by Parker 
Motor, Inc, (Dodge-Plymouth). 

Nearly 100 women have taken 
part in the free sessions, which con- 
sist of a two-hour class weekly for 
10 weeks. According to Burton T 
Lahart, dealership general manager, 
the program is designed to prepare 
women drivers for emergency situa- |’ 
tions which often call for a me- 
chanical knowledge of their cars. 


a publication circulated among top 
DeSoto salesmen, has presented a 
“professional salesman’s code.” 


Scrimenti, Dahl 
Motors, Erie, Pa, 

“If you look 
about you at pro- 
fessional salesmen 
you know you'll 
see that these 











A Salesman’s Credo 


15-Point Code Gives Colleagues Pointers 
On How to Be ‘Professional’ 


DETROIT.—The DeSoto Report,| fellow professional workers, and 


The 15-point| expect to adhere to the strict time 
up by Sandy|hours to meet the necessities and 
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responsibilities of his job without 


thought to “overtime” or “standard 
work week.” 


4. The professional salesman 


results of his efforts and actions. 
He makes his own decisions and 
acts on them. He may seek advice 
and counsel, but he does not at- 
tempt to transfer responsibility for 
his own mistakes to others. 

5. The professional salesman 
contributes to the skill and knowl- 
edge of his profession. He develops 
new ideas, new plans, new ap- 
proaches and shares them with 
fellow salesmen. 

6. The professional salesman 
continuously seeks self-improve- 
ment. He takes advantage of 
every opportunity to improve his 


they regard him the same way. 
3. The professional salesman does 
not work by the hour. He does not 


Plymouth Offers 
New Sales Tools 


For Showroom 


takes full responsibility for the 





——— 


skills, knowledge and understand- 


ing. 

7. The professional salesmar re. 
spects the confidence of otiliers, 
Those whom he serves often recuire 
that information remain confiden- 
tial. He never violates this confi- 
dence. 

8. The professional salesman 
is loyal to his fellow salesmen. He 
never gossips about them nor about 
his sales manager. 

9. The professional salesman 
avoids rumor and hearsay. He does 
not listen to the grapevine, He ob- 
tains his information directly fror 
those authorized to release it. 

10, The professional salesman 
adjusts his grievances through 
proper channels. He discusses them 
directly and privately with those 
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But that’s not its only purpose.| 


“Women often bring their cars into 
our garage and tell us ‘something’s 
the matter with it,’” explained 
James Hillard, service manager. 
“We're teaching these women some 
of the things that can go wrong 
—and that helps both them and us.” 


Dolman Opens Pontial Deal 

Willard Dolman, former Univer- 
sity of California football star, is 
the new Pontiac dealer in Ingle- 
wood, Calif. Dolman has been 
with Pontiac for 10 years in the 
Los Angeles area. 





points make 
sense,” Scrimenti 
‘said. “Give your- 
self professional 


8. Serimenti 
status and make professional com- 
missions.” 


Scrimenti’s code follows: 

1, The professional salesman 
does not require close super- 
vision or direction. He plans his 
own activities. He directs himself. 

2. The professional salesman does 


DETROIT.—Three new animated 
point-of-sale displays have been 
made available to Plymouth dealers, 
according to Louis T. Hagopian, 
Plymouth’s director of advertising 
and sales promotion. 

“They take advantage of the im- 
pulse all of us have to push a 
button and watch things happen,” 
Hagopian said. 

Each of the three displays is of 


not regard himself as an employe|the do-it-yourself type. Two of 


or underling. He does not consider 
himself to be working for a “bogs.” 
He regards his sales managers as 


SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
(National Average is 65°) 


Flash - A - Call Service Control 








INSPIRES CUSTOMERS TO 


CTE CONFIDENCE 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 


Nation-wide inspection 

and warrantee service 
guaranteed by Best’s 

rated “A+” (excellent) 

U.S. insurance company ... 
for complete details 


WRITE TODAY 


2170 South Canalport 


Avenve 
Dept. AN-169, 8, m. 








Parts and Labor 


SURE-CAR MOLLE EL: On 


MAIN OFFICE: SEA 


CLIFF, NEW YORK 


Fast-Selling Safety ‘Extra’... 


Houser’s SAFETY DOOR LOCK 








100% EFFECTIVE — xeops 
children sate while riding 
in reer seat! 


Phd. 6 Pair 
en Colorful 
DISPLAY Clever HOUSER 
CARD place rear door 


ing from inside. 


Cash in on growing demand for safety! 


minutes. MONEY -BACK GUARANTEE! 


Fit oll 
Safety Door Locks re- Beer Core 
handles, prevent open- 
Just SNAP*them on in p> Angad 


rT) wee 


Indiana 
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them, the sales feature display and 
the color and upholstery selector, 
are combined in a single unit, 
known as the “Plymouth Selling 
Center.” The sales feature unit re- 
places the sales album of the past. 

Its purpose is to demonstrate at 
a glance the outstanding features 
of the new car. 


If the customer is interested in 
safety features, he pushes a 
colored button marked “safety,” 
and the appropriate parts of the 
car are illuminated in the same 
color. He can push five other but- 
tons and get the story on styling, 
power, drive, Torsion-Aire ride and 
comfort. As each feature is lighted, 
the customer is guided to the cor- 
rect page of a four-color loose-leaf 
binder lying flat on the display 
shelf for a complete description. 

“An additional advantage of this 
display is that simply by using it, 
the greenest salesman on the staff 
can make an effective presentation 
the first time he is on the floor,” 
Hagopian said. 

Adjacent to the sales feature 
display is the color and upholstery 
selector. It has a viewing screen, 
7% by 14% inches, with illustra- 
tions of five basic body styles. 
There are acetate slides for each of 
15 basic body colors and 15 top 
colors. A compartment at the bot- 
tom holds swatches of actual up- 
holstery materials, keyed to the 
illustrations on the viewing screen. 

The units are so designed that 
the illustrations may be replaced 
to accommodate future models. 

The third unit is a special display 
for Torsion-Aire ride. At the left is 
mounted, upside-down, a scale 
model Plymouth which shows the 
action of the torsion bars. The 
prospect can guide a second scale 
model over a rough stretch of 
miniature highway to show how 
the suspension system keeps the 


car level while the suspension ab- 
sorbs the bumps. 
> > 
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car's features. 









Selling Plymouths with Pushbuttons— 


The new sales feature display and color and upholstery selector designed for 
Plymouth dealers is demonstrated byl. T. Hagopian, director of advertising and sales 
promotion for Plymouth. The unit provides a quick, graphic presentation of the 


authorized to make adjustments. 

11, The professional] salesman 
meets his professional obliga- 
tions, He fulfills all agreements 
entered into with others. 

12. The professional salesman ig 
sensitive to the problems of those 
over and under him. He always 
considers the effect of his actions 
on others. 

13. The professional salesman 
does not advance himself at the 
expense of others. He strives for 
promotion and advancement only 
on the basis of superior perform- 
ance. 

14. The professional salesman is 
proud of his job. He always reflects 
pride and satisfaction in his work, 

15. The professional salesman’s 
chief desire is to render a service, 
Professional salesmen exemplify the 
“service principle” to the highest 
degree. 


$15,750 Imperial 
Steals the Show 
At N.Y. Preview 


NEW YORK. — Chrysler’s new 
Imperial Limousine, limited produc- 
tion car hand-built in Italy by Ghia 
of Turin, was the feature of a spe- 
cial preview here of the 1958 line of 
Plymouth, Dodge, DeSoto, Chrysler 
and Imperial autos. 

Prices for the limousine start at 
$15,750, not including taxes, and 
only 75 will be built for sale in 
1958. 

The limousine’s canpet is of 
sheared mouton lamb and the 
chauffeur’s compartment is uphol- 
stered in leather. The chromium- 
plated hood and deck ornaments 
are hand-made from bronze cast- 
ings and then mounted on a 24- 
carat gold-plated foundation. 

The luggage compartment is fully 
upholstered and carpeted. Each 
limousine has two air-conditioning, 
units (one in front and one in rear) 
and three heaters (one in front and 
two in rear). The canopy of the) 
roof is covered in padded leather. 

Other exhibits included the 1958 
Plymouth that made the 58,000-mile 
endurance run from coast-to-coast 
and border to border, a Chrysler 
equipped with Auto-Pilot control, a 
300-D hardtop with electronic fuel 
injection, a 1958 Dodge which set 
fuel economy records on a Detroit- 
to-Miami run, and an Imperial Le 
Baron sedan. 


Buses Get Radio 
Rochester Line Tests 


Two-Way System 

ROCHESTER, N. Y.— An inten- 
sive test of a two-way radio system 
that will provide direct communica- 
tion between the dispatcher of the 
Rochester Transit Co. and the 
firm’s bus drivers, has been held 
here. 

This is the first such installation 
in an urban transit system, accord- 
ing to William A. Lang, RTC presi- 
dent. The test was made in coopera- 
tion with the special products 
division of Stromberg-Carlison, 
which is supplying the radio equip- —oo EEE 
ment. 

For the initial test, the equipment 
will be installed in 25 buses on one 
line to provide the best means of 
evaluating the full potentialities of 
the system, he explained. 
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for dry, safe, tidy floors 
New, green-flecked Sol-Speedi-Dri floor absorbent 
does more. .. does it better. Abserts—thirsty for oils, 
greases, liquids. Retaias— picks up more . . . holds more. 
Covers— goes further than ever Resists— won't cake mat, 
break up, or get“ mushy.” Bastiessuess— most dust-free 
you can buy. Gallerm—bag after bag, ton after ton. 

For sample, see your local jobber, or write Speedi-Dri 
Div., Minerals & Chemicals Corp. of America, Essex 
Turnpike, Menlo Park, N. J. 








Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. Ne 
Pit—No Holes. Just plug into nearest elec 
trical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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SALES STIMULANT 


Unique sales promotion plan coupled with 
customer analysis can give ree able 
results at low cost. Exclusive rights available 
in areas not yet signed up. Write today! 


Edward Fiske Co. 


2 Depot Plaza White Piains, N. Y- 
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Webster Asks Suit Be Considered Test... 


Top Court Gets Territory Plea 


(Continued from Page 1) 
the areas in which dealers may sell, 
or penalizing them for selling in 
areas assigned to other dealers, are 
lawful. 

The petition claims that this in- 
terpretation of the court's refusal 
to review the case is “far different 
from anything this court had any 
reason to envision.” 

As matters now stand, the peti- 
tion states, the courts take one 
view of the legality of territory 
security and the Department of 
Justice takes another. 

“By refusing to endorse the 
NADA and ADSA territorial se- 
curity plans,” Webster points out, 
“the Justice Department has infer- 





Dealers, BBB Cooperate... 


| entially, but forcefully, pronounced 

its continuing disagreement with 
the decision of the Circuit Court in 
the Webster case.” 

As a result, it continues, thou- 
sands of new-car dealers who claim 
they need territory security “are 
caught in the cross-fire of uncer- 
tainty created by the conflict be- 
tween the views of certain Circuit 
Courts and the Justice Depart- 
ment.” 

* + = 
H°w much territory security 
may auto makers give their 
dealer without violating the anti- 
trust laws? Webster asks. 


“The great amount approved by 
the Circuit Court in the Webster 


Ads Laundered in Chicago 


CHICAGO.—A number of dealers 
have been cooperating in “keeping 
automobile advertising believable” 
by “correcting” advertising inac- 
euracies, according to the Chicago 
Better Business Bureau. 

The bureau said one firm pub- 
lished a correction admitting “its 
representatives had disparaged a 
1949 Cadillac, advertised at $195, 
in attempts to sell an identical 
model, but priced at $495.” An- 
other firm, the BBB said, ad- 
mitted salesmen mistakenty 
daimed 1956 Ford Fairlanes, ad- 
vertised at $1,375, were “sold.” 

A third firm “admitted a ‘’50 
Caddy Cpe. $395’ was not available 
for demonstration and sale on sev- 
eral dates when advertised.” 


Still another dealer had adver- 
tised “‘Brand New 1957 Mercury 
Montereys’ at $2,972—‘Your Old Car 
Worth $1,300 .. .'” according to the 
bureau, which added: 

“A comprehensive ‘correction’ 
conceded both that ‘the actual sale 
price was misrepresented at our 
showroom, and that ‘the offer 
should have made it clear that the 
trade allowance quoted was de- 
pendent upon the year, make and 
condition of the car to be traded 
in.’” 

Two other dealers admitted ad- 
vertised guarantees were inaccu- 
rate. One had broadcast and pub- 
lished a “100 percent guarantee on 
parts and labor for the whole year.” 


Over 3,000 Dealers 


Already Signed 
By Car Warranty 


NEW YORK.—Since the start of | thn. salesman confided ‘This one is 


| pretty rough.’ As the bureau repre- 


Car Warranty Corp., new CIT sub- 
sidiary, dealers have signed fran- 
chise agreements under the Car 
Warranty Plan at the rate of more 
than 500 a week, Harold Bishop, 
President, announces. 

In the first six weeks the Car 
Warranty Plan was offered, Bishop 
said, more than 3,000 dealers signed 
franchises. 

“Dealer response to this first war- 
ranty plan to be launched on a 
nationwide basis has been enthusi- 
astic,” Bishop said. “The plan, serv- 
iced by trained inspectors through 
more than 400 offices of Universal 
CIT Credit Corp., not only protects 
used-car buyers against major me- 
chanical repair costs, but also gives 
sm dealers a valuable new sales 

1.” 

The plan is available to all deal- 
ers selling used cars, Bishop said, 
regardless of their installment fi- 
nancing arrangements. 

Under the plan, he said, used cars 
are inspected by Car Warranty 
Corp. and then can be sold with a 
warranty that protects the buyer 
against the costs of major mechani- 
cal repairs covered by the warranty 
for one full year. 

The insured warranty guarantees 
that the car, under normal usage, 
will require no repairs or replace- 
ments of specified parts in the 
engine, transmission, rear axle, 
clutch, steering, brakes, universal 
joints or water pump. It is available 
for used parts of the current year’s 
model or any of the three preceding 
years, 


The BBB said salesmen errone- 
ously represented an added charge 
of $100 would be made for the ad- 
vertised guarantee. 


Another dealer conceded a 100 
percent “unconditional” guaran- 
tee on used cars did not apply to 
all used automobiles in stock— 
only to those so designated. 

In other corrections, the bureau 
said three dealerships admitted 
they had failed to describe adver- 
tised used cars accurately. 

“One offered a 1955 Chevrolet 
Two-Ten four-door at $595, but 
neglected to identify it as a taxicab. 
A second featured 1956 Fords ‘.. . 
as low as $595,’ but failed to state 
the only machine available at $595 
was a police car,” the bureau said. 

“The third advertised a ‘Chevro- 
let '51 Convert. $195 . . . Very good 
condition throughout.’ It conceded 
‘The advertised description of this 
car was inaccurate.’ This firm also 





admitted six of seven vehicles, ad- 
vertised under the heading ‘Look 
What $495 Will Buy Here,’ were 
represented as not available for 
sale on the date advertised.” 

Two other dealers were asked to 
publish corrections. They were City 
Auto Sales Co. (Chevrolet) and Mr. 
Briggs, Inc. (Chrysler-Plymouth). 

In the case of City Auto Sales, 
the bureau said that copy claimed, 
“‘Our Prices Can’t Be Beat!’ 
Heading a list of used cars is a 
1956 Chevrolet, priced at $995.” A 
bureau shopper allegedly was told 
by a salesman that it was “on the 
lot” and not at the advertised 
address. 

The bureau report said: “The 
salesman next asked ‘Do you want 
a car that you can work on your- 
self?’ When the reply was ‘No,’ 


sentative started to leave, the sales- 
man added, ‘Let me show a new 
one—I can work you out a real 
good deal.’ 

The ad was repeated two days 
later, and another bureau shopper 
received similar treatment, the BBB 





said. 

“The bureau said it presented 
this information to Wesley Aron- 
son, used-car sales manager of City 
Auto Sales. In addition to request- 
ing publication of an appropriate 
correction, the BBB asked Aron- 
son “to discontinue advertising the 
unsupported underselling claim, 
‘Our Prices Can’t Be Beat!’” 

Cause for the correction re- 
quested from Mr. Briggs, Inc., 
was an ad that failed to identify 
1957 Dodges as used cars. The 
bureau said the advertisement 
questioned announced, “ ‘Mister 
Briggs Does It Again! four 
truckloads just received .. .’” 
The cars were identified as 1957 
Dodges. 

The bureau said that on previous 
occasions it had asked Briggs “to 
revise ads making similar offers, 
but failing to identify the automo- 
biles as used.” 

The firm’s sales manager also 
was requested “to discontinue ad- 
vertising such unsupported under- 
selling claims as ‘World’s Highest 
Traders!’ and ‘The Best Price Any- 
where,’” the BBB reported. “Obvi- 
ously, such claims are clearly un- 
provable,” it concluded. 
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case, the more moderate amount 
sought by NADA or ADSA, or 
practically none, as proclaimed by 
the Justice Department and Fed- 
eral Trade Commission?” 


By reviewing the case, Webster 
insists that the high court “can 
give sorely needed guidance to a 
bewildered but important seg- 
ment of our economy—the entire 
automobile industry.” Other in- 
dustries distributing their prod- 
ucts through competing fran- 
chised dealers also are involved, 
the petitioner adds. 


If the Supreme Court doubts 
that the Justic Department is at 
odds with the Circuit Court deci- 
sion, Webster urges that Justice be 
invited to file its views with the 
high court. 

“After all,” Webster declares, 
“the Department, not private par- 
ties, has the primary responsibility 
of enforcing the antitrust laws.” 

= * > 

EF JUSTICE intends to pursue 

policies which dealers believe to 
be in conflict with the decision of 
the Court of Appeals, says Webster, 
an explanation is in order. Other- 
wise, the petition points out, thou- 
sands of dealers will have every 
reason to feel “that the Attorney 
General is defining public policy, 
not law.” 

Explaining the importance of 
the territory security issue, the 
petitioner says that it isn’t hard 
to understand why a well- 
established, high-overhead Ford 
dealer in downtown Washington 
might like to have his manufac- 
turer agree to protect him from 
the competition of a low-overhead 
Ford dealer in Laurel, MD., 20 
miles away. 

“However,” Webster goes on, 
is equally understandable that the 
Laurel dealer would not appreciate 
being restrained or prevented from 
selling merchandise he owns any- 
where he wants to, so long as he 
sells and services it in such a way 
as to protect the manufacturer’s 
goodwill. 

“Of even greater fundamental 
importance is the right of a Wash- 
ington buyer to purchase his Ford 
from a low-overhead, good-service 
Ford dealer in Laurel at a sub- 
stantial saving in money.” 

The Webster petition was signed 
by attorneys William J. Hughes jr. 
and Donald D. Webster. 


Appliance Stores 


May Sell Imports 


CHICAGO. — Foreign Automotive 
Marketing Corp. is planning to sell 
imports through appliance and 
sporting goods dealers, according to 
Irwin J. Premack, newly appointed 
vice-president and general manager. 

Premack, veteran executive in the 
appliance field, had been television 
sales manager for Hotpoint Appli- 
ance Sales Co., Chicago. 

He also had been a sales official 
with the wholesale distributing 
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‘58 Chevrolet at Food Show— 


A crowd of 75,000 visitors to the annual Food-O-Rama trade show in Albany got 
their first look at the new 1958 Chevrolet exhibited by Don Allen Chevrolet. The 
attending beauty queens smile their approval. 


New-Truck Registrations 
Show Year’s Second Rise 


(Continued from Page 8) 


age points with sales down to 72,- 
446. The firm’s share now stands 
at 11.02 percent of the total. GMC 
had 47,955 sales for 7.30 percent 
of the market and a loss of 2.06 
percentage points. 

Dodge’s percentage-point loss was 
less — 0.87 points. Dodge sales 
amounted to 36,515 or 5.56 percent 
of the market. 

Mack rang up 10,067 sales to jump 
into seventh place for the nine 


«¢ | months. The company now has 1.53 


percent of the market, 0.07 per- 





Aleoa Introduces 
One-Piece Roof 
For Trailers 


PITTSBURGH.—A one-piece alu- 
minum roof for truck-trailers which 
it says is stronger and more leak 
resistant has been introduced by 
Aluminum Co. of America. 

Seamless roofing was not previ- 
ously available because no existing 
mill was equipped to roll sheet in 
90-to-93-inch widths and light 
gauges normally used for trailer 
roofs, said Alcoa. 

Alcoa said its Davenport (Ia.) 
works can produce the sheet from 
a new $4% million cold finishing 
mill at a rate of 750 feet a minute. 

George E. Herrman, manager of 
commercial automotive sales, said 
truck-trailers previously were 
equipped with roofs fabricated from 
several sheets, with various types 
of crosswise joints. 

Such joints, either welded; seamed 
or riveted, sometimes do not pro- 
vide an effective water seal, he 
added. 

Herrman also said the sheet was 


firms of Remco, Inc., DuMont, Inc.,| used widely as a one-piece subfloor 
pan for refrigerated van trailers. 


and Philco Corp. 





* 


Trailer Trail-Blazer— 


Alcoa's newest. development for the trucking industry is one-piece aluminum roof- 
ing. The young lady is perched atop a coil of 93-inch-wide sheet. The sheet also 


has been used as a subfloor pan for refrigerator trailers. 





centage points better than it had 
in the like 1956 period. 

Willys, with 15,960 sales, was the 
only other producer to show a gain 
in terms of percent of the market. 
Willys is now getting 2.43 percent 
of all sales, 0.03 percentage points 
better than it was doing in 1956. 

In addition to the three big losers, 
five other truck manufacturers lost 
part of the share of the market 
that they had last year. The five, 
their sales, the current percent of 
the market for each and the 
amount of the loss are: 

White, 9,992 sales, 1.52 percent of 
the market, down 0.20 percentage 
points; Studebaker, 5,296 sales, 0.80 
percent, down 0.25 points; Diamond 
T, 2,572 sales, 0.39 percent, down 
0.05 points; Reo, 1,686 sales, 0.26 
percent, down 0.07 points, and 
Brockway, 521 sales, 0.08 percent, 
down 0.02 points. 

* . > 

ALIFORNIA was in its custom- 

ary place as the state with the 
largest number of truck registra- 
tions in September. A gain of more 
than 1,300 sales was recorded in 
California. 

The top 10 states and their totals 
for September this year and last 
are: 


1957 1956 
1. California 8,125 6,301 
2. Texas 7,240 866,668 
3. New York 4,166 3,769 
4. Pennsylvania 3,368 3,445 
5. Michigan 3,242 3,238 
6. Ohio 3,049 2,789 
7. Hlinois 2,928 2,751 
8. Indiana 2471 1,902 
9. Florida 2,360 2,227 
10. North Carolina 2,180 2,014 


Reflecting the national gain in 
sales, 31 states and the District of 
Columbia had increased sales in 
September, compared with the same 
month of 1956. Seventeen states had 
fewer sales and 11 of those losses 
came in the smaller states where 
fewer than 1,000 trucks were 
registered for the month both this 
year and last. 


Sound Prosperity 
Seen in Canada 


By GM’s Walker 


MONTREAL. — E. H. Walker, 
president of General Motors of 
Canada, stated here that the Cana- 
dian economy is not only sound 
but “prosperous.” 

Walker made his statement at a 
press conference prior to the open- 
ing of his company’s “Motorama” 
here at which GM’s complete new 
line of motor vehicles and ap- 
pliances of related companies were 
presented to the public. 

“We look forward to Canada be- 
coming more prosperous as the 
years go by,” Walker stated. “I 
believe the future holds great 
promise for the automotive indus- 
try which in turn can go a long 
way to change promise into pros- 
perity for a large part of our 
society.” 
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Financing Easy, Discounts Rare .. . 


St. Louis Cuts Wait for Imports 


(Continued from Page 2) 


ics. Good mechanics are almost 
impossible to get. 
+ * * 
Cee a labor costs may be 
slightly higher per hour on for- 
eign cars because flat-rate schedules 
are not used. However, comparable 
service operations take less time, 
so service is cheaper. 

Parts stocks are high, but it 
should be remembered that in most 
cases it takes fewer parts to service 
a foreign car. 


Many observers believe that one 
of the outstanding features of the 
imported-car business is the en- 
thusiasm of dealers and owners. 
They also insist there is a trend 
toward foreign-car purchases by 
owners of medium- priced U.S. 
makes. 


They declare that owners of 
Buicks, Mercurys, Oldsmobiles and 
DeSotos—to mention but a few— 
are trading for the imports. One 
dealer found that 70 percent of his 
tradeins during the last six months 
were medium-priced U.S. cars. 


Two other dealers said their 
American cars in all price classes 
accounted for 60 and 80 percent of 
the cars they had taken in trade. 


* * * 


cE of the largest import dealers 
in the St. Louis area is Conti- 
nental Cars, Ltd. which handles 
British Motor Corp. products — 
Austin, Austin-Healey, Morris 
Minor and MG. Chris Pratt heads 
the deal and Bob Cline is vice- 
president and general manager. 

Cline told Automotive News: 
“When we opened four years ago, 
our dealer friends said we would 
go broke in 90 days, and we didn’t 
know how it was going to come 
out either. But today, with buyers 
in all walks of life, our main 
trouble is lack of cars.” 

Continental operates a retail de- 
partment here and is a distributor 
for Missouri, Kentucky, Kansas, 
Tennessee and Nebraska. They sup- 
ply 28 dealers and all are well- 
stocked with parts and have expe- 
rienced service staffs. 


It would be easy to appoint 100 
more dealers, Cline said, but sup- 
plying them with cars would be 
difficult. Parts and service would 
be another problem, and a definite 
amount of service is required by 
the factory. 

* > > 

— factory has an interesting 

policy regarding cars that are 
down for lack of parts. Dealers are 
required to file a parts request with 
all warehouses, and if the parts are 
not available the British firm will 
fly the parts to-the dealer without 
cost to him or the customer. 

The BMC warranty is for 12 
months on parts that prove to be 
of defective manufacture, while the 
general warranty is 4,000 miles or 
three months. 


A buyer who is away from 


On the franchising of dealers, 
Cline said it is not profitable for 
@ foreign-car dealer to operate in 
a town of less than 25,000 popula- 
tion. 

Continental and all the dealers it 
services have some cars in all lines 
that are available for immediate 
delivery. The normal wait is three 
to four weeks when a customer 
insists on a specific color. 


Cuns and Pratt typify the en- 
thusiasm of the import dealer. 
“We were in Engiand in October,” 
Cline said, “and we visited all the 
factories that make our cars. 


“We came back more enthusiastic 
than ever because we learned why 
the doors always shut and why we 
have’ so little make-ready service. 
It’s because the cars are more than 
half hand-made and the workmen 
are taking justifiable pride in their 
product.” 

Selling costs at Continental now 
run about $160 per unit. There is 
little haggling over tradein allow- 
ances and, with a well-known and 
fixed retail selling price, the cus- 


tomer is not as likely to ask for 
a discount. 

Should he try to beat the price 
down, it would be useless because 
the selling costs, the profit margin 
and the absence of a pack makes 
the dealer quote a “take-it-or-leave- 
it” price. 

An interesting feature at Conti- 
nental is a bulletin board which 
carries news of race victories and 
other accomplishments of BMC 
ears. For automotive old-timers, 
there’s an air of nostalgia about it. 

7 * oe a” 

ges of the city’s newer imported- 

car dealerships is Weidemuller 
Automobile Co., headed by Bud 
Weidemuller, who was formerly 
with Dodge-Plymouth and other 
U.S. auto companies. He handles the 
German Lioyd 600 and the new 
Lloyd Alexander. 

Weidemuller gets his cars from 
Baltimore rather than New Or- 
leans because he gets them a 
week or so sooner. The longer 
haul adds about $10 to the freight. 
The normal waiting period is 

about 45 days, although a customer 
often can get immediate delivery 
by taking a car off the floor. 

The engine is so designed that 
any mechanically inclined person 
can service it, and the owner's 
manual has good drawings and 
photographs describing each opera- 
tion. However, this does not di- 
minish the obligation of the dealer 
and the buyer to have certain 
operations performed. 

> > * 


FOr example, all wearing parts 
are under a 36,000-mile guaran- 
tee from Havoline Oil Co., and each 
buyer gets a warranty policy with- 
out charge. 

Among other things, it requires 
that the oil be drained and replaced 
with Havoline at 1,000-mile inter- 
vals. This requires only three pints 
of oil and, because of frequent 
drainings, no oil filter is used. 


The owner gets a coupon book 
and must use the coupons at the 
specified intervals or his warranty 
is voided. 


Because of the simplicity of the 
engine it is relatively easy for 
mechanics to work on the cars, and 
the service department is not much 
of a problem. The hourly charge is 
$4.50. A worn engine can be restored 
in a few hours with a kit of two 
piston liners and fitted pistons. 


Cost of make-ready is about $35 
which is included in the retail 
selling price, according to Weide- 
muller. The cars are received cov- 
ered with cosmolene which has to 
be washed off, and sealed-beam 
headlights must be installed. 


The factory warranty is the 
standard 4,000 miles or three 
months. 

> o = 
“q\yUR buyers are definitely com- 
ing from the middle bracket of 
the market,” Weidemuller said. 
“Some of them are using these 
smaller cars for second cars, but 
others are making a break with size 
+ * 7 


Import Fans Meet— 


Bob Cline, left, vice-president and gen- 
eral manager of Continental Cars, Ltd., 
St. Louis, chats with the owner of an 
Austin-Healey. Emblems on the front of 
the car represent motoring clubs. Con- 
tinental, one of the city's largest import 
dealerships, handles the British Motor 
Corp. lines. 


and going for economy, particularly 
where the families are small.” 


Financing is no problem, accord- 
ing to Weidemuller. Terms up to 30 
months are available and payments 
seldom run more than $40 or $50 
a month. 


The Lloyd body is assembled in 
sections, and this is used as a 
selling point, When repairs are 
needed only the damaged section 
need be replaced. There are some 
accessories at extra cost but they 
are not stocked or promoted and 
are sold only on special order. 


Another selling point is the in- 
spection of the car after manufac- 
ture. The inspectors use a different 
colored paint for indicating inspec- 
tion completed and passed. For 
instance, the steering-gear inspector 
may apply a daub of red, the valve- 
setting inspector may apply yellow. 

~ + * 

_ engine and the front-wheel 

drive and steering mechanism 
thus present several eolor spots. If 
the spot is there, it means it has 
been inspected and inspection is 
thorough and painstaking, accord- 
ing to Weidemuller. 

Weidemuller also is a distribu- 
tor for Missouri and the western 
half of Mlinois. 


He now is setting up dealers, 
having sold the car at retail for a 
year in order to familiarize himself 
with it, accumulate a stock of parts 
and work out shipping schedules so 
he can give his dealers good service 
which is a factory requirement. 

Nobody asks for discounts, he 
said, and many buyers do not offer 
a tradein, particularly in high- 
priced cars, which they apparently 
sell themselves. In some cases, 
retired couples have given their 
larger car to their children and 
bought the small car outright. 


N NEARBY Kirkwood, Mo., one} 
day last week, a Mercedes-Benz | 


on display at DeGrendele Motors 
(Studebaker-Packard) drew a 
crowd which almost filled the show- 
room. 


A salesman was answering ques- 
tions but, rather than quoting 
prices, he was discussing piston 
diameters, stroke, overhead cam- 
shaft and engine r.p.m. 


This salesman wasn’t a young 
hot-rodder hardly dry behind the 
ears. He was a distinguished- 
looking older gentleman. 

Sales demonstrations like this are 
rather uncommon today. One rea- 
son is, of course, the supposition 
that customer’s don’t care about 
anything any more except the 
downpayment and the monthly 
gouge. 

But many customers—especially 
imported-car buyers—do care about 
the product. This salesman knew it 
and was prepared to talk about his 
car. 

7 > > 
O was the salesman? Many 
old-timers will be glad to’ hear 
again of H. H. (Mac) MacGilfrey, 
a veteran of more than 50 years 
in the auto field. 

MacGilfrey was with the old 
Peerless factory in Cleveland 
about 1904 when Barney Oldfield 
was one of the firm’s race drivers. 

One of his jobs was to test the 
famous Peerless racer, the Green 
Dragon. He once drove it faster on 
a test run than Oldfield did in the 
official race. 


MacGilfrey later served with 
other auto companies, among them 
Oldsmobile, Oakland and Nash, and 
has been with DeGrendele as a 
salesman for several years. 

Walter DeGrendele, dealership 
owner, said the Mercedes attracted 
more visitors than any model the 
firm ever had displayed. It delivered 
off the floor for a little more than 
$5,000, and special orders take two 
to three weeks. 

The port of entry for this area 
is New Orleans, and warehouse 
stocks of parts are maintained in 
New York, Baltimore and Los 
Angeles, 

DeGrendele said there had been 
some interest shown in the diesel 
model (the 180-D four-door sedan) 
which is called the “taxicab of 
Europe” because of its wide use 
there. This model can be delivered 
on order, he said. 





Texas Independents Elect Officers— 


New officers of the Texas Independent Automobile Dealers Assn., Inc., are, from 
left, W. A. Terry, Waco, regional vice-president; Charlie Walker, Pecos, secretary; Joe 
Fralin, Lubbock, vice-president; Mac Ashworth, Tyler, regional vice-president; Johnnie 
Geary, Fort Worth, president; Doyle Renfro, Odessa, regional vice-president; H. E, 
Dorr, Houston, regional vice-president; Lee Sullivan, Dallas, vice-president, and S. A. 


Meazell, Dallas, vice-president. Not pictured is O. W. Conditt, reelected vice-president. 





Moedium-Priced 08 Cars 
Offer Jungle of Options 


(Continued from Page 2) 


door hardtop is $3,789 and the 
Chrysler Saratoga is $3,955. 

All three major power items are 
standard when the buyer reaches 
the Oldsmobile “98” and the 
Mercury Park Lane. Four-door 
hardtop prices are $4,096 for the 
“98” and $3,944 for the Park Lane. 

The Chrysler New Yorker four- 
door hardtop carries a tag of $4,404 
(transmission and steering stand- 
ard), while Buick prices this body 
style at $4,667 for the Roadmaster 
7 and $5,112 for the Limited. 


The two Buick series include 
automatic transmission and power 
steering, brakes, seat and windows 
as standard equipment. 


Mercury Prices Up 2.9%; 


Industry Rise Is 3.4% 


DETROIT.—The auto industry’s 
1958 price increase leveled off at an 
average of 3.42 percent last week 
as Mercury, last of the Big Three 
makes, announced figures for its 
new models. The Mercury boost 
averaged 2.96 percent on compar- 
able models. 


The industrywide figure was 
obtained by comparing 204 models 
which appear in both the 1958 and 
1957 lineups of the various 
makers, 

New series like the Chevrolet 
Impala, Pontiac Bonneville, Buick 
Limited and Mercury Park Lane 
were excluded from the tally since 
there were no comparable units in 
1957. 

Also excluded were the two Cad- 
illac “75” models since their huge 
price increase (13.34 percent) and 
tiny volume (about one-twentieth 
of one percent of industry produc- 
tion) would have distorted the 
overall price picture. 

The 3.42 percent average increase 
for 1958 is less than half of the 
7.17 percent boost the makers 
tacked on at introduction time last 
year. The 1958 hikes for the Big 
Three averaged 3.3 percent for 
Chrysler Corp.; 3.52 percent for 
Ford Motor Co. and 3.75 percent 
for General Motors. 

Mercury’s price boosts ranged 
from $48.20 on three Montclair 
models to $132.20 on three station 
wagons. The Monterey series rose 
$76.20 per model. 

The company attributed about $40 
of the increases to the standardi- 
zation of dual headlights which 
were an optional] feature in 1957. 

Mercury. will revive its Medalist 
series around the first of the year. 
There will be two models—a four- 
door sedan at $2,617 and a two-door 
sedan at $2,547. The figures are 
some $25 above the lowest-priced 
Edsel models. 

Following is a comparision of 
Mercury’s 1958 and 1957 prices, All 
figures include Federal excise tax 
and suggested dealer delivery-and- 
handling charges. 

Monterey—four-door sedan, $2,- 
721; two-door sedan, $2,652 (up 


$76.20 each); four-door hardtop, $2- 
840 (up $77.20); two-door hardtop, 
$2,769; convertible, $3,081 (up $76.20 
each). 

Montclair — four-door sedan, $3,- 
236; four-door hardtop, $3,365; two- 
door hardtop, $3,284 (up $48.20 
each); convertible, $3,536 (up 
$106.20); Turnpike Cruiser four- 
door hardtop, $3,577; Turnpike 
Cruiser two-door hardtop, $3,498 
(models not comparable to 1957 
Turnpike Cruisers). Merc-O-Matic 
is standard on Montclairs. 

Park Lane—four-door hardtop, 
$3,944; two-door hardtop, $3,367; 
convertible, $4,118 (all new 
models). Merc-O-Matic Multi- 
Drive, power steering and power 

brakes are standard on Park 
Lanes. 

Station Wagons — two-door two- 
seat Commuter, $3,035; four-door 
two-seat Commuter, $3,105 (up 
$132.20 each); four-door three-seat 
Commuter, $3,201 (up $131.20); two- 
door two-seat Voyager, $3,535 (up 
$132.20); four-door two-seat Voy- 
ager, $3,635 (no comparable ‘57 
model; was three-seat wagon last 
year); four-door two-seat Colony 
Park, $3,775 (no comparable ‘57 
model; was three-seat wagon last 
year). Merc-O-Matic is standard on 
Colony Park and both Voyagers. 


How to Promote 
New Products 
To Be Discussed 


NEW YORK. Organizing 4 
new-product program will be the 
theme of a special marketing con- 
ference to be held Nov, 21-22 at 
the Statler Hotel, New York, by 
the American Management Assn. 
More than 400 marketing execu- 
tives are expected to attend. 

One of the highlights wil] be 4 
half-day session on the use of 
market research in planning new 
products, Two groups will meet 
concurrently: One to discuss indus- 
trial goods and the other consumer 
goods. 

In the consumer-goods group, J. 
Emmett Judge, merchandising and 
product planning manager, Ford 
Motor Co., wil discuss techniques 
used by Ford in analyzing con- 
sumer likes and requirements as 2 
basis for marketing the Edsel. 
Speakers in both groups will dis- 
cuss determining size, nature and 
location of potential market; de- 
termining what the customer 
wants, and analyzing competitive 
factors. 

The conference will open with 
an examination of company poli- 
cies for a new-product program by 
Vincent P. Gregg, manager of mar- 
keting, Specialty Motors Dept. 
General Electric Co., Fort Wayne, 
Ind. 
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GOOD NEWS 
FOR PLYMOUTH 
SALESMEN | 














AND DEALERS 


Big things are happening; new marketing developments that fore- 
cast increasing sales volume for every Plymouth dealer; increasing 


sales totals for every Plymouth salesman. Because this news is so 
important we want to discuss it as soon as possible. 





All Plymouth Salesmen and Dealers 
are invited to a special closed circuit TV 
Sales Meeting Friday, November 22. 


SEE BELOW FOR TIME AND PLACE OF MEETING NEAREST YOU. 


ATLANTA, GA. Dinkler Plaza Hotel 3:45 
BOSTON, MASS. Sheraton Plaza Hotel 3:45 
BUFFALO, N.Y. Statler Hote! 3:45 
CHARLOTTE, N.C. Hotel Charlotte 3:45 
CHICAGO, ILL. Uptown Theatre 2:45 
CINCINNATI, OHIO Sheraton Gibson Hotel 3:45 
CLEVELAND, OHIO Hotel Statler 3:45 
COLUMBUS, OHIO Franklin County veterans Memorial Auditorium 3:45 
DALLAS, TEX. Baker Hotel 2:45 

DETROIT, MICH. PaimsTheawe 3:45 
DENVER, COLO. Cosmopolitan Hotel 1:45 
HOUSTON, TEX. Shamrock Hilton Hotel 2:45 
HUNTINGTON, W.VA. Frederick Hotel 3:45 
INDIANAPOLIS, IND. Claypool Hotel 2:45 
JACKSONVILLE, FLA. Seminole Hotel 3:45 
KANSAS CITY, MO. Municipal Auditorium Music Hall 2:45 
LOS ANGELES, CALIF. Orpheum Theatre 12:45 
MEMPHIS, TENN. Claridge Hotel 2:45 
MIAMI, FLA. Biscayne Terrace Hotel 3:45 
MILWAUKEE, Wisc. Pfister Hotel 2:45 
MINNEAPOLIS, MINN. Leamington Hotel 2:45 


YK ste of the Forward Look 








MONTGOMERY, ALA. Dinkier-Jefferson Davis 2:45 
NEW HAVEN, CONN. New Haven Lawn Club 3:45 
NEW ORLEANS, LA. Municipal Auditorium 2:45 
NEW YORK, N.Y. RKO 58th St. Theatre 3:45 
NORFOLK, VA. Monticello Hotel 3:45 
OKLAHOMA CITY, OKLA. Skirvin Hotel 2:45 
OMAHA, NEBR. Sheraton Fontenelle 2:45 
PHILADELPHIA, PA. Stanley Theatre 3:45 
PHOENIX, ARIZ. Westward Ho Hotel 1:45 
PITTSBURGH, PA. Stanley Theatre 3:45 
PORTLAND, ORE. Multnomah Hotel 12:45 

ST. LOUIS, MO. Chase Park Plaza Hotel 2:45 

SALT LAKE CITY, UTAH Newhouse Hotel 1:45 
SAN DIEGO, CALIF. E/ Cortez Hotel 12:45 

SAN FRANCISCO, CALIF. Veterans War Memorial Bidg. Auditorium 12:45 
SEATTLE, WASH. Olympic Hotel 12:45 

SYRACUSE, N. Y. Onondaga County Memorial 3:45 
TAMPA, FLA. Hillsboro Hotel 3:45 
WASHINGTON, D.C. Mayflower Hotel 3:45 
WICHITA, KAN. Broadview Hotel 2:45 
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At Organizing Level ... 


Stiff NLRB Rulings 


Seen Hurting Unions 


By Frank Gawronski 
Staff Writer 
be National Labor Relations 
Board has handed down a series 
of rulings that may have a crip- 
pling effect on future union organ- 
izing campaigns. 

In three separate cases, the 
NLRB ruled: 

1. A union supported by only a 
minority of employes violates the 
Taft-Hartley Law by picketing for 

recognition as exclu- 
sive bargaining 
agent. 
2. It is an unfair 
labor practice for a 
minority union to 
urge a public boycott of an em- 


refrain from, group bargaining 
activities. 

The majority opinion was signed 
by Boyd Leedom, Philip R. Rodgers 
and Stephen S. Bean. A fourth 












a concurrence limiting it to situa- 

tions where the union had been 

rejected in an election. Abe Mur- 

dock, the fifth member, dissented. 
* 


* * 


Coercion Cited 


7 majority found that the 
illegal coercion resulted from 
the union’s effort to cause economic 
loss to the employer’s business, 
thereby lessening the employes’ 
financial security. 

The majority also found that a 







member, Joseph A. Jenkins, wrote | ~ 





Triumph's New Estate Wagon— 


The Triumph Estate Wagon features an all-steel panel body with full-width, full- 
height, no-stoop passenger doors including the rear door which is safety-secured from 
the outside. The front seats are separately adjustable. The 40-horsepower wagon has 
a@ rear-deck storage area approximately 5 feet long, expanding up to 38 cubic feet 
of carrying space when the rear seat is folded down. The Triumph Estate Wagon 
has a gas consumption of about 40 miles per gallon. Its Eastern price is $1,899, and 





ployer’s product. 

3. “Hot cargo” clause in con- 
tracts with common carriers, 
such as truck lines, violates the 
secondary boycott ban of the 
T-H law. The clause provides that 
trucking firm employes may re- 
fuse to handle goods of a manu- 
facturer having labor trouble. 

The decisions were attacked in 
union quarters as “a disabling blow 
at Labor’s main organizing weap- 
ons.” 

The ban on union pickets was 
the first ruling by the board to 
this effect. 

The board pointed out that it was 
not ruling on whether picketing by 
a minority union only for organiz- 
ing purposes violated the law. 

The ruling was made in a case 
brought by Curtis Bros., Inc., 
Washington, a storage and furni- 
ture company, against Teamsters 
Local 639. 

Local 639 was chosen as the 
representative of a unit of Curtis 
employes in a 1953 NLRB election. 
When the company and the union 
became deadlocked over the union’s 
demands for a union membership 
requirement, the union called a 
strike and picketing | began. 


Employes Reject Union 
7 company brought charges 

against Local 639 when the 
union refused to withdraw pickets 
after being defeated in a repre- 
sentation election in 1955. 

The majority of the board held 
that the picketing in question 
violated sections of the T-H law, 
which forbid a union “to restrain 
or coerce” employes in the exer- 
cise of their rights to join in, or 


Chevrolet Hosts 
24 Dealers on 
*58 Ad Plans 


DETROIT.—Twenty-four dealers 
representing large and small com- 
munities from California to Ver- 
mont, will meet with Chevrolet 
officials this week to discuss the 
advertising campaign for the 1958 
line of cars and trucks. 

The session is one of the periodic 
conferences arranged by W. E. Fish, 
general sales manager of Chevrolet, 
to consult the retailers on ad pro- 

. Scheduled at the Park- 
Shelton Hotel, the group will hold 
business sessions Tuesday, then 
visit the Chevrolet engineering cen- 
ter the following day. 

Dealers due to attend are as fol- 
lows: 

W. H. Kouts, Lansing; E. H. 
Bauer, Decatur, Ill.; Robert D. Beck, 
Lorain, O.; David H. Brigance, Oak 
Park, Ill.; George A. Butler, Wor- 
cester, Mass.; Edwin Cucchi, Brad- 
dock, Pa.; Felix Doran jr., Dallas; 
Leo H. Harvey, Kinston, N.C. 

W. F. Howard, Plainfield, N.J.; 
Charles K. Hutchens sr., Newport 
News, Va.; R. A. Jackson, Pueblo, 
Colo.; Bill James, St. Louis; A. D. 
McClure, Lakewood, Calif.; Charles 
D. Nash, Austin, Tex.; Victor H. 
Potamkin, Philadelphia; Raymond 
S. Roberts, Brattleboro, Vt. 

Edward A. Rosen, Omaha; Theo 
F. Rayn, Wausau, Wis.; Leonard 
Rydell, Grand Forks, N.D.; B. G. 
Swanson, Fort Wayne, Ind.; C. W. 
Waddoups, Phoenix, Ariz.; W. H. 
Wagner, Yakima, Wash.; Harold F. 
Wood, Birmingham, Ala., and F. E. 
Zorniger, Cincinnati. 


















minority union’s picketing for 
recognition was not protected by 
the act because it constituted an 
attempt to cause the employer to 
commit an unfair labor practice 
of recognizing a minority union. 

Murdock said the majority's de- 
cision amounted to “an amend- 
ment of the T-H law.” He declared 
that their theory of illegal coercion 
is “so extreme as to render all 
picketing unlawful.” Union officials 
voiced their agreement. 

In its second ruling, the board 


extended the ban on picketing to 


cover “We do not patronize” lists, 
a form of blacklisting. 


This is just as unfair, said the 


board, as picketing—however peace- 


ful—by a union which did not 


represent a majority of the em- 
ployes. 

“We see no basis for distinguish- 
ing appeals made orally to con- 
sumers or away from an employer’s 
premises from the selfsame ap- 


peals addressed to consumers by 


way of a picket line.” 

The decision, by the same 4-1 
vote, was handed down in a case 
involving Machinists Lodge 942 
and Alloy Mfg. Co., Spokane, 
which makes truck bodies and 
semi-trailers. 

The ruling specified that these 
acts were illegal when committed 
by a minority union—a union not 
representing a majority of the 
employes. 

However, Patrick C. O’Donoghue, 
Washington attorney representing 
the Teamsters, declared the ruling 
represented a threat to majority 
unions, too, because of the principle 
it establishes. 

Tom Harris, a counsel for the 
AFL-CIO, charged the board was, 
in effect, rewriting the T-H Law. 

az . 


Fewer Strikes in U. S. 


TRIKES idled fewer U. S. work- 
ers in the first nine months of 
1957 than in any comparable post- 
war period, according to a report 
by the Labor Department. 

The number of individual work 
stoppages was lower only in 1954, 
but that year idled more workers 
and caused more man-days of 
idleness, the agency said. 

There were 3,025 work stoppages 
from January through September 
this year idling about 1,250,000 
workers. These stoppages, plus 
those continuing from last year, 
cost 13,340,000 man-days of idle- 
ness—about 0.16 of one percent of 
all time worked, the department 
reported. 

In Washington, Labor Secretary 
James P. Mitchell said the Admin- 
istration is considering labor law 
recommendations which include 
criminal penalties for labor- 
management “middle men” who 
take money to stop union organiz- 
ing. He said he had in mind recent 
disclosures concerning Nathan 
Shefferman, head of Labor Rela- 
tions Associates in Chicago. 

Shefferman’s clients include many 
automobile dealers. 

Labor unions in Ohio were 
given notice recently of an up- 
coming “right-to-work” fight, as 
the state convention of the 
Chamber of Commerce voted to 
work for adoption of such a law. 
On the dealer front, the Machin- 

ist Union has been certified by the 
NLRB as bargaining agent at 
Friedman Buick Co., Cleveland; 
Mott Motors, Inc. (Ford), Norwalk, 
Conn., and the Cadillac Factory 
Retail Branch, Los Angeles. 





$1,979 in Western areas. 





Strange Moves with Money 
Laid to Dealer at Tax Trial 


MILWAUKEE. — Testimony in 
the Tax Court case of a Milwaukee 
auto dealer, accused of owing the 


Government approximately $480,000 


in back taxes, interest and penal- 
ties, has indicated a wide range of 
irregularities in the financial opera- 
tions of the dealership. 

The Government contends that 
Anthony J. Jaeger, president of 
Jaeger Motor Car Co. (Pontiac), 
understated his income for 1945 
through 1953 and failed to pay 
the proper taxes. 

The judge hearing the case has 
been told in testimony that: 

1. Jaeger and members of his 
family gave each other thousands 
of dollars between 1933 and 1948 
but they kept no records and can- 
not now remember the amounts 
that changed hands. 

2. The dealership and its sales- 
men charged customers more than 
OPA ceiling prices for cars in the 
early postwar period. Jaeger kept 
$16,000 to $18,000 realized from such 
overcharges, another $25,000 plus 
$15,000 from the sale of a building 
in a bank safety-deposit box. 

3. The sales manager of the 
dealership pocketed part of the 
amount customers were over- 
charged and admitted that he knew 
this constituted embezzling. 

4. Two of Jaeger’s daughters 
worked for the dealership and were 
paid what the Government contends 
were excessive salaries in view of 
the amount of work done. 

5. One of the daughters gave 
Jaeger sums which she estimated 
at $1,300 a year for “safekeep- 
ing” between 1933 and 1947, She 
received no record of the money 
given her father but she had to 
sign a note when she borrowed 
$10,000 from him to build a house. 

6. Jaeger had numerous over- 

drafts in his checking account 
from 1927 to 1932 and mortgaged 
property and borrowed money be- 
tween 1937 and 1945, but he claims 
to have had $35,000 in cash on hand 
on Dec, 31, 1945. 

The Government is using the 
“increased-net-worth method” in 
trying to prove that Jaeger, his 
wife and his dealership owe the 
back taxes. This involves establish- 
ing a man’s net worth at the be- 
ginning of a period and setting 
his income for the period on basis 
of how much this net worth in- 
creased Over the period. 

Jaeger is protesting the figures 
used by the Government in es- 
tablishing his net worth. He is 
contending that much of the money 
which he now has was not income 
in the period from 1945 to 1953, as 
the Government contends, but was 
money that he had in his safety- 
deposit box and office safe in 1945. 

The dealer and members of his 
family offered testimony on how 
money changed hands in the fam- 
ily and the daughters’ salaries. 
Testimony indicated one of the 
daughters worked half-days about 
two months a year and was paid 


The Newest Simca Bows— 


$100 a month for the work plus 
$1,000 at Christmas. 

Jaeger’s salary was also attacked 
by the Government. He listed an- 
nual salaries up to $47,955 in the 
years before 1950. The Government 
contended a salary of $30,000 would 
have been in line with what com- 
parable firms were paying. 

The dealer indicated he cut his 
duties at the dealership after 1950 
and reduced his salary to $30,000. 

Earle J. Getman, sales manager 
at the dealership, and a number 
of customers told of prices in 1946 
and 1947 which were above OPA 
ceilings. Getman said that he 
pocketed part of the overcharge 
on at least three occasions in 1947. 

He said that he knew that he 
was embezzling from the dealer- 
ship. 

A tax agent gave the report on 
Jaeger’s apparent shortage of 
cash in the years before 1945, The 
agent questioned whether Jaeger 
could have had as much cash in 
his safe and the safety-deposit 
box as he claims to have had in 
1945. 

The hearing was closed after six 
days of testimony and a ruling is 
awaited from Judge J. Bruce 
Gregory. Jaeger’s attorney asked 
that charges for 1945 be thrown 
out, claiming that the statute of 
limitations had run out. 





. GM Shareholders Hit 
New High of 700,000 

DETROIT. — General Motors 
now is owned by more than 700,000 
shareholders, the broadest owner- 
ship in the history of any indus- 
trial organization, President Har- 
low H. Curtice announced. 

The new high was reached as 
GM moved toward its 50th anni- 
versary year—1958. The total 
represents a gain of 200,000 share- 
holders in 2% years and 100,000 
in little more than 18 months. 
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Power Door Lock 
Made for Cadillac 
By Delco-Remy 


ANDERSON, Ind.—A new elec. 
tric door-locking system developed 
by Delco-Remy division allows the 
driver or a front-seat passenger 
automatically to lock or unlock all 
four doors of his car at the touch 
of a fingertip. 


The electric door locking system 
is the result of more than three 
years of intensive research and 
development by Delco-Remy’s en- 
gineering staff, the division said. It 
will be offered as optional equip- 
ment on all 1958 Cadillacs. 

To lock the car doors with the 
device, the driver moves a switch 
located on his door panel to the 
“up” position. A similar switch 
located on the right front door 
panel is provided for the con- 
venience of other front-seat pas- 
sengers. Moving either of the 
switches to the down position un- 
locks the doors. 

The system does not interfere 
with the manual operation of the 
door locks in any way, the division 
said. Individual doors can still be 
locked and unlocked by key or 
pushrod in the conventional man- 
ner, 

Electrical leads entering the sole- 
noid case are enclosed in moisture- 
tight rubber sleeves. A highly 
oxidation-resistant chrome plate 
which prevents the formation of 
fret corrosion products within the 
solenoid was developed as a sur- 
facing materia] for the plungers, 
the division said. 

Plunger surfaces are also treated 
with a moisture repellant sub- 
stance which provides effective 
lubrication in a full range of tem- 
peratures from Arctic cold to 
Death Valley heat. Tight - fitting 
rubber boots enclosing the plungers 
provide a moisture seal between 
the plungers and the solenoid cases. 

These boots completely protect 
the working parts yet allow the 
units to breathe. As a final pre- 
caution, the entire electrical lock- 
ing mechanism and some of the 
mechanical linkage to the regular 
lock is covered with a close fitting 
polyethylene cocoon. 


1958 Simea Adds 
Semiautomatic 


Shift, New Model 


NEW YORK.—The Montlhery, 
latest addition to the Simca line, 
was introduced with other 1958 
Simca cars in New York. 

The new model is a four-door 
sedan powered by a 57-horsepower 
flash engine previously available 
only in the sports convertible and 
sports hardtop models. 

The Montlhery reportedly has 
greater acceleration and perform- 
ance in every speed range than 
other Simca models. 

Another new feature in the line 
is an optional Simcamatic trans- 
mission, a semiautomatic shift 
which eliminates the clutch pedal. 
Simcamatic does not affect gas 
economy which exceeds 40 m.p.g. 
according to the manufacturer. 

V. Elmaleh, president of Paris 
Auto., Inc., eastern distributor for 
Simca, predicts 15,000 Simcas will 
be sold in the East in 1958. 

o 





One of the chief features of the 1958 Simca is the Simcamatic transmission, a 


semiautomatic shift that eliminates the clutch pedal. New color selections also are 
available in the four-door sedans, hardtops, convertibles and station wagons. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 














AUTOMOTIVE NEWS, NOVEMBER 18, 1957 
145,000 Cars Roll in Week... 


Output Near °57 High 
As Chevy, Ford Zoom 















Week Week Output, dan. 1 dan. 1 

Ended Same Ended Novem- To To 
Nov. 16, Week, Nov. 9, ber, Nov. 17, Nov. 16, 

1957 1956* 1957* To 1956* 1957 
AMERICAN MOTORS 3,300 517 3,281 7,174 91,578 94,278 
Hudson TO taeneenets «eaten 6,510 1,345 
Nash. ............. 119 en re 15,900 3,561 
Rambler 371 3,281 4,174 69,168 89,372 
CHRYSLER CORP. ...... 23,450 23,186 23,843 52,475 715,528 1,108,917 
TDP cnceccrccevccsesseonneee 2,250 2,216 2,248 5,352 80,126 107,918 
700 530 685 1,647 8,481 34,510 
BIOTBIOD  ccrccercsecccescccsscecsvces 2,200 3,415 2,659 5,271 $4,713 109,065 
BIOGD cccrscsesvsereessscscsseoensee 5,800 4,768 5,767 12,754 166,748 265,660 
Plymouth .................... 12,500 12,257 12,484 27,451 375,460 591,764 
FORD MOTOR. ............... 42,500 43,112 42,382 97,707 1,400,927 1,666,281 
ere C nes, taurivn 1,256 AM 
BENGE wnsewvccccveonssnccssqvestvocses Cee 3 ettnieees 745 Co —_— 51,632 
SIDER. scvwvevsevercevevesvssvensoevese 36,000 36,803 36,140 83,496 1,150,804 1,334,090 
OUIEE . exevsccctscensccnsecrenese 800 824 739 1,675 41,248 32,383 
SEY weseoditeorensssrunsiecs 5,200 5,479 4,158 10,890 207,619 247,732 
GENERAL MOTORS.... 74,372 66,145 65,782 153,484 2,650,455 2,381,593 
SIMI. civcivetntensenenvenestonsees 11,958 10,056 10,178 23,614 457,713 346,453 
EIED  ncvscnsersenovscnutsesses 3,360 1,771 3,159 7,066 119,761 133,138 
COV TONE o.n....ncccccececcee 40,000 37,921 35,546 83,333 1,411,634 1,277,707 
Oldsmobile .................... 9,754 8,685 8,965 20,432 372,271 331,831 
ees 9,300 7,712 7,934 19,039 289,076 292,464 
a 1,454 2,649 1,322 3,242 83,945 65,414 
A,  —_—— 11 29 13,277 4,692 
Studebaker ..................... 1,443 2,649 1,311 3,213 70,668 60,722 
Total Cars, U. S........... 145,076 135,609 136,610 314,082 4,942,433 5,316,483 


COMMERCIAL CARS 
(U, S. PRODUCTION ONLY) 


























Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Novem- To To 
Nov. 16, Week, Nov. 9, ber, Nov. 17, Nov. 16, 
1957 1956* 1957* ToDate 1956* 1957 

GHEVROLET. ................. 8,400 6,972 8,263 18,407 311,854 307,447 

I TE sindicssbesssiledite 140 4 125 257 4,645 5,005 

I sliihathenhaiiiataidatiantandiig:  letleallasidy 60 7 7 3,161 2,483 

I ecaceshhidictincnbaialeciiisieen 1,600 1,500 1,792 3,685 79,552 68,857 

haa ae oe 6,185 5,606 6,127 13,263 268,872 303,966 

aaah 1,650 1,881 1,664 3,624 81,676 60,259 

INTERNATIONAL. ...... 2,424 2,818 2,198 4,622 119,490 106,426 

350 386 336 687 16,570 15,596 

110 55 101 213 3,485 4,233 

STUDEBAKER.  ............... 138 225 108 230 8=—s: 12, 560 8,418 

hi tie 235 286 229 M8 15,489 12,666 

I id aati aii 1,550" 1,550 1,574 3,020 56,121 53,292 

MISCELLANEOUS*** 68 48 70 151 3,149 3,079 

Total Trucks, U.S....... 22,850 21,471 22,594 48,714 976,624 951,727 
Total Cars, Trucks, 

UII Aatteaiiitaisieentanenssiustl 167,926 157,080 159,204 362,796 5,919,057 6,268,210 

Total Cars, Trucks, ‘ 

IID scciutuseeemandiece 8,620 10,257 8494 17,810 407,393 364,893 

Grand Total, . 

Cars and Trucks, 


U. S. and Canada....176,546 180,337 167,698 380,606 6,325,450 6,633,103 


“Revised. Misceliancous includes Corbitt, Marmon-Herrington, 


N. B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


im Mack totals. 





No Problems with ’58 Cars 
Seen by Lift Suppliers 


COLORADO SPRINGS. — The 
positioning of 1958 model cars on 
automotive lifts produced by mem- 
ber companies was the featured 
discussion at the regular fall meet- 
ing of the Automotive Lift Institute. 

The basis for the general discus- 
sion was a series of preliminary 


Five Convicted 
On Fraud Count 


SAN DIEGO.—Two former used- 
car dealers here and three of their 
former employes have been found 

ty of conspiracy to cheat and 
fraud customers. 

The ex-dealers, whose firm is now 
defunct, are Ronald James Moran 
and Eugene Zarcone. The former 
employes are Harry Hubbard, 
Ralph J. Jackson and Elmer E. 
Berry. A former salesman, Jack T. 
Way, was found innocent. 

The six were indicted by a grand 
jury which cited 12 overt acts of 
“obtaining money and property by 
false pretenses and false promises” 
in automobile deals. 


and joint meetings of ALI com- 
mittees with the car manufacturers 
and with subcommittees of the 
American Petroleum Institute. 

As a result of the committee in- 
vestigations and discussions, it is 
anticipated that each individual lift 
manufacturer represented will re- 
lease information to the trade as 
to the means and methods required 
for handling the 1958 cars on each 
type of lift. 

No serious problems appear to 
face any of the ALI members with 
regard to accommodating 1958 cars 
on any of the lifts they manu- 
facture. . 

Liaison with the car manufac- 
turers regarding lifting points on 
current and future cars is a contin- 
uing activity of the Institute. 


The following producers are 


members of the Institute: Curtis 


Mfg. Co.; Gilbert & Barker Mfg. 


Co.; Globe Hoist Co.; Joyce- 
Cridland Co.; Rotary Lift Co.; U.S. 


Air Compressor Co.; Wayne Pump 


Co., Western Mfg. Co. 



















(Continued from Page 1) 
car assembly plants six days last 
week. 

The division’s car output com- 
bined with an estimated 8,400 trucks 
produced last week to mark the 
highest vehicle production by Chev- 
rolet since the week ended Dec. 15, 


1956. 
2 26 


previous week saw Chevrolet 

turn out 35,546 cars and 8,263 
trucks for the year’s previous highs 
in car, truck and combined car- 
truck output. 

Cessation of a strike at GM’s 
Willow Run transmission plant 
enabled Pontiac, Oldsmobile and 
Cadillac to increase production 
last week. 

Buick jumped its schedules from 
10,178 cars a week earlier to an esti- 
mated 11,958 last week; Oldsmobile 
climbed from 8,965 to 9,754 assem- 
blies; Pontiac rose from 7,934 to 
9,300 units, and Cadillac advanced 
from 3,159 units the previous week 
to its prechangeover level of 3,360 
assemblies. 


+ > - 
roe MOTOR CO. showed a 118- 
unit increase over its previous 
week’s operations—42,500 to 42,382 
assemblies—despite slight output 
declines at Ford and Edsel divi- 
sions, 

Ford division, with 12 of its 15 
car-assembly plants working six 
days, turned out an estimated 
36,000 cars last week. compared 
with 36,140 assemblies the previ- 
ous week. 

Edsel, which like Ford division is 
hampered by a strike at the Louis- 
ville assembly plant, dropped from 
745 assemblies a week earlier to an 

estimated 500 last week. 
* . = 
Rots Lincoln and Mercury 
showed output gains last week; 
Lincoln up from 739 to 800 units, 
and Mercury up from 4,758 to 5,200 
assemblies. Neither of the divisions 
scheduled Saturday assemblies. 

Both members of the Little Two 
also showed gains last week— 
American Motors up from 3,281 
assemblies the previous week to 
3,300, and Studebaker-Packard up 
from 1,322 to 1,454 assemblies. 

A breakdown of S-P operations 
showed Studebaker up from 1,311 to 
1,443 units, and Packard steady at 
11 assemblies for each week. Both 

lines worked only five days. 
7 > = 


HRYSLER CORP. suffered its 
decline through a drop in output 


Ford Steps Up 
Output of Fairlane 
And Custom 300 


DEARBORN.—Eighty-four hours 
after releasing 1958 Ford prices, 
which included price reductions on 
certain models, Ford division an- 
nounced that it had revised up- 
ward its production schedules for 
Custom 300 and Fairlane models 
to meet dealer demands. 

Prices on some models in the 
two series for 1958 were cut below 
prices for comparable 1957 models. 

The production schedules were 
put into effect immediately at Ford 
division plants which have been 
working at peak capacity—more 
than 30 percent overtime. 

The division said Fairlane pro- 
duction was increased one-third 
for November and 230 percent for 
December. Production of the Cus- 
tom 300 was increased 235 percent 
for November over production of 
the lowest-priced Ford models dur- 
ing the first month of the 1957 
model year. 


Hackett to Seek GOP Nod 


For Governorship of N. H. 


HAMPTON, N. H.—Lawrence C. 
Hackett, 53, Hampton auto dealer, 
has announced he will seek the 
Republican nomination for governor 
of New Hampshire in next year’s 
primaries. 

In Nashua, auto dealer Mario J. 
Vagge upset Mayor Lester H. Burn- 
ham, trying for an unprecedented 
fourth term. Vagge got 6,597 votes 
to 5,980 for Burnham. 


at DeSoto. All other divisions sched- 
uled production increases last week 
as corporate assemblies totalled 
23,450 units, compared with 23,843 
the previous week. All divisions 
were scheduled to work five days. 
A breakdown of Chrysler Corp. 
production showed Plymouth with 
an estimated 12,500 assemblies last 
week, compared with 12,484 a 
week earlier; Dodge up from 
5,767 to 5,800 units; Chrysler divi- 
sion (excluding Imperial), up 
from 2,248 to 2,250; Imperial up 
from 685 to 700, and DeSoto down 
from 2,659 to 2,200 units. 

Truck output also showed gains 
as it climbed from 22,594 assemblies 
the previous week to an estimated 
22,850 last week. 

Assembly increases were sched- 
uled by Chevrolet, which worked 


27 Careers Launched . . 


five of its truck-assembly plants 
Saturday; Ford, which worked 10 
truck plants six days; Diamond T, 
International, Mack, Reo, Stude- 
baker and White. 

Canadian car-truck operations 
produced an estimated 8,620 vehi- 
cles last week, compared with 8,484 


cars and trucks a week earlier. 
+. + = 


Ford’s Long Beach Unit 


Sets Output Record 

LONG BEACH, Calif—Alltime 
production records were set in the 
Ford assembly plant here during 
the 1957 model year, according to 
R. E. Settles, plant manager. 

The Long Beach plant produced 
104,219 vehicles during the model 
year, an increase of 20 percent over 
the 1956 model year. 

The plant is on a daily overtime 
schedule, assembling 45 units per 
hour, and will be in operation nine 
hours a day during the week and 
eight hours on Saturday to produce 
10,192 Fords during the month of 
November. 





Dealer’s ‘Grads’ Prosper 


MARTINSVILLE, Va. — When 
the subject’ of opportunities for 
young men comes up in discussion, 
the retail automobile business has 
no more enthusiastic booster than 
Gorman T. White, head of Bur- 
roughs-White Chevrolet Corp. here. 

White not only has his own 
prosperous dealerships as proof, 
but can point out that 
White has launched at least 27 
men on successful careers in the 


Dealer Reports 


Photocopy Speeds 
Office Operations 


MILWAUKEE.—Bookkeeping op- 
erations at King Braeger Chevrolet 
Co. have been simplified and 
speeded by installation of a photo- 
copying equipment, according to 
Mary Pritzlaff, office manager. 

Photocopies of service depart- 
ment work orders provide accurate 
customer invoices and eliminate 
clerical labor formerly required to 
transcribe information from the 
work order to the invoice, she said. 

Mrs. Pritzlaff said the new opera- 
tion has resulted in a 50 percent 
saving in clerical time. 

The photocopy machine, a Rem- 
ington Rand Transcopy Duplex, also 
is used in duplicating other office 
records formerly done by hand. The 
operation requires only a few sec- 
onds and eliminates chance of 
error by employes in transcribing 
information, said Mrs. Pritzlaff. 

The machine also is used in pro- 
ducing duplicate bills when needed 
by customers, billing of new cars 
traded to other Chevrolet dealers 
and producing salesmen’s monthly 
commission statements from the 
original record. 








Time-Saver— 


Photocopying equipment used by King 
Braeger Chevrolet Co., Milwaukee, is 
credited with cutting clerical labor by 50 
percent and assuring more accurate office 
records. A clerk is shown preparing a 
duplicate of an original record. 


retail] automobile field. 

“I don’t want to appear boastful, 
because some of these men would 
have gotten along all right with- 
out our help,” he says, “but it does 
give you a warm feeling to recall 
the number who have gone on to 
better jobs after working in our 
dealership.” 

Judging from White’s memory of 
former employes, Burroughs-White 
has compiled an alumni record 
which would make any college 
president throw out his chest. 
White counts 10 who have become 
dealers, six who have become serv- 
ice managers, four who are now 
parts managers and seven who 
have set up independent garages. 

Following is the White list: 

Deaters—J. H. Wickline, Wick- 
line Chevrolet Corp., Rocky Mount, 
Va.; Hayne Dominick, Dominick 
Chevrolet & Olds Corp., Narrows, 
Va; C. E. Riddle, Riddle Olds 
Corp., Martinsville; Willard Stone, 
B & L Chevrolet, Hillsville, Va; 
H. M. Britts, Britts Olds & GMC 
Corp., Martinsville. 

H. G. Fulton, Chrysler- 

dealer of Wytheville, 

Va.; Roy Brannock, Brannock 
Buick, Waynesboro, Va; Bill 


Buchanan, 

Service Manacers— Carl Bryant, 
Wyatt Buick; H. L. Corns, Bar- 
bour Cadillac; Sidney White, Colo- 
nial Chrysler Corp.; William S. 
Mays, Riddle Olds Corp., and Troy 
Bouldin, Mitchell Motors, all of 
Martinsville, and Garnett Shires, 
Wickline Chevrolet Corp., Rocky 
Mount, Va. 

Parts Manacers— Bennie Odell, 
Chrysler warehouse, Winston- 
Salem, N.C.; John Keen, Johnson 
Chevrolet Corp., Reidsville, N.C.; 
S. Cc. Bryant Wyatt Buick, and 
G. D. Corns, bour Cadillac, both 
of Martinsville. 

INDEPENDENT GaraGeE Men—How- 
ard Doyle, Tom Smith, Dan O’Con- 
ner, Ralph Howell, Richard Foley, 
Virgil Wray and Posey Eggleston. 


Churchill Sees 
S-P in the Black 


TORONTO.—Harold E. Churchill, 
president of Studebaker - Packard 
Corp., said here that the company 
will be “operating at profitable 
rates” by the end 
of 1957. 

He cited a huge 
reduction in the 
firm’s net loss, 
from $35 million 
in the first six 
months of 1956 to 
$6 million in the 
correspon d- 
ing period this 
year. 

He indicated 
that the firm’s 








H. E. Churchill 
improved position was due to the 
low-priced Scotsman introduced in 
the U.S. in May. 
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unauthorized entry, all locks used 
in the styling center are as- 
sembled within the building. They 
are part of a system which 
makes it possible—through the 
use of removable cores—to 
change every lock within an 
hour. All locks are combinated 





De hee ee 


reducing the number of people 
allowed to see any given model 
during its development, and in edu- 
cating all those involved in order 
to avoid “incautious” conversation 
and gossip about their work. 

The first is dealt with by means 
of a visible badge system similar to 


Crockard Hits 
Hours Ceiling 


For Salesmen 


OAKLAND, Calif.— Small busi- 
nessmen, including auto dealers, 


°59s Guarded Like Hawks... 


Styling a Police State 


area 


gatas 


DEARBORN.—With the excep- 
tion of atomic energy installations 
and other top-secret government 
operations, there aren’t many ac- 
tivities that match automotive styl- 
ing in the extent of cloak-and- 
dagger precautions that surround it. 


Security in the areas in which 
the nation’s cars are styled is kept 
under strict contro] day and night, 
12 months out of the year. The 
sales department of a car division 
may breathe a sigh of relief when 
its new models finally have been 
introduced to the public, but styl- 
ing security can’t afford to relax, 





Obituaries 


Charles R. Parkhurst 

SYRACUSE, N. Y.—Charies R. Park- 
hurst, formeriy engaged in the automobile 
business here for 30 years, died Nov. 6 in 
Ft. Lauderdale, Fla. He operated Parkhurst 
Motor Co. until his retirement in 1951. 

* + * 
James J. Altman 

CHARLESTON, 8. C.—James J. Altman, 
67, founder and president of Altman 
Cadillac Co. here, died unexpectedly Nov. 8 
at his home. A city alderman from 1935 
to 1947, he was active - a wide range of 
civic —_ * * 

Madison Darden 

quai, Ga.—E. Madison 
Darden, 49, until recently an automobile 
dealer here, _ at his _ Nov. 9. 

* 
William F. Snyder 

PITTSBURGH.—William F. Snyder, part 
owner of the Snyder Brothers automobile 
dealership in New Kensington, died Nov. 6. 


He was 62. 
* * . 


Ethel Shelby Currie 
LITTLE ROCK, Ark.—Miss Ethel Shelby 
Currie, 82, an auto dealership executive 
before she retired three years ago, died 
Nov, 4 at a local hospital. Miss Currie was 
general manager of Little Rock Motor Car 
Co. for many years, and owned Twin City 

Motor Co. at — —_ Rock. 

* 


wae Cc. Sains 

BOULDER CREEK, Calif. — Roy C. 
Douglas, associated with Howard Auto- 
mobile Co., former California distributor 
for Buick, for more than 40 years, died 
Oct. 29. He suffered a stroke two years 
ago. In addition to being at one time in 
charge of all Buick service operating de- 
partments for Howard Co. in San Fran- 
cisco, he was superintendent of the late 
Charies 8. Howard's extensive cattle 
ranches and horse racing interests, which 
included the Samed oo ” 


- Manning 
ATLANTA.—William A. Manning, 62, 
Ford dealer in Beaumont, Tex., from 1925 
to 1935, died here. 
* o * 
Leslie Cloar 
PORT ARTHUR, Tex.—Leslie Cloar, 56, 
vice-president and general manager of 
Smith-May Motor Co., died Nov. 30. He 
was a past president of the Automobile 
Dealers of Port Arthur, a member of the 
Buick Dealers Council of Texas and part- 
ner with Howard Smith in Smith-May 
Motor Co. and Border Motor Co., Orange, 
Tex. 


> * > 
Frank Clay 


for in its studios are two or three 
models to follow that one. 


Measures taken to safeguard 
new designs at Ford Motor Co.’s 
$11% million styling center in 
Dearborn are indicative of the 
intensity with which the auto- 
motive industry applies itself to 
foiling leaks. 


As far as a manufacturer is con- 
cerned, his competitors certainly 
must be considered — there’s no 
question of that. But perhaps 
equally important is the need for 
keeping the public from finding out 
what goes on behind the sheet- 
metal curtain he has lowered 
around the designs his stylists are 
developing. 

Car makers live in constant fear 
that the customer, who theoreti- 
cally is waiting with bated breath to 
view his newest creation, will have 
found out all about it before it 
even reaches the dealer’s showroom. 

Ford security is directed toward 


Spying on the Spies— 





those in effect in military installa- 
tions. Each badge bears a photo- 
graph of the holder. A color code 
indicates the area he is authorized 
to enter. An individual who wears 
a badge bearing the color of the 
Ford studio, for example, is barred 
from the studios of each of the 
other car lines, 


This compartmental control, of 
course, applies to employes. Vis- 
itors to the styling center are sub- 
ject to perimeter control, which 
begins at the main entrance to the 
building. Here the visitor reports 
to the main lobby, where he is 
screened by a receptionist under 
the watchful eye of a guard. The 
receptionist finds out into which | 
portion of the building the visitor’s 
business will take him. He is then 
met in the lobby and escorted to 
that particular part of the build- 
ing. When his business is finished, 
he is escorted back to the lobby. 


Asa farther safeguard against 


All of the on-the-spot precautions taken to guorantee security at the Ford styling 
center in Dearborn are backed up by the use of an extremely high-powered telescope | studios. Several are kept locked at 
like those used in spotting rifle scores, The instrument runs up to 60-power and is|@/l times, and keys are doled out 
trained by members of the security force not only on areas outside company property | 


but on nearby buildings as well. 


Chevrolet’s Barr Looks Ahead... 


Long Reign for Pistons? 


and all keys are cut by members 
of the styling security force. 

A similar system is used in pre- 
paring the badges. All photography, 
lamination and other work is done 
in the building. 

The second problem involved in 
styling security—preventing infor- 
mation from leaking out by word 
of mouth—is more difficult than 
the first because fewer mechanical 
controls are possible. 

“We obviously can’t brainwash 
our employes,” Styling Vice- 
President George W. Walker ex- 
| Plains. “Once they leave the styling 
center, there’s very little that can 
be done to prevent them from 
talking freely about whatever they 


happen to have seen or been work-| 


jing on. But if an employe makes 


up his mind that he’s going to} 


talk, at least we can make sure 
that he sees only what he has to 
see in the course of his work.” 

One step in combatting “loose 
tongues” has been the establish- 


ment of a program of weekly! 


posters designed to make the em- 
ploye aware of the necessity of 
guarding against disclosures of his 
work. 

The disposal of restricted ma- 
terial is accomplished through 
the use of locked wastebaskets, 
whose contents are emptied and 
burned under security supervi- 
sion. In addition, a member of 
the security force accompanies 
all models to be scrapped and 
watches while they are com- 
pletely demolished by a bulldozer. 
Security against prying eyes was 

considered when the styling center 
was first constructed. As a result, 
the area is set back 200 yards—the 
length of two footballs fields—from 
the two adjacent public thorough- 
fares. Open lawns make it vir- 
tually impossible to approach 
either the building or the adjoining 


patio from the street without being | 


detected. 

Every effort is made to keep 
casual passerby from wandering 
into or even looking into the 


| sparingly. In instances in which a 


| studio is left unlocked, a secretary 
sits at a desk by the door and 
screens everyone who enters. Sight 
baffles placed several feet inside 
the door of each studio prevent 
anyone from looking through an 
open door and into a working area. 

Walker cites three separate in- 
stances in which vice-presidents of 


have no cause to worry over pro- 
posed Federal legislation extending 
minimum wages and the 40-hour 
week to more than nine million 
additional workers throughout the 
country, according to a member of 
the House subcommittee studying 
the measure. 

“We are not here to extend the’ 
minimum wage act,” Rep, James 
Roosevelt said during a hearing 
here. “We feel this is a state func- 
tion. But we are here to see that 
large firms operating in interstate 
commerce—that cannot be legis- 
lated against by the state—should 
be required to pay minimum 
wages.’ 

Hanford A. Crockard, Berkeley 
Chevrolet dealer and Northern Cal- 
ifornia director of NADA, testified 
before the subcommittee that “it is 
literally impossible to control the 
initiative or desire of the individual 
salesman to produce for himself 
and his family.” 

He said salesmen in San Fran- 
cisco and Oakland do not restrict 
themselves to the five day, 40-hour 
week provided in union contracts. 
He said the union knows the sales- 
men are not observing the 40-hour 
week and the employers are in- 
capable of policing such a restric- 
tion. 

“Any law which would set a ceil- 
ing on the number of hours a man 
can work as a salesman is placing 
a limitation on the initiative and 
the productive ability of that per- 
son,” Crockard continued. “Such a 
restriction is therefore unaccept- 
able to the individual salesman.” 

Crockard told the committee he 
was speaking for dealers of this 
area and not for the national 
association. 


Delco Unit Makes 
Millionth Battery 


OLATHE, Kans. — Production of 
its millionth automotive storage 
battery has been reached by 
Olathe’s Delco battery plant, ac- 
cording to John Harrison, plant 
manager. 

The Olathe unit of GM’s Delco- 
Remy division started production 
a little more than a year ago. The 
central western states area is 
served by the plant. 

Olathe batteries go into cars as- 
sembled at the Kansas City, Chev- 
rolet plant and the B-O-P plant at 
Kansas City, Kans. 





PASADENA, Calif.—Frank Clay, Chev- 
rolet dealer here, died when stricken by a| 
heart attack — on a weekend trip to 
Mexico. * * 


Emil J. Habrich lighter metals and the reign of the 
HACKENSACK, N. J.—Emil J. Habrich, piston engine “for long time to 
62, real estate and insurance broker who | come” are among prot bilities in 
also operated an auto dealership, died Nov. the cannons 


7 in a Boston hospital. ; 
future, according 


the company have been halted as) 
they entered the building because) 
| they were not wearing their identi- | CHICAGO.—Hertz Corp., has pur- 
fication badges. | chased assets of Driv-Ur-Self., Inc. 

“It was a little embarrassing at| Charleston (W. Va.) car and ‘truck 
let production models is 2.06 pounds | the time,” Walker points out, “but| renting and leasing firm, from Mrs. 
per horsepower, although a ratio of | at least it proves that our security | Jane Goff Hughes, former Hertz 
15 pounds per horsepower was) people are on their toes.” | System licensee. 


Hertz Buys W. Va. Outlet 


CINCINNATI—Increasing use of | one horsepower per pound of en- 


gine weight.” 
Barr said the best weight-to- 
horsepower ratio in current Chevro- | 


SSA RSE 


~ 


AC Council Holds to H.'F. Barr, 
4-Day Meeting 


PALM SPRINGS, Calif—tThe fall 
session of the 1957 AC Distributor 
Council, an advisory group for AC 
Spark Plug division of General Mo- 
tors, was conducted here last week. 


The 14-member group, represent- 
ing the nation’s warehouse distribu- 
tors of AC automotive replacement 
products, met four days with top 
AC officials. 

Members of the council .are: 
Wayne Bull, Wayne Bull Auto 
Parts, San Antonio, Tex.; W. D. 
Craig, Craig Motor Service Co., 
Fairmont, W. Va.; Fred Furth, Chi- 
cago Auto Parts Co., Inc., Cicero, 
TiL; Max A. Hayes, Hayes & Hop- 
son, Ine., Asheville, N. C.; Everett 
L. Kelly, B. K. Sweeney Co., Den- 
ver; A. H. Leu, E. Blankenship & 
Co., Marion, Ill.; Henry Levene, 
United Auto Parts, Inc., Bingham- 
ton, N. Y.; D. W. MacLean, Reliable 
Motor Supply, Inc., Grand Rapids, 
Mich.; Robert W. O’Conner, Car 
Parts, Inc., South Bend; Norman 
B. Parker, H. M. Parker & Son, 
Glendale, Calif.; Sam Weiss, De- 
troit Supply Co., Albany; John Yan- 
_ tis, Ozburn, Crow & Yantis Co., Fort 
Smith, Ark.; John H. Yellman, 
United Service Co., Inc., Lexington, 
Ky., and Harold U. Zerbe, E. S. 
Youse Co., Inc., Reading, Pa. 


Chevrolet chief 
engineer, keynote 
speaker for the 
8ist annual con- 
vention here of 
the American 
Foundrymen’s So- 
ciety. 

While the pro- 
portion of alumi- 
num and other 

light metals in cars will increase, 
Barr said, cast iron will be needed 
in greater quantities because of the 
increased rate of car and truck 
production forecast for the years 
ahead, 

With all the weight saving and 
other advantages of light metals, 
he said, iron will continue to be 
needed in greater amounts for 
many auto-making applications be- 
cause of its superior damping, low 
thermal expansion and greater 
elasticity. Barr also confirmed that 
Chevrolet is conducting experi- 
mental work on aluminum cylinder 
blocks. 

Admitting that economic fac- 
tors may be a deterrent to wide 
use of aluminum blocks as stand- 
ard equipment in volume produc- 
tion of cars, Barr added: “We 
know the use of aluminum blocks 
will save 75 pounds of op tac per 
engine. When a practical alumi- 
num block is developed, we can 
look for a new specific output of 


achieved in the experimental Cor- 
vette Super Sport model. 


The goal of one horsepower per 
cubic inch of engine displacement 
has been attained in Chevrolet’s 
283-horsepower fuel injection V8 in- 
troduced this year, Barr said. 

Barr said the car of the future 
will have a higher-compression 
power plant, efficient to operate 
and economical to build. The car 
will contain more aluminum and 
magnesium and have a low weight 
compatible with use of plentiful 
materials at low cost. 


The light metal trend is ap- 
parent in the experimental Chev- 
rolet Corvette Super Sport, Barr 
said. Among its features are mag- 
nesium body panels, oil pan and 
wheels, aluminum cylinder heads, 
clutch housing, water pump and 
radiator core, and a lightweight 
tubular truss frame of chrome 
molybdenum steel. 

“We will continue to experiment 
with gas turbine and free piston 
engines,” said Barr, “but we be- 
lieve the conventional piston en- 
gine will retain its dominant posi- 
tion for a long time to come.” 

One big reason for this, Barr 
said, is the constant improvement 
being made in the conventional 
piston engine, particularly in the 
areas of operating efficiency and 
weight reduction. 
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HELP WANTED 


LOS ANGELES DODGE-PLYMOUTH 
dealer needs two top flight salesmen. 
Splendid opportunity for right men. Sal- 
ary and commission. Box 7612, c/o Auto- 
motive News, Detroit 26. 


PARTSMAN. Larry Dimmitt, Inc., Cadil- 
lac-Chevrolet Agency, 603 South Fort 
Harrison Ave., Clearwater, Florida. Write 
Walker Brewer, Manager. 


RETAIL SALES MANAGER—Handling one 
of Ford Motor Co. products in fastest 
growing area in southern California. Give 
qualifications, references and all perti- 
nent information. Box 7657, c/o Automo- 
tive news, Detroit 26. 


WANTED MANAGER—Take complete con- 
trol of 100 car Dodge-Plymouth agency 
in Florida. 40% net profits to right party. 
a 7650, c/o Automotive News, Detroit 


eB 


PER WORD FOR EACH 
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HELP WANTED 


SERVICE MANAGER, Outstanding oppor- 
tunity for aggressive, experienced GMC 
truck service manager for existing GMC 
truck franchise recently acquired by 
Florida west coast’s largest Oldsmobile 
dealership. Write to Box 7659, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER AND SALESMEN: Ex- 
cellent opportunity for GMC truck sales- 
men in GMC Truck Division of Florida 
west coast’s largest Oldsmobile dealer- 
ship, Write to Box 7659, c/o Automotive 
News, Detroit 26. FZ 

SALES MANAGER—Who can handle both 
new and used cars. 350 car deal. Must 
have good record, be able to advertise 
close sales and train men, Good salary 
and bonus to right man with opportunity 
to buy out later. ‘‘Big Three’’ dealership, 
Pacific northwest area, Write Box 7660, 
c/o Automotive News, Detroit 26. 





HELP WANTED 
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BUSINESS 






















s 


AUTOMOTIVE NEWS, NOVEMBER 18, 1957 


POSITION WANTED 


USED CAR MANAGER: 12 years’ experi- 


ence, Christian, family man, also Shriner. 
Sober, honest and hard worker. Prefer 
Southern location but will consider any 
good deal. Write: 8 Mulberry Road, 
Maplewood, Louisiana. 


CAR LEASING MANAGER AVAILABLE: 


Thoroughly experienced in all phases buy- 





ll busi ‘ ing, selling, financing, insurance, etc. 
dea’ers, We will put you in business for your- Also detailed knowledge of all types of 
: Seco: oldes: leasing plans. Capable of building new 
er pee. self. No investment. nd . organization or taking over leadership of 
tending company selling 1 year guarantee to established firm, and show a high proat. 
. Prefer association with new car dealer. 
40-hour deolers. Our men earn substantially Age 34, family man with excellent ref- 
miliion 000 erences and leasing contracts, Minimum 
out the over $10, per yeor: F. lyons, salary $10,000 plus percentage of net 
mber of Tampa, Fia., earning $15,000 yearly; profits, Box 7662, c/o Automotive News, 
tud: ing M. Dallas, Boston, Mass., doing can GENERAL ceeeerieociniiaraes 
” . SALE : xperi- 
$17,000. Approved nationally by deal- enced at both. Presently with —oo 
. epeat i bs n Mercury dealer. Age 35, married. ‘ant 
end the ers. R sales on - a Ss d to relocate, Nine years with Ford makes, 
James complete details stating experience. qualified and experienced in new and 
hearing used car merchandising, selling and man- 
agement; all phases of FoMoCo book- 
e fune- Sure-Car of America, Inc. keeping. Member of Inner Circle. Not a 
ee that drifter or drinker—Not interested in cities 
tersta : over 30,000 population. Box 7663, c/o 
heal Mala — Automotive News, Detroit 26. 
-should Dept. E, Sea Cliff, N. Y. GENERAL OR SALES MANAGER—Tweive 
. . years’ factory and retail management 
imum (See our advertisement on Page 80) experience with record of top results. 
Desire to invest $7,500 or more in small 
eS Ford-Chevrolet deal in southeast or Texas 
erkeley SERVICE MANAGER: Immediate opening| on buy-out basis—or protected buy-in. 
rn Cal- for young, aggressive and sober service; Under 35, capable full management, Fac- 
. manager in well established Oldsmobile- tory approval obtainable. Box 7636 c/o 
estified Cadillac dealership 7 ~ Ohio city} Automotive News, Detroit 26. 
it “it i of approximately 50,000. e oman we | ns ae a EE 
s hire must have proven experience in com- | ACCOUNTANT- BUSINESS MANAGER 
rol the plete handling of Service Department, in- with large volume Chrysler and Ford 
lividual cluding body shop. Top-flight job for top- dealer experience, desires to be employed 
. as such in new area. Know daily operat- 
himself flight man, Salary and bonus setup. Box 
7658, c/o Automotive News, Detroit 26 aA “Seana eo es and — oy con- 
, . - rol. alified to take over complete man- 
SERVICE MANAGER, DeSoto-Plymouth agement or advise general manager on | 
Fran- dealer, 150-200 new-car, modern service operations. Willing to locate anywhere, 
restrict department. ea hn = ~ a anes even abroad. Box 7628, c/o Automotive 
{0-hour eeon Emeciiens Eeene Ser tomtly evel ee aE GER Sal 
itracts. able January 1st. Top salary plus incen- | © A ‘ —— Sales manager, 
" | tive. Write: Sullivan Motor Co., Inc., 19 40; fifteen years’ experience includes fac- 
> Sales- Jay Street, New London, Connecticut. tory, business manager, truck manager, 
10-hour complete charge of profitable 2,000 car 
tre in- deal. Excellent references. Past 10 years 
: SALES in Miami. Desire to locate in Florida. 
restric- Box 7656, c/o Automotive News, Detroit 
26. 
a ceil- REPRESENTATIVE FORD PARTS MANAGER—Top flight cali- 
ber, with very successful background, 
a man Excellent Opportunity best of references. Specializing in devel- 
placing Well rated, 43-year-old, large volume seat oping business in an organization, which 
ve and cover manufacturer with national distribu- Sane a a wean on reed | 
at per- tion has certain territories open. 1958 line connection with exclusive truck dealer- | 
Such a is very ——_ Se a and de- ship. Box 7654, c/o Automotive News, | 
signed especially for sale to seat cover Detroit 26. | 
ept- . ae samen neesaemenceaienerennaataamiarcasancaceaaemmmaaeaayimmatetmascmiias 
a * installation specialists, accessory stores, DEALERSHIPS AVAILABLE 
: car dealers, super service stations, etc. 1) AT7TOMOBILE DEALERSHIP handling | 
tee he Right salesman can increase his earnings American Motors Products and Metro- 
of this considerably. No objection to non- politan, 300 to 400 cars potential. a | 
: flicti ide-lines lished many, many years at same ad- 
ational conflicting side-tines, \ dress. Very reasonable rent. The hottest 
Thoma Co pa line of cars in a real hot town for Ameri- 
R. M. s ~ ny. nc. can Motors’ products. A good money 
Muncie, Indiana maker. City of 150,000 population in the 
midwest. Price $50,000 — $25,000 cash. 
es Balance long term note at 4%. All equip- 
ment and parts. Step right in and make 
money the first day. Have other interests. 
ry Box 7668, c/o Automiotive News, Detroit 
26. 
‘ion of FOREIGN CAR DEALERSHIP handling 
t Renault, B.M.C. line, Rootes Group— 
torage Jaguar and others. Want to sell parts, 
ed by equipment, furniture, fixtures, signs, etc. 
it. ac- $25,000 cash price. Attractive lease on 
plant property. Box 7664, c/o Automotive News, | 
Detroit 26. 
DEALERSHIP HANDLING RAMBLER— 








Deleo- 4 Twenty miles from Springfield, Mass. 

. NEW OR USED CAR MANAGER position Thirty years in business — Impaired 

uction desired by family man, 28. Five years’| health. Box 7665, c/o Automotive News, 

o. The experience in sales, wholesaling and buy- Detroit 26. 

ing with GM and Ford experience. Good | G;nwpLING DeSOTO-PLYMOUTH in south- 

ea is references—will relocate. Box 7661, c/o —— Uiccaais tome af | I 

Automotive News, Detrott 26. location, low rent, Established 16 years. 

irs as- Reason for selling—ill health. 100 miles 

he from Chicago. Box 7666, c/o Automotive 

Cher. ATTENTION, =» [| £0, Shlcaro. a 

MAN FACTU DEALERSHIP HANDLING BUICK, South- 

U RERS REPS. ern California (not Los Angeles). Fast 

growing city with smog-free, healthful 

DO YOU NEED climate. Approximately 1,000 car deal 

tlet plus Opel. Modern showroom, outstanding 

parts and service, favorable lease. Price 

s pur- NEW LINES ? is low—no blue sky. Exceptional deal for 

Inc fast action. Box 7667, c/o Automotive 
‘truck News, Detroit 26. 

1 Mrs. Automotive News can help you || peALersnir AVAILABLE. Handling 

| - Buick, Pontiac, Opel. Nearly new - 

Hertz by bringing your wants to the ings and modern facilities available. New 














lease. Applicant must be highly qualified 
and factory approved. Available after 
January ist. Owner's average six year 
earnings amounted to $28,500 per year. 
Average volume $797,200 per year. Box 
7669, c/o Automotive News, Detroit 26. 


DEALERSHIP—HANDING OLDSMOBILE, 
Rambler, Eastern Michigan, large corner 
location, growing industrial and farming 
area, Olds registrations 2nd or 3rd in 
industry all year; Rambler, Sth. Lease 
or purchase. Box 7652, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 


“Work Pattern’ 
For Salesmen 


Having trouble getting salesmen to do the things they should? You're 
not alone. Here's a pattern to orgdnize their work that is so simple a 
child could do it. Salesmen like the relief from red tape. No daily re- 
port, no tedious advance planning. Automatic in its operation for the 
small dealer or the sales manager. Gives a weekly comparison of per- 
formance of all phases of salesman's efforts. Comes complete with 
starting supply of forms. 


attention of manufacturers. 


An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


Automotive News 
Classified Want Ad Department 




















DEALER'S PRICE OF "WORK PATTERN" eneeeen $14.85 
PLUS STARTING SUPPLY OF FORMS — 9.40 
TOTAL DEALER INVESTMENT... aneeeeeee $24.25 





Mail your check today. You'll save the cost the first month. 


AUTOMOTIVE ENTERPRISES 


Retail Research Specialists 
Jaikins Building, P. O. Box 5, Birmingham, Mich. 












DEALERSHIPS AVAILABLE 


DEALERSHIP IN SAN DIEGO, California 


handling one of ‘‘Big Three’’ lines with 
potential in excess of 1,000 new cars 
annually. High profits this year. Buy 
only parts, furniture, fixtures and equip- 
ment on fair appraisal, Have good lease 
with excellent facilities, Box 7647, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING GM in South- 
ern California metropolitan area, selling 
approximately 500 new and used 
cars, Excellent facilities, on good lease, 
no used cars or accounts receivable to 
buy. Factory approval required, State all 
your qualifications and bank references 
in first letter. Box 7646, c/o Automotive 
News, Detroit 26. 

DEALERSHIP HANDLING DODGE-Plym- 
outh in fast growing town near San 
Diego, California. 150 car potential, Buy 
only parts and equipment, $15,000. Box 
7645, c/o Automotive News, Detroit 26. 

SMALL, COMPACT OPERATION handling 
Mercury and hot economy car. Rapidly 
expanding town 50 miles from New York 
city. Box 7617, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


WANTED—ONE FORD OR CHEVROLET 
agency, 500 or smalier potential, New 
York, New Jersey or New England pre- 
ferred. Factory approval guaranteed. 
Box 7649, c/o Automotive News, Detroit 
26. 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7593, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


MILITARY FINANCE CO. 





502 Tioga Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif, CApito! 6-268! 


THornwall anak 
“Worldwide for Mi 
— 


AAA DRIVEAWAY, CHICAGO, for safe 
drivers to all points. One car or a fleet. 
343 S. Dearborn St. WE 9-2364. 








INVENTORY SERVICE 


Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





CARS FOR SALE 


FORDS 
PLYMOUTHS 


a 
Four-door ex-toxis 


with heater and 
defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 


Don't wait . . . call, wire or write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry — ADirondack 4-630! 





SPORT FOREIGN CAR 
DEALERS 


ATTENTION! 


We are Chicago's Largest Wholesaler 


of Foreign Cars. 
We Carry: 


M. G. 
T-Birds 
Renault 
Corvette 
Or Whatever You Need 
Call Us—We Ship Anywhere 
One Car or a Carload 
Over 100 Cars in Stock at All Times 
Wholesale is Our Business 
Write or Wire 


SPORTCAR CENTER 


3607 N. Kedzie Ave. Chicago 18, 
Ph: KEystone 9-6900 


Volkswagen 
Karmann Ghia 
Porsche 


Mercedes 




























DECAL TRANSFERS 


DECALS, WOOD GRAIN, for all Ford- 
Mercury station wagons, Quick - service, 
low price, Send for price chart and sam- 
ples. Canell Co., Little’ Ferry, N. J. 
(Distributorships available to jobbers 
calling on Ford-Mercury dealers and/or 
body shops.) 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


PARTS WANTED 


WANTED: CHEVROLET OBSOLETE 
PARTS for export, 1928 and up. Passen- 
ger cars and trucks, Send lists for im- 
mediate orders to: Jack’s Auto Parts, 
492 Main St., Fort Lee, New Jersey. 








$50.00 REWARD 


CALLING HIMSELF FRED GERO — 


SKIP: 
salesman, 200 Ibs., sandy complexion, 
wears glasses. Driving 1956 DeSoto 
Sportsman, Fireflite. 


"57 Oregon License No. 7C-59. 
Motor No. 032-09-2451 
Serial No. 50368987 
REWARD will be paid for information 
leading to the recovery. CALL COLLECT: 
G. M. Phelps or J. R. Steuteville, Monte 


White Motors, 32nd Ave. and Leavenworth 
St., Omaha, Nebraska. ATiantic 5033. 








$50 REWARD—Recovery 1953 DeSoto Fire- 
dome sedan, two-tone green, motor 816- 
13149, serial 64009102. Man calling him- 
self Allen W. Frost gave no good check 
$875. Wire or phone collect: Russell Ash 
Used Cars, Boise, Idaho. 


BUSES FOR SALE 

SCHOOL BUSES—We still have—Four 60- 
passenger Internationals with complete 
New York and New England specs. Four 
54-passenger Chevrolets with New Eng- 
land specs. Two 54-passenger Fords with 
New England specs. Transit Sales & 
Service, Inc., Frank T. Mee Jr., Vice- 
Pres. Call me collect at Norwalk, Conn. 
Telephone: TEmple 8-6549. 


SHOP EQUIPMENT FOR SALE 


OWNER RETIRING—Will sell all tools and 
shop equipment, stock of parts—mostly 
GM, bins, etc. Halm Motor Co., Upper 
Sandusky, Ohio. 





SELL IT! 
HIRE HELP! 


BUY IT! 
TRADE IT! 


Through 
AUTOMOTIVE NEWS 
Classified Want Ads 


SHOP EQUIPMENT FOR SALE 





LIQUIDATION SALE BY FORMER 
Complete Inland radiator shop: used only 2 
years, This equipment, costing over $3, 
consists of power work tank, acid cook ta 
flow tester, dryer, paint and flush cabinet 
complete set of signs. This was most 
able section of my shop. Price, includi 
various supplies, together with over 7 
worth of new cores still in boxes, $2,000. Also 

i $100—cost 
$1,100 new, Undercoat machine, $45, Carbon 
blast out machine, $40. 


30 West First St. Fulton, New York 








SHOP EQUIPMENT WANTED 


WANTED: Good, used brake drum lathe. 
State make, age, condition, Beach Auto 
Service, 1410 Legare St., Columbia, South 
Carolina, Phone: AL 6-2313. 


ANTIQUE TRUCK FOR SALE 


1916 WHITE 4 cyl. 500 gal. Fire Pumper. 
Currently registered and operating. $500. 
Lawrence Mack Sales, 70 State St., Law- 
rence, Mass. 


MISCELLANEOUS 


BLUE ® CHIP 
TOW - PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS* SPECIAL (F.0.B. Factory Net) 
$52.35 Fed. Tox inctuded 











THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 


e . 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 





CLASSIFIED WANT ADS 
BRING RESULTS 





MISCELLANEOUS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
Call Collect “° fy, Susy 
6, il. 














1958 ORDERS BEING PLACED 


All Makes — All Models — All States 


New-car Dealers interested in Volume Fleet Sales and Service, Contact: 


ROLLINS LEASING CORP. 


14th and Union Streets Wilmington 99, Delaware 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 
Financial [] 


Manufacturer [] 
Supplier [) 


Car Dealer () 
Jobber [] 


Make of Car......... 


Insurance [] 
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11-18-57 





At 


We wish to express our 
gratitude for the whole- 
hearted cooperation of the 
diplomatic and home offi- 
cials of the following coun- 
tries: 


ENGLAND 
FRANCE 
SWITZERLAND 
ITALY 
YUGOSLAVIA 
GREECE 
TURKEY 

IRAN 
AFGHANISTAN 
PAKISTAN 
INDIA 

BURMA 
MALAYA 
THAILAND 
CAMBODIA 
SOUTH VIET NAM 
UNITED STATES 


“Around The World in The ‘58 Ford” 


MAM 
MOTION PICTURE PROJECT 


~~ 


ier f «, 


a 


The World Highways Expedition, organized for the Ford Motor Company and 


J. Walter Thompson Company by Filmways, has just completed its history- 
making, round-the-world test drive of the 1958 Ford car. A distinguished series 
of television commercial films and a major documentary film, “One Road,” will 


soon bring the exciting story of this expedition to millions of people the world over. 


PILMWAYS 


241 wesT S4TH STREET, NEW YORK 19, N. Y. 
th. 


World Highways Expedition, Inc. is a wholly-owned subsidiary of Filmways, Inc. 





